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WEBSTER STARTS 1950 
NEW, EYE-CATCHING PACKAGES 





Let These New Profit-Making Packages 
Go to Work For You 


Here’s a brand new line of boxes for Webster's Typewriter 


Ribbons. They're clean, bright sales getters. So attractive on the 
outside they inspire confidence on the product snide. Line them 


up on your shelf and you'll have a profit- winning combination. 


You'll also like Webster's durable slide drawer cartons. Each 


one is packed with a dozen boxes. Also labeled for quick, easy 
identification. Especially efficient for handling your shelf stock. No 
juggling of merchandise to get the Webster ribbon you want. 


Modern packaging is one of the big reasons why Webster's is 


the fast moving line of finest duplicating supplies of all kinds. For 


61 years Webster has successfully worked to build dealer profits. 


F.S. WEBSTER COMPANY 
13 Amherst St., Cambridge 42, Massachusetts 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
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Business Forms Chairs, Posture 


Ideal System Company, The Art Steel Sales Corp 

Calculating Devices Bright Chair Co 
Lightning Adding Machine (: Cramer Posture Chair C¢ 
Loy’s Chinese Calculator Emeco Corporation 


General Fireproofing Company 
Gunlocke, W. H., Chair Co 
Harter Corp 
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Victor Safe & Equipment 
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R. C., Bus. Machine I High Point Bending & Chair (Cx 
Add. Mach. Div Impertal Leather Furniture Co 
i Cale. Machine Cx I Jasper Chair Co 
mith, L. C., & Corona Typw Johnson Chair C 
Swift Business Machines Cor; King Posture Chair ( 
Calculating Machines, Used Marble, B. L., Chair Co 
Calculator Equipment Cort Metal Office Furniture Co 
Checkwriter Co., Inc Royal Metal Mfg. Co 
Int’l Office Appliances, Inc Sturgis Posture Chair Company 
Shipman-Ward Mfg. Compa Taylor Chair Co 
Typewriter Distributors, 1 Wells Office Furniture Co 


Calendar Pads & Stands Chairs, Tablet Arm 
Fox, Geo. E., & Co jasper Chair Co 


Wells Office Furniture (« 
Carbon Papers 
af Cheeks, Stamped Metal 


dayton Stencil C 
Card Index Boxes & Trays Day e “4 ” wus 
All-Steel Equipment. In Cheekwriters & Signers 
Amberg File & Index ( Hall-Welter Company 
Art Metal Construction ¢ Safeguard Corp 
Bent Manufacturing ¢ nm Cheekwriters, Used 
Cole Steel Equipment Cx Checkwriter Co., Inc 
Col bia Steel Equipment ( Clipbeards 
Corry-Jamestown Mfg. ¢ See Arch & Clipboard Files) 
Dehler Mfg. Co Coin Bags, Trays, Wrappers 
General! Fireproofing Co Downey, C. L., & Ce 

















Globe-Wernicke Co., The Copyholders 
Guide System & Supply ¢ Acco Products, In 
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Wiggins, J. B., ¢ Mayfair Company. The 
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, r Mf ( Sengbusch Self-Cl. Inkstand (« 
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Globe-Wer ke ( The Shaw-Walker Co 
G e Sy n & Supply ¢ Stempel Manufacturing Company 
Seomastel Mathote ¢ Wels Mfg. Co 
Ir , Metal Furniture Wells Office Furniture Company 
Mayfair Company, 1 Yawman and Erbe Mfg. Co 
Met Office Furn. ¢ Costumers 
Peerless Steel Equipme ( Fixtures Mfg. Corp 
Rockwell-Barnes ( Globe-Wernicke Co., The 
Sha Walker (« McLeod Furniture Company 
Wells Office Furniture ¢ Park Products Co 
Ya an and Erbe Mfg. ¢ Peerless Steel Equipment Co 
Cash Register Parts Security Steel Equipment ¢ 
Int'l Cash Register P ‘ Valco Company 
Casters, Caster Bearings, Slides Covers, Loose Leaf 
Bassick Company Ellingsworth Mfg. ¢ 
Darne!l Corp., Lt 
Celluloid Envelopes ——. > wa a * 
Chair — es, | Cushions & Pads, Chair 
R  Gempes Fox, Geo. FI & « 
- egg sesso Perfect Rubber Seat hion Co 
Ser ‘ The — Aster (4 
Chair Mats Dating Stamps 
Office I niture Wholesa , Bates Mfg. Co 
Ser e Prod. D Ww la ‘ olidated Stamp Mfg. ( 
Stemr M facturing Cor Force, Wm. A., Cor any 
Chairs, Foldin Fulton Specialty ¢ 
, eta Ir Rivet-O Mfg. ¢ 
Ma City § ‘ Stewart, R. A., & ¢ 
R Metal Desk Bumpers 
Ww Office Furniture ¢ For, Geo. F & ¢ 
Chairs, Office Desk Lamps 
Art Sts Sales Corr tainbridge, Kimpton & Haupt, Inc 
I Mfg. Cor I tr Corporatior 
I Chair ¢ M r vy. The 
‘ Pos o ‘ Midw irlite ¢ 
} ( ratior We Office Furniture Ce 
( ul Fire wfing ( Desk Name Plates 
Gra Rapids Leather I ( Pla & Wood Pr its ¢ 
Gur ke, W. H., Ct ‘ Rowles, E. W. A., Company 
Harter Co Desk Pads and Tops 
H Point Bending & ¢ ( Aigner. G Co 
Impertal Leather Fur e « Fox, Geo. E., & C 
Jasper Chair ( Office Furniture Wholesale Distr 
"tae Desk Pen & Ink Sets 
M B. I Cha ( Seng ch Self-Cl. Inksta ( 
Ww or Furnit ‘ Desk Side Files 
- ” e Company, } Amberg File & Index ¢ 
\ Miller, Inc b Efficiency A 
Cole Steel Equ . 
s Frank, & S I Y mn and . 
S Walker ¢ Desk Trays 
s Mfg. ¢ See Correspondence Tra 
~ Post Cha ( Desk Work Distributors 
I r Co Advanco Prod. Div. Adv. S. B 
I Metal Furn. Co lehler Mfg. Co. 
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the subscribers the lines advertised in this issue are here classified. Many of the requirements of the modern 

ire represented. Should subscribers be interested in any article of office equipment not listed here, they are invited 
ite with the service bureau, through which the information will be promptly and cheerfully furnished by letter, 
without obligation 


Globe-Wernicke Co... The 
Lyon Metal Products, Ine 
Victor Safe and Equipment Co. 
Desks 
Art Metal Construction Co. 
Bentson Manufacturing Co., The 
Cardinal Sales, Inc 
Challenger Steel Products Corp 
Corry-Jamestown Mfg. Corp 
Federal Equipment Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Imperial Desk Co. 
Invincible Metal Furn. Co 
Jasper Desk Co 
Leopold Company 
Mayfair Company, The 
McLeod Furniture Company 
Metal Office Furniture Co 
Myrtle Desk Co 
National Desk Co 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co 
Scerbo, Frank, & Sons, Ine 
Security Steel Equipment Corp 
Shaw-Walker Co 
Standard Furniture Co 
Victor Safe & Equipment Co 
Wells Office Furniture Co 
Yawman and Erbe Mfg. Co 
Diaries 
See Memo Books) 
Dictating Machines, Used 
Int'l Office Appliances, Inc 
Shipman-Ward Mfg. Company 
Typewriter Distributors. Inc 
Drafting Instruments & Equipment 
C-Thru Ruler Co 
Cardinal Corp 
Duplicating Machines and Supplies 
Adkins & Co., Ine 
Stencil Mfg. Co 
Ames Supply Co 
Anchor Ruling Div 
Rainbridge, Kimpton & Haupt, Inc 
Codo Mfg. Corp. 
Colonial Carbon Co. 
Columbia Ribbon & Carb. Mfg. Co 
Harding, Milo, Co 
Hart Mfg. ¢ 
Heyer Cort The 
Ink Specialties Co., Inc 
Manifold Supplies Co 
Mittag and Volger, Ine 
Old Town Ribbon & Carb. Co 
Queen Ribbon & Carbon Co 
Rose Ribbon & Carbon Mfg. (« 
Smith, L. C., & Corona Twps 
Speed-O-Print Corp 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Dupl. & Supply Co 
Duplicating Steneil Files 


tlas Stenci! Files Co 
Envelopes 
Globe-Wernicke Co., The 


Northern States Envelope Co 
Quality Park Envelope Co 
Smead Mfe. Company, Inc 


Wilson Jones Co 
Envelopes, Plastic 

Aigner, G. J.. Co 

An File & Index Co 





Markilo Company 

Erasers, Blackboard 
Rowles, BE. W. A 

Erasers, Rubber 
Ames Supply Co 
Faber, Eberhard, Pencil Co 
Roberts, Weldor Rubber Co 

Eyelets & Eyelet Fasteners 
lates Mfg. ¢ 


Company 


Rivet-O Mfe. Co 
File Boxes, Fibre 
tankers Box ¢ 


Barkley, C. L.. & Co 

Globe-Wernicke Co., The 

Guide System & Supply Cc 

Oxford Filing Supply Co 
Filing Cabinets, Insulated 

Herring-Hall-Marvin Safe Co 

Meilink Steel Safe Co 

Mosler Safe ( 

Shaw-Walker ( 

Victor Safe & Equinment ( 
Filing Cabinets, Metal 

Advanco Prod. Div. Adv. 8. B 

All-Steel Equipment, Inc 

Art Metal Construction Co 


Bentson Manufacturing Co., The 
Business Efficiency Aids 
Cardinal Sales, Inc 

‘ e Steel Equipment Co 
Columbia Steel Equipment 


‘‘orry-Jamestown Mfg. Corp 
Oh ral Fireproofing Co 
Wernicke Co., The 
Guardsman Safe Co 
Invincible Metal Furn. Co 
Keystone Steel Equipment ( 
Metal Of Furniture Co 
I’ Ker Stee Prod cts Ine 


(Continued on page 6) 








(Continued from page 5) 


Peerless Steel Equipment Co 
Remington Rand, Inc 
Rockwell-Barnes Co 
Security Steel Equipment Cor; 
Shaw-Walker Co 
Victor Safe & Equipment ( 
Weis Mfg. Company 
Yawman and Erbe Mfg. C 
Filing Cabinets, Wood 
Bainbridge, Kimpton & Raupt 
Globe-Wernicke Co., The 
Weis Mfg. Co 
Filing Supplies 
Aceo Products, Inc. 
Advanco Prod. Div. Adv. 8. B 
Aigner, G. J., Co 
Amberg File & Index Co 
Art Metal Construction Co. 
Art Steel Sales Corp 
Barkley, C. L., & Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co., The 
Guide System & Supply ¢ 
Imperial Methods Co 
Metal Office Furniture (« 
Northern States Envelope ( 
Oxford Filing Suply Cx 
Parker Steel Products 
Quality Park Envelope Co 
Rockwell-Barnes Co 
Security Steel Equipment Cort 
Shaw-Walker Co. 
Smead Mfg. Company, Inc 
Victor Safe and Equipment Co 
Warshaw Mfg. Co., Inc 
Weis Mfg. Co 
Yawman and Erbe Mfg. Co 
Finger Pads 
Speed Products Co 
Gummed Cloth Rings 
Reyburn Mfg. Co., In 
Gummed Tape & Sealing Machines 
Reyburn Mfg. Co., Ir 
index Card Signals 
(See Signals, Index Card 
index Tabs 
Aigner, G. J., Co 
Amberg File & Index Co 
Barkley, C. L., & Co 
Elbe File & Binder C Ir 
Globe-Wernicke Co., The 
Graff, George B., Co 
Guide System & Supply ( 
Markilo Company 
Master-Craft Corp 
Reyburn Mfg. Co., lh 
Shaw-Walker Co 
Sheppard, C. E., (« 
Speed Products Co., Ine 
Victor Safe & Equipment ¢ 
Warshaw Mfg. (<« Ir 
Inks, Adhesives, ete 
Colonial Carbon Co 
Marsh Co., Felt Point Pen D 
Rivet-O Mfg. Co 


Inkstands 
Cushman & Denison Mfg. Co 
Sengbush Self-Cl. Inkstand ¢ 


Knives, Office 
Gits Molding Corp 
Labels 
Imperial Methods (C« 
Oxford Filing Supply Co 
Reyburn Mfg. Company, Ir 
Warshaw Mfg. Co., Inc 
Weis Mfg. Co. 
Ladders, Library, Store & Vauit 
Cotterman, I. D 
Leads for Mechanical Pencils 
Faber, Eberhard, Pencil Co 
Leather Goods 
Mashek, Frank, & (: 
Northwest Leather Goods Ce 
Stebco Products 
Stein Bros 
Letters Trays 
(See Correspondence Tray 
Letterheads 
Stationers Manufacturing ¢ 
Lockers & Storage Cabinets 
All-Steel Equipment, Inc 
Anderson-Hickey Co., Inc 


Art Metal Construction Cx 
Cardinal Sales, Inc 
Globe-Wernicke Co., The 


Invincible Metal Furn. (¢ 
Keystone Steel Equipment (« 
Lyon Metal Prod., Ine 
Parker Steel Products, Inc 
Security Steel Equipment 
Shaw-Walker Co 
Supreme Stee! Products, Ir 
Yawman and Erbe Mfg. Co 
Loose Leaf Books & Systems 
Amberg File & Index ( 
Boorum & Pease Co. 
Elbe File & Binder Cx Ir 
Ideal System Company, T? 
Master-Craft Corp 
National Blank Book (« 
Sheppard, C. E., Cx 
Stationers Loose Leaf ( 
Wilson Jones Co 
oose Leaf Metals 
Elbe File & Binder C« Ir 
National Blank Book Cx 
Sheppard, C. E., Co 
Wilson Jones Co 
Loose Leaf Sheet Covers, Plastic 
Aigner, G. J., Co 
Markilo Co 
Meler, Joshua, Co. 
Mail Distributors 
Advanco Prod. Div. Ady. 8. B 
Globe-Wernicke Co., The 
Victor Safe & Equipment 


- 


6 





Map Tacks Rubber Bands 
Graff, George B., ( Faber, Eberhard, Px CC 
ore Push I Co ny Rubber Stamps 
Maps, Globes, ete Tac & S k ( 
Ar Vi 
Rubber Type 
Marking Devices ( Jated Stamp Mfc. ¢ 
Consol Stamp Mfg. ¢ i Wm. A., ¢ 
Marsh ( Felt P Pen Di } Specialty ¢ 
Matched Office Suites S at, R. A., & ( 
Scer ‘ > && Ir Rulers _Transparent 
s r r ( C-7 1 Ruler ¢ 
Mechanies and Repairmen Available Rulers, Yardsticks 
{ I " — ' 
\ Rule ¢ 
Memorandum Books Safes, Office 
Boor & Pe ( " Metal Constru ( 
M ( ( | Punnett ( 
N r B Book ( G Fireproofing ¢ 
Ww n Jones Co. ( Wernicke ¢ T 
Memorandum Devices ( ‘ an Safe ( Da 
Mfg. ( H ng-Hall-Marvin S 
Hear P ( I ble Metal Furn. ¢ 
Mending Tape M k Steel Safe ¢ 
R n Mfg. ¢ I M er Safe Cor 
Metal Badges, Checks, Tokens P Mfg. ¢ 
Dayton St Work R Ra I 
Moisteners ~~ pe Walker Cos 
Mayfair Company V r Sa & I . 
R oO Mt ( Sand Urns 
: ‘ 
S g Se ( Inkst 1 ¢ y ‘ 
Numbering Machines Scrapbooks 
4 r. Nur M s ( 4 File & I ( 
Mfg. < I I & Binder ¢ I 
lid aia ie G Wernicke ( I 
W ‘ ( We Mi Co 
Dehestn 2 . , Wilson Jones ¢ 
Stewart, R. A., & Shelving 
Office & Factory Fi orms Cla R. K., ¢ 
3 ‘ ' ( I Ss ibe Me } 
Office Furniture Wanted “yon Metal Prod 
McMahan B lesk ¢ . auer Mfg. ¢ 
> 5 St I 
Office Partitions & Railings 
‘ Wer Bae 1 Signals, Index Card 
Pads, Figuring Cook, The H. ¢ ( 
& | ( Graff, George B., ¢ 
Riank Rook ¢ v r Safe & Equi ( 
: Signs, Changeable Letter 
Paper Rowles, E. W. A., ¢ 
\ R D Slide Rules 
4 I ( C-Thru Ruler (¢ 
Paper Clamps Smoking Stands, Office 
C. H 1, Pen Co N er-Fields Mfg. ( Tr 
Paper Clips Va . 
4 P We ¢ ( 
4 Ml i 
I H.¢ Sorting Devi ces 
‘ ( 
‘ A & I ( 
‘ & Mi ( ) in and } " 
Oo ‘ D S oa 
~ ; Stamp Pads 
Vall Mfg. ( B Mfg Co 
Paper Fasteners and Washers “pectalty ¢ 
Oakville ( < ps Process ( 
O Mfg. ¢ 


Paper Pestenion Machines 
; ; wart, R. A., & ¢ 


St amps Rubber 


\ I 
Mr ( R ber S 
I EH. ¢ aye for Office Machines 
Mt Nl ‘ > ( 
( P iu S I 
| Mf ( 
iplex « I Firey ( 
rs \ Corp 
Paste ~ Pr 
I 4 Me 4 ( 
Pencil Sharpeners Steel I ( 
C. How : ‘ = Ward Mfg. ¢ 
Pencil Wood Cased Lead . su e Furr ( 
‘ Staple Extractors 
Pens, Steel ‘ Fa er ¢ 
Cc. ( M Mfg. « 
s Self-Cl. Ink ( Staples and Stapling Machines 
Pins and Pin Containers \ I ner ¢ 
" 
Cor S ( 
Vif | ‘ 
Piatens, Typewriter, et rhe I ‘ 
‘ ~ ( Mf ( 
: n-W uf ‘ ( P 
Presentation Covers > i ( 
\ } I ~ x ¢ The 
S 7 & Stationery, Engr., Lithographed 
I ‘ Mifo ¢ ers Manuf ( 
Price & Sign Markers Stenographers’ Notebooks 
( ~ we ‘ : Blank B k 4 
: . Stools 
} 4 & | { 
Punches fayfair ¢ par I 
or 
( Storage and Transter Cases 
& P \ S 
( ‘ ‘ \ I & I ‘ 
| Mf M Cons ( 
Box ¢ 
; , CFL, & 6 
Push Pins M fa 
| ( ‘ Ss I 
Ribbons and Carbons ‘ S Equir ‘ 
\ x 4 ‘ s Eq 
. , : wn Mfg. ( 
\ \ ( M ( 
~ ( M I ’ I 
( R & ( ‘ We ce 
A I ‘ : & 8 ( 
H Mar Ss 
x M is ( 
) t & ( e Met I 
I Co 
& ( F s 
} T S } 
& ¢ ‘ 
( > . 1 ( 
< Ww S r ¢ 
{ 4 ry 
» = ‘ } \l 


Store Fixtures & Equipment 





Strong Boxes, Fire Protected 
Herring-Hall-Marvin Safe ¢ 
Meilink Steel Safe Cx 





Protectall Mfg. ¢ 
Victor Safe & Eq pme ( 
Walz Ma acturing ¢ 
Tables 
Art Metal Cor ction « 
Cardinal 8 Ine 
Corry -Jame wn Mfg. ¢ 
Doro Mfg. « 
Federal Eq nt ¢ 
G e- We ke ( T 
Lyon Metal Pr . Inc 
Ma Steel P t 
Mayfair ¢ I 
Peerless Sts I ( 
Security 5S I ( 
Shaw-Wealk ( 
Victor Safe & Equipment ¢ 
Wells Office Fur re ¢ 
Yawmar } Mfg. ¢ 
Tables, Folding 
Midwest I ng P 
Tabulating & Statistic Machines 
Remington Rand, Ir 
Tags 
Reyburn Mfg. Co., I 


Telephone Accessories 
Bates Mfg. ¢ 
Rite-Hear P e Pad ¢ 
Victor Saf« , 

Thumb Tacks 
Graff, George B., ¢ 





Oakville Company, D s 

Ticket Holders 
Aigner, G ( 

Time Cloeks and Recorders 
Int'l B Machines ‘ 
Joslin, A. D Mfg. Cor 

Type, Typewriter 
Ames 3S Co ny 
Shir , \ Mfg ( 

Typewrite r C yp Material 
Ar = 
Ba I m& H 
Car ( 

( ( Ir Tr 
Ma ( a ‘ 
M \ r. 1 

N ( 
Regal ‘I r ¢ 
Rivet-O M Co 
Shipman-W Mfg. 


Webster, F. 8., Co 
Typewriter Covers 





Shipman-Ward Mfg. ¢ 
Typewriter Cushion Bases. & Knobs 

America & I 

Ames S ( 

Fox, Ge I & ¢ 

Peer le Ss I ( 

mon es, E W 4 Cor " 

ipman-W Mfg. ¢ 

Seneueties oe Keys 

Ames Su 

Peerle I al ( 

Shipman-Ward Mfg. ¢ 

Speed K Cor] 

Speed P Co., I 
Typewriter Parts & Tools 

Ame Supt Co 

Shipman-Ward Mfg. ¢ 
Tresertter Tables 

See Star of M 
Typewriters, Mfrs. of 

Remingt R Ir 

Royal Type er ( 

Smith, L. ¢ & Cr I 

Und od Cort 
Typewriters, Rebuilt & Used 

t’l Office Ay inces, I 
Regal T writer ¢ 


re man-W Mfg. ¢ 


Uphelste red Furniture 
Bare i ( 
Bright ¢ 





Stanley Mfg. 
a re oes Materials 


Ventte. Fiting Cab net 


Prote 

Visible Systems Eovlpment 
Algne G 
Art Metal ¢ ruction ¢ 
Boorum & |} e Co 
Globe-Wer ( TI 
Master-( ft Cor 
Nationa Book 
Remir m RK I 
Shaw-Wa ( 
Sheppard, C. E., ¢ 
Stationer I Leaf ¢ 
\ r Safe & } r ( 
Wilsor ( 
Yawman and |} Mf ( 


Wardrobe Racks 
AY i I ( 
Waste Baskets 
Bainbridge, K & Ha 


Mayfair ¢ : r 
Na 11 ¥ ik ( 
Seam S Equipment ( 
Shaw-W 
Wel on Furr 

Wholesale Stationery 
Bainbridge, } & Ha I 
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WANTS AND LOR SALE 


The rate for classified advertisements is twelve cents a word, minimum charge $2.40 


SITUATIONS WANTED SALESMAN WANTED IN SOUTH FLORIDA—Thoroughly experienced in 
a : selling office supplies and office furniture, especially steel. This man 
should have at least five years experience on the outside. We can offer 











rwo EX! ‘CED YOUNG MEN, 29, now employed, college graduates, « good proposition to the right man. Tell all about yourself in the first 
tion where aggressiveness and initiative merit letter, salary desired, etc. Box N-19, care Office Appliances, Chicago 6. 
years’ experience as manager retail department ’ 
has é inagement, retail sales. The other experienced 
tion considered. All inquihies invited and appre 4 MANUFACTURER OF LEATHER UPHOLSTERED office furniture of 
\ ire Office Appliances, Chicago 6 25 years standing has several territories open for manufacturers’ agents 
with established followings in the office furniture business. Commission. 
ate ea, pi aim Please state territory you cover and your past experience when writing. 
YPEWRIT CHANIC with 15 years’ experience including adding We will respect your confidence. Address N-20, care Office Appliances, 100 
} Fisher. Charles McBride, 1502 Linden, Pine Bluff E. 42nd St., New York 17, N. Y. 


SALESMEN WANTED—Ford Metropolitan New York Area, and adjacent 
a _—____— territory. Leading lines of steel and wood. Business Furniture, Inc., 542 
EXECUTIVES AVAILABLE North Avenue, Elizabeth, N. J. 














SALESMEN, STATIONERY DEALERS, take orders for printed Nameplate, 


LECT FFICE APPLIANCE field with many years experience Decalcomanias. Sixteen styles. No stock to carry. 25% Commission, Ad- 
inches and supervising sales in the South West for heres to Metal, Glass, Wood, Plastic. Catalog, samples. Jaysol Advertis 
ter manufacturers. Prefer the Middle West or ing, 505 Fifth Avenue, New York 17, N. ¥ 
Vi 4-75, care Office Appliances, Chicago 6 








_—___—- SALESMEN WANTED—New line of wood school tables and school desks. 
Medium priced, special order work, prompt shipments. All territories 


























YER-MAN ; experienced in Stationery so0ks, Office Suppies open Box N-21, care Office Appliances, Chicago 6 
th active and aggressive firm Knows all majo 
ith Stock Contr Systems and have handled a oie 
go anywhere, aged 40, progressive and alert INSIDE FLOOR SALESMAN for exclusively retail office furniture store. 
ore than initial earnings. Capable of assum Must be experienced in retail office furniture Spitzers Office Furniture 
good sized department Available immediately House, Inc., 160 W. Lake St., Chicago 1 
" Appliances, Chicago ¢ ; : —— 
——— — a MANUFACTURER OF THE LOWEST PRICED, quality sponge rubber 
office cushions, volume sales, is interested in securing live-wire salesmen 
ATION CUTIVE AVAILABLE—25 years experience, capable-of Address N-38, care Office Appliances, 100 East 42nd St., New York 
g t I ng and sale rganization, including furniture; 
p references, t 4-77, care Office Appliances ——— 
EXECUTIVES WANTED 
WANTED: MANAGER for prosperous Stationery, Book and Office Equip- 
x perience I ules, management, purchasing ment business in Texas. Excellent opportunity for experienced and alert 
ta stationer fice equipment and furniture man. Fine salary plus percentage of net profit. Give experience and back- 
Box A-78 e Office Appliances, Chicago ¢ ground details. Box N-22, care Office Appliances, Chicago 6 
MAN FOR FLOOR MANAGER retail Book and Stationery store, old estab- 
AECI AN, MANAGER AVAILABLE. 20. years of experi lished concern. Give full details experience, references, first letter to N-23, 
! furniture and office supply business. Excellent ure Office Appliances, Chicago 6 
A nnection in Southwest Apply A-79, care Off 








DESIGNERS WANTED 


DESIGNER WANTED—Consultant designer of Steel Office Equipment 
Eastern Seaboard. Write N-24, care Office Appliances, Chicago 6 





SALESMEN WANTED 











NCED in the stationery field. Well established brief 


























itstanding line has openings in all territories MECHANICS AND REPAIRMEN WANTED 
g in department stores and finer stationery —- at 
and references in first letter. All informatior EXPERIENCED typewriter and office machine mechanic. Good opening 
N re Office Apy neces, Chicago ¢ for reliable man. Ames Stationers, Ames, lowa 
' ADDING MACHINE REPAIR SHOP—Wanted to handle local service con 
WANTED—SALES AGENT tracts of well known electric adding machine. Opportunity to also act as 
n manufact has developed lowest cost pag iles agent. Write Room 802-A, 210 Fifth Avenue, New York 10, N. Y. 
v produced. Suitable for all medium sized fa 
‘ 3 i nts, banks, etc. Our owr =e 
product be e they cover different trade SALES REPRESENTATIVES AVAILABLE 
ts will be made at once Prefer men witl —_—__—_— 
now covering above mentioned outlets. Libera ENERGETIC SALES FORCE of eighteen trained experienced men covering 
liscounts on samples. Write fullest qualifications wholesale, retail, dept. and chain store outlets, on a National scope is 
Signals, I Dept. SA-5, Madison & Redbank interested in securing an additional top line in the stationery field. Manu 
¥ facturers interested in representation for all or any specified territorial 
de — area are invited to contact. Contact: A. B. Collins & Associates, 1350 5 
Michigan Ave., Chicago 5. 
4 LESMEN » BY ESTABLISHED distributor of duplicating 
and shipping pplies. Men must have 


ms in Metropolitan New York ares. Write REPRESENTATIVE AVAILABLE—New York Metropolitan territory for 
Fast nd Street. New York 17. N. ¥ product of leading office furniture manufacturer, wood or steel. More 
. _— than 20 years’ successful background in this field Best reerence from 
—-—— itstanding dealers. Write Box A-30, care Office Appliances, 100 E. 42nd 
St., New York 17, N. ¥ 
VALUATION—NEW LOW PRICES 


FOR OFFICE EQUIPMENT SALESMEN 





4 WEST COAST FIRM OF PROVEN sales ability and financially respon 








LD FA) CULATING and Adding Machines, made in Sweder sible, wish to represent a manufacturer of the highest type of office 
performance, now offered at drastically reduced furniture We have prominent show room space and can assure satis 
h If intereste promoting these machine faction Address A-81, care Office Appliances, Chicago 6 
Avenue, New York as 
—— ——— PACIFIC COAST MANUFACTURERS AGENTS calling on stationers and 
oO MANUFACTURER 1 pening for experier 1 equipment houses seeking lines of desks, chairs and files. Address 
e forts - , aol . onsist largels fs A-s care Office Appliances, Chicago ¢ 
Previou é may be wholesale r re _ — pepeemnenneene pene mees ae 
e with nece jualifications. Give con MANU FACTURERS—Am looking for lines for state of Arizona exclusively 
Adare N ire Office Appliances, Ch lirect or through dealers. Send pamphiets and best deal in first letter 
All items solicited. Box A-83, care Office Appliances, Chicago 6 
Pu ‘ND CARBON —_— . MINNEAPOLIS, MINN. SALESMAN with excellent contacts is interested 
, < n additional lines. Also cover lowa, Nebraska, Minn North Dakota and 
. < engineered—Ouy and s&s ane South Dakota. Box A-84 care Office Appliances, Chicago 6 
\ fine side e for Stationery Trade bera 
available Address N-18, care Office Ay 
N York 17, N. ¥ WANTS AND FOR SALE, Continued Page & 
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WANTS AND FOR SALE, Continued from Page 7 FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ee = ELLIOTT-FISHER, Burroughs, Moon Hop! 
SALES REPRESENTATIVES WANTED M Compt ter 





FACTORY REPRESENTATIVE WANTED ! for I 

also representatives for Wisconsin, Mir t Sout North Dakota . 

and eastern Iowa. Manufacturer of a nge of eC ffic ELLIOTT-FISHE! Ml nes Adding Machir Comptomete Bur 
furniture and stationery specialti George | x & ( f 1 Mor ( itors, Typewriter ffice hines 
N. LaSalle St., Chicago 10 | I Warsh ( 49 N d St i sukee W 





REPRESENTATIVE WANTED—To t { ( f ‘# : os cneiiian ot , , iy 47 @ 
Plastic coated Tubular Steel Office ar ture. Select , 

territories still available. Write N Off 4 r : a 
= t ROUGHS MOON HOPKINS Elliott-Fist I gtor A inting 
WANTED MANUFACTURERS’ AGEN’ f M on ad @e Rath Wie agpteh ppme State el, seria 
sota and Wisconsin. Call on stationer , ind we x igh boa ! J } 

and retail. Full territory protectior . ; 

handled, and references. N.-26, care Of 








RETAIL BUSINESS FOR SALE Water St.. M “ee Wi 





SOUTHERN CALIFORNIA—FOR SALI t WANTED TO BUY—S trand bookkeeping ’ Models A and C 
this glorious land of sunshine and fi } t $s G ete ber, serial, size , P nd whethe ror 
All store business, no outside sal r ‘ : k feed International Office Applia I 29 Fast 22d 
cash will handle. Principals only. Oy t t N York yy 
the business. Address N-34 care Off \ ( 


BURROUGHS MOON HOPKINS, ELLIOTT-FISHER Bookkee g Ma 
: tomet kes calculators bought and ( Bool 
STATIONERY, OFFICE EQUIPMENT t : . falented Machines. Inc. 93 S llth. M ; : 
Established 28 years *rice $100,004 t N : : 

Applances, Chicago 6 


ee \I t 10.000 serial nur \ inti! M 


FOR’ SALE~— Retail office equip 
area of 250,000, city of 52,000. Compl I \ 0 : ——— 

Cash Register, other franchised lir é t WANTED—A lators and addi ne Stat ake 
(service man will stay) Have g G t P 1 imb vddir ) 
at invoice cost of about $12,000 I ‘N f | } { St New York 1 N 
building on rental basis. PAULSON OFFI QUIPMENT 
Avenue, Texarkana, Texa 


I UGHS BOOKKEEPING MACHINES \ Models Bought ind 


ke eZ : us c t ind model in req & I tat I 


—_ ieee enamne . - C f ™. ned, Detroit 26 
RETAIL OFFICE EQUIPMENT AND STA , 
tion Indiana city of 12,000 pop., estal } ( +} . Sin 
Leading franchises and dealershiy I terest For SUNDSTRAND BOOKKEEPERS Model A 3 { i 
further information write N-2s I ( f ‘ Richard G Busine Machine Lafavette St - Wee 
\ Rect 











. STIR TR TVPPr > ope > ’ | ft 

COMPLETE TYPEWRITER SHOF ) OUGHS ACCOUNTING MACHINES Bought , Sold 7 7 
tion. Very reasonable rent About $4,001 { f back tay ‘ ‘ 

of over $4,000.00 Located in the spor f i t 
Sound. This is a fine busines nN eX 

interests. tox N-29, care Office Apr f ) NTITY f™M Marct t Ca ilat ect ry 
~ | Mac) ( St New Yorl \ \ 

ESTABLISHED OFFICE APPLIANCH ——_——— 

climate, in city of over 100,000 poy t t | GHS. MOON He <INS-ELLIOTT-FISHEI “ , 

writer, adding machine, and office furnit 0 t t ( , e f lealer 4 y ' Bookkeeping 
is able to return to other interests in tl $ Ml eS ( G Kansas City 6, M 

including good will. Box N-30, care Off { ( 








nar r'YPEWRITERS—ANY LANGUAGI ider Varitype IBM 
PARTNERSHIPS ght. ALL LANGUAGES TYPEWRITEI par W 
, . N \ hn New York, phone CH ‘ 


PARTNERSHIP DESIRED in est ee eee aaer 

business by aggressive voung aslest t | MIMEOGRAPH PAI 5 MODEI ” FEED TABLI ‘ g 
tal. San Francisco and vicinity pr \ N ) 4 al t M ides macl t and 
pliances, Chicago 6 





anaes ( Lexington A Brooklyn 5, N. } 


DO YOU WANT 17 \ ND a 
Long established and well founded fT N ADDRESSOGRAPHS WANTED (lass 00, H 4 \ 410 
York City wants to merge wit! [ t i 
and to save production and distributir \ ; Detroit 26. M 
able Address N-32, care Office Ar { \ \ " a 


17, N.Y SACRIFICING—B Q t et f r 4\ d \ 








FOUNTAIN PEN REPAIRING \ N \ -k. Phi 


WELTY’'S REPAIR ALL MAKES FOUNTAIN PENS ) | P Oo SAI New—I Roldex Filing | 
ete., tepaired at standard price t 

improving. We especially feature CONKLIN TWA WATERMAN foot unit | 1% x 51 =} Tnat @ 
WAHL, PARKER, WELTY, SHEAFF! VMOORI f re foot unit I 

other makes. We feature Gold Pen P t Rey Ml ‘ ‘ t [ 
to ONE place for better service ASK A NEW W ’ PENS. s ‘ t unit 14 7 
te $10.00 LIST. Welty Pen and R State St t t , d 
Chicago 3. ‘ t , eards MI 


a. 


SHEAFFER, PARKER, AND EVERSHARI t t KARDEX. ACMI ed visible f P ent. TI 
prices, and discounts; 48 hour se I book va S} 
; 


writer Company, Hastings, Nebras ‘ ‘ , ; naan of asia: Gel tat ‘ < 


ADDING MACHINE PARTS, TYPE, Etc 








\ IBLE FILES 

KARDEX VM POSTINDEX A 

LARGE STOCKS of new and used A i | \\ HA\ ON HAN t! for imme t 

available. Quotations furnished or 4 ) Univer } } ( 
Dehn, Jr., 1643 10Ist Ave Oakland, | ) eT 


OFFICE MACHINE REBUILDERS SERVICE 


FILING EQUIPMI 
ABLISH ) ap rt K \ 





PRECISION WELDING AND BRAZING I Mi ence ‘ ‘ \ 
Adding Machine Bases, Cases, Carr Par S t h require ( ( Syst ( 
Ford & Wynn, Inc., No. 48 Warren St., \ ' \ ¢ WN N. ¥ 
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check. 


PATENTS 


ttente shown here can be 
Commissioner of 


DB Geo 


postoffice money 
Stamps 
not accepted. 
patente 


are 





8 1949 
r I M 


Magnetic 
N Y 


\ 
Pocket Carried 
p ‘ 


l 
Point Pen 


Machine 


ruction for Sorting Machines 
} 4 


} 


Sealer VW 


Mechanism 


7 


for Envelope 


APPLIANCES, 


Recorder 











24e8 144 


2,487,616 
r 


ad J 


2,487,834 


ing Machines 


2 <7. "390 
W tor 
‘ 


2, 487, 903. 
2, 487, 934. 


2,488,011 


Sture 


} 
2,488,114 


Pens and ~~ 


2. 488 (76. 
B 


2. 488, 2 


-* 488 516 
} 


y N 
2,488,638 


£ ih 
2,488,639. 


rt Ir 
2,489,032 


Watert 
Vaterbur ( 
2,489,050 

I 


I City, 


2. 489, 118 


Table or ned Te ops. 


‘ 

Wer ‘ 
2 489 144 

struments 


4 


Ber 


1950 





mitt 





Ca oueating Machine 


Granted as 


2,487,835 Card Holder. W 
a 
‘ 


: ' y 
Motor Driven Adi stable 


2,488,672. 
nr os A 


Means of Attaching = te Writing 
K 


“Granted maccher 
2,489,448 
m Hart 


Les’ asi Les 

















Ine tuffalo, N. ¥ 

2,489,463. Stable Biue Writing Ink and a Dye 
Therefor. William B. Reynolds, Cincinnati, Ohio, as 
signor to The Parker Pen Ce Janesville, Wis No 
Drawing 


2,489,706. Binding Device. Charlies Edward Emmer, 


Chi “—: Ill., assignor to General Binding Corp., Chi 


aia, 714. Mechanical Pencil. Robert J Lynn 


hicago, 


2,489, 724. Recording and Computing Machine, Kd 
win O. Roggensteir ' Er I Thierfelder, Llior 
+ k , assignors Re mington Rand, Inc., Buffalo 

‘ 169, 976. Fountain Pen Pumping Element. Ludwig 

Perwas trons Y 

2,489,983. Fountain Pen. Victor H. Severy, Atlanta 

(ja., assignor t Script I a cori of Georgia 


DESIGN PATENTS 


155,872 Design for an Air-Mail Envelope. Gordor 
Chase, Bostor M ssignor to United States 





Envelope ¢ Ma ‘ Granted Nov. 1, 1949 
155,944 a Seale. Arnold M. Thompson 
nd Me t * ‘ ago, Ill Granted 0 
49 


155.958. Design for a Combined Calendar and Pad 
Holder. Cecil B. Woofter, 8 Paul, Minn assignor 
» Brown & Bigelow, 8 Paul, Minn. Granted Nov 

1949 

155,976 Design for an Office Table or the Like 
Thomas M Dunhan Aurora, Ill assignor to Aurora 
Equipment Co., Aurora, Ill. Granted Nov. 15, 1949 

156,062 Design for a Filing Cabinet Theo G 
Ward, Los Angeles, Calif assignor to Penday Ine 
Los Angeles, Calif Granted Nov 15 1949 

156,109 Design for a Combination Carbon Paper 
and Stationery Cabinet. Albin E. Johnson, San Gabriel 
Calif. Granted Ni 2 1949 

156,262 Design for an Electronic Caleulating Ma- 
chine. Thomas O. Mehar Park Ridge, Iil., assignor 
to Victor Adding Machine ‘ Chicago, Ill. Granted 
Nov. 29, 1949 

156,263. Design for a Calculating Machine. Thoma 
0. Mehan, Park Ridge, I assignor to Victor Adding 
Machine C Chicago, Il. Granted Nov. 29, 1049 

156,268. Design for a File Box for Business Cards 
or Similar Articles. Glenn W. Periman, Los Angeles 
Calif Granted Nov. 29, 1949 





9 








U. S. Exports of Office Machines, Equipment and Supplies 
(Figures for August, 1949. Released in December, 1949, by U. S. Dept. of Commerce) 
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In the Beginning 


HE OFFICE EQUIPMENT in- 

dustry has a place among the 
outstanding industries of .the 
country not only for production 
and distribution of what is prob- 
ably the greatest variety of manu 
factures in one industry but also 
for the fact that its systems, me- 
chanisms and a great number of 
its other utilities function in the 
administrations of all govern- 
ments—federal, state, city, village, 
and so forth—and facilitate the 
handling of all business through- 
out the world, with many of its 
utilities in service in schools, 
churches and the home. 

Until 45 years ago the units of 
which the office equipment indus 
try consists, stood as separate 
trades, no apparent consideration 
having been given to their relation 
to each other. About that time, 
George Patterson, an experienced 
typewriter salesman and expert 
demonstrator—of whom an old 
friend said, “Pat could make his 
Williams typewriter jump through 
a hoop and eat out of his hand.” 
—with a somewhat prophetic 
sense viewed the future of (what 
was to become) the Office Equip- 
ment Industry. Impressed by the 
many new methods and instru- 
mentalities of convenience and 
economy and encouraged by ob- 
servations on his business trips 
throughout the country and on a 
special trip to Europe, he set out 
to promote consideration of these 
important trades as an industrial 
entity. 


Product Usage Determined 
Definition of Industry 


The extensive variety of utilities 
met at the point of usage, the of- 
fice. What promoted the develop 
ment of one advanced in some 
degree the progress of all. Con 
sidered collectively they were an 
industrial entity. To establish that 
fact in general consideration ons 
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Being a review of some 
events at the start and 
in the progress of the 
OFFICE EQUIPMENT 
INDUSTRY 


and its trade journal 


OFFICE APPLIANCES 


group under one banner, “The Of- 
fice Equipment Industry,’ was his 
expectation. And it came to pass, 
and OFFICE APPLIANCES carried and 
still carries that banner to the 
principal market centers of both 
hemispheres. The start made in 
1904 was a small journal under 
the title, “The Typewriter Trade 
Journal,” with a sub-title “and 
Office System.” Each month for 
one year the sub-title was made 
more conspicuous. The thirteenth 
issue appeared in larger dimen- 
sions under the title OrricE APpPLI- 
ANCES 

The story of the establishment 
of the journal and an interesting 
account of the development of the 
office equipment industry through 
25 years including a historical out- 
line of many of the numerous 
manufacturers, is contained in the 
400-page 25th Anniversary Num- 
ber, issued in June, 1929 

By the Eighteen Eighties and 
Nineties the typewriter had over- 
come most of the resistance en- 
countered at its introduction 
Agencies had been established in 
the great trading centers of the 
world. The little journal trailed 
the machines to these distributors 
and was favorably received 


A Dream Comes True 


George Patterson lived but four 
years after establishment of his 
journal yet long enough to know 
that his vision was to becom«e 
reality Associates with similar 
ideas and enthusiasm carried on, 
winning for the terms “Office 








Equipment Industry” and “Office 
Appliances,” acceptance through- 
out the United States and in the 
chief market places of other lands. 

Promoting the idea of an indus- 
trial entity of the many trades, 
OFFICE APPLIANCES Was a consider- 
able influence in the co-ordination 
of the units and the expansion of 
the office equipment industry now 
grouped in three chief divisions 
commercial stationery, office ma- 
chines, and office furniture. Com- 
mercial stationery is mentioned 
first because of the great variety 
of its wares, which number more 
than 10,000. The stationery trade 
was also the first group in the in- 
dustry to be organized, the Sta- 
tionery Guild of England dating 
back some 500 years and including 
book printing and selling, a highly 
important function for several cen- 
turies. 

Its organization here started in 
Boston where an association was 
formed on October 25, 1888, but 
the national association was not 
formed until 1904, the year OFrFricEe 
APPLIANCES made its advent. 

How the National Stationers As- 
sociation came into being and the 
events in its first 32 years is re- 
corded in a brochure, “Along the 
Way with NSA,” issued by OFFIcE 
APPLIANCEs for distribution at the 
32nd annual meeting of the asso- 
ciation in 1936. 

In the early days of the Twen- 
tieth Century the terms system 
and efficiency were much em- 
ployed in reference to the con- 
duct of business, commercial, pro- 
fessional, governmental, and so 
forth. In the wake of the type- 
writer came a procession of ma- 
chines, devices, furniture and 
supplies to put in effect the sys- 
tems designed to facilitate busi- 
ness of every kind 


Subscribers Abroad Evaluate 
the Journal 


Through its 45 years many of 
the journals subscribers in many 
countries have written about its 
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value to the development of their 
businesses. Some such statements 
from nearly every country reached 
have been published in pamphlets 
issued from time to time. For spe- 
six of these state- 
ments are here presented. 

In the 25th Anniversary Number 
of OFrrice APPLIANCES, issued in 
June, 1929, in an article about de- 
velopment of the office equipment 
industry in Holland, the late Jan 
de Flines, managing director of 
Blikman & Sartorius,* of Amster- 
dam, stated in his opening para- 
graph: “Indeed I would not be 
misrepre the facts if I 
stated that Orrice APPLIANCES has 
been a big factor in creating in 
Holland the profession of selling 
modern office equipment.” 


cial reasons 


tin 
SE7LLiNG 


The special reasons in this case 
being (1) what is stated in the 
quoted paragraph, and (2) that 


Blikman and Sartorius has the 
distinction of being (as far as we 
know the oldest existing busi- 

the office equipment in- 
dustry in the world. 

The special reason for the fol- 
lowing quotation from the 25th 
Anniversary Number, a comment 
made a few years before 1929, is 
that it was made by Thomas 
Dixon, then president of the Brit- 
ish Office Appliances Trade Asso- 
ciation, and a gentleman of high 
standing in the field. The Sstate- 
ment reflects the journal’s con- 
stant stressing of the importance 
of the industry and urging a 
higher conception of its function 
in the world of business. 

Wrote Mr. Dixon: “You will be 
interested to know that your jour- 
nal, OFFICE APPLIANCES, in addition 
the doings of the of- 


ness 1n 


) reporting 


*High mpliment from (as far as we 
tl ‘ existing office equip 
world, in opera 
imin Franklin conducted 
ar business in Philadel- 
livision, The Saturday 

¢ : vives OFFICE APPLI 
vces for J 1949, presented an in- 
lr t Blikman and Sartorious 
shed in 1749 as a small 
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fice appliances trades throughout 
the world is a source of inspiration 
to each of us on account of its 
voluminous size, far greater than 
anything we publish in this coun- 
try. It seems to impress upon us 
the magnitude of our trade. Your 
journal always suggests the BIG 
IDEA.” 

The special reason for reprint- 
ing the following statement from 
the 25th Anniversary Number— 
from an article by Ludwik Aksman 
of Krakow, Poland—is its refer- 
ence to the journal’s influence 
upon the development of the busi- 
ness in his country: 

“I must not close without saying 
that OrriceE APPLIANCES deserves a 
great deal of credit for the devel- 
opment of the office equipment 
business in Poland.” 

The special reason for the fol- 
lowing quotation from an article 
in the 25th Anniversary Number 
is its reference to the journal’s 
influence upon the development 
of the office equipment business in 
Switzerland: 

“None of my readers will be sur- 
prised when I add that OFFICE 
APPLIANCES has done much to cre- 
ate the prominent position which 
the office equipment trade occu- 
pies here.” The writer—Henry 
Michel of Zurich. 

The special reason for the fifth 
of the quotations is the statement 
of the journal’s value to a great 
manufacturing company in Eng- 
land—the Kenrick & Jefferson 
Company, West Bromwich. The 
writer of the article in the 25th 
Anniversary Number from which 
the quotation is taken was J. Reid 
Adams, at that time sales con- 
troller. 

“No journal comes to this office 
which is read with greater pleas- 
ure, interest and educative in- 
struction than OFFICE APPLIANCES 
We have been subscribers for 
many years and cannot ade- 
quately express the value we have 
received from it.” 








NEXT MONTH THRILL! 


“Returns almost a thousandfold.” 
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Evaluation By One Here at Home 


The special reason for the sixth 
quoted statement is that in an 
article regarding the progress of 
the commercial stationery busi- 
ness through 25 years, in the 25th 
Anniversary Number, the late 
E. Y. Horder,** at that time presi- 
dent of Horder’s, Inc., and founder 
of the business which became out- 
standing in the field, sent his 
mind back 20 or more years to put 
his seal of approval on the journal 
campaign and objective. 


“New devices which came in 
with the opening of the new cen- 
tury were being illustrated and 
exploited in the day’s advertising. 
OFFICE APPLIANCES entered the 
field, and efficiency and system 
became the watchwords. 

“‘Efficiency’ and ‘system’ de- 
manded new machines to ensure 
these factors. With the demand 
came the supply, and to the last- 
ing credit of the publishers of 
Orrice AppLiANces they insisted 
and kept on insisting that the sta- 
tioner was the logical medium be- 
tween the manufacturer and the 
consumer. Month after month 
Orrice APPLIANCES called upon the 
retail stationer to awaken to the 
great opportunity. We know that 
OFFICE APPLIANCES has been an in- 
spiration and a help in the build- 
ing of our business and for several! 
years 20 to 30 copies of that great 
publication have circulated each 
month through our organization.” 


**One who lived a long life and had 
the dreams of boyhood and youth come 
true (an Oliver Our story in reality— 
‘“‘Do and Dare, A Brave Boy's i -y for 
Fortune’’)—who won for wife e girl 
for whose affection he journeyed to a 
wishing well. The hopes of both being 
realized in all their years together. A la 
who determined, if ever an employer, to 
make conditions for employed different 
from those he experienced in his early 
life in London—and did. He came to 
Chicago and by industry and enterprise 
built up a newspaper distributing busi- 
ness which afforded good conditions for 
his family. And then, by a mere change 
of distribution method had it fade away, 
necessitating beginning again at 40 years 
of age. In which fate was kind because 
all for which he had hoped (and more) 
came to pass. 
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The State of the Industry 


Brief interpretations of significant facts and trends 


Industry Activity 
Follows General 
Business 


Business Potentials 
in the Coming Year 


Forecast for 1950 


14 





® As the movement of general business goes so goes the 
office equipment industry. This factor is sufficiently 
reliable to cause a prominent commercial stationer in 
Chicago to predicate all business plans and promotion 
programs on the curve of general business and the trend 
it indicates. Every office equipment and supply dealer 
has a wide variety of business houses on his customer and 
prospect lists. Consequently a greater stability is as- 
sured them than for most types of merchants. Not de- 
pending on customers in a single class or category, 
dealers in office utilities are not subject to rapid 
fluctuations in business because there are always some 
customers engaged in types of businss that are proper- 
ous. Watch business charts and hold your line of sales 
volume by aggressive selling, particularly among cus- 
tomers in industries where activities are the greatest. 


® Looking into the future and trying to discern what is 
in store commercially and personally is a popular prac- 
tice at this time of the year. Probably before and cer- 
tainly ever since the old Romans named January after 
Janus, the god of doorways who was equipped with two 
faces so that he could look two ways at once, the first 
month of the year has been a traditional time to take 
inventory, to look back on experience and forward to 
expectations. 

Under the free enterprise system which has been re- 
ferred to recently as the profit and loss system, oppor- 
tunities are great because of the factor of individual 
initiative. Plus values come from extra effort, if it 
springs from a sound knowledge of business operations. 
The astute businessman is no dweller in an ivory tower. 
He keeps informed about average operating costs in the 
industry and is constantly comparing his own with those 
of the industry in general. In this way he maintains a 
large measure of control over the potentials of business 
in the coming year. 


® Economists, business executives, association chiefs, 
government official and numerous statistical and sur- 
vey agencies have published statements indicating some 
uncertainty as to business activity in the 12 months 


OFFICE APPLIANCES, January, 1950 


A Trillion Dollar 
Economy 


The Customer Is 
King 


of 1950. Well hedged with "ifs," the forecasters look 
for sustained volume of business with good profits in 
the first half of the year. A down trend predicted for 
the last six months, which may be stopped by an enlarged 
national defense program, points to an overall drop in 
total business of about five per cent. 


® In a release dated several months ago, Henry H. Hei- 
mann, executive manager of the National Association of 
Credit Men, said, "People who believe in sound fiscal 
policies and in any economy that rests upon a high rate 
of production and industry received very little encour- 
agement from the government during the past month. It 
was suggested that we now aim for a $300 billion economy. 
The suggested means of obtaining this economy are so un- 
orthodox in peacetime and the programs suggested are so 
threatening it is only logical that people are much con- 
cerned. Youcan, of course, have a three trillion dollar 
economy if you measure your economy in a dollar having a 
purchasing power that is constantly falling. Presently 
the dollar has a purchasing power of slightly under 60c 
on a prewar basis. Will the proposed deficit financing 
further reduce its purchasing value? If so, (and cer- 
tainly deficit financing is inflationary) what does an 
estimate of an economy in terms of dollars mean? Unless 
there is areasonable stability of value to the purchas- 
ing power of the dollar, any expression in terms of dol- 
lars is meaningless." Apparently the attitude of the 
present administration has not changed. Increased 
budgets and deficit financing are still on schedule. The 
state of this industry and the state of the nation will 
very largely be determined at the next session of Con- 
gress. Do your senators and representatives know what 
you think about an inflationary economy? 


® In an address before a recent meeting of the Office 
Furniture Association of Chicago, Harry Anderson, vice- 
president and director of sales of the A. B. Dick Com- 
pany, gave skillful emphasis to the current market as 
one in which "The Customer Is King." The sellers’ mar- 
ket lasted so long that many salesmen and other em- 
ployees have had no experience with competitive condi- 
tions. Others have forgotten the truth of the business 
maxim, "The Customer Is King." Yet, howtrue itis. Es- 
sentially, it is the customer who meets the payroll, who 
is the real employer because without him there would be 
no business. Everyone from the office boy to the chair- 
man of the board of directors would have no opportunity 
to function, to earn his living, if "King Customer" were 
to abdicate. Remember the customer and keep him happy. 
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BENJAMIN FRANKLIN 
January 17, |706—April 17, 1790 





NATION-WIDE movement is focusing the attention it de- 

serves upon the birthday of that maker of maxims, states- 
man and pioneer printer, Benjamin Franklin. More people than 
ever before will probably pause on January |7 to recall the 
natal day of the man who was nominated as ''Patriot and Father 
of Advertising in America." It is particularly notable that this 
industry, which owes so much to printing, should honor Benjamin 
Franklin for his early efforts in behalf of the craft. 

Climaxing the present efforts will be the 1956 recognition 
250th anniversary of the birth of the Boston-born Philadelphian 
whom the Benjamin Franklin Observance Committee calls ''One 
of History's Three Greatest.’ 

Why was he great? The name of Benjamin Franklin lives for 
history not because of one achievement but because of many. 
He was a patriot who laid stepping stones upon which a young 
nation could progress. He was a statesman, diplomat, a scientist 
and an inventor. He left his mark for the centuries in his writings 
and sage philosophy. 

He was a man who himself best exemplified one of his maxims 
"Dost thou love life? Then do not squander time, for that is the 
stuff life is made of.’ 

Benjamin Franklin didn't squander time. He used it wisely for 
the nation that he deeply loved. It was he who ploughed deep 
while sluggards slept and who never left till tomorrow what he 
could do today. 
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THANK YOU, FRIENDS 


ye NICE to be home at Christmas time and the next best thing 
perhaps about the holiday is the satisfaction which accrues in 
being remembered. As cheerful as the tinkle of sleighbells on a 
frosty morning are the messages we have received from our 
friends. To those who sent words of good cheer or who prof- 
fered them in person, we of Office Appliances say thanks, and 
may your tribe be equally blessed. 


THE PAGE IS INVITING 
A NEW YEAR is dawning, presenting a clean white page on 


which to write a new chapter in business. It is unsullied by 
greed overcoming the dictates of good judqment, and is un- 
blemished by error. It is your now spotless book for daily record- 
ing of the personal acumen of diligent work, the acceptance of 
wise counsel and personal growth in business sagacity. The race, 
as always, will be swift in 1950 but the returns should be satisfac- 
tory to those whom remember that the proof of good business 
is the salesmanship thereof. 


INVENTORY TAKING 
ra COMES a pause in the affairs of men when a count of 


the goods on the shelf is termed inventory taking. It includes 
painstaking tabulation of assets to be balanced against the fig- 
ures of a year ago. That is all well and good for physical assets, 
but the man who faces 1950 with only a balance sheet hasn't 
really accomplished an inventory. 

Not written therein are things less tangible, less easily ap- 
praised. It is hard to measure daily smiles for your fellowmen 
by the gross. Friendships made by giving, rather than receiving, 
do not accumulate dust on the shelves like wheat in a granary. 
They pile up gold for the soul instead of the bank account. The 
moral character of the men who make our business policies can't 
be measured by a yard stick. It is time for personal evaluation 
of what can be a soul-searching analysis, "What kind of man am 
| in the eyes of this industry?” 
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SPECIALTIES 
25th Annual Special Section 


For a quarter of a century OFFICE APPLIANCES has advocated spe- 

| cialization as a goal to bigger sales volumes and more satisfied customers. 
V This silver anniversary section devoted to office specialties contains 20 
pages of ideas and suggestions out of the experience of dealers in various 
parts of the country. In selling machines and systems they find the 
specialty sales technique mandatory. Application of the same promotion 
methods to other products has met with equal success. Whatever the _ 
items, intelligent specialization is profitable. 








Specialized Sales Effort 
Pays Good Dividends 


VER THE COURSE 
we of Rochester St 

Company, Inc., have f 
cialized selling to be of 
increasing value. The 
carrying thousands of 
mind makes it difficult 
average salesman to d 
items which need careful 
stration or require any highl; 
veloped skills or professi 
knowledge. The manufactur 
the other hand, recognizes th 
that the time has come whet 
product has to be well presents 
order to be sold. He is d 
greater budget to prom 
sales help in product inf 
He is demanding that the stat 
represent him in an 
fashion with complete kn 
of his line and adequate 
stration to the consumer 

We feel that the survi' 
modern stationer will becom 
creasingly dependent on spe 
ized selling. We believe tha 
coming years there will be 
an even greater demand f 
sonnel trained in particul 
Specialized sales effort will bec 
part and parcel of the stati 
program 

Develop Specialized Selling 

With two exceptions, bot! 
commercial stationery and 
furniture lines are sold by 
tire sales force. One of our 
men, with 15 years experien 
sales, accounting, and 
equipment, has as his 
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Manufacturers’ Promotion 


Serve as Aids to Salesmen 
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Rochester Stationery Company 
Rochester, N. Y. 
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entation to the customer to ade- 
juatel) rm him of all the ad- 


vantages to be obtained. 


Among salesmen who carry 
ir general line, there are two 
mie A specialists in partic- 


lar fields and whose knowledge 


and nee are available to all 
One ubove men has had 23 
years erience in the sale of 
filing ms and brings his years 
of training to the diversified 
probl nnected with efficient 
ffice fill rocedure. The second 
specia mentioned above has had 
years of experience in the loose 
leaf and 1achine record field 
Their informative help is readily 
ivailable t f our salesmen on 
jobs requiring their specialized 
knowledge. Both of the above men 
are of valuable assistance to the 
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junior salesmen of our firm. 

As an elected member of the 
Executive Furniture Guild we have 
a co-ordinator whose task is the 
assemblage of all information re- 
garding sources of furniture and 
accessories and the selection of 
samples. He works hand-in-hand 
with all salesmen in the develop- 
ment of complete office assemblies, 
including rugs, paint, wall paper, 
furniture and accessories. 


Hold Sales Meetings 


In conjunction with the general 
program of sales training, weekly 
educational meetings are held for 
all salesmen. Every other week 
morning meetings are devoted to 
new production information. On 
intervening weeks supper meet- 
ings are held with several hours of 


ee 


instructive discussion on particular 
items presented by men who spe- 
cialize in that field. Sometimes 
these reviews are conducted by a 
representative of the manufac- 
turer, sometimes by our own sales- 
men. 

Particular advantage is taken of 
special product schools held by 
suppliers and of opportunities for 
our salesmen to visit factories 
where the complete production 
story may be obtained visually and 
orally. 

At Rochester Stationery Com- 
pany, Inc., we have found that the 
above program with good super- 
vision and constant development 
has provided a very successful 
solution to the problem of intel- 
ligent manufacturer representa- 
tion. 


Necessary to Success 


Must Keep Firm Prominent Continually 


In the Eyes of Your Customers 


prices low enough to assure favor- 
able attention. I have talked with 
many local business men in vari- 
ous lines who have expressed sur- 
prise at my success in competing 
with much larger houses in cities 
“I’ve never been able to land any 
important contracts,” they say. 

“It may be,” I’ve told them 
“that you’ve been devoting more 
selling arguments to telling your 
prospects that they ought to give 
you the business because you’re a 
local business man, or because 
you belong to the same lodge, or 
because you patronize the other 
man’s business or vote with him 
politically.” As for me, I put my 
sales argument on the basis of 
merchandise and _ service, and 
leave it to the other fellow to no- 
tice the points in my favor when 
based only on purely personal fac- 
tors. 

Keep yourself prominently and 
continually before the eyes of 
prospects by using direct mail ad- 
vertising matter. Do this and the 
people you want to sell will think 
first of you when they need office 
furniture. Following this plan has 
brought me order after order, con- 
tract after contract, ranging from 
half a dozen board room chairs to 
a complete new set up for a county 
office. 

Don’t let the officials who do the 
buying for a school board, bank 
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by 
GF. Darrington 


Staff Writer 


directors’ room; new, town or city 
or county building or annex or 
enlargement forget you in their 
plans. 

Just a postal card with a re- 
minder that I was the dealer who 
could supply a bank with a set of 
chairs for a new directors’ room, 
brought a request for a call and 
the call brought an immediate 
contract for the chairs. Of course, 
the postal card was one of a series 
of direct mail pieces sent at regu- 
lar intervals 

It was direct mail to the school 
board of a new centralized school 
that resulted in a contract for 
board room chairs through a mem- 
ber who, in his position of county 
treasurer, had been receiving my 
office furniture literature. He 
spoke up in a board meeting, and 
was authorized to place the order. 
The order went in and even before 
the chairs were shipped, the school 
board had put its check for the 
chairs in my hands. That was the 
only time in my experience that I 
had been paid by any public insti- 
tution before delivery. It hap- 
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pened that way because the board 
wanted to take the money out of 
the closing year’s budget, which 
showed a surplus. They didn’t 
want to turn money back to the 
school - district with the _ possi- 
bility they might not be able to 
get that appropriation into the 
new year’s budget. Occasionally a 
public buyer will surprise you with 
that sort of an act. 

In the case of another school 
board contract, I was notified, 
when the bids for office furniture 
were opened, that my bid had 
been rejected. I never knew just 
what had happened, but the bid- 
der who was just declared the 
winner, proved unsatisfactory 
when it came to considering qual- 
ity of products and ability to make 
good, and I was then awarded the 
contract. And this, too, was a case 
when direct mail and a sharp eye 
for opportunities got the business. 
Incidentally, continuation of di- 
rect mail to this same school has 
brought other orders from time 
to time. Once a dealer gets a con- 
tract, he has established his prod- 
ucts firmly and there will be a 
willingness to repeat on his prod- 
ucts to match the first as to style 
and finish, to say nothing of rec- 
ognized quality. 


Personal Contacts Help 


I was awarded the contract to 
equip a new REA office. Personal 
contacts with the board and the 
liberal use of manufacturer's lit- 
erature helped bring this about 
Don’t overlook or underestimate 
the importance of the constant 
use of manufacturers’ advertising 
material. These contracts came 
along during a period when the 
difficulties in getting deliveries 
were at their height, and many 
were the cases when customers 
were kept waiting for a year or 
more, meanwhile I did my best to 
pacify their impatience on one 
side and to stimulate manufactur- 
er’s action on the other side. Fre- 
quent letters giving the market 
conditions on delayed deliveries 
always encourage customers to 
realize their orders have not been 
forgotten. 

One of the most important con- 
tracts I have landed on a lowest 
bid basis was the outcome of the 
construction of a large annex to a 
county clerk’s office. 

I had worked on this deal for 
two or three years, keeping in 
close touch with the county clerk 
and with the county board of su- 
pervisors, and particularly with 
the various purchasing commit- 
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tees appointed from year to year 
by the board. Here, too, effective 
were literature, personal contacts 
and emphasis upon the satisfac- 
tion given by various pieces of 
equipment I had sold to other 
county offices. Also, I had taken 
pains to see that every piece of 
equipment sold was followed up 
with service whenever needed, 
with replacement of parts, check- 
ing and repairing to keep every 
buyer satisfied and sold on the 
line 


The Pay-off Came 


At last the pay-off came in sight 
in the distance. The new annex 
was to be built and I had arranged 
for a factory representative to 
come and go over all the needs in 
equipment. 

We covered all the plans for the 
new construction. We had blue 
prints made, showing every piece 
placed in final position and de- 
scribed in every detail. Needless 
to say, there were some cases 
when it would be difficult to dupli- 
cate my pieces in exact detail 
from another manufacturer’s 
stock. But the state authorities 
went over our blue prints and we 
made our specifications conform 
to the least detail. 

The county officials were glad 
to have the blue prints made by 
our factory experts, without ex- 
pense or any trouble, and the time 
came to advertise for the bids. 

I kept in close touch with all 
the parties concerned. There were 
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certain items the county clerk 
could buy out from under the con- 
tract, and on these I quoted net 
prices that conformed to quota- 
tions approved by the state and 
the supervisors’ committee. This 
part of the equipment was bought 
in that way. 

The advertisement for bids came 
through and I made my bid low 
enough to give me a fair profit 
and practical certainty of keeping 
well within possible competition. 
The whole job came to $8,127.33, 
and the contract was mine. 


Watch For Bid Dates 


The important thing about get- 
ting contract business is to watch 
all sources for possible advertising 
for bids. Build up a mailing list of 
those who will be influential in 
deciding what will be bought and 
what quality will be wanted. Any 
information that will help buyers 
to visualize what you offer will 
help them to include details in 
their advertising. 

Don’t pass up any opportunties 
to put in bids on any or all con- 
tracts in your territories. Many 
dealers think it is a waste of time 
to follow up such deals, but you 
never can tell. Some dealer always 
gets the contract and probably you 
are just as competent as he is to 
handle it. And anyway, it is good 
publicity to become recognized in 
that type of business. Let people 
know you are after the biggest as 
well as the smallest deals, and 
that you can handle them. 
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Specialists in Satisfaction 


S. Novick & Son and stationery 
are synonymous in New York 
Founded in 1902, their expansion 
has progressed until today they 
operate a leading dealer establish- 
ment at 626 Broadway 

A sign strategically placed near 
the entrance amplifies—‘Station- 
ery for the Office and the Home.” 
They actually “specialize” in all 
phases of stationery activity, prac- 
ticing specialization because Abe 
Novick, who was born into the 
business, claims each one of their 
salesmen is a “specialist” on client 
satisfaction. It’s part of their code 
of operation. When an order is 
taken from a customer, whether it 
is for a rubber stamp or a four 
figure job, the salesman stays with 
it from the time his pencil hits the 
order pad until it is delivered to 
its destination and that means de- 


termining too that the customer 
got everything he expected from a 
quality standpoint. 

Most of their specialized feature 
programs are initiated through di- 
rect mail approach. The item se- 
lected because of special nature of 
its sales appeal—say fan covers, 
for instance, that are selective and 
not readily obtainable thru all 
outlets—then a hard-hitting ac- 
tivity is vigorously launched to 
insure greater turn over. 

Promotion of a book compiled by 
the company, which covers com- 
plete guidance for the stationer 
in thousands of different forms 
and tells him many facts about 
this diversified business is the spe- 
cialty feature at present in the 
process of advertisement in con- 
junction with a direct mail cam- 
paign.—_GB 
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FRANK H. DOOLIN 


“Se tee gamer on difficulties is 


an old, and profitable, story to 
Frank H. Doolin, owner and man- 
ager of the Industrial Office Sup- 
ply Company of Franklin Park, Ill. 
Starting with $147.00 capital in 
hole-in-the-wall” office farther 
down the street in October, 1947, 
two years’ time Frank Doolin 
has devel i his industrial office 
supply business to the point where 
he now substantial inven- 
tory, new display equipment, 
larger quarters, and a gross volume 
of busine nearly three times the 
estimated tential] he surveyed 
before opening up his operation in 
Franklin Park 
Officially credited with eight 
years’ service as one of Horder’s 
Inc., star salesmen, he actually 
had only three years of stationery 
and offices ipply experience plus 
time out for five years with Army 
Signal Corps. Asked about busi- 


ness operations, trends, and prac- 
tices, Frank replied: 

“TI find that percentage-wise, as 
to types of business, size of sale, 
percent of profit, and similar fac- 
tors, my experience follows very 
closely that of my former em- 
ployer, Horders, Inc. The experi- 
ence I gained with them has been 
invaluable, and by carefully ap- 
plying the sound selling and mer- 
chandising principles I used while 
working with them, I have been 
able to make this business reason- 
ably successful with little or no 
capital.” 

Surveyed Situation 

Shortly after leaving the Service 
in April of 1946, Frank bought a 
home in Franklin Park, and spent 
the next year carefully surveying 
the possibilities of establishing his 
own business in that small but 
fast growing industrial commu- 
nity. Lying on the outskirts of 
Chicago, Franklin Park has seen 
plant after plant move out, erect 
new buildings, employ more peo- 
ple, who of course had to live in 





Sales Know How, Service, 
System are Sound Bases 
for Office Supply Business ~ 


by 
E. Mottlershead 


new houses, until today there are 
over 180 substantial industrial en- 
terprises in the immediate vicinity. 


That growth, coupled with care- 
ful management and good selling, 
has made it possible for the In- 
dustrial Office Supply Company to 
handle three times as much busi- 
ness as the potential survey indi- 
cated in 1947. 

Asked about the type of business 
he handles, Mr. Doolin replied: 

“Only about ten per cent of our 
sales are over the counter. More 
than 90 per cent of all our busi- 
ness is due to outside sales. We 
now have a full time girl who han- 
dles the store during the day, and 
one full time salesman and myself 
stay outside getting that business. 


“We have found that the one 
thing business men in this com- 





INDUSTRIAL OFFICE SUPPLY CO. SHOWING STEADY GROWTH AT FRANELIN PARK. ILL. 


wood finish, carry “pick up” items of general interest. Ample 
aisles permit passage of customers on either side. Good 
lighting, at least 25 foot-candles, is maintained at all times. 


Left: window display with season school supply items draws 
customers’ eyes to store’s interior, clearly visible above 
displays. Right: display islands, of attractive natural 


OFFICE APPLIANCES, January, 1950 21 





munity want is service. When we 
make a first call on a new pros- 
pect, we carry no samples, no cat- 
alog, no price lists. Our first task 
is to get acquainted, show him 
that we know how to serve his 
needs economically, and get ac- 
quainted with those needs. We 
then maintain that policy of serv- 
ice throughout our dealings with 
every account. 

“We also find that little ‘extra 
services’ are profitable in the long 
run. For example, the other day 
I called on a company which has 
opened a plant here. Their home 
office is in New York, The home 
Office sends them 84x13 onion- 
skin, when their local needs re- 
quire 842 x 11. So we picked up 
their paper, cut it for them with- 
out charge, and picked up a nice 
order for other items at the same 
time. 

“Sometimes we do special gift 
shopping for executives—send a 
purchasing agent’s broken pen or 
automatic pencil to be repaired 
for him, or take care of other sim- 
ilar small matters. This is not 
done on the basis of making it up 
later in our prices to the firm, but 
simply to build up personal good 
will, which we find is the basis of 
any business relationship.” 

Mr. Doolin has found that this 
policy of service before everything 
else has expanded the supply busi- 
ness into the field of preparing 
special forms, letterheads, business 


stationery and advertising print- 
ing for his supply customers. Hav- 
ing a natural talent as an artist, 
plus taking special training in ad- 
vertising and layout has been a 
great asset in this respect. Cus- 
tomers who find their complete 
needs can be taken care of through 
one source of supply, with a satis- 
faction guaranteed policy of qual- 
ity and service, coupled with rea- 
sonable prices and fast delivery, 
expand the scope of the problems 
they present to Industrial Office 
Supply Company. 
Switch to Local Buying 

The purchasing agent who got 
his outsize onionskin cut without 
charge has ended up by shutting 
off requisitions to the home office 
and buying everything he needs 
locally, mostly through Mr. Doo- 
lin’s company. Other companies 
with home offices in Kansas City, 
Los Angeles, and other distant 
cities, have also found that heavier 
local buying is economical when 
they can get fast service and a 
full range of supplies, equipment, 
and assistance with printing and 
Similar problems. 

Over-the-counter sales of social 
stationery and greeting cards are 
aided by an accident of location 
and building construction. The 
store is long and narrow, nine feet 
wide, and approximately 35 feet 
long, occupying part of a larger 
store building, the balance of 





which is taken up by a beauty 
parlor. 

Another factor in building over- 
the-counter sales has been good 
lighting, clean pastel colored walls, 
and attractive new natural wood 


finish display islands carrying 
many of the small supply and sta- 
tionery items convenient for im- 
pulse buyers. Lighting in excess 
of 25 foot candles is maintained. 

When asked how he went about 
developing new business, Mr. Doo- 
lin stated that they use personal 
calls, direct mail, and telephone 
calls, more or less in that order. 

“We have found that for the 
most part direct mail to a “cold” 
list of prospects is wasted money. 
Our operation is based on a “cold- 
turkey” first call, without benefit 
of telephone, appointment, or di- 
rect mail build-up in advance. 
AFTER we get acquainted with 
the buyer, we find that direct mail 
pulls very well, and that a tele- 
phone follow-up call will fre- 
quently result in an order.” 

With plenty of basement space 
for storage of additional merchan- 
dise, a growing industrial com- 
munity, and a successful two years’ 
operation, Industrial Office Supply 
Company is living evidence that 
knowledge of the merchandise, in- 
timate understanding of customer 
needs and problems, sales and 
merchandising “know-how,” and 
service first and last can provide 
a profitable future. 


Display of Typewritten Themes 


Sells Portable Typewriters 


EMONSTRATING the contrast 

between college themes which 
have been laboriously written out 
by hand, and neatly-typed, eye- 
appealing themes produced on 
portable typewriters, is a window 
display policy which has helped to 
create much _ student portable 
typewriter sales volume for North 
St. Louis Typewriter Service in 
Pine Lawn, Mo. 

The company, which operates a 
modern typewriter repair shop in 
the northwestern suburb of the 
Missouri metropolis, hold fran- 
chises for all leading lines of port- 
able typewriters. One window is 
devoted almost entirely to portable 
display the year around. In the 
usual window display, four leading 
makes are shown, each resting on 
its case, with a complete collection 
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of accessories grouped at the base, 
such as fibre glass erasers, rubber 
erasers, typing paper and type 
cleaners. 

College students, including 
many veterans going to universi- 
ties under the G.I. Bill of Rights, 
have proven the most potent mar- 
ket for portable typewriters, ac- 
cording to the North St. Louis 
Typewriter Service. Many high- 
school and even junior high school 
youngsters are also potential cus- 
tomers. 

The most effective display idea 
has been setting a popular, mod- 
erately-priced portable in the 
front of the window, with a long- 
hand written theme on one side, 
and on the other the same theme 
neatly typed out on the portable 
typewriter. A sign at the rear 


reads “Which makes the best im- 
pression on the instructor. This 
or this?” Arrows indicate the 
hand-written script, and the type- 
written manuscript. 

Passing students are invariably 
theme conscious the store man- 
agement has found, and usually 
will stop to note the difference be- 
tween the handwritten theme and 
the typed one. The difference in 
the amount of paper required and 
the attractive appearance of the 
typed manuscript often sways 
passing students to come in and 
check prices. North St. Louis 
Typewriter Service has a number 
of time-payment buying plans 
available and reports that the per- 
centage of undergraduates using 
portable typewriters has increased 
sharply since the end of the war. 
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Doubles Adding Machine Sales by 


Personal Contacts 


VER since I began to take a 
personal interest in the sales 
of our adding machines, sales have 
doubled,” says Joe 
owner of the Service 


more tnan 


Casasnovas 


Typewriter and Exchange, Wil- 
mington, Del and I can credit 
our increase to a major factor, 
personal contact 

“Although we always contact 
potential customers in and around 
Wilmington for office equipment 


I felt that there was 
a bigger market in our area for 
adding machines than our sales 
showed. For this reason I decided 
to cover the territory myself to de- 
termine just why our adding ma- 
eren’t what I thought 
they should be.” 

First, Mr. Casasnovas contacted 
regular or steady customers of his 
firm. Most them already had 
adding machines, but when he 
showed them the newer models 


and supplies 


chine sal 


and proved how much more effi- 
ient these were, they began to 
give consideration to the new ma- 
hines 


Offered Trade-in Allowance 


To make the situation more ac- 
offered trade-in al- 
varied with the year 
machine. In addi- 
tion, he found that many ma- 
hines weren’t functioning as 
smoothly they should have 
been, and the owners didn’t want 
trade them in or buy new ones. 
In these cases, he was able to have 
nto his store for re- 
and in many 
iSeS a lete overhauling job 
I four ays Mr. Casasnovas, 
office equipment 

ouses ar‘ busy selling a com- 
quipment that add- 
machines are overlooked. True, 
place these machines 
30 fast or trade them in, yet, they 
ill are in need of some type of 
ervice be ise aS a rule they are 
they break 


eptabdle ne 
lowance 


and mo 


urs, new rioppons, 


VETIOOKE iInieSs 


ined quite a bit of 
r work and several trade-ins 
customers, Mr 


trory } r 
AUiLI Aid if sical 


Casasnovas began to seek new 

usin¢ He felt that any retailer 

I or nization, regardless 

size, that handled money, had 
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Allowing Long Trial Period Proves Big 


Factor in Delaware Firm’s Success 


a bank account, calculated figures 
or did book work, was a potential 
customer for an adding machine. 


“When I began to make ‘cold’ 
visits'on small retailers,” he says, 
“I was told by many that they 
only had occasion to use an add- 
ing machine perhaps once or twice 
a month only. I countered this 
with the reply that if they did 
have an adding machine, they 
would find more use for it.” 

To prove his point, Mr. Casas- 
novas told small retailers that he 
would be glad to let them use an 
adding machine without charge to 
find out for themselves if they 
had need for it. Naturally, he only 
installed an adding machine that 
he felt would be the most useful to 
that concern. He did not try to 
“oversell” them. 


Allowed Long Trial Period 


“IT installed adding machines 
from ten days to a full month,” 
explains Mr. Casasnovas, “accord- 
ing to the use that I felt this re- 
tailer would find for the machine. 
If he only had the machine for a 
short time and his business didn’t 
involve too much use of the ma- 
chine, in all probabilities I would 
have had to take it out. So by 
letting them all have a fairly long 
trial, many proved to themselves 
that there were uses for the ma- 





By Phil Lane 


Staff Writer 


chine that they didn’t think of 
before.” 

By judging the prospect, Mr. 
Casasnovas would know whether 
to let him examine and use a used 
machine for the trial period or to 
supply a new one. If the prospect 
showed more than a casual in- 
terest, he sent in a new one and if 
a sale appeared too problematical, 
he would let them try out a used 
one. Naturally this policy did not 
always run true to form, but in 
these cases he was able to take 
out the old one and install a new 
one if the customer was satisfied 
that he wanted to buy one. 

“Getting the retailer or small 
office prospect to take in the add- 
ing machine for a trial period was 
the point that I tried to get 
across,” he says, “rather than ask 
them point blank if they wanted 
to buy an adding machine. For 
my figures showed me, that for 
every five that I put out, three 
were sold, one was a future pros- 
pect and other business was re- 
ceived from the remaining indi- 
vidual.” 

Mr. Casasnovas was able to pick 
up a lot of typewriter business 


» | S. Mm, 
] 5 






DEMONSTRATION CLOSES A SALE.—Mr. Casanovas shows an adding machine 
to an interested retailer. Note array of machines on display. 
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DISPLAY PROVES A BIG ASSET.—Adding machines and supplies occupy one 
of the store’s windows. Such displays have helped make Wilmington retailers 
adding machine-conscious when they pass his location on a main street. 


from the same adding machine 
prospects. After discussing adding 
machines, he was either ap- 


proached or he questioned about 


the individual’s typewriter which 
resulted in sales or new ones, a 





ribbon replacement and adjust- 
ment or an overhaul job. In either 
case, he made a new contact for 
other business. 

“TI found that my adding ma- 
chine sales doubled in the first 
month of personal contact,” he 
says, “and that they increased 
gradually with the coming months 
as I got more machines on the 
street. Almost every retailer, of- 
fice and individual dealing with 
figures, no matter how small, is a 
prospect for an adding machine. 

“To quote an example, I had a 
fruit produce retailer tell me that 
he didn’t know how he got along 
without an adding machine after 
I left it for a trial period. He 
thought that his only use for it 
would be in calculating his 
monthly bills. Later he found that 
it was splendid in computing cus- 
tomers’ bills, totaling the day’s 
business, for use in his own book- 
keeping, and in making bank de- 
posits and settling bills. And this 
merchant took care of his business 
with only the aid of his wife.” 


“Give Your Child a Career with a 


Branham’s, Inc., Makes Shopping Easy 


Typewriter. 


HIGHLY individualized form 

of mewspaper advertising 
which has shown excellent results 
in typewriter promotion for Bran- 
ham’s, Inc., Oklahoma City, Okla.., 
consists of display ads urging par- 
ents to buy good, rebuilt typewrit- 
ers for their children. 

Under the plan, Branham’s, 
typewriter dealers for 20 years in 
Oklahoma City, utilizes 2-column- 
by-10-inch newspaper ads to pro- 
mote exclusively re-conditioned 
standard typewriters, which will 
bear the gaff of heavy use by chil- 
dren in “the formative years.’ A 
typical display ad is headed “Give 
your child a career with a type- 
writer,” with a cut of a completely 
reconditioned Underwood mode! 
No. 5 at the head of the ad. Under 
the plan, reconditioned typewrit- 
ers are offered at $7.95 down, with 
balance payable at $7.95 a month 
for 10 months. The store gives a 
new-machine guarantee, and of- 
fers the same type of time-pay- 
ment arrangement on all other 
Standard makes of typewriters 
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for Parents Wanting to Buy Machines 


Other typewriters are available at 
from $6.95 per month to $8.95 per 
month, depending upon the model 
and its newness. 

Phone Service Provided 

For the benefit of parents who 
cannot take time off to visit the 
store in the downtown area, a spe- 
cial telephone number has been 
set up, whereby the customer can 
call in, make all arrangements for 
typewriter purchase over the tele- 
phone, the machine to be delivered 
the same day. 

The same type of ad is used to 
promote portable typewriters at 
$1.25 per week, from two nation- 
ally-advertised lines carried in 
stock. Each ad lists some of the 
“big machine features” in port- 
ables, including standard key- 
boards, tuning ribbons, comfort 
keys, centralizing carriage lock, 
variable line spacers and right 
and left margin releases 

The Oklahoma office equipment 
firm has even extended the plan 
to mail-order selling, inviting 


readers of the newspaper from 
all sections of the state to write 
in for express shipments of type- 
writers. 

The plan is working out with an 
excellent response, according to 
the management. “There are 
thousands of families with chil- 
dren just entering junior high 
school, who realize that the ability 
to operate a typewriter might have 
helped their careers,” it was 
pointed out. “And these are the 
types of parents at whom the ads 
are directed. Many youngsters can 
save valuable hours away from 
school work by using a typewriter 
instead of long hand for essays, 
composition and term papers, and 
make vigorous pleas to their par- 
ents for the purchase of a type- 
writer. By concentrating this pro- 
motion on low-priced, recondi- 
tioned machines, we have gotten 
many youngsters started off with 
typing ability in their younger 
years, and can expect far more 
new typewriter sales in the fu- 
ture.”—RAL 
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As we go to press word is received of the 


of John Dannenfelser. Details 


about his career will be published next 














death 
month. 
Petery-Hedden Company, 
New Albany, Ind. 
oe BELIEVE I have ever 
met more than a couple of 


dealers who realized and exploited 
successfully the possibilities avail- 
able to them in marketing two 
essential items in the mimeograph 
or stencil duplicator business. 

These two essential items are 
the flannel pads used on the ma- 
chine cylinder and the impression 
roller which in the printing proc- 
ess is separated from the stencil 
only by the sheet of mimeograph 
paper on which the message is 
being printed 

In order to get desirable printed 
copy it is absolutely essential that 
the pad be in good condition and 
that the impression roller be in 
good condition. The customer is 
major attention to 
he way he types his stencil and 
the process of inking, but unless 


we cal] the matter to his atten- 


tion he yften inclined to neg- 
lect one or both of the other two 
essentials. It should be the job 
of the salesman rather than the 
mechanic to know the process well 
enough to pass judgment on poor 
copy and go to the source of the 
trouble to correct it 


What About the Pad? 


Let us first 


ordinarily fits 


discuss the pad. It 
directly over the 


drum and is held at either end by 
rods inserted in the hems of the 
pads or by metal ends attached 
to the Various manufac- 
turers use different methods of 
hooking the rods at the ends, but 
the mechanical process is so sim- 
ple as t ffer limited possibili- 
ies of iriation and it is hard 


salesman who can’t 
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change an ink pad on a machine 
simply by seeing how the pad he 
is removing was put on. 

We may observe in passing that 
the people who manufacture mim- 
eographs, and who have manu- 
factured them over the past 40 
years, would have done both us 
and themselves a considerable fa- 
vor if they had been considerate 
enough to standardize the dimen- 
sions of ink pads, so that a dealer 
could with a minimum investment 
have furnished pads for every kind 
of machine which a customer 
might happen to have. Appar- 
ently the manufacturers must 
have cherished the illusion that 
all the ink pads used on their 
machines were going to be bought 
from them, and that they would 
continue to profit from ink pad 
sales indefinitely. 


Actually, the utter failure to 
standardize ink pad dimensions 
has worked against the machine 
manufacturer, and dealers are 
inclined to buy their pads from 
a single source from which every 
kind of pad may be obtained. The 
actual volume of ink pad pur- 
chases is not large enough to jus- 
tify buying them from more than 
one source. 


Discouraged Changes 


One factor is discouraging cus- 
tomers from changing pads as 
often as they should. During a 
part of the war period there was 
a very genuine pad shortage and 
many dealers ran out of pads and 
just couldn’t get them. They en- 
couraged customers to use their 
old pads as long as possible, and 
customers discovered that they 
could get by a long time with old 
pads. The pads became soggy, 
and the print was unsatisfactory, 
and ink separation became more 
acute and other complications 
arose, but the pads weren’t thrown 
away every few weeks as they 
should have been. 

Another discouraging factor was 
the very great increase in the 
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There's a Market for Ink 


Pads and Impression Rollers 


price of pads. The actual price of 
pads was increased as much as 
100 to 200 per cent. We were told 
that this was due to the unavoid- 
able increase in the price of flan- 
nel. Now that the price of flan- 
nel has declined somewhat the 
price of pads remains the same, 
and one might be led to suspect 
that the failure to reduce prices 
could be due to a possible ten- 
dency on the part of pad manu- 
facturers to want to make as 
much money as the traffic will 
bear. 

During the war I priced flannel 
with a view to making up pads 
when they weren't available from 
their usual source. I found at that 
time that flannel that wasn’t a 
beautiful snowy white could be 
had at a not-too-high figure, and™ 
tests I made at that time indi- 
cated that there was no differ- 
ence in the use of bleached and 
unbleached flannel. But since I 
am not in the business of manu- 
facturing pads and have no in- 
tention of getting into it I don’t 
claim to know for sure that we are 
being overcharged. I just have a 
suspicion. 

Let me tell you the kinds of 
ink pads we carry in stock for our 
customers and you will get an 
idea of what I mean when I say 
it would have been a good idea 
to standardize pad dimensions to 
the point where only maybe three 
or four kinds would be needed. 
There are a lot we don’t carry 
because many machines aren’t 
found in the territory, but we feel 
obligated to carry enough pads to 
meet the immediate needs of ev- 
ery customer, and we attempt to 
sell a dozen pads at a time in- 
stead of one or two so the custo- 
mer will be encouraged to replace 
his pad more often, and so as to 
make the sale profitable to our- 
selves. Here’s our stock: 


Open cylinder A. B. Dick legal sise 
(which can be used on some Letter- 
graph models and a few others). 

Closed cylinder A. B. Dick. (There are 
two kinds but we only carry one kind). 

Marr Model E and Model G. 

A. B. Dick for Models 72, 75 and 30 

Universal Reprograph 

Lettergraph and Rotograph Model A. 

Lettergraph Model C and D 

Lettergraph Model 1000 

Speed-O-Print (three different models). 

Commander and Hess legal size. (We 
don’t carry letter size). 

Neostyle and Style. (It must be sheer 








coincidence that these happen to be 
the same). 
Tempograph. 
Rotospeed legal size. 
Rotospeed letter size. 
Niagara. 
Hilco legal size. (There aré 
size models in our. area) 
Excellograph. 
Sears & Roebuck. 


A. Supplies Problem 


We have been able to stop car- 
rying Fibroin, Underwood and 
other odd pads as we traded in 
machines. Maybe we ought to 
trade in all the odd make ma- 
chines for which we furnish pads. 
But sometimes this just can’t be 
done, and I’d rather get the sup- 
plies business than none at all 

Now the pad stock problem is 
further complicated by the devel- 
opment of the post card printing 
stencil duplicator during the past 
decade or so. We now carry pads 
for the Heyer, the Gem, the Du- 
plicard, and two sizes of the 
Print-O-Matic machines, and, of 
course, we have to have stencils 
to fit every make since nobody 
thought it would be smart to 
standardize the size of post card 
duplicator stencils. 

We carry impression rollers for 
every kind of duplicator for which 
we carry pads. Actually, the num- 
ber of kinds of impression rollers 
needed is almost as great as the 
number of pads. The manufac- 
turers have generally made more 
of an effort to standardize their 
own impression rollers than they 
have their ink pads, but even here 
there remains a good deal to be 
‘ desired by the dealer who doesn’t 
want to tie up a sizeable figure in 
impression roller inventory. 


Differ on Pads and Rollers 


The Style and the Neostyle use 
the same pads but have quite dif- 
ferent impression rollers. There is 
one kind of Hilco pad but two dif- 
ferent lengths of Hilco impres- 
sion rollers. Many impression 
rollers look almost alike and are 
hard to identify by sight. When 
you get an impression roller it’s 
a good idea to write the name of 
the machine it fits on the roller 
so you won’t forget. 

What do we actually gain by 
giving this close personal atten- 
tion to ink pads and impression 
rollers? Knowledge in this field 
does several things for our sales- 
men. First, the salesman becomes 
an authority in the eyes of the 
customer. He gets to the dupli- 
cator itself and changes the pad 
and builds a closer personal re- 
lationship with the operator of 
the machine. He removes the im- 
pression roller and with a ruler 
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he determines whether or not it 
needs replacement, and he shows 
the customer how he has exam- 
ined the roller. If the ruler proves 
the roller has swollen places in 
it, the customer sees it for him- 
self, and the sale of the roller is 
easily accomplished 

The use of cleansing cream to 
take the ink off the salesman’s 
hands sells a jar of cream for the 
salesman. If he puts the cream 
on his hands before he begins his 
dirty work he can sell the opera- 
tor on this very smart practice 
and get the cream into more ac- 
tive use. 

The very best time to ask for 
the stencil and ink order is just 
when the pad changing and roller 
inspection process is being com- 
pleted. It’s hard to refuse busi- 
ness to a man who is getting him- 
self soiled to prevent soiling the 


— 


delicate and beautiful hands of 
the mimeograph operator who has 
been waiting for weeks to see the 
salesman. 

Then, too, if the salesman is 


romantically inclined—not that 
any of them are, of course—he 
will find that sharing the process 
of washing and drying hands with 
the machine operator who has 
helped him just enough to get a 
little ink on her fingers brings 
out a bond of goodwill that may 
be useful in his future endeavors. 
He may find the operator likes to 
have him help her remove the ink 
from her fingers and he can use 
his cleansing cream for demon- 
strating just how this is done. 

Yes, there are almost unlimited 
possibilities in marketing ink pads 
and impression rollers. Why don’t 
you get into it technically and 
give it a trial? 


—— 


Specialty Selling Needs 
Concentrated Effort 


by 
W.H. Patterson 


President, 
Johnstown Office Supply Company, 
Johnstown, Pa. 


 prietieg SPEAKING, office spe- 
cialty selling means concen- 
trating effort on an item or items 
possessing sales possibilities. 

Such persistence is a must that 
will spell success or failure in this 
field of selling. It is a challenge 
to a firm to maintain either a fast 
or slow tempo. Enthusiasm is the 
keynote—in fact it must be fore- 
most—if specialized sales efforts 
are to be successful. 

If the campaign is to be directed 
in the higher-priced specialties 
that are seasonal, a plan of proce- 
dure must be studied. This first 
entails a selection of items and 
next a plan of action. Aggressive 
salesmen, plus newspaper adver- 
tising, go hand in hand to success 
in this type of selling. 

Speaking of our own business, 
we are divided into three depart- 
ments, namely office furniture, of- 
fice machines and office supplies. 
Our outside sales force specializes 


during the summer months in 
fans, circulators and electric water 
coolers. During the winter months 
these representatives concentrate 
their efforts in visible filing sys- 
tems and duplicating machines. 
This is all “plus business” in addi- 
tion to our regular sales routine 
and it has been very successful 
with our own organization. 

The other field of specialized 
Sales effort lies in the weekly, 
monthly or regular sales calls, with 
a new specialty that keeps cus- 
tomers eager to see what the sales- 
man has “new in the pack.” We 
are all curious. We want to see, 
then handle and then possess. 
While the profits derived from this 
type of specialization have never 
been great, the effort has suc- 
ceeded in its purpose of maintain- 
ing the customer’s interest and 
overcoming his boredom in the 
“same old story, same old goods.” 
And it means that one’s firm can 
keep abreast of a competitor who 
is ready and willing to give his 
shirt to get an account by any 
methods. 

Parting advice could be—‘avoid 
familiarity, it has a terrific kick- 
back. Keep everlastingly at spe- 
cializing in selling. It keeps you 
young with your trade.” 
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Planned Sales Program for Portable 
Typewriters Assures Higher Success 


by Bert Merrill 


Feature Writer 


HY ARE many office equip- 
ment and office machine 
dealers disappointed with the rate 
of turnover accomplished in por- 
table typewriter sales? 
The best answer to this question, 
according to a prominent station- 
ery retailer and business machine 


specialist in Miami, Fla., lies en- 
tirely in operating the department 
without a well-defined plan. Bar- 


nett’s, the retailer involved, has 
discovered through merchandising 
for the past five years that port- 


sales can be sub- 
‘ed merely by lay- 
ing out a well-defined sales plan, 
which takes into account all weak- 
nesses and drawbacks, and pro- 
compensation for 


able typewriter 


stantially advance 


vides prope! 


hem. Only with a step-by-step 
plan is it possible to derive full 
profit f1 portable typewriter 
promotion, and to offset competi- 


y from many sources. 


4 Selling Plan 


The selling plan on which the 
Miami business machine dealer- 
ship operate broken down into 
nine points. These are: 

1. Carrying nationally-adver- 
tised, favorite lines. 

2. Constant use of active, inter- 
esting window displays. 
Practica terior displays, 
which allow potential custom- 
ers to practice on the typewrit- 
ers as f wish 

4, A simply operating credit plan 
whic] eliminates the high 
down payment objection. 

. A dire appeal to students, 
who are most likely port- 
able typewriter prospects. 

6. A secondary appeal to busi- 
nessmen who carry out part of 
their daily operations at home. 

7. A “loan-out” system, whereby 
prospective purchasers may 
familiarize themselves with the 
machine 

8. A trade department, which 
gives liberal allowances for 
trade-in machines in good con- 
dition 
A se epartment which 


juick maintenance 
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and repairs on all portables 
sold. 
Each of these points has 


emerged as a direct result of a 
close study of the Miami market, 
according to the Barnett firm. In 
years of selling portables success- 
fully, with many department 
stores, jewelry stores, and even 
hardware stores displaying the 
same lines in windows, Barnett’s 
has learned that it is the “intan- 
gibles” in typewriter value which 
the stationery store can use most 
successfully to guarantee sales in 
this field. 


Emphasize Guarantees 


“Most customers know that they 
can buy a portable typewriter 
second-hand through classified 
ads in the daily newspaper, from 
pawn shops, from jewelry stores, 
drugstores, and many other types 
of retail outlets,” it was indicated. 
“However, they know also, that the 
business machine store guarantees 
that the typewriter will be kept 
in perfect condition during its 
warranty period, and that it will 
never be out of service for more 
than a few hours, if returned to 
the store where purchased. There- 
fore, every emphasis on selling 
portables should be predicated on 
this confidence-building back- 
ground.” 


As pointed out above, each point 
has been developed through prac- 
tical study. Under point No. 1, 
the store carries four well-known 
lines of portable typewriters, on 
the theory that the ability to give 
the customer a choice, and to let 
him compare the operation of one 
machine against another, will 
vastly increase the possibilities of 
Sales. 

“If the typewriter prospect feels 
that the store has to push a sin- 
gle line, and disparages all others, 
he is bound to be a bit suspicious,” 
it was indicated. “If, on the other 
hand, the choice covers the entire 
nationally-accepted market, there 
is no such problem. Most portable 
typewriter purchasers, we have 
found, are intensely loyal to one 
specific brand—and attempts to 
sell them anything else are use- 
less.” 

Point 


No. 2 has resulted in 
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showing all four lines of favorite 
portables in the store windows the 
year around—whether they are 
supplementary to a display of 
desks and school supplies or 
whether they make up the focal 
point of the window. “In brief, we 
see to it that portable typewriters 
appear in our windows 365 days a 
year,” it was indicated. “Each 
portable is shown ready for use, 
with a sheet of paper inserted, and 
a few lines typed to show what the 
machine can do. Wherever possi- 
ble, we like to display our portable 
typewriters as if they were in 
actual use—for this has a far more 
meaningful observation value to 
the passerby.” 

The advantage of practical dis- 
play, the third point, cannot be 
over-emphasized, according to the 
store. Barnett’s keeps all portables 
at a comfortable height for typing 
standing up, keeps a stack of 
high-grade bond paper in between 
machines, and provides something 
for the prospective purchaser to 
copy, such as a few paragraphs 
from a popular book. A felt pad 
prevents the typewriter from slid- 
ing around on the glass top of the 
counter. Many customers have 
been sold portable typewriters 
who had no apparent desire for 
one upon entering the store, but 
were pleased and surprised to find 
that a particular portable typed 
as easily and with as little effort 
as an upright machine. 

Point No. 4, credit selling, is like- 
wise important. Through arrange- 
ments with local banks, the Miami 
store has simplified credit pur- 
chasing to the point that it is 
possible for any college student, 
businessman or housewife to set 
up credit terms which exactly 
match his or her income circum- 
stances. For example, if a college 
student receives very little income 
through the college term, but will 
make it up during the summer 
months, credit terms are arranged 
“to match.” Similarly, little or no 
carrying charge or investigation 
charge is applied, so that there is 
no reason for a person who really 
needs a portable typewriter to do 
without it. “We have been able 
to sell good portable machines to 
many veterans attending school 
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under the G.I. Bill of Rights,” it 
was explained, “despite the fact 
that they are living on notoriously 
low incomes. Good credit manage- 
ment is the story.” 

The store appeals to students by 
contrasting handwritten themes, 
lessons and homework, alongside 
of neatly-typed similar composi- 
tions turned out on the portables 
New sheets are typed out every 
week for use in window displays, 
store interior displays and in the 
center of school supply displays 
“A mere contrast between a 
scrawled sheet of paper and a 
neatly-typed one tells a volumin- 
ous story, whereas describing the 

In selling upright typewriters 
and other business machines, to 
downtown businessmen, salesmen 
of Barnett’s make every attempt 
to find out whether the officeman 
maintains an office at home. Quite 
frequently, professional men do 
much of their work at home, 
where they can relax in comfort. 
Where the answer is “yes,” every 


attempt is made to sell the home 
businessman a first-class portable 
typewriter. This is often accom- 
plished with the “loan-out” plan. 

Under this system, trusted cus- 
tomers of the store are simply 
loaned portable typewriters, with 
instructions to use them for a few 
days, and to return them if they 
do not measure up to expectations. 
Dozens of portables have been 
loaned out in this way, even when 
the machines were scarce on the 
market, and the expression of mu- 
tual confidence involved in such a 
transaction goes a long way to- 
ward building customer good-will. 
Only a small percentage of type- 
writers loaned out in this way are 
ever returned. The store has 
found that it can sell a surpris- 
ingly large percentage of portbale 
typewriters to men who are or- 
dinarily considered prospects only 
for upright, heavy-duty machines. 

Lastly, every window display, as 
well as every discussion with the 
prospect plays up the large Bar- 
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which 


nett service department, 
has a special section devoted en- 
tirely to portables. Beside the four 
major lines in stock, the store also 
carries a complete inventory of re- 
pair parts for each machine. Fac- 
tory-trained mechanics: guarantee 
excellent maintenance. “Business- 
men learned long ago that the 
store which offers the best service 
is the one from which they should 
buy adding machines, cash regis- 
ters, typewriters and files,” it was 
indicated. 

“The same tenets hold true with 
portable typewriter selling. We 
play up service heavily, emphasize 
the quick, reliable service which 
we offer whenever a customer 
telephones in with portable prob- 
lems, and in this way, make sure 
that the customer weighs the pos- 
sible few dollars which might be 
saved through buying elsewhere 
against reliability of the firm. In 
the end, these systematized, bal- 
anced points will sell far more 
portables.” 


Periodic Island-top Displays 
Promote Office Specialties 


REQUENT use of the space atop 

an island behind the main serv- 
ice counter in the office supply de- 
partment of Kistler’s, Denver, 
Colo., for displaying commonplace 
office supply items, has invariably 
stimulated the sale of each, ac- 
cording to the store. 

The modern department, with 
bleached wood display cases, and 
a large “island” five feet high in 
the center, has proven ideal for 
such purposes. Any item shown 
here is automatically raised to eye 
level where it is bound to attract 
attention of customers shopping 
for standard items carried in the 
cases, and thus, displays are 
changed from week to week, to 
feature “everyday” items which 
seldom get special display atten- 
tion. 

A typical display is pictured 
herewith, in which roller-type 
memo-pads, wastebaskets and a 
stenographer’s copywork holder 
were combined. Three types of 
the roller-type of memo-pad were 
displayed, in plastic and metal 
bases, and each priced with a 
small sign easily readable across 
the counter. Numerous customers, 
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coming into the store for type- 
writer paper, carbon paper, and so 
forth, kept beneath, were ‘“ex- 
posed” to the display, and sales- 
people made a point of suggesting 
the handy, constantly-self-renew- 
ing “gadgets” to their customers. 
Suggestion sales came easily in 


most cases. 
An innovation which helps to 





THIS SPACE IS REGULARLY USED AT KISTLER'S, DENVER. FOR PROMOTING 


attract attention in this depart- 
ment at Kistler’s is the use of 
ordinary glass building-blocks as 
shown, as “display stands’ for 
various items of merchandise. The 
blocks, simply kept polished to a 
high gloss, invariably attract at- 
tention, and are ideal for dis- 
playing such small items as stap- 
lers, daters and pencil sharpeners. 





INFREQUENTLY-DISPLAYED MERCHANDISE 
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Sell Specialties by Demonstration 


VERY SPECIALTY salesman 
new at the profession constant- 


ly seek the magic formula that 
produces sales; an “open sesame” 
to the order; a magic power that 
mesmerizes his prospects into buy- 
ing. Assuming that he has com- 


petent knowledge 
and its market 


of his product 
his early confi- 


dence may soon give way to a 
feeling of failure and gloomy de- 
featism. He hears the word “NO” 


phrased in more ways than he 
thought possible and his enthu- 
siasm is soon replaced by the 
conclusion that he was never cut 
out for a selling job. 

Unless such a despondent sales- 


man has the much needed as- 
sistance of a competent supervisor 
his is a lost cause. Many a po- 
tential “quota buster” has fallen 
to the wayside for the lack of 
knowing just what he is up 


against and learning what is to 
be done about it 

Unfortunately many sales man- 
agers are equipped to guide 
and instruct new applicants be- 
yond a knowledge of product and 
market and a vague but vigorous 
pushing for quota performance. 
Theirs is a technique of contact 


selling which for the novice sales- 
man is as ineffective as duck 
shooting with an air rifle. 

It is not enough for a manager 
to recognize potential sales ability 
in an applicant He must be 
qualified to train him in making 
ales immediately upon being as- 
signed a territory. The salesman 
must first sell himself on the idea 
that he can produce sales for a 
product by going out and bring- 
ing in orders. At this point the 

nstration becomes a 
tool. 


sales dem 


, + ] 
most vital sales 


Pre-historic Man a Salesman 


Selling by demonstration is as 
old as man. The first salesman 
was he who demonstrated the 
more effective use of a club to his 
rock-tossing neighbor and in turn 
traded it for his neighbor’s comely 
offspring. The “act” that he must 
have put would have been an 
sales applicant. 
possibly millions of 


education to any 


There wert 


these potential weapons growing 
the forest but it took a real 
salesman recognize a use for 
them, visualize their trading value 
and, by means of sign language 
OFFICE APPLIANCES, January, 


Unique Methods of Showing Products’ Outstanding 
Advantages Results in Surprising Sales Volume 


and first rate pantomime, project 
their value upon the screen of his 
fellow man’s intelligence. 

When you come right down to 
it a successful salesman is part 
actor and inventor. Have you ever 
stopped to realize that the com- 
petent actor sells you on a bit 
of make believe? In order to do 
this he must be both logical and 
convincing to a point where you 
unconsciously accept his efforts as 
representing a true and believable 
situation. And did it ever occur 
to you that on the first thirty sec- 
onds of his act hinges his ability 
to capture your interest and guide 
your critical judgment toward a 
satisfied acceptance of it? 

Just so must an efficient sales 
demonstration be performed. In- 
terest must be captured just as 
a redoubt is stormed by an over- 
whelming force. It must be fol- 
lowed up by reasoning that is logi- 
cal, convincing and leading to a 
conclusion, acceptable to the pros- 
pect and motivating the urge to 
purchase. As a lame man needs 
the assistance of a cane or crutch 
just so does the average buyer 
unconsciously require assistance in 
making the decision to purchase. 
It is up to the salesman to provide 
the necessary help and stimulus. 

Only by a sales approach that 
establishes immediate interest can 
the normal negative reaction of a 
prospect be stifled at the source 
thereby establishing a solid foun- 
dation upon which the demon- 
stration may be built. This inter- 
est may be aroused by any method 
that stimulates as many of the 
senses as possible, but you must 
be sure that it does not offend. 
The foregoing illustrations of ap- 
proaches were not chosen because 
of their aesthetic value but merely 
for the fact that they served the 
purpose of gaining immediate in- 
terest. 


Example of Successful Approach 

A successful typewriter sales- 
man used this approach to good 
advantage. He would stumble into 
an office and let his machine go 
skidding across the floor. Upon 
apologizing for his awkwardness 
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By P.H. Pentg 


Staff Correspondent 


and hearing someone sympatheti- 
cally express the hope that no 
harm had come to the machine, 
started giving a prepared talk to 
the effect that there was no need 
to worry about the typewriter. It 
was of such rugged construction 
that it could stand all kinds of 
rough treatment and still write 
perfect impressions—which he 
proceeded to prove by a demon- 
stration right then and there.. 

Another well-dressed successful 
salesman of noiseless typewriters 
would enter a busy office and im- 
mediately place his hands over his 
ears and exclaim to the executive 
in charge, “I can’t stand this noise. 
It is enough to drive one crazy. 
How can you possibly sit there day 
in and day out and not realize 
what terrific clatter is going on in 
this office?” In this way he made 
his prospect “noise conscious” and 
paved the way for the demonstra- 
tion and sale of his quiet ma- 
chines. 

A successful salesman must 
analyze his product in terms of 
its interest value to his prospect. 
He should attempt to invent new 
and novel methods of approach. 
Current sales presentations should 
never be considered as perfect. 
Constant means of improving 
them should be of utmost im- 
portance. He should confer with 
more successful salesmen in or- 
der to garner their strategic sales 
tips that will help him round out 
his sales story. 

When he feels that he has a 
presentable story he should confer 
with his manager. And above all 
the sales manager should pass on 
his presentation before he is al- 
lowed to go before a prospect. It 
is far better to delay his “debut” 
and make certain he is ready 
than to have him make a pre- 
mature start. Most sales force 
casualties occur during the first 
ten days on the street. It is there- 
fore vitally important that the 
new man be fortified with sales 
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ammunition that accomplishes 
immediate results. 

The most successful demonstra- 
tions are those which show a fa- 
vorable comparison. They start 
with a review of present methods 
and then introduce definite im- 
provements on these methods. Un- 
less a favorable comparison is 
established the effort is wasted 
and the prospect is left cold. All 
demonstrations must be judged on 
a basis of their ability to estab- 
lish a negative situation and 
dramatize a positive improvement. 

Ability to forcefully demon- 
strate is not measured in terms 
of speaking ability or agility in 
the use of the King’s English but 
in that of enthusiastic delivery of 
effective sales points in logical 
Sequence. One of the best dem- 
onstrations I ever witnessed was 
made by a young fellow whose 
grammatical laxity was _ sub- 
merged by his earnest and en- 
thusiastic presentation. Naturally 
the perfect presentation is a mar- 
riage of fluent speech and enthu- 
siastic demonstrative ability. 

At this point high pressure sell- 
ing lifts its ugly head. And may 
I ask what if anything is wrong 
with this type of selling? Unfor- 
tunately the phrase high pres- 
sure brings to mind the “gold 
brick artist,” the “confidence” 
man and a felt-covered “pitch” 
on the street corner. Dishonesty 
cannot be tolerated in any busi- 


ness but the fact that the high 
pressure spiel does get results 
should be convincing proof of its 
value when used for legitimate 
purpose. I believe my point is 
made clear if you will consider 
it in the sense of a forceful sales 
presentation. It is my contention 
that, if given a product of merit 
with a definite need of it assured, 
high pressure technique becomes 
a most effective means of assist- 
ing the prospect to make a deci- 
sion to buy. 


One Sale Should Lead to Another 


After all, no sale should ever 
be made which does not allow fur- 
ther business to be done with the 
customer. Each and every sale 
should be consummated with the 
idea of creating an opportunity 
for repeat orders. Original orders 
are costly in both sales time and 
effort so they should be made with 
the eyes focused ahead on the 
potential profits of an endless 
chain of repeat orders. A “one 
time” sale “kills the goose that 
lays the golden eggs.” 

The best salesman that I know 
is a high pressure man. At the 
present time he is utilizing his 
technique in the sale of high 
priced accounting machines to 
national accounts. For the past 
five years he has averaged better 
than $20,000.00 per year and his 
last years earnings were closer to 
the $40,000.00 mark. His is the art 
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of the high type demonstrator 
who was fortunate enough to have 
had his initial training in the 
ranks of a well known adding ma- 
chine company, one said to pro- 
vide many of the industries’ out- 
standing men. 

The technique that was taught 
him and which he has so skill- 
fully mastered makes the sale pos- 
sible by an effective demonstra- 
tion at the time of the canvass 
call. In this manner I have seen 
him demonstrate and sell a type- 
writer which at the time was the 
best constructed but had the least 
operator appeal of any machine 
on the market. He is an accom- 
plished salesman but no matter 
what he might be given to sell his 
sales would be made on a high 
pressure basis. 

Any salesman will automatically 
become a better producer when 
his sales story contains more po- 
tent ammunition for overcoming 
sales resistance. It matters not 
how he may word it or from what 
source it is derived, the main 
requisite is to improve his presen- 
tation. It is true that he is con- 
fined within the boundaries of his 
intelligence but if he constantly 
strives toward more effective sales 
approaches and demonstrations 
that portray convincing proof of 
the value of his product to his 
prospect, then, and only then, can 
he approach the limits of his po- 
tentialities. 


Specialty Feature Programs Stimulate 
Profitable Business Expansion 


XCHANGE Stationery Company 

is located in the midst of one 
of the busiest districts in lower 
New York, at 26 New St., right 
in the heart of the Wall Street 
financial section where competi- 
tion is razor-edge keen. William 
H. Landis and Arthur Gordon Dex- 
ter have owned and operated the 
firm for almost five years and in 
that time have constantly ex- 
panded their scope of operation 
by consistent specialty feature 
promotion programs. 

The partners are firmly con- 
vinced their continued profitable 
growth has been contributed to in 
no small way by this specialty 
features policy. Unlike the ma- 
jority of stationery dealers, Ex- 
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change Stationery Company 
window displays are modern 
streamlined affairs built around a 
few tastefully arranged items 
against decorative, sleek back- 
grounds, the idea being that two 
or three items are more profitable 
leads for advertising mediums. 


Change Layouts Often 


The layout is changed frequetly. 
Change is progress. There are two 
large bay type windows and the 
brilliantly lighted interiors are 
immediate eye catchers since the 
windows are flush with the side- 
walk. One at this time of year 
may hold just calendars and di- 


aries, choice types and colors. The 
other perhaps pen and pencil sets, 


By Grace Beyers 


Staff Correspondent 


individual and desk types, select 
line of stationery or just filing 
cabinets. By focusing attention to 
products in just this way, sales are 
tripled since, as Mr. Landis pointed 
out, the customer is not confused 
by a myriad of articles hitting him 
in the face, one diverting his at- 
tention to another until he is so 
tired neck craning that he com- 
pletely forgets his original inten- 
tion and goes off without making 
the purchase 

The theme of specialization is 
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carried rignt on into the store 
where each brace of counters and 
display racks hold their own de- 
fined objective—journals, ledgers 
on one; desk pads, small desk sets 
on another 

To prove the argument very spe- 
cifically that spotting a certain 
product every period pays off, both 
men refer with a great deal of 
pride to one development in par- 
ticular. It was decided to inaugu- 
rate activity on Vornadofans and 
the Vornadofan people were duly 
contacted and of course were in 
wholehearted accord with the idea. 


Became Fan Experts 


The first step involved a course 
on construction and performance 
of the product, right down to the 


names of the materials consistent 


with its construction. Efficiency, 
durability, benefits, all were in- 
tently investigated. All informa- 
tion gathered was transmitted to 
the dealer’s salesmen so that each 
man had a thorough working 
knowledge of the details, minute 
details, in fact, you could almost 
say every member of Exchange 
Stationery Company staff became 
sales experts on this fan. 

That ground work laid, the next 
step was to build a proper adver- 
tising setting around the circu- 
lator. The plan evolved resulted 


life-size girl model 
wearing swimsuit. To intensify 
visible performance ability, the 
fans were placed in corresponding 
position to the model for effective 
emphasize contour, 
desirability. Literature 
sed to acquaint the pros- 
portions of technical 
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display 
Space ani 
was also u 
pect with 
operation 

Immediately sales doubled, then 
shortly tripled. In the final analy- 
sis the program which ran a little 
over a month, proved a very profit- 
able venture for all parties con- 
cerned 


Simultaneously, the manufac- 


turer was running a contest on the 
unit and Exchange Stationery 
Company was the only dealer in 
the New York area to win a money 


prize 


Keep Stock Circulated 


Each iccessive month or so, 
another product is given prece- 
dence. This type of operation 
keeps stock in constant circula- 
tion and results in repeat sales 
because, they will tell you, spe- 
cialized featuring gives a product 


added in rtance in the mind of 
especially when it is 
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found the sale is accompanied by 
know-how directions cheerfully 
and intelligently imparted by the 
dealer and his employees. 
Another specialized feature pro- 
gram is now in the process of or- 
ganization. It will be effected 
around a well known filing cabinet 
manufacturer whose sales staff is 
co-operating closely to achieve 
maximum salability effort. 
Realistic approach to this phase 
of selling not only created double 
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edged profitable volume but pur- 
chaser confidence was clearly in- 
dicated by repeat sales in other 
lines. Today, more than ever be- 
fore the prospective client must 
feel secure in the knowledge that 
his purchase will be the best his 
money can buy. 

Specialty feature selling gives 
him that assurance since the very 
nature of the activity forces the 
presentation of technical as well 
as performance data. 


a “ 


Knowledge Is Power 


Ability to Adapt Product to Customer's 
Specific Need Is All-Important in Selling 


HE DAY of specialization is 

here! In the last decade we 
have seen a trend towards special- 
ization in many fields. Typical of 
this is the field of medicine. One 
rarely sees a general practitioner. 
It is also becoming more and more 
necessary for office supply sales- 
men to specialize and know their 
products. In some of our larger 
cities one will find salesmen who 
deal in only one line. For example, 
ir Los Angeles there are salesmen 
who sell nothing but visible equip- 
ment. 

Too often the stationer is remin- 
iscent of the old general merchan- 
dise store, while the rest of the 
retail business has become modern 
and departmentalized. Why not 
the stationer? The modern sta- 
tioner even has to compete with 
department stores. To do this, and 
do it effectively, the stationer will 
have to be an expert and serve as 
a consultant in his field. 


One way to accomplish this is 
for the stationer to select certain 
lines for exclusive representation 
and follow through with these lines 
in specialized sales effort. I do not 
believe the value of exclusive 
representation can be over-em- 
phasized. It is the only method 
in today’s competitive market 
where a stationer can build up and 
hold his own trade. In the case of 
open lines, a salesman may do a 
wonderful selling job and yet his 
competitor may close the deal. On 
the other hand, if an exclusive 
item is presented to the customer 
and that customer later decides to 
buy, he buys from the salesman 
who presented it to him. 
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By Frank C. Walher 


Sales Manager, 
Bill Shaw Company, Inc., 
Charlotte, N.C. 


In our own case, through the 
years we have contracted to han- 
dle exclusive lines and have found 
them to be the only sure way to 
“repeat” business. About two years 
ago we began featuring an exclu- 
sive line of pencils. In opening the 
franchise two weeks of intensive 
sales effort were spent with two 
factory trained representatives. 
The idea, then, was not so much 
getting an order at the time of in- 
terview, but rather that of show- 
ing the customer, by actual dem- 
onstration, why this line of pencils 
was superior to other brands cost- 
ing the same. Liberal samples were 
given out for the customer’s trial. 

It was amazing how soon orders 
began pouring in calling for this 
particular line of pencils. As a 
continuation of this specialized 
Sales effort, after the franchise 
had been opened for about a year, 
one of the same factory trained 
representatives returned and we 
again put on a week of promo- 
tional work. Here again it paid 
big dividends. 


Layout of Store Important 


The general layout of the store 
is also very important. Items that 
are readily accessible to the sales- 
man or customer are usually the 
items that have greater turnover. 
It is interesting to note the effect 
that accessibility has on sales. 

An experiment that we have re- 
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cently proved successful has been 
in the ribbon and carbon field 
For a long time the lowest priced 
carbon was the most accessible, 
with the other grades of carbon 
arranged according to price, thus 
putting the highest priced carbon 
on the top shelf. As a result many 
customers coming into the store 
were served with the least expen- 
sive carbon—resulting in less profit 
for the company. 

About eight months ago this ar- 
rangement was reversed and at 
the same time instructions were 
given to all the sales personne! in 


the proper procedure for selling 
this higher priced carbon. Sur- 
prisingly enough in this short time 
sales have almost doubled. 
Perhaps the greatest underlying 
principle of specialization is knowl- 
edge. This knowledge must be 
two-fold, ie., that of the prod- 
uct and that of the needs of 
the customer. A salesman may 
know all there is to know about 
a particular system or product and 
try to force this on his customer, 
irrespective of his actual needs 
In this case the salesman is de- 
feating his purpose and creating 
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enemies instead of friends. 

If, on the other hand, a sales- 
man knows his product and knows 
the needs of his customer he can 
adapt them to the particular use 
of each prospect, with the result 
that his customers will be satisfied 
and will consider him a real spe- 
cialist in his field—a person to 
turn to in complete confidence in 
the many and varied problems 
that confront the modern office. 

Remember that knowledge of 
your product is your power to give 
greater satisfaction both to the 
customer and to the stationer. 


Complete Duplicating Equipment 
Display Attracts Prospects 


ETTING UP a table display 

which incorporates on its sur- 
face all types of office equipment 
for duplicating letters, forms and 
advertising material is a policy 
which has paid excellent divi- 
dends in the office supply division 
of S. G. Adams Company, sta- 
tioners of St. Louis, Mo. 

The table display is set up at 
the rear of the store, in the office 
machines section, and includes on 
its surface various types of mime- 
graphs, addressographs, postcard 
printers, gelatin duplicators, and 
several other varieties of dupli- 
cating machines, which are avail- 
able from the Adams’ stock. Prices 
range all the way from $12 for a 
small postcard printing device up 
to $350 for electrically-operated, 
mass-production duplicating units. 


Full Details Given 


Cards taped to the front of the 
counter give full details on each 
machine, suggesting some of the 
many uses, and pointing out spe- 
cial features which appeal to vari- 
ous types of businesses. All such 
signs are read with avid interest 
by store visitors, many of whom 
are businessmen who have always 
intended to incorporate duplicat- 
ing equipment into their office 
facilities but “have never gotten 
around to it,” according to Walter 
Ruedy, head of the store. 

To make the display doubly in- 
teresting, all salespeople in the 
department have been trained in 
the use of each type of duplicat- 
ing machine, and sample pads of 
paper or cards to fit each variety 
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of machine, are stacked neatly 
alongside. Thus, when a business 
machine prospect shows interest 
in any of the equipment, it is pos- 
sible to quickly put each through 
it paces—often allowing the pros- 
pect himself to operate the ma- 
chine to his own satisfaction. 


Has Been Successful 


The display has been particu- 
larly successful in selling such 
items as postcard duplicators, 
which simplify direct-mail adver- 
tising problems for small busi- 





nesses, and in creating interest in 
gelatin duplicating systems, which 
will operate with maximum effi- 
ciency at low cost, for inter-office 
communications, bulletins, direct- 
mail, instruction booklets and so 
forth. 

Orders for various types of du- 
plicating equipment have grown 
steadily since the display was put 
into effect. Therefore, the Adams 
Company intends to keep operat- 
ing samples of all such machines 
on display permanently in this 
section of the store 
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The bite 


DUPLICATING EQUIPMENT DISPLAYED EFFECTIVELY FOR PROFITABLE 
SELLING AT S. G. ADAMS CO., ST. LOUIS 
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Specialization in Highly Competitive 


Sales Area 


by A.J. Miller 


Miller Office Equipment Company 
Piqua, Ohio 


Cr. ORGANIZATION is located 
in town of 23,000, and 
covers a close four-county terri- 


tory of approximately 200,000 pop- 
ulation highly competitive 
area 25 miles from Dayton, Ohio 

Being this close to a large mar- 
ket has made our very existence 
one of extreme _ specialization 
Employing no direct outside sales- 


men, we have devoted our efforts 
first to selling small accounts the 
proper incidentals and then using 
hese store contacts to build big- 
eer and better sales. 
pinion that sales orig- 
inate from the small things done 
mer, either without 
or a sum of money, as 
Or an example, in selling a lead 
pencil involving only five cents 
on this five-cent sale comes the 
future pen sales that involve dol- 
liars ana cent 
Using this theory on every per- 
son coming into our store makes 
many other items 
one item sale store.” 


ior a cust 


charge o! 


contacts 


We are 


An Example of Selling 


A good small account to whom 

e have ld a total volume of less 
than $200.00 left our store one 
morning week, after buying a 
rebuilt used typewriter for $115.00, 
with an sale of a chair for 
$119.50. This represents a total 


sale of more than bought by this 
years previous 
ist because we sat the customer 


customer lI ten 


wn in od chair to make the 
typewriter sale, and sold him the 
hair he practically lulled to 
eep 

Buil such contacts we 


have built our line of merchandise 


that « item carried is not 
upli é copy, inferior or su- 


perior to the item shown. 

whether of lead 

are only tolerated 

known need for that 
ilar item duplicated. We 

arry tv ines of five-cent pencils 


Duplications 
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INTERIOR OF MILLER OFFICE EQUIPMENT CO. AT PIQUA, OHIO, WITH 
EMPHASIS ON CHAIR AND OFFICE MACHINE DISPLAY. 


and five lines of office chairs in 
58 styles. 

The entire complete line of of- 
fice supplies and equipment is car- 
ried on this basis, and instead of 
asking a customer what brand they 
want we show and tell them why 
they should buy what we have. 

Therefore our stocking of mer- 
chandise has been made simpler, 
and naturally our selling has been 
made easier, for we know what we 
have to sell 

The war culls are out of our 
stock because we did not let them 
get into it, and so do not face the 
problems of poor merchandise. 

The manufacturer or shipper of 
merchandise hears from us of its 
poor quality and packing, because 
we hear of it from our customers, 
so why shouldn’t we kick con- 
structively too, as this is what our 
customer is really doing. 


Turn Complaints into Sales 


We have been successful in turn- 
ing complaints and criticisms into 
sales and good customers. 

Our store as shown in the pic- 
ture displays chairs, where they 
are high enough to be seen from 
underneath, because that is where 
our sales begin. We particularly 
specialize on chairs, I guess, be- 
cause we do most of our thinking 
there as do our customers, so why 
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not sell them what they should 
have so that when they call you 
or you call on them, they can sit 
easy for your next sale. 

We exceeded $3,000.00 in chair 
sales for the month of November 
of this year, but that was an un- 
usual month, although we have hit 
$2,000.00 monthly retail before. 
For such selling the average price 
per chair has exceeded $50.00 
each, including wood and metal. 

We hope to do more of this type 
selling on all lines, and we know 
these practiced principles will 
work. 

Since everyone you talk to 

Buys something— You have 
forms to sell for this. 

Sells something — You have 
forms to sell for this. 

Invoices something—You have 
forms and equipment for this. 

Files something— You have 
forms and equipment for this. 

Has some kind of an office or 
store—You have equipment for 
this. 

Each of the above suggests rec- 
ords or equipment. Just figure the 
best for this customer’s purpose 
and make sure you have in your 
store something and he will soon 
show you what you should have. 
We learn more from the customer 
than he does from us, but we are 
sure of what we sell him. 
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Duplicating Machines Are Profitable 


Routine Play Big Part in 
Successful Selling of Duplicators 


Oftice Specialties 


UPLICATING machines have 
proven a profitable specialty 


line for the Paul Anderson Com- 
pany, of San Antonio, Tex. 

Indeed, since the firm began 
handling them as a specialty item 
four years ago, the sales force for 
the duplicating machine depart- 
ment has been tripled and today 
the firm has one of the widest as- 
sortments of duplicating devices 
for display and sale in the South- 
west. 

With many stationery and office 
appliance firms, duplicating ma- 
chines are something of a head- 
ache because of the amount of 
servicing which they require. 
Salesmen prefer to devote their 
time and attention to selling type- 
writers, calculating machines and 
other appliances which involve 
more simple selling and less serv- 
icing. The duplicating machine is, 
too often, the “neglected orphan”’ 
of the office appliance family. 

Yet there is scarcely a large of- 
fice in which some type of dupli- 
cating device is not needed. 


Found—a Specialty 


Realizing this situation, four 
years ago, the Paul Anderson 
Company decided to do something 
about it. It decided to make a 
specialty out of its duplicating ma- 
chines. And it went out and hired 
a salesman with ten years of 
practical experience in the dupli- 
cating machine field to give its 
plan a trial. That salesman was 
Joe Lucas, now head of the firm's 
duplicating machine department 

Mr. Lucas brought to the firm 
an idea fixed in the duplicating 
machine field—namely, that serv- 
icing is as important as, if not 
more important than, actual sell- 
ing. 

“Give real service on the ma- 
chines you sell,” he says, “and all 
other things will be added unto 
you. Your customer will be sat- 
isfied with his purchase. His du- 
plicating machine will prove to be 
a profitable investment. And 
best of all, from your point of 
view—he will help to advertise and 
sell your products.” 

And in a department in which 
so much time has to be devoted to 
servicing, this multiplication of 
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“salesmen” for the firm is not to 
be overlooked. 

Mr. Lucas does not even demand 
that the machine serviced be pur- 
chased from the Paul Anderson 
Company. 

Develops Customers 

“When you service a machine,” 
he explains, “You are developing 
both a real and a potential cus- 
tomer for your firm. You have a 
real customer in that you are sell- 
ing duplicating machinery sup- 
plies. And you are creating a po- 
tential customer who will replace 
and expand his duplicating ma- 
chinery from your department.” 

When does a duplicating ma- 
chine wear out? 

“When does a Model T Ford 
wear out?” retorts Mr. Lucas. 
“You can find plenty of them still 
in use around here. And you can 
find plenty of old duplicating ma- 
chines still giving good service, 
Loo. 

“The point is: When the old ma- 
chine finally does give out, you 
have a ready-made sale for a new 
one.” 

What more could anyone ask? 

Joe Lucas has a fixed routine in 
selling duplicating equipment to a 
firm. First of all, he tries to get 
the prospective customer to tell 
him just what sort of work the 
duplicating machine is to be used 
for. 

“There are,” he says, “more than 
100 model combinations of dupli- 
cating equipment on the market. 
Those which we do not have in 
stock can be easily ordered. The 
important thing is to get a ma- 
chine which will fit the job. 


Need Experienced Salesmen 


“This is one reason why the du- 
plicating machine salesman must 
have wide experience. 

“Four customers out of five— 
particularly if they are new ones 

will depend upon you to give 
them the machine best fitted to 
their needs, and not to be able to 
do this is to commit an initial 
error which cannot be easily over- 
come.” 

The second step is to demon- 
strate the machine which has been 
selected. “In all the hundreds of 
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Staff Correspondent 


machines which I have sold,” com- 
ments Mr. Lucas, “I can remember 
only one sale which was made 
over the telephone and without 
benefit of a demonstration. You 
may put that down as the per- 
centage of duplicating machine 
prospects who know what they 
want. 

“After the need has been cor- 
rectly analyzed, the machine must 
be demonstrated to complete the 
sale.” 

The third step consists in train- 
ing an operator. In most instances, 
Mr. Lucas says, the office or de- 
partment manager already has an 
operator picked out. 

Nevertheless, Lucas is prepared 
to spend from an hour to two 
weeks—depending on the intelli- 
gence of the operator and the type 
otf machine purchased—to train 
the machine’s operator properly 
and he does not consider a ma- 
chine properly sold until an op- 
erator is properly trained to 
handle it. 


Better Unsold Than Unused 


“It is far better,” says he, “not 
to sell a duplicating machine at 
all than to sell it, and then let it 
gather dust in some corner be- 
cause no member of the staff is 
able to operate it. It becomes a 
loss instead of a source of profit 
to the purchaser. And it is a poor 
advertising medium instead of a 
good one for you.” 

Incidentally, Mr. Lucas uses di- 
rect mail duplicated pieces to a 
large extent in advertising his 
machinery. 

“That’s what it’s for,’ he con- 
tends. 

Finally there is the matter of 
service—which Mr. Lucas insists 
is the key to all successful dupli- 
cator business. 

“Be prepared,’ he warns the of- 
fice appliance man who would 
specialize in duplicating equip- 
ment, “to give service, service and 
still more service. And if you can’t 
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pive this service with a smile, stay 
out of this field 
“New purchasers will want all 
but be prepared 


rvices 


give em, realizing that they 
will ‘catch on’ after awhile. Older 
ones will want everything from 
minor repairs to complete ma- 
chine overhauls. But just remem- 
ber that every machine in opera- 
tion sells supplies for you; that a 


can be made for 
servicing: that when a well-serv- 


’ sinal } roca 
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iced machine finally wears out the 
owner will me to you for a new 
ne, and every satisfied cus- 
tomer will help to advertise and 
ell your proaucts. 


A Reason for Service 


You n well afford to give 
ipt and if it seems to 


promp 


be taking up too much time, re- 
member that you, as a salesman, 
are being augmented by dozens of 
satisfied customers every time you 
do a repair job. 

“In the long run, you cannot 
lose with such a department pol- 
icy.” 

At least, the Paul 
Company hasn’t lost. 

From a small one-salesman be- 
ginning, four years ago, it now 
employs three salesmen who do 
nothing but sell—and service— 
duplicating machines. 

There is even one small truck 
entirely at the firm’s disposal, and 
repairs are made both “in the 
office” and in special quarters at 
the Paul Anderson store, where 
any type of duplicating machine 
can be entirely taken down, over- 
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hauled, repaired and put together 
again. 

What of the future? 

“Every office should have a du- 
plicating machine of some sort,” 
says Mr. Lucas. “The job of the 
office appliance firm is to see that 
that machine is installed. Our job 
is to convince managers that to- 
day’s office can no longer do with- 
out a duplicating machine any 
more than yesterday’s could with- 
out a typewriter. And, having con- 
vinced firms of the need for dupli- 
cating equipment, the other half 
of our job is to service it so that it 
will be and remain a profitable 
investment.” 

It’s a twofold job. 

But Mr. Lucas and the Paul An- 
derson Company have convincing 
proof that it is a job worth doing. 


Free Installation Builds Typewriter 


Ribbon and Carbon Sales 


ribbons sold through the 
been a potent typewriter 
-builder for the Albu- 
nery Company, in 
Albuquerque, N. Mex., according 
to J. B. Nusbaum, proprietor. 
The firm has constantly built 
th typewriter ribbons 
nd carbon paper through service 
nerchandisin according to Mr 
Nusbaun There are still hun- 
ireds of offices who are using the 
ribbons and car- 
yn paper for the type of work 
rried it Mr. Nusbaum said 
.% markets are readily 
ble, providing the opportunity 
demonstrate the correct type 
f ribbon rbon paper presents 
we have attempted 
possible to en- 


_ INSTALLATION of all type- 
m has 


ribbon sales 


— Od 
rque ota 


que 


ng typewriter 


managers to permit 

is to demonstrate our theories.” 
Free typewriter ribbon installa- 
tion is typical of the service meth- 
New Mexico office 
ipply | e has utilized advan- 
tageously i reating larger 
In addition to a crew of outside 
ering eight counties 
the northern part of the state, 
ffers Albuquerque 
the services of two 
ewriter mechanics, 
y leave the shop 
ypewriter ribbons 
stomer telephones 


sales 
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How One Dealer Increases Volume by 
Taking Over Distasteful Task of Ribbon- 
Changing for Machine Users 


them and requests it. “We will in- 
stall new ribbons on typewriters 
anywhere in the city,” Mr. Nus- 
baum said, “no matter whether 
long distances are involved or not. 
We offer this service because we 
have found that it instantly cre- 
ates good-will and a receptive at- 
titude on the part of the office 
manager, professional man, or 
department head.” 

Gratis service of this type has 
shown a wide demand, if for no 
other reason than the fact that 
most secretaries or businessmen 
hate to change a typewriter rib- 
bon themselves, according to Mr. 
Nusbaum. “Few people can change 
a typewriter ribbon without soil- 
ing their fingers, getting ink on 
the platen, or guide rod, on the 
typewriter,” he smiled, “and there- 
fore, they gladly welcome expert 
service by a mechanic who knows 
exactly how to go about the job 
without tangling or reversing rib- 
bons.” 


Record How Typewriter Is Used 


call, the me- 
complete report 
typewriter was 


On every such 
chanic makes a 
about what the 
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used for and how many carbon 
copies are turned out in normal 
business correspondence or file 
records. This information is re- 
layed to Mr. Nusbaum, who uses 
it as the foundation of a selling 
campaign. Frequently, installation 
men who have made three or four 
trips in a single day installing 
new typewriter ribbons will cre- 
ate two or three worth-while mar- 
kets for large quantity typewriter 
ribbon orders 

“If we find that too light a rib- 
bon, or too heavy a ribbon is 
being used for the job, we tele- 
phone the office manager, and ask 
permission to demonstrate what 
we believe is the proper ribbon for 
his work,” the Albuquerque re- 
tailer said. “If possible, the me- 
chanic, while making his instal- 
lation, attempts to sell the man- 
agement on long-lasting, clear- 
printing silk ribbons, from our 
stock.” 

Carrying only one nationally- 
advertised brand of ribbons, but 
every variety of the latter, the 
Albuquerque Stationery Company 
has been extremely successful in 
converting Albuquerque business 
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offices over to durable silk, 18- 
yard ribbons, according to Mr. 
Nusbaum. “We usually find that 
the office manager, in return for 
the free installation service, will 
give us the courtesy of his atten- 
tion when we offer to solve his 
ribbon problems,” he said. “Our 
salesmen are constantly on the 
lookout for misuse of ribbons, in 
the same way.” 

For better sales volume with 
carbon paper, the store carries in 
addition to the usual ream pack- 
ages small 12-sheet packages, 
which appeal strongly to small- 
business operators who do not re- 
quire so much carbon paper for 
normal operations. As pointed out 
before, the company salesmen, the 
typewriter mechanics, and four 


salespeople are always on the 
lookout for poor carbon copies or 
other duplicate work which could 
be solved with the correct carbon 
paper. 

“One of our most effective sales- 
builders from a carbon paper 
standpoint is a folder which we 
deliver or mail to office man- 
agers,” Mr. Nusbaum explained 
“This contains samples of carbon 
paper which we believe will suit 
the business’s purposes best, with 
an invitation to the office man- 
ager to try it out. Few hesitate 
to turn over the carbon paper to 
secretaries and typists, and to 
leave it up to the :latter’s judg- 
ment whether to begin using that 
type. We ask every prospect to 
give the carbon paper a really ef- 
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fective test, and invariably find 
that carbon paper orders are pro- 
duced.” 

Through steady promotion of 
the one nationally-advertised line 
of typewriter ribbons, and three 
top-notch lines of carbon paper, 
the Albuquerque Stationery Com- 
pany has never found it necessary 
to use a price-promotion sale, or 
similar methods to create an ade- 
quate market. “Our typewriter re- 
pair shop is one of the largest in 
the area, and we have a reputa- 
tion for excellent service,” Mr. 
Nusbaum said. “Therefore, we find 
the average businessman will pay 
close attention to suggestions for 
improving his typewriter work 
with better ribbons or carbon pa- 


per. 


Special Wire Recorder Department 


Ils Worth While 


By R.A. Latimer 


Staff Correspondent 


HIGHLY profitable new field 

for the office machine re- 
tailer lies in the wire recorder 
field, as illustrated by the experi- 
ence of Wesbanco, leading office 
supply and stationery retail firm 
of Oklahoma City, Okla. 

The Wesbanco organization set 
up its present well-managed wire- 
recorder department a little more 
than a year ago, and through de- 
voting special promotion to the 
machines, including clever demon- 
strations, appointing a “specialist” 
for demonstration and outside 
selling, as well as training the 
regular, state-wide outside sales- 
crew, sold more than 100 ma- 
chines during the first 12 months 
of operation. 


Easy to Demonstrate 


“The wire recorder is one of the 
easiest of all business machines 
to demonstrate,” Houston Blevins, 
in charge of the department, indi- 
cated, “inasmuch as it is as yet 
little understood by the average 
person, and thus, has a lot of 
curiosity value. In addition, al- 
most everyone is curious to hear 
the sound of his own voice, and 
will readily devote a few minutes 
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to recording a few words, and lis- 
tening to them back when the 
suggestion is made.” 

The Wesbanco store has located 
its wire recorder sales department 
in the left-front corner of the 
store, where in a space of ap- 
proximately 10 x 15 feet, a com- 
plete display of “active units” has 
been set up. In addition to the 
manufacturer’s display panel for 
a portable machine, broadcasting 
speaker, start and stop dictating 
machine, and so forth, two tables 
are used, on which are shown such 
innovations as plug-in start and 
stop foot-pedals, reversing pedals, 


WEBST iR- 
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Oklahoma City Organization Utilizes 7- 
Man Crew in Exploiting Potential Markets 


solenolds for adapting wire 
recorders for various uses, and a 
complete set of accessories, in- 
cluding plastic earphones, one- 
hour, half-hour and fifteen min- 
utes spools, plus booklets of in- 
structions for use of the equip- 
ment, etc. 


For Home or Office 


The storeo ffers the _ wire 
recorder not only as a source of 
considerable amusement in taking 
down radio programs and record- 
ing music in the home, but also 
as a practical business tool, ac- 
cording to Mr. Blevins. “There 
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are hundreds of applicafions for 


wire recorders which the usual 
dealer has not as much as 
scratched yet,” he indicated. “For 


example, we have been able to 
successfully sell the $159 set for 
offices. Possibly our 
most remarkable sale was six of 
the wire recorder units which 
have been installed for the State 
Corporation Commission in the 
court room—where, by using one 
after another in  se- 
quence, all of the actual testimony 
and court procedure in connec- 


use in State 


recorder 


tion with trials and hearings, can 
be permanently recorded. This 
installation, which was made a 
little less than a year ago, has 
worked out so well that we are 
receiving orders from similar state 


and city offices, which see in the 
chance to do away with 


recoraer a 


the long delays occasioned when 
court reporters, or shorthand ma- 
chines are used.” 

Such potential markets are be- 
ing exploited by the seven-man 
outside sales crew, all of whom 
have been thoroughly trained on 


the possibilities and operation of 
wire recorders, and in fact, have 
dictated sales reports, and played 
them back for .actual practice. 
The salesmen, out making reg- 
ular calls on office holders and 
agents, can invariably 
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spot several situations in which 
the wire recorder would save the . 
businessman time and money,” 
Mr. Blevins said. “And we will 


make an appointment for a dem- 
onstration, or send a machine out 
if the prospect is interested.” 

Mr. Blevins himself handles 
most of the demonstrations, inas- 
much as he was placed in charge 
of the department when it was 
founded, and often, acts a “closer” 
after one of the regular salesmen 
has worked up the prospect’s in- 
terest. “The recorders, naturally, 
are a bit heavy for the outside 
salesmen to carry with them on 
their regular trips,” he indicated. 
“However, each uses booklets, lit- 
erature, and personal description 
to interest a prospect, and I will 
follow up with several types of 
equipment for an actual demon- 
stration.”’ 


Make Demonstrations 


In addition to this type of “‘out- 
Side calls,” there have been hun- 
dreds of demonstrations carried 
out in the store itself. With the 
large number of connected wire 
recorders handy, plus an ample 
stock of wire spools, Wesbanco 
cheerfully illustrates operation of 
the units to anyone who stops. 
“The most valuable selling points, 
we have found, are the absolute 
clarity of the reproduced voice, 
plus the ease of handling the wire 
spools,” Mr. Blevins said, “which 
are far less cumbersome, and 
space-occupying than most voice- 
recording equipment to _ date. 
Many businessmen did not know 
that wire recorders are now com- 
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ing equipped with stop and start 
foot switches, which makes them 
among the most economical and 
practical dictating machines on 
the market. We point this out to 
many men who are struck with the 
possibilities of the machine for 
dictating letters, memos and field 
reports, and demonstrate to them 
that it can be used for any type 
of office work.” 

Plenty of promotion has been 
utilized by the wire recorder de- 
partment from the outset. First, a 
heavy program of direct-mail is 
utilized periodically, in each case, 
concentrated on members of a 
particular profession. Included 
are churchmen, lawyers, doctors, 
courts and insurance agencies. To 
each list, Wesbanco sends manu- 
facturer literature on the wire 
recorder, plus personal letters, in- 
viting the prospect to drop around 
and test the equipment out for 
himself. All responses are fol- 
lowed up by Mr. Blevins or out- 
side salesmen. 

In addition, the store has uti- 
lized newspaper advertising every 
three months, with a display ad 
cut of a popular wire recorder, 
inviting the reader to come down 
and give the machine a free try. 
Results have been excellent from 
the outset, it was pointed out— 
and thus, the sale of 100 ma- 
chines, varying from $129 up to 
$205 has netted a considerable 
extra profit for the Oklahoma 
City store. 


Adding Machine Rental Business Can 


Be Profitable 


|‘ ADDITION TO rentals of 
pewr general repair serv- 


typewriters 


ices and new office machine sales, 
adding machine rentals can be a 
profitable specialty, according to 
Harry’s Business Machines, Inc., 
f Reno, N 

Harry Foote, head of the firm, 
has been actively engaged in all 
phases of the rental field for more 


than 20 and is directly re- 
sponsible for many of the efficient 
bookkeepil payroll and secre- 
tarial systems used by Reno in- 
dustries, professional offices and 
retail store His business ma- 
chine dealership is one of the 
1 in the northern Ne- 
vada area, combining complete of- 
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Reno Dealer Earns Excellent Income by 


Renting to “Migratory” Industries 


fice supplies with commercial re- 
frigeration equipment, major elec- 
tric appliances, and specialized 
machinery, grocery store fixtures, 
and so forth. 

At first glance such varied lines 
may seem strange bedfellows, but 
actually they all work together 
there seldom being a sale of fix- 
tures or foodstore equipment 
which isn’t accompanied by cash 
register, typewriter or adding ma- 
chine sales from the business ma- 
chine department. Through dem- 
onstrating this “all-angle ap- 
proach” the company has been 
able to win important business 
machine franchises, such as 
Royal, Allen, Victor, and others. 


1950 


Mr. Foote has, through his va- 
riety of interests, been able to 
maintain a large repair shop for 
all office machines, and to keep 
all operations at a scale which 
would be impossible otherwise in 
Reno’s limited-population area. 
Extreme flexibility in services, 
particularly in the rental depart- 
ment, has been a natural conse- 
quence. Of these, probably none 
is more unusual than adding ma- 
chine rentals, which are almost 
a year-round operation at Harry’s. 
For many years, the store has 
held back a large inventory of 
adding machines of all types and 
makes, including electrical, hand 
operated, and special types to fit 
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the businesses and peculiar re- 
quirements of local customers 
Even during the war, when the de- 
mand for adding machines hit an 
all-time high in northern Nevada, 
Mr. Foote kept his rental service 
up to par, and thus won lasting 
appreciation from customers who 
otherwise would have been sub- 
jected to laborious calculations by 
hand. 

Rental customers of adding ma- 
chines include those small busi- 
nesses who do not have enough 
work to warrant buying a new 
adding machine and those with 
such seasonal bookkeeping re- 
quirements that full ownership of 
a machine would be impractical 
Then there are stockmen and 
ranchers who do no bookkeeping 
until buying feed or supplies for 
the entire year, or when their 
herds are sold. 

There are “migratory” busi- 
nesses such as surveying and 
prospecting groups and dozens of 
professional firms which need ad- 
ditional machines for income tax 
services. “It is difficult to get a 
good picture of the adding ma- 
chine rental market, but year 
after year it is always larger than 
we expected,” it was pointed out 
“In general, it is the customer 
who needs adding machine ac- 
curacy and swiftness, but only oc- 
casionally, who benefits most by 
Rigg 


A wide scale of prices is main- 
tanied for rentals, depending upon 
the brand of machine, its capa- 
bilities, whether it produces a 
proof, number of columns, and so 
forth—all of which Mr. Foote has 
worked out by a careful study 
Each machine is studied and rec- 
ommended for particular pur- 
poses. Such factors as the original 
cost, service upkeep per machine 
transportation and replacement 
possibilities must all be figured 
Thoroughly familiar with the re- 
quirements of each local type of 
industry, Mr. Foote always sends 
the machine which will do the 
customer’s job most thoroughly 
Many of his customers merely 
telephone a request for “the one 
I had last year” or tell him 
“We've got to put in a new col- 
umn for sales tax, so send me one 
that can accommodate this too.” 
Incidentally, so dependent are 
many out-of-the-way  business- 
men and ranchers upon such serv- 
ice that they have a standing 
order for the same type of equip- 
ment at the same dates year after 
year, with no stipulations what- 
soever as to price and regulations 

Rental Data Book Maintained 

These standing orders have re- 
sulted in the establishment of a 
rental date book which is main- 
tained as a long waiting list of 
customers who want a certain 





type of* machine on a particular 
date. Every effort is made to 
make good on such advance res- 
ervations, even if it is necessary 
to dispatch a truck long distances 
to move the machine from one 
renter’s location to another. The 
book is continually kept filled with 
telephone requests, mail orders 
and names of customers ordering 
in person. 

Every machine is given a thor- 
ough inspection after every use 
Aceompanying each is a neat rec- 
ord book which tells where it has 
been at any time, the amount of 
income it has earned and other 
pertinent information. Mr. Foote 
thus depreciates each machine 
rapidly, and can either sell it off 
or continue it on rental service at 
a predetermined date. 

Harry’s rents both typewriters 
and adding machines to the same 
firms, often simultaneously. Many 
additional sales result from each 
transaction in the way of paper, 
clips, staplers, ring binders, forms 
and files. While typewriter rentals 
are offered on a scale which per- 
mits the customer considerable 
savings for taking the machine 
three months at a time, most add- 
ing machine rentals are on a flat 
rate per day. This is necessary, 
the store has found, because of 
the relatively short periods during 
which each customer requires an 


. adding machine 
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ADD DISTINC- 
TIVE TOUCH.— 
Stanley Executive 
chairs highlight 
the interior of the 
newly completed 
modern brick 
building of the 
Merchants State 
Bank in Dallas, 
Tex. Bank officials 
and employees 
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are justly proud 
of the beauty and 
style of the top 
grain leather up- 
holstered swivel 
chairs. Model 
301%, and arm 
chairs. Model 301, 
which were made 
by the Stanley 
Mig. Co. 
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Simplified Bookkeeping for the 


Office Equipment Dealer 


D° YOU KNOW how much merchandise you pur- 
chased during last month? Where you purchased 
it? For exactly how much? 

Do you know how much was bought for each section 


yf your store? How much you now owe to each whole- 
saler and how much you have paid? Did you pay in 
time to take the cash discounts? Do you know the 
due date invoices still unpaid so that they can be 
paid in time to earn the percentage discount? 
Accurate books that are simple to keep can tell this 
vital information at a glance. This month, let’s look 
at keeping records of merchandise and equipment pur- 
chases and the inventories on which accurate purchas- 
ing and evaluation of sales policies depend. 
Merchandise invoices received from wholesalers 


should be filed in a “tickler,” which is a file set up by 
date. Since cash discounts are important—1 per cent 


in ten day while appearing to be a small figure, 
mounts into 361% per cent yearly—bills should be paid 
promptly. Orderly procedure calls for their being paid 
when due, but not necessarily before. That’s where the 
tickler file comes in. A riffle through the day’s date 
reveals each invoice that is due so it can be paid 
promptly 

A tickler file can be anything from a cardboard box 
to an elaborate card file box or even a filing cabinet 
A good procedure is to insert thirty-one folders. As an 
invoice is received, it can be placed in the folder cor- 
responding to the due date. A quick examination of 
the folder of the day, done at the beginning of the 
day’s business, reveals invoices that must be paid. 

When stock received, it should be checked care- 
fully against the invoice. Order clerks being human, 
mistakes happen occasionally in wholesalers’ shipping 
rooms. As soon as an invoice has been paid (but not 
before), the sum should be entered on the master con- 
trol shee the one-book system 

If invoices are kept only the usual ten days before 
being |] i—and good: business practice dictates 
prompt payment—a quick check of only ten file folders 
gives the mplete amount due wholesalers at any 

me 

Payment Differs on Equipment 

Equipment payments, however, are different, as ex- 

pensive office supply store fixtures are often purchased 


term credit. The Department of Commerce, in 
an advice book, points out that “You should know what 


your cost re on your present equipment. These costs 
should be stated as so much a year, and should in- 
‘lude annua] repairs and maintenance (for example, 
the electricity required if any), and each year’s propor- 
tionate share of the original cost. An estimate should 
also be made of these elements of expense for new 
equipmen 

The difference between the total annual cost of 
the present equipment and the estimated total annual 
cost of the new equipment, plus any savings in other 


expenses, will show you whether you 


» reduce total store operating expenses by 
buying new equipment. A comparison of the annual 
reduction in total operating expenses with the cost 
of the new equipment will show you whether the pur- 
chase of the new equipment will be profitable,” the 
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by Betty Gough 


Third in a Series of Four Articles on Basic 
Record Requirements for Small Businesses 


Commerce booklet explains. “If the annual savings in 
store operating expenses will ‘pay for’ the new equip- 
ment within a few years, then the savings in operating 
expenses in the remaining years of the life of the 
equipment will be a clear profit. 

“The new equipment may not result in any savings 
in total expenses, but may even cause an increase in 
annual operating expenses. However, if the equipment 
is expected to bring more customers into the store, 
and thus to increase the sales volume, the purchase 
of the new equipment may still be profitable. If the 
expected annual increase in dollar gross margin (re- 
sulting from the increased sales) is sufficiently greater 
than the expected annual increase in dollar operating 
expenses, then the purchase of the new equipment may 
be profitable.” 

Depreciating these store fixtures is simple. Take, 
for example, a counter that cost, let us say, $1,000, and 
which is expected to last for five years. At the end 
of that time, it is estimated that the counter will have 
a trade-in value of $100. 

Dividing $900 by five years, the expected life of the 
fixture, we get $180. That is the annual depreciation. 
At the end of one year, your investment in the counter 
is $720. At the end of two years, it is $540. At the end 
of five years, it is zero. 


How to Figure Depreciation 


It is necessary to know how to depreciate fixtures 
in order to figure up the year-end profit and loss state- 
ment upon which income tax payments, among other 
things, are based. 

To arrive at an accurate profit and loss statement, 
it is necessary to have beginning and ending inven- 
tories for the period. A simple inventory form can be 
made by ruling a large sheet of paper vertically and 
horizontally, and assigning merchandise item names to 
the vertical columns. Then the periods at which in- 
ventories are taken—weekly, monthly, or whatever is 
the store practice—are marked on the horizontal lines. 
At a glance, this form shows what the inventory was 
at any given period. It indicates when stocks are get- 
ting low, when there is too much of an item on hand. 

There is one last item which must be entered before 
figuring the profit and loss statement. This is wages. 
The record should show the gross wage paid; the 
amount deducted for Federal old age benefits; the sum 
(if any) taken out for state social security; the income 
tax withheld from wages, and the net salary. 

The amount which is entered on the final profit and 
loss statement is the gross wage paid. However, the 
other information is necessary in filing quarterly social 
security and withholding tax returns for the Collector 
of Internal Revenue. 

Next month’s issue will detail how to make a profit 
and loss statement and how to use this in filing income 
tax returns, as well as pointers on what deductions 
may legally be taken off the gross income for tax pur- 
poses. 
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MODERN DISPLAY for the 
OFFICE EQUIPMENT DEALER 





New Year 
Anticipations 


ITH THE ADVENT of a new year there are many 

considerations the progressive merchant will do 
well to attend as he makes plans for his coming sales 
campaigns. Foremost on the list in the office furniture 
and supply field will be the way in which he will 
handle the unlimited possibilities of his display pro- 
gram. 

The writer would like to quote from a recent adver- 
tisement of the L. A. Darling Company of Bronson, 
Mich. “Display, when it is compared honestly and 
fairly with any other selling medium, is the only sales 
medium used in retailing that cannot be eliminated. 
Hooper ratings, newspaper and magazine statistics as 
to readership are readily available, but no such rat- 
ings are needed for display. Simply permit your win- 
dow to be bare, or bury your merchandise within the 
store and that will provide statistics enough to prove 
the value of display. 

“It is a well known fact that some of our most potent 
merchandisers do their entire selling job through 
shrewd window displays featuring merchandise, rather 
than fancy backgrounds, followed up by display 
arrangements in the store that cannot possibly be 
overlooked by anyone.” The Darling Company manu- 
factures many effective stands for the promotion and 
sale of office supply, stationery and gift items. A copy 
of their catalog should be in your files 

To the merchant who is not progressive, the year 
1950 holds nothing but a repetition of the business 
conduct that held true in 1949. The new year will be 
a very monotonous one for him. His store will attract 
few new customers. The progressive merchant, how- 
ever, will start out on an exciting adventure. He will 
hitch his promotional wagon to the star of something 
new in merchandise presentation which will present 
a challenge, not only to himself but to hundreds of 
prospective customers. 


Careful Planning Imperative 


Progressive procedure does not spring up over night. 
It is a result. It is the result of a carefully planned 
and executed program. It is the result of a carefully 
expended budget (not of no budget). Naturally in 
progressive institutions there are sprinklings of new 
merchandise lines throughout the stocks which give 
the displayman an opportunity to express himself 
in new forms of display art. However, new merchan- 
dise is not a must for promotional aptitude. It will 
add profits through added volume but the thought 
behind the display of established lines or new is the 
thing that counts in the success of the promotion. 

For instance, in planning your coming furniture 
displays there should be several showings throughout 
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The “OA” Display Section Is Conducted 


By George D. Taylor 


Long Beach, Callif., 

Display Specialist Now Actively 
Connected with the Office 
Equipment Industry 





the year featuring as many of the lines (of which your 
organization is so proud) as the window will hold. 
Install a neat arrangement of as many furniture items 
as possible in harmonious grouping under the caption 
“Famous names at——— re 

Each item of furniture should be plainly labeled 
with the name of the manufacturer. Desks, files, chairs, 
bookcases, floormats and so forth, should all be shown 
in this manner giving the window shopper a chance 
to see what lines you carry. Many repeat sales and 
original sales of nationally advertised merchandise 
can be traced to this sort of planning. 

In office supply display, the overall plan for the year 
should consist of timely window arrangements of as 
many items as can reasonably be shown in a given 
number of window changes. Of course arrangements 
should be made for the display and sale of special 
purchases at the time of advertising in the newspapers. 
These plans should not be haphazard because there 
is so much detail involved. Don’t adopt the TOO 
BUSY attitude. Find time to sit down in conference 
at least once a month and put on paper the plans 
you have formulated. “Don’t say it, write it’ applies 
to display as it does to no other advertising medium. 
Haphazardness loses more sales than anything else. 





Don’t Overlook Staple Items 


One of the most glaring errors and a costly one too 
is to omit staple items from window display. I refer 
to the store with only one, or at most, two small win- 
dows. There should never be a time in the entire 
year when staple items are omitted from the display. 
Make a resolution right now to watch this throughout 
the coming year and see that this never applies to 
your store. You will add many dollars to your receipts 
by this careful procedure. 

Those of you who hire work done by department 
store free lancers who specialize in unit and dramatic 
trims should watch carefully that this method of dis- 
plays does not erase staple items from any display. 
There is always room for two spot displays in the 
extreme corners of your window. The fortunate or- 
ganization with several windows does not have to 
watch this too closely. The man with limited display 
space, however, should apply thoughtful application 
of tried and proved techniques. The outside free- 
lancer is naturally anxious to do the job as quickly 
as he can for as much money as he can get out of 
the assignment. In many cases he is not aware of 
the importance of this procedure to the merchant. 
His finished display most likely will be very attractive 
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but—is it doing the job it should do? That is the 


thing to watch 

I saw a store not so long ago with a beautiful dis- 
play of Christmas cards in October. The display cer- 
tainly should have sold cards or at least made the 
customer card conscious, but during the three or four 
weeks that this display was in view there was nothing 
at all in the window to remind the prospective cus- 
tomer that this was an office supply store. Two prop- 
erly d displays in the corners of the windows 


groupe 


would have done the trick and promoted sales that in 
this case were lost to that store, never to be regained. 
This is an example of careless planning. 

Our conclusion then, is that in order to assure our- 
selves of all possible sales during 1949 we must keep 
our eye on the ball. We must be sure that our store 
is getting proper publicity in all of its desirable as- 
pects. Watch the detail and plan it carefully and 
thoughtfully. By this procedure we shall be reason- 
ably assured of maximum results for our efforts. 





This Month's Suggestion for the 


Dealer's Ad Window 


display for January is suggested by 
rtising of the Underwood Corporation, New 
York, N. Y. The advertisement is to be found on page 
324 or the back cover of the September issue of OFFICE 
APPLIANCES. This advertisement suggests a display for 
a small window which can be treated in one or more 
of several manners. We have spoken several times in 
of the shadow box as being a very desir- 
showing small items such as the Under- 
featured in thsi advertisement. This 
article will suggest several ideas which you can use 
in your store window to emphasise the “leadership” 
of the Underwood typewriter. 
The advertisement speaks for itself. It has an ap- 
sporting instinct of the customers, which 
human appeal. The typewriter could be 
shadow box on a turntable and spot- 
dramatic atmosphere could be added in 
il ways. A racing picture would be suit- 
and placed behind the machine, and 
the racing section of the paper and 
be pasted attractively on card- 
in a similar manner. If you want 


HE O.A 
the adve 


this column 
able means of 


wood typewriter 


peal to the 
is a very 
placed in the 
lighted. The 
one oI seve 

Iramed 
headlines from 


the design could 
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board and used 





Co) 





Suggested by an Advertisement 
of the Underwood Corporation 


an elaborate display which is very desirable, to make 
the typewriter stand out as something very much 
out of the ordinary, use a plush or velour background 
and a bronze trophy, such as a model of a runner or 
a horse in action, to provide the drama. The reader 
of course would have to be changed a little to fit the 
purpose of the window, and the cards supplied by the 
manufacturer incorporated into the display to tell of the 
desirable details of the operation of the machine. The 
main reader could be as follows: “Buy the LEADER, 
UNDERWOOD.” The shadow box could be the center 
of attraction in your window and the other machines 
grouped around the shadow box panel in pleasing 
arrangement. 

The artist has depicted a display using a hanging 
shadow box arrangement, which is very attractive and 
one of many you could use. The rolled paper consists 
of newspaper sport headlines fastened in place by 
scotch tape. The circle on the floor and the drape 
background is of red plush. The shadow box is painted 
white and the gold trophy sets on a white pedestal 
with the sign, “The Leader”, placed effectively nearby. 
The copy (black on white) would be enhanced by a 
narrow gold border and lettered 
to fit the occasion. There are 
many deviations which would be 
just as attractive. Your specific 
needs and budget sets the pace 
for you to follow. 

Through this smart advertise- 
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Li | the LEADER. 


ment the Underwood Corpora- 
tion has provided the ground- 
work for a very attractive 











display. Let’s sell more Under- 
wood portables by taking advan- 
tage of some of the suggestions. 
If you have not already done so, 
turn over full authority (includ- 
ing a budget) to some responsi- 
ble person who will do a good 
job for us. In no other way, un- 
less we do it ourselves, will we 
be assured of the full profitable 
effect of our display. 


AD OF THE MONTH—The Underwood 
ad, basis of this article, makes an 
attractive display for the small window. 


a 








Let's Remove the Mote 


ATTENDED a sales meeting in Los Angeles yester- 

day. It was a splendid meeting,, and very capably 
conducted. There were some very interesting things 
about selling which I had not stopped to consider be- 
fore. This article is in no way intended as a criticism 
of that meeting or of the way it was conducted. Rather 
I am using the point I want to emphasize to bring 
what I consider a very important message to all of us 
in the office furniture business 

The speaker at this meeting the selling 
ground very thoroughly and gave us many new angles 
on how to approach the customer and what we should 
suggest to him that would effect great savings for his 
organization. There is no question but what this was 
a very fine service rendered to office furniture dealers 
all over America. 

I was very much interested in one particular com- 
ment and in the last two pictures thrown on the screen 
by the speaker of the day. He said in effect that we 
should appeal to the prospect by suggesting the pres- 
tige a new office arrangement would afford him. I 
quote: “He is so used to his present office that he’s no 
longer conscious of how bad it really is.” The closing 
appeal on the screen depicted the office before and 
after a new installation was made 


covered 


Contrast Serves as Reminder 


The contrast between these twa pictures reminded 
me of many, all too many window and interior displays 
of office furniture so familiar to all of us. I could not 
help but think, as I listened to this capable speaker, 
that before we can carry out a selling campaign of 
that nature we must make sure that our own house is 
in order. Before we can go into another man’s office 
and tell him what he should do to improve its appear- 
ance and save money we had better make sure that 
when he comes into our store, which inevitably he will, 
he does not come back at us with, “Wait a minute, if 
these things you have been talking to me about are as 
important to my success as you would have me believe, 
why aren’t you using the same ideas in conducting your 
own place of business?” 


By George D. Taylor 


Display Specialist 


Yes indeed, he’d have a point there which would be 
most awkward for us to explain. You dealers are doing 
yourselves and your salesmen a great injustice, and 
a costly one, when you_refuse to make any effort to 
smarten up your displays both inside the store and out. 
You send them out with a message which you yourself 
fail to back up. Not very reasonable, is it? 


Must Practice What We Preach 

The speaker was right; in many cases the prospective 
office manager is so used to his office that he’s no 
longer conscious of how bad it really looks. Before we 
attempt to tell him, however, let us remember that the 
same reasoning applies to us in our own place of busi- 
ness. We are so used to our own surroundings that we 
are no longer conscious of how bad they really look to 
our customers. Three strikes are against us before we 
start 

Let us therefore plan a budget for the display that 
will keep a continuous picture before the customer of 
how his office can and should look. Herein lies a great 
part of our success. No matter how modest our store 
may be we certainly can keep it clean, well arranged 
and have the windows spotless and painted at least 
once a year. “Oh yeah?” do I hear someone say? “But 


that costs money.” That’s what the prospect always 
says—as was brought out by the speaker at this meet- 
ing. 


Tes, it will cost money, of course, but I am trying to 
sell you, Mr. Merchant, just as you were urged at this 
meeting to sell your clients. The only difference is 
that it will not cost you as much because you already 
have the furniture. Compared to the results you may 
expect, the cost to you is very slight. It will pay for 
itself as you build your pathway to success. Let’s re- 
move the mote from our own eye before we attempt to 
do that service for someone else. 








SIGHT-LIGHT DISPLAY—Pictured is the window display created by A. Pomerantz 
and Co. in Philadelphia, Pa., and shown for a two weeks’ period. High interest 
and enthusiasm, resulting in record sales of Sight-Light lamps, accompanied 


this display of the line. 


Particular customer enthusiasm was shown for the floor 


lamps which were prominent in the display. 
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ALL-STEEL DISPLAY AT WESTERN OFFICE FURNITURE, CO., LOS ANGELES, CALIF. 


How to Make Impressive Displays at 


Minimum Cost 


HE PHOTOGRAPH illustrates a recent display of 
jr All Steel products in the show window of 
he We ice Furniture Company, Los Angeles, 
Calif. Thi mple, but impressive display, shows what 
yr you, Mr. Merchant, in your average 
vindow with little expense. Your merchandise 
n impressively, in a manner that befits 
beau We hear much these days about the im- 
portance of e position of the salesman in this buyers’ 
narket and that, on the outside, he must make many 

lls to get the results his firm is entitled to. 

We speak in these columns of the silent salesman, 

w, who needs just as much “training” 

; salesman. He can do a bang-up job 

dvert for you or he can do you great harm, 

training” you give him. Remember 

r and longer than any salesman you 

ve in 1 employ. Don’t forget that fact. All day, 
YS a year 


iependaln tne 


Displays Need Readers 


The me ndise in this display consisted of an 
verhan xecutive type desk, a table, a left-hand 
typist de a file, together with those accessories 
ecessary make an appealing display. Highlights 
ere ust mphasise each piece of major merchan- 
ise and readers were used, size 22 x 28 inches to carry 


readers are what add life to the 
lisplay. A play without a reader is like a mute 
alesmal ling alongside a desk. These readers 
hould car your selling message and extol the beauty 
the merchandise 


ne message L nese 


loesn’t take much to make an ugly bare space on 
Of course, in modernizing, elabo- 
ite pans e used against which your furniture will 

lion dollars. However, you can’t mod- 
nize just whenever you feel like it and so you must 


tne wall I Live 
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A Practical Display Man Gives 
Experienced Counsel on How to 
Create Effective Selling Win- 
dows That Continue to Produce 
Good Volume—Day In, Day Out 


do the best you can with what you have at hand. The 
“Cavalier” on the right hand wall was very colorful 
and was just the right touch against the grey furni- 
ture. 

Frames Carry Description 


The two large frames were used to carry description 
of the All Steel merchandise, details that would be 
interesting to the business man. A point of thought- 
ful detail worthy of your consideration is the small 
center sign calling attention to the fact that whether 
you are shopping for quality or price, you can find it 
at Western Office Furniture Company. In this way you 
help lessen the possibility that your quality merchan- 
dise will frighten away the man who is limited in his 
budget. You cannot show your second-hand or refin- 
ished or even your low-priced new merchandise with 
the leading brands. It would be good policy to show 
a display of each in adjoining windows, if you have 
enough windows, but the average small merchant is 
not that fortunate and so the small reader neatly done, 
serves the purpose. 

Do the best you can with what you have, but be 
sure it is the best. Strive for better showings of mer- 
chandise through properly budgeted procedure. Don’t 
starve your windows, feed them a little at a time so 
that they in turn will do a good job in selling you and 
your store to the buying public. All day all night, 365 
days a year, is a lot of publicity. Be sure it is favorable. 
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Industrialization of a Business Area 
Creates Excellent Furniture Market 


RAPID EXPANSION of both industry and popu- 


lation has led to an excellent office furniture 
market in southern Alabama, and northwest Florida, 
according to Alton Boyd, head of Boyd Printing & 
Stationery Company, office furniture and equipment 
retailers in Panama City, Fla 

“Due to the rapid increase of tourist visitation in 
this section of the state, which features a summer resort 
season, rather than the proverbial winter season, we 
have found the market for all types of office equip- 
ment and furniture far exceeding expectations,” Mr. 
Boyd said. “For example, the population of our own 
city, which was 6,000 before the war, has jumped to 
the 28,000 mark—while the trading area surrounding 
amounts to another 60,000 or more. Much of this ex- 
pansion has been accomplished by construction of new 
hotels, tourist centers, fishing industries, sight-seeing 
organizations, and so forth, all of whom need office 
furniture in large quantities.” 

All of the area extending 100 miles east and west 
from Panama City, represents a very narrow, highly 
specialized office furniture market, according to Mr. 
Boyd. ‘Due to the exceedingly high humidity caused 
by the Gulf of Mexico, salt water and fresh water, we 
have found an all-consuming demand for steel office 
furniture,” he explained. “Most of the business firms 
which have utilized wooden furniture in the past, even 
those with air conditioning systems, have found that 
a wood finish deteriorates more rapidly, drawers warp 
and flat table surfaces are liable to bend out of shape. 
Therefore, we have found that most of the office man- 
agers have held off until plenty of steel furniture was 
available to replace obsolete models.” 


Boyd Emphasizes Metal Furniture 


Ninety per cent of the Boyd office furniture show- 
room, which is located in the center of the store, ex- 
tending from the doorway to the rear, is concentrated 
on steel office furniture, all the way from desk trays 
up to desks themselves. Chairs, too, instead of the fa- 
miliar wooden models, are almost entirely steel or 
aluminum, which are guaranteed against corrosion 
and loss of appearance, a deterring factor in pre- 
vious merchandising. 

The company has experimented steadily in search of 
effective finishes to eliminate corrosion and rust, and 
has found that a simple wax polishing job, applied 
with any type of automobile finish wax, is invariably 
adequate to protect steel furniture from corrosion 


ag 


Panama City, Fla., Dealer Discovers 
Office Market in Tourist Trade 


Therefore, most of the desks, wastebaskets, tables, 
chairs, files, filing systems, business machines, and 
other appliances, delivered from the Boyd warehouse, 
are thoroughly waxed and polished. A booklet goes 
along with the item itself, urging the same sort of 
protective care on the part of the owner. 

Despite the fact that the Florida Gulf Coast area 
attracts approximately 100,000 tourists a year, with a 
“vacation atmosphere” prevalent from May 1 until the 
end of September, the trend is still very much to con- 
servative furniture, according to Mr. Boyd. Therefore, 
flat grays, gun-metal finishes, and some walnut-fin- 
ished metals are being featured for the most part. 


Offer Credit Terms 


Like most office furniture retailers, Boyd Printing 
& Stationery Company has found it necessary to set up 
attractive credit plans, in order to maintain sales vol- 
ume. “The average businessman is buying more care- 
fully than at any time for the past several years,” Mr. 
Boyd indicated, “and we are doing a lot of credit 
business in the $50 to $200 field which was predom- 
inantly cash before. Instead of the usual] 30-day open 
account which was standard before and during the 
war, the largest percentage of customers now want to 
budget time payments, at as low as possible interest 
cost as can be achieved.” 

The Florida office furniture firm has met this prob- 
lem by arranging for bank financing plans, which 
carry low rates, and which provide for greatest sim- 
plicity in credit transactions. Under the plan, either 
the store or the bank will accept payments for office 
furniture delivered. Simple bookkeeping methods have 
done away with a lot of the “red tape” which formerly 
complicated such sales. 

Boyd has a crew of salesmen calling on the territory 
extending 100 miles east, west and north of Panama 
City. To cover the rapidly-growing population centers 
included in the area, salesmen arrange to see pros- 
pects at least twice a month, and in most cases carry 
samples along with their catalogue cases—such as 
posture chairs, files, wastebaskets, general office sup- 
plies and printing samples.—RAL 


OFFICE APPLIANCES, January, 1950 





| 


Creative Selling of Office Furniture 


VERY STATIONER and office equipment dealer to- 
day asks himself constantly, “How can I keep my 
sales volume up to last year’s figures?” The consumer 
purchases Of small stationery items is not as great as 
in the past. Therefore, the creative selling of higher 


unit priced items is necessary to bring up this slacken- 
ing of volume in business. 

From my own experience I have found that office 
furniture together with related accessories are a good 


medium for increasing sales. To sell office furniture 
effectively it must be presented in such a manner to 
the public as to create a desire for ownership. 


For many years, the company I am associated with 
displayed furniture in crowded quarters intermingled 
with unrelated items of merchandise. It became ap- 
parent to us not so long ago that the day was arriving 
when office furniture to be sold would have to be dis- 
played in a new and different manner. We were fortu- 
nate in having a large basement area, much larger 
than was actually needed for reserve stock. After care- 
ful planning it was decided that we would build an 
office furniture showroom in the center of-this base- 
ment area. With the assistance of a local architect and 


the Grand Rapids Guild we formulated plans for this 
new sales department. Last July the showroom was 
completed. Since that time our sales in furniture have 
surably and we now feel that our invest- 
ment in such a department was justified, for it is now 


paying dividends 


increased mea 


By H. Humphrey Griggs 


riggs, 
Bellingham, Wash. 


In building this showroom, several modern ideas 
were incorporated. Since color plays a most important 
role in the office of today the walls are painted in 
several different colors harmonizing with the furniture 
adjacent. An asphalt tile floor adds richness to the 
room. In one corner a large artificial window lighted 
from the rear gives the semblance of an office window. 
On each side of the window hang full length drapes 
in a bright floral pattern. Throughout the room, 
movable spotlights in the ceiling add much to the ef- 
fectiveness of display. All of these features contribute 
equally in presentation to the customer something new 
in the modernization of his office. We are not inter- 
ested in selling paint, flooring or drapes but suggest 
the use of them to the customer. Sometimes this re- 
sults in a complete overhaul of an office together with 
a sizeable order for new furniture and equipment. 

The ideas presented here emphasize the value of spe- 
cialized sales effort in the office furniture field. Mer- 
chandise well displayed oftentimes sells itself. This 
medium of merchandising today is proven to be most 
successful. Try it and see for yourselves. 





Open Display Sells Files and Lock Boxes 





UTTING PERSONAL files and lockboxes where the 
store customer can pick them up and examine 
them is a simple bit of merchandising wisdom which 
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will considerably increase the sale of this merchandise, 
according to Mrs. William Kincaid, of Scharr’s Sta- 
tioners, Grand and Olive, St. Louis, Mo. 

As pictured, Scharr’s Stationers have developed a 
nine-tier display fixture just inside the store entrance, 
which displays lockboxes and personal files from $1.85 
up to $14. In this way more than two dozen can be 
easily accommodated at the point where sidewalk 
traffic at one of the busiest corners in St. Louis passes 
close by. 

Small, suggestive selling signs are used to point out 
various uses of lockboxes and personal files for keep- 
ing valuable papers at home, for keeping currency on 
hand, for fire prevention and so forth. Two-level lock- 
boxes, containing shelves and compartments for jew- 
elry or other small objects, have proven particularly 
popular during recent months, according to Mrs. Kin- 
caid 

Salespeople at the pen department and service de- 
partment immediately opposite this display call it to 
the attention of all customers coming into the store, 
whether housewives, college students or business men. 
“Almost everyone wants to own a lockbox at some 
time or another,” it was emphasized. “While few cus- 
tomers will ask to see one from the shelves in back 
of the counter, a large percentage will pick up and 
examine one or two models while shopping for some- 
thing else in the store. As a result, we develop many 
impulse sales.”—-RAL 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of :— 
CONFIDENCE... COUR- 
AGE .. . CO-OPERATION 


ROM Fergus Falls in the very 

heart of mighty Minnesota to 
beautiful Miami way down on the 
Eastern Atlantic tip of interesting 
Florida, our AIR MAIL BAG was 
bristling full with BUSINESS 
BUILDERS and queries for BUSI- 
NESS BUILDERS just two days 
after the December, 1949 issue of 
OFFICE APPLIANCES was received 

Therefore it is with a hearty and 
heartfelt “Happy and Prosperous 
BUSINESS BUILDING 1950 to 
OFFICE OUTFITTERS WORLD- 
WIDE” that we greet you on the 
OFFICE APPLIANCES Television, this 
our first broadcast for 1950! 

You'll be intrigued with a very 
definite business promotion slant 
a Southern California stationer 
gave us to give to you. The gentle- 
man has this creative idea, quote: 
“Why not use a catch line along 
this reasoning, ‘50 Ideas for ’50!’ 
Not that we would limit our sug- 
gestions to our customers to 50 
ideas, but rather that these 50 
would prove cumulative and beget 
50 more and so on,” unquote. 


Thanks a million Mr. J. W. B 
of sunny California! Here we are 
giving it top billing in our Janu- 
ary broadcast and what is more 
we are going to put it into practice 
ourselves for our very own office 
outfitting firm, Shaw & Borden 
Company. We are going to use it 
as a complete January 1950 pro- 
motion: in our newspaper display 
advertising copy, in our sales- 
men’s advance cards, for our 
salesmen’s blotters, and what is 
the’ focusing point for our out- 
side and inside sales personne! to 
use in their actual sales approach 
to each and every prospect new 
and regular. 


Furthermore we will rush you 
press proofs of these media ap- 
plications and most likely repro- 
duce some of them in BUSINESS 
BUILDERS at next television of 
fice outfitting news release time 
And to our correspondent in Fer- 
gus Falls, Minn., we will especially 
send you a set of these 1950 pro- 
motions made possible by our 
Southern “Cal.” fellow stationer, 
because you most earnestly re- 
quested “Advertising Ideas.” 
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A listener-in to our BUSINESS 
BUILDER broadcast is the win- 
ner this time of our monthly prize 

for the best Mr. I. 
@ Will Pepper-Upper 
¥% statement. A mem- 
ber of Neva-Clog 
Products, Inc., 
Bridgeport, Conn., 
this correspondent 
states it appeared 
in their NEVA- 
CLOG house organ “Inspirations”’ 
recently ... here it is and it 
packs a pert peck of pointed 
humor... we know you'll like it, 
quote: “Mamma mosquito: “If 
you children are good, I'll take 
you to a nudist camp tonight.” 
unquote. 





And re-quoting from this same 
smart publication, we want to em- 
blazon on our OFFICE APPLIANCES 
Television this wonderful 10 Point 
Creed attributed to Optimist In- 
ternational by the editor of the 
Neva-Clog tradepaper ... stand 
by for this all-important message 
worthy of your using for YOUR- 
VERY-OWN Sales-Engineering: 


The OPTIMIST CREED 
PROMISE YOURSELF: 

To be strong that nothing 
can disturb your peace of 
mind. 

To talk health, happiness 
and prosperity to every 

person you meet. 

To make all your friends 
feel that there is some- 
thing in them. 

To look at the sunny side 
of everything and make 
your optimism come true. 

To think only of the best, 
to work only for the best 
and expect only the best. 

To be just as enthusiastic 
about the success of oth- 
ers as you are about your 
own. 

To forget the mistakes of | 
the past and press on to 
the greater achievements 
of the future 

To wear a cheerful coun- 
tenance at all times and | 
give every living creature | 
you meet a smile. | 

| 


To give so much time to 
the improvement of your- 
self that you have no 

time to criticise others. 

To be too large for worry, 
too noble for anger, too 
strong for fear, and too 
happy to permit the 
presence of trouble 





RESEARCH 

We hear so much about research 
these days, mentions a correspond- 
ent this month, that perchance 
your Business Builders audience 
would enjoy this paragraph I 
jotted down from the October, 
1949 issue of a neat little publi- 
cation called, The Seeman & 
Peters Digest. I enjoyed this in a 
brief respite of waiting time in 
a purchasing agent’s office re- 
cently when I was marking time 
while waiting for the all-impor- 
tant interview to sell him some 
office equipment: 

“Research” is a high-hat word 
that scares a lot of people. It 
needn’t. It is rather simple. Es- 
sentially, it is nothing but a state 
of mind—a friendly, welcoming 
attitude toward change. Going 
out to look for a change instead 
of waiting for it to come. Re- 
search, for practical men, is an 
effort to do things better and not 
to be caught asleep at the switch. 
The research state of mind can 
apply to anything: personal af- 
fairs or any kind of business, big 
or little. It is the problem-solv- 
ing mind as contrasted with the 
let-well-enough-alone mind. It is 
the composer mind instead of the 
fiddler mind. It is the “tomorrow” 
mind instead of the “yester” 
mind. 

—Charles Kettering. 


BUSINESS BUILDER “IDEA” 
EXCHANGE 


Your interest in the re-intro- 
duction of this department of 
BUSINESS BUILDERS is appre- 
ciated. Here is the start of our 
1950 series. Remember the price 
is only one BUSINESS BUILDER 
of your own observation ... send 
your request by number to us at 
Box 2153, Spokane 2, Wash., care 
Shaw & Borden Company; include 
if you wish a Mr. I. Will Pepper- 
Upper in competition for next 
month’s prize:— 

B. B. “IDEA” #1950-1: “SHELV- 
ING PLANNING SHORT CUTS.” 
The contribution of a Delaware 
stationer. 

B. B. “IDEA” #1950-2: “ROUND 
THE BUSINESS YEAR PLANS 
FOR AN OFFICE OUTFITTER’S 
WINDOWS”. 12 Corking-Good 
Themes-for-GOOD - WINDOW- 
DISPLAYS —By a Kansas sta- 
tioner. 


30, 30 3b 


Office-efficiently yours! 
RALPH B. ORTEL 
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Acme Visible 
Records, Inc. 
Addresso 
graph-Multi 
graph Corp. 
All-Steel 
Equipment. 
Allen-Wales 
Adding Ma 
chine Corp. 


. Brandt Auto- 


matic Cashier. 
Buckeye Rib 
bon & Carbon 
Burroughs 
Adding 
Machine Co. 
Coates-Gregg 
& Millar, Inc. 
Codo Mig. 
Collins, C. B. 
Cramer Pos 


ture Chair Co. 


Curry. E. W. 

Co. 

De Luxe Metal 
Furniture Co. 
Deskriter, Inc 


. Dictaphone 


Ditto, Inc 
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Felt & Tarrant 
Mig. 
Do/More 
Seating. 

Fort Pitt 


Typewriter Com 


General Fire- 
proofing Co. 
General Office 
Equipment. 
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Hamburg Bros. 


Harding, Mile 


Harkit Corp. 
Hughes- 
Ogilvie Co. 
Marchant. 
Master 
Addresser & 
Hart 
Mimeograph 
McBee Co. 
Monroe. 
National Cash 
Register Co. 
Office Aids. 
Penn Office 
Supply Co. 
Peirce Wire 
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Editorial 





OA 
"Along the Trail” 


@@ UNDER THE ABOVE title on page 12 is 
the first of a series recounting some events in 
the progress of the Office Equipment Industry 
and its trade journal Orrice APPLIANCES. 

Older members of the industry’s personnel 
may encounter a reminder of something for- 
gotten. Younger members may find some bit of 
information about the industry to interest them. 


—— -—_— ee = - 


25TH OFFICE 
SPECIALTIES SECTION 


@@ FOR 25 YEARS Orrice APPLIANCES has 
presented an office specialties section. And never 
before, perhaps, has the response to requests for 
this material been so great. In the pages of this 
issue are presented the tried, and found not 
wanting, policies of firms successful in the in- 
dustry. Once again it is proved that specializa- 
tion is not mere concentration upon one item or 
one line. Instead, it is demonstrated that office 
specialties are sold because of adequate presenta- 
tion of their uses, salesmanship grounded in 
product education, the giving of service beyond 
the mere writing of the order, and displays and 
demonstrations which focus attention of the 
buyer penetratingly upon the product offered. 


_—_—_—-e-- 


SOUND ARGUMENTS 
FOR FAIR TRADE 


@@ ADDRESSED TO “Friends of Fair Trade’’ 
the Bureau of Education on Fair Trade recently 
carried some arguments presented to an out- 
standing publisher whose newspaper carried an 
editorial generally opposing fair trade. Because 


Here and There 


of their worth we quote part of the affirmative 
case presented: 

The consumer is the only price fixer. The price 
which the consumer will pay for an article in 
open competition is fixed by him, rather than 
by the manufacturer who may suggest or estab- 
lish a minimum resale price or by the retailer. 
He fixes it by the very simple expedient of pur- 
chase or refusal to purchase. If the consumer 
refuses to buy a trade-marked article because, 
in his judgment, its price is too high, neither the 
fair trade laws nor any other device, except price 
reduction, can save the product from sales dis- 
aster. ... 

Not even the price-cutter is a philanthropist. 
No businessman is a philanthropist in respect 
to his business operations. He is in business to 
make a profit, if he can. The price-cutter who 
takes a loss on an item does so not because he 
wants to be a public benefactor but because he 
thinks it will profit him, in the long run.... 

The efficiences of retailing are reflected in fair 
trade prices. There is an academic argument 
that fair trade is not in the public interest be- 
cause it prevents an extra-efficient retailer from 
passing the benefits of his efficiency on to the 
public in the form of lower prices. If the argu- 
ment holds for fair trade, it holds with equal 
force for resale price maintenance achieved 
through every other method. In such an event, 
a standard price for any item would cease to 
exist in America because there are, concededly, 
some small differences in operating cost among 
2,000,000 or more retail establishments. Fair 
trade prices, as with minimum resale prices 
achieved by other methods, realistically reflect 
the generality of retailer efficiency. Fair trade 
prices represent the minimum mark-up on 
which the efficient retailer can earn an honest 
living. 





EMERGENCY DRIVE MADE 





"HOME SWEET ZOO" HITS THE 
FUNNY BONE 
The editor of Orrice Appti 
ANCES is indebted to Charles V 
Lipman of George B. Graff C 
pany for an autographed 
Clare Barnes, Jr.'s popular 
book, "Home Sweet Zo 
clever captions accompanying 
animals’ pictures have made 
volume and "White Collar 
hit the jack pot and occup) 
rung of best sellers in non-ficti 
Incidentally, Clare Barnes 
well as Sr. are old friends 
Lipman family, originating 
same village in Massachusett 
Charles W. went to scho 


A BALTIMORE STATIONER 
REMEMBERS WHEN FACTORY 
PUT CURL IN HORSEHAIR 


FOR MARCH OF DIMES 
AFTER POLIO INROADS 


An interesting teature article The year 1949 w ° wn in 
the magazine section of the Balti history as the worst polio year on 
ame re y trom the record, By its end, 40,000 Amer- 
>— John A. Wagner of ican families will have realized what 
Brothers, stationers of Balti- it means to have poli n their 
Md. In this article, Mr. Waa midst. 
the days when the Wal- With this statement, Basil O'Con 
hair tactory’ didn't actua nor, President the Nationa 
ke hair but instead processed Foundation for Infantile Paraly 
in horsehair announces that it is concluding an 
article wa t epidemic emergency drive for fund 
in Baltimore who recalled to pay for pa “are the 
thborhood which furnished ext March L Ja 16 
le Mr. V n Despite 3 5 
at campaign re } wa 
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OWERING PRICES is one thing . . . but hammering 
them down at QUALITY ’s expense is something else 
again. PANAMA-BEAVER products are superb, 
because we tailor them UP to rare quality standards, 
not DOWN to higgle-penny prices. That’s why they 
are CHEAPER for YOU in the long, hard run... 





PANAMA-BEAVER 
bind” nina 


MANIFOLD SUPPLIES CO., 188 3rd Ave., Brooklyn 17, N. Y. 


CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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so costly that there was not enoug}! »vidence needed. This Chinook sa 


money available to help pay for mon was one of the largest ever 
thousands stricken in 1949. The sught in the Salmon Derby. It was 
emergency drive was for stop-gap 

aid. 


In 1950 the foundation hope 
be prepared to meet new epidemi 
while continuing the search for a 
polio preventive. It must also | 
vide for continued medica! care 
this year's patients who w 
need aid. 

To build up reserves so that fir 







Tin Winning 
Because of You" 





y JOIN 
THE MARCH OF 
DIMES 





The Notiono! Foundation for /afontile Paralysis 


FRANKLIN D. ROOSEVELT, founds j 
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HERB WALSH INITIATES 
H. M. DONISTHORPE IN 
ACE FASTENER FLYING 


M. Donisthor 


cial emergencies such as 1949 
not repeat, this industry is asked tc 


give, and to give liberally. an addit 


> - 





Ace Fastener Corporation, is quick 
AL HUGHES, PORTLAND ee eee ee 
SALESMAN, LANDS HUGE wry 7 Nalch of A - 
SALMON IN DERBY ack ghee «tlt lal i 
The big one didn't get away for when Mr. Donisthorpe made his 
Al Hughes, salesman of Smith Broth tial trio by plane. 
ers, office outfitting firm of Port Rh ae 
land, Ore. Al brought the 523, plane that has been flown by Mr. 
pound salmon home to prove | Walsh for six year trequently or 
prowess and the accompanying trips to spread the Ace Faste 


photograph is all the documenta: 





WALSH AND DONISTHORPE, THE FLYING ACES 
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Dear Editor: 

Things looked black at 
Raven’s Department Store. Busi- 
ness had fallen off to pin feathers 
when Jim Raven, the owner, 
decided that he needed a go- 
getter in the store to boost sales. 
One morning he was lying in 
bed trying to think of a bird who 
would fill this requirement when 
he heard a rooster crow on 
Brown's Poultry Farm, which 
was about a mile away. “That's 
the bird I need in my business,” 
cried Raven. “I'll make him my 
advertising manager. Any bird 
that can crow as loud as that can 
certainly be heard all over Bird- 
land when he advertises.” 

And so, he hired the rooster. 
The first thing the new advertis- 
ing manager did was to adver- 
tise a “Sale of the Century.” 
Page spreads in all the papers 
crowed about the marvelous val- 
ues the store was offering over 
the week-end. The _ shoppers 
flew in for the bargains and flew 
into a rage when they got home 
and found they had bought a 
lot of catch-penny stuff. 

The rooster totaled up the re- 
sults of the sale and crowed over 
the way he had succeeded in his 
first venture. It was the biggest 
sale the store ever had. “I'll run 
another one like it,” he said. 
“Only I'll change the name of 
the sale to give the promotion 
a little variety. All 1 need is a 
good hook for my line, some- 
thing to make them flock in 
again and buy like today.” 

The next week-end he adver- 
tised a “Customer makes a kill- 
ing” sale. Nobody came in to 
buy, but one big bird came in 
with a six-shooter and drilled the 
rooster full of lead. 

It pays to advertise only when 
you give the customer something 
to Crow over. 

Very wisely yours, 
OLLIE THE OWL 
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Youneed Error—Control 
You need Error—Control 


Of the four leading typewriters, 
only Smith-Corona can do this! 








\X THEN your typist runs two words 
together, must she retype the page? 


crootenaancns! "| Quart CORONA 


She can with a Smith-Corona! 


For, as shown above, a Smith-Corona O F FI Cc E TY PE W R l T E R S 


half-spaces between words to “open up” 
a line...can also snsert omitted characters 


or delete those added by mistake. 


Of the four leading typewriters, only 





Smith-Corona has exact half-spacing. 





C SMITH CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory and offices, Toronto, Ontario. 


Maker / iy Smith-Corona Portable Typewriters, Adding Machines, Vivid Duplicators, Ribbors and Carbons 


OFFICE APPLIANCES, January, 1950 53 








_ 












Sales Records Guide Correct 


Buying Policy 


N A VERY REAL sense, the retail stationer is a pur- 
chasing agent. He must purvey to the requirements 
of his customers as accurately as he can be expected 
to know or anticipate those demands. He buys for his 
customers, and his good judgment in planning his 
stocks is a basic factor in his success, because goods 
well bought are half sold, the other half of the mer- 
chandising formula being composed of advertising, 
point-of-supply displays and efficient sales service. 

There is never any question of the ready salability 
of the nationally-pedigreed, trade-accepted suppiies 
and appliances. Purchasing policy with regard to 
them, simply requires judgment in buying in accord- 
ance with the demonstrated sales-periodicity, that is, 
stocking the correct quantity for a profitable rate of 
stock-turn. In contrast, experimental lines or novel- 
ties sometimes—but not always—become unprofitable 
“duds” because of being short-lived fads, becoming 
obsolescent, or simply through depreciation in salable 
value because of long storage. 

The only real value of any stationery stock depends 
upon its assured salability. A prominent merchandising 
counsellor said several years ago that, with regard to 
retail specialty outlets as a whole, one-half of the 
stock carried was alive; one-quarter was drifting into 
decadence, and the other quarter was actually dead, 
in a merchandising sense 

Many bankers in those days before the war must 
have had the same idea, for it is no secret that they 
customarily cut retail merchants’ appraisals of their 
inventories by 40 to 50 per cent when consider- 
ing loans that were largely dependent for security upon 
the value of a stock of goods. The bankers wanted 
to be sure of the convertibility of the stock—its ready 
salability at listed value. 


Question Buying Habits 


would 
wrong 


In the light of this fact, it seem that there 
must have been something with the buying 
habits of large numbers of retailers (not stationers in 
particular) when goods of all kinds were abundant. 

The investment value of any stock of merchandise 
does not depend on the number of lines or units com- 
posing it, nor on the cost of the inventory to the mer- 
chant. It is determined by what it can be sold for 
across the retail counter. No matter how impressive 
the inventory in quantity or in dollar-value, it is value- 
less unless the customers of the business will buy it. 

In order to achieve maximum success, the stationer 
must study his customers’ demands with regard to 
both items and quantities regularly purchased. He 
must, furthermore, always be alert to new trends of 
demand so as not to be in default in meeting some 
customer’s new requirements, thereby probably losinz 
that customer to a competitor who has a stock of the 
new item. 

He must know what is wanted to a large extent 
what appliance or product seems to have supplanted 
some older article—or take the consequences if he has 


bought wrongly. If he can not come into continual 
contact with a sufficient number of customers so as 
to learn their demands and desires, he should take 
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The Only Real Value of Stationery Stock 
Depends Upon Its Assured Salability 


hy Victor N. Vetromile 


Feature Writer 


frequent counsel with his salesmen who do know these 
things, giving them, in effect, a primary responsibility 
for the wise selection of the goods which they will be 
called upon to sell. When salesmen share this responsi- 
bility for judicious and timely stock selection, they are 
certain to be more interested in selling, because they 
will feel that any errors in stock selections devolve, 
in part at least, upon them. 


Reasons for Sluggish Stock 


Sluggish stock often consists of little-wanted sizes 
and tail-end lots of what were formerly good-selling 
lines that have lost some of their popularity. These 
odds and ends result from unwise or too heavy pur- 
chases of certain items or certain sizes. They are 
never found in large quantities, however, in any sta- 
tionery business in which a regular system of efficient 
inventory-taking is practiced. 

In those extreme situations, however, where one finds 
a considerable infiltration of out-moded or actually 
dead goods in any retail store, such goods can really 
stalemate the live sellers. Usually, they are of second- 
ary demand or infrequent-call items that have been 
bought in too large quantity or variety. 

Promiscuous buying from near and far tends natur- 
ally to duplication of many lines of goods. This is 
one of the obvious causes of excessive stock, or at least, 
stock that is heavy in ratio to its reasonably expected 
sales-periodicity. 

It is impracticable to carry on hand every conceiv- 
able item of goods relevant to any business, and, usual- 
ly, not profitable to attempt to do so. For example, 
there are some items called for so infrequently that 
it is sometimes more profitable to pass up a few sales 
on them than to install a stock for the accommoda- 
tion of a dozen buyers in a year or two. Good sales- 
manship, however, can usually be relied upon in this 
situation to prevent lost sales by skillful diversion of 
the customer’s preference to some other equally good 
and practical article, but of course, only subject to 
proper deference to the customer’s acceptance of the 
alternative suggestion. 

Well-maintained sales records should be adequate 
for accurate determination of the most popular brands 
cr commodities called for by a majority of customers. 
The importance of such records can hardly be over- 
rated. The call for and sale of the various major lines 
in stock should be carefully recorded and then studied 
with regard to sales-periodicity, that is, the time usual- 
ly taken to turn over a given quantity. This sales 
record is the means of learning a great deal about 
customers’ demands, and is a dependable guide as 
to what, when and how much should be reordered 

Another traditional cause of over-stock is the pur- 
chase of an excessive quantity—often on the urge of 

(Turn to page 129, please) 
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ACCOUNTANT SPECIAL 
‘% 
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ly Every Accountant’s lypist using this fine sheet is a booster because she knows the 
1- problems involved in producing an adequate number of acceptable copies of financial 
nN ‘ . ° 

statements or reports. CoLUMBIA ACCOUNTANT SPECIAL carbon paper solves her dilemma 
” by giving eight or more razor-sharp, clean copies . . . the first two or three barely distin- 
is guishable from the original! 
t, 
d COLUMBIA ACCOUNTANT SPECIAL gives the salesman something to talk about .. . is a 
; great paper to demonstrate ... a door opener wherever good copies are a must. You'll 
|- discover that it brings in new accounts, always repeats, and will pave the way for the 
e, sales of other office supply sales. 
at 
s The stationer employing outside salesmen will find the CoLumBta line a profitable one to 

ploying I 

a . . . . . . 
; handle. It’s complete . . . fast-moving . . . readily accepted . . . each item the finest of its 
is type. And, best of all, CoLUMBIA SALES CooPERATION brings real results! 
rf 
d WRITE TODAY FOR FULL INFORMATION ON COLUMBIA DEALERS SALES COOPERATION PLANI! 





e COLUMBIA BRANDS 
e BUILD BUSINESS 


‘ RIBBON & CARBON 
: PINNACLE + MARATHON MANUFACTURING CO., Inc. 
d a . 
me CAVE RAINSOW Main Office & Factory: 
102 Herb Hill Road, Glen Cove, L. L,.N. Y. 
‘Ss COMMANDER . CLASSI 
t New York Sales & Export: 58-64 West 40th St., 
ACCOUNTANT SPECIAI Vidwest Sales: Kansas City, Mo. Dwight Bldg. 
> 
Chicago + Detroit +» Milwaukee + Minneapolis - Philadelphia 
NONSTICK Pittsburgh - Portland, Oregon + Cincinnati (Harris-Moers Co.) 
- Atlanta - Also: Toronto, Canada + London, England + Milan, Italy 





Sydney, Australia 





MAKE PERMANENT CUSTOMERS WITH COLUMBIA PRODUCTS 
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A ten-key decimal tabulator is featured on the new 
Remington electric typewriter, this attachment de- 
signed to speed up typing of statistical, billing, ac- 
counting and other columnar material. The tabulator 
mechanism has been built into the Speed Slope key- 
board for maximum convenience and accessibility. 
Available in all carriage widths up to 27 inches, this 
typewriter is delivered equipped with one of three 
different ten-key tabulator scales. The new all-nylon 
ribbon is standard equipment. Information is available 
from Remington Rand, Inc., Business Machines & 
Supplies Division, 315 Fourth Ave., New York 10, N. Y 


GUARDSMAN MONEY CHEST 





Model No. 812 has a lug type door and a Yale & 
Towne tapered spindle combination lock with hidden 
auxiliary combination under the dial for emergency 
use. Claimed to be the “most favorably priced chest 
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on the market in the 12 x 12 x 12 inches category,” the 
new money chest weighs 275 pounds. The entire door 
is hardened steel. 

It can be shipped either with or without a concrete 
filling. Insurance is rated “H” Bank or “E” Mercantile. 
Immediate shipment is available from the Guardsman 
Safe Company, 1702 Michigan Ave., La Porte, Ind. 


CORRY-JAMESTOWN BLONDE WALNUT FINISH 





A new blonde walnut finish has been added to the 
nationally distributed line of Steel Age steel office 
furniture. Known as Blonde Walnut No. 90, the new 
light grain finish is available in the entire Steel Age 
line. Previewed on the company’s 3000-Line Executive 
desk at the recent National Stationer’s Association 
Show in Chicago and at the National Business Show 
in New York, the finish is said to have attracted wide- 
spread interest and favorable comment. 

The Steel Age blonde walnut finish, is a faithful re- 
production of a specimen panel especially selected by 
the firm’s designers for its rich color and beautiful 
grain. Availability of the finish in all Steel Age prod- 
ucts makes possible the complete outfitting of an 
office by the Corry-Jamestown Manufacturing Corpor- 
ation, Corry, Pa. 


C.THRU RULER 
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This transparent plastic ruler is designed to sim- 
plify accident reporting. Cut-out designs of automo- 
biles and trucks, as well as cut-out circles to represent 
objects or people make it easy to quickly diagram an 
accident scene. Inch and metric calibrations are 
marked on opposite edges and the transparency allows 
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Royal’‘ly we'll 


. roll along in 


1990! 


Thanks for your wholehearted co-operation and support in 1949. 


It’s been a swell year, because we’ve both profited by working 
together. 


In 1950, Royal has bigger plans and better advertising to help 
you sell more Gray Magic Royal Portables. 


Since you’re sales minded, and we’re dealer minded, the theme 
song is bound to be, “‘Royal’ly we'll roll along in 1950!” 


; OKAY MAGIC ROYAL PORTABLE 


MADE BY THE WORLD'S LARGEST MANUFACTURER OF TYPEWRITERS 
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for Storiug INACTIVE RECORDS a¢ Low (oot 





Today the storage filing of practically all business records is universally 
recognized as a prudent policy. These records often jam current files. The 
vital necessity for saving INACTIVE RECORDS when there is need for 
only occasional reference makes extreme economy desirable. Storage fil- 
ing is approximately 95% safety—only 5% reference, safety is the big 
point. LIBERTY Boxes assure safety against dust, dirt, mildew, spillage 
and loss. Cost per year—actually a few pennies. 



















Only the highest grade corrugated “LIBERTY’S” patented closing 
fibre-board is used in LIBERTY method closes or opens the box ina 
Record Storage Boxes. The rein- second. It operates swiftly and se- 
forcements and the fittings are of curely, without mechanical faults; 
the highest quality. Heavily gummed and, provides positive insurance 
reinforcing tape is used exclusively against spillage. Countless thou- 
at all points of strain. Set up—easy, sands of LIBERTY Record Storage 
quick, ALL IN ONE PIECE—no sep- Boxes now in use are in good condi- 
arate parts or mechanism to wear or tion after more than 30 years. 


get out of order. 


LIBERTY Boxes have been proving themselves superior, 
to the most exacting buyers in the field, since 1918 





Deposit Slips and 
Tabulating Cards 





Forms 8'2" x 542", 842" x 7” 
9'2" x 6", also 2 rows 4” x 7” 
in No. 18 





Letters, Legal 
or Cap. Invoices 





Cancelled Checks, 
Drafts and Warrants 











Card Records 
Documents and Card Records 3° x 5”, 8 x $” 
Folded Vouchers, Etc Ledger Sheets 4” x 6", S$” x 6” 


of DETROIT] 


ustic we LFARE 






ciTY 
pert. 


QUALITY - ECONOMY - EFFICIENCY 


Sold ly Leading Stationers From Coast ta Coast 
BANKERS BOX COMPANY 


720 S. DEARBORN ST.+ CHICAGO 5, ILL. 
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CZLE2 STORAGE BINDERS 


For Storing Loose Leal Records... 


IT’S NEW NOW IT’S EASY TO TRANSFER AND BIND 


RECORDS IN YOUR OWN OFFICE 
IT’S LOW COST With the New Improved LIBERTY Storage Binder 


anyone can bind loose-leaf sheets into book form 
quickly —neatly—permanently. No tools needed. 
Pressure of the thumb on the LIBERTY self-lock- 
ing binding post fastens sheets permanently be- 
tween hinged covers of hard durable Presdwood. 
No need to call in outside help or to send those 
important records out to have them bound. The 
New LIBERTY Storage Binder with self-locking 
posts will do the job in half the time and half the 
cost. No tampering with vital records once they are 
bound in LIBERTY Storage Binders. 


THE LIBERTY STORAGE BINDER — 
WITH METAL HINGE 


The LIBERTY Storage Binder with its New Alum- 
inum Hinge offers you practically wear-proof pro- 
tection for those vital records. The hinge is firmly 
riveted to hard surfaced durable Presdwood covers. 
Its bright finish is attractive and gives a neat and 
pleasing appearance. With this metal hinge mul- 
tiple punching is possible, which means one binder 
will fit several sheets the same size but with differ- 
ent post-hole centers. 


































Self-locking posts 
y allow up to 75% 
~—um extension. The 
post locks perma- 
nently. 





FEATURES OF THE 
LIBERTY STORAGE BINDER 


Bind records easily, quickly, perma- 
nently, in your own office—no tools are 


needed 
The LIBERTY self-locking binding post Metal label clip 
holds the sheets in place forever. Mere for identification 


card, available in 


thumb pressure locks posts. : 
three sizes. 


No projecting posts—smooth top and 
bottom—binders will stack perfectly. 


Metal hinges, commonly associated 


with only the mosf expensive binders, Aluminum hinge 
are now available in the economical with multiple 
LIBERTY Storage Binder. centers all with 
r , 3/16” diameter 
Twelve standard stock sizes. Eight of post-holes ad ead 


the stock sizes with multiple post-hole 
punchings 


SPECIAL SIZES quickly made to order. 


hard, durable 
Presdwood. 


BANKERS BOX COMPANY 


720 S. DEARBORN ST.+ CHICAGO 5, ILL. 
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the user to see what is drawn at all times. Complete 
information can be secured from the C-Thru Ruler 
Company, 627 Windsor St., Hartford, Conn. 


G-W STORAGE CASE 





This new drawer style folding storage box of Globe- 
Wernicke manufacture is fabricated of neutral tan, 
corrugated, high-test board. The case, which comes 
in both legal and letter sizes, is declared to be a 
sturdy, compact medium for storing vital old records. 
The easily-accessible drawer keeps these records read- 
ily available. Conveniently knocked-down for ship- 
ment, the case takes up a minimum amount of storage 
prior to being quickly assembled. It is available from 
The Globe-Wernicke Co., Norwood, Cincinnati 12, Ohio. 


COLE'S BANKER'S FILE 





A heavy gauge steel cabinet designed for keeping 
records and supplies neat and orderly has been desig- 
nated as the Banker’s File by Cole Steel Equipment 
Company, Inc., 285 Madison Ave., New York 17, N. Y 
Three letter files with spring compressors glide on ball 
bearing rollers plus a storage compartment with two 
adjustable shelves under lock and key. Offered in 
olive green or Cole grey, baked enamel! finish, these 
files are 3014 inches wide, 374 inches high and have 
a depth of 17% inches. 


WIREWAY SECRETARY 


A low-priced “two-in-one” dictating and transcrip- 
tion combination unit, the Wireway Secretary, has 
been announced by the Wireway Corporation of Amer- 
ica, 1331 Halsey St., Brooklyn 27, N. Y. This is a com- 
plete unit. accommodating up to two hours of con- 
tinuous dictation, using a magnetic wire as a recording 
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medium. The lower cost operation is claimed because 
the wire may be re-recorded repeatedly for an indef- 
inite time. It can be replayed as frequently as neces- 
sary and may be retained as a permanent record if 
so desired. Ab Waxman, general manager, states that 
exclusive franchise distributors are now being ap- 
pointed. 


ASE DEAD STORAGE FILES 





The new ASE dead storage files are designed to re- 
duce the cost of storing permanent forms and are now 
in production for the first time since the war. The 
DS file is of all-steel construction, reinforced to permit 
stacking one upon another from the floor to the ceil- 
ing without any binding of the lower drawers. These 
can be manufactured to fit any size form and more 
than 2,000 sizes are available from the All-Steel Equip- 
ment, Inc., W. Griffith Ave., Aurora, Il. 


ROCK-A-FILE MODULAR 





Created to provide beauty of appearance as well as 
comfort and efficiency, the new Rock-a-File Modular 
office furniture line is declared to eliminate the con- 
fused office appearance caused by use of independently 
designed pieces of equipment 

Designed by Charles E. Jones Associates for Rock- 
well-Barnes Company, 35 E. Wacker Dr., Chicago 1, IIl., 
Rock-a-File Modular features integrated units—desks, 
file cabinets, bookcase, shelf storage cabinet, type- 
writer cabinet, dictating machine cabinet, corner stor- 
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,eo fNIS 1S... 
WELLS ‘‘ALUMA-STEEL’’ 


The Most Beautiful Office Chair Line in the World 





WELLS 


“ALUMA-STEEL” 
SYNCHRO TILT 


Posture Arm Chair 
No. 827 


As illustrated in 
Sheltmoor Fabric 


$9150 


EA. LIST 
F.O.B. Chicago 





This chair and matching chairs are 
illustrated in our new catalag 





PS GENERAL offices 

725 $. LA SALLE ST. 
CHICAGO 5, ILLINOIS 
=: 









. 
a>” TELEPHONE 
_- HARRISON 17-1100 





OPFICE FURNITURE COMPANY 


OFFICE APPLIANCES, January, 1950 61 











Business Machines, Inc. 


| 





The purchase of the business of 
the Woodstock Typewriter Co, Inc. 





After February 1, 1950, manufacturing 


will continue under the name 


R.C.Allen 





WOODSTOCK 


Meanwhile, arrangements have been made to 
maintain present Woodstock sales and service 
throughout the world. 


R.C.Allen Business Machines, Inc. 


681 Front Street, N.W., Grand Rapids 4, Michigan 


the only company which offers the independent dealer a full line of 
ADDING MACHINES + CALCULATORS + BOOKKEEPING MACHINES + CASH REGISTERS 
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H.C. Allen 


'| Business Machines 


offer... 


a] PEAK PROFITS 
to ALL DEALERS 


on portable desk model 


MODEL 60 
Price $105 
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MODEL 65 
With direct subtraction 


Price $125 


The most modern, low-priced portable desk model adding 
machines are now available to all dealers at top discounts. 
The entire United States is your territory . . . prospects 

are everywhere! R. C. Allen portable desk model adding 
machines have more features at lower prices 

than any others on the market. All models 
add, subtract, multiply and divide. 

Sell more . .. profit more. Be an R. C. Allen 


portable adding machine dealer. 


All Prices Subject to Applicable Toxes 

















MODEL 70 
Price $125 MAIL THIS COUPON TODAY! 
mn" 
R. C. Allen Business Machines, Inc. | 
“Salesmaker’’ Division | 
MODEL 75 | 680 Front Ave., N.W., Grand Rapids, Michigan | 
, ! am interested in the opportunities you offer to J 
ee ce | portable, deat madel adding mothlas doclors ond | 
Price $1 50 | would like more information. : 
| ] 
| NAME pic 
ADDRESS 
R.C. Allen | CITY. = ds Ache 
° ] 
Business Machines,Inc. | state : 
680 Front Avenve, N.W., Grand Rapids, Michigan Le i ae ee ea eee 3 | 


50 OFFICE APPLIANCES, January, 1950 63 








age cabinet, drawer cabinet and waste receptacle. 
These can be arranged in any desired combination 
with completely harmonious appearance. Each unit 
attaches quickly and easily to adjoining units regard- 
less of sequence. All pieces are available in choice of 
grey, green, mahogany or grained walnut. 


MASO UTILITY TABLE 














A new, popular priced, all steel, all purpose table 
with a variety of uses, is now being offered by Maso 
Steel Products. In two sizes, 48 or 36 inches long by 
24 inches wide, the table is 30 inches high, and is said 
to hold 562 pounds without sagging, swaying or bend- 
ing. The all steel top of 18 gauge sheet steel and the 
16 gauge “W Bar” legs have been designed with right 
angle gusset plates, a 16 gauge center and end cross 
braces to hold firmly together. 

The new table may be used for heavy office ma- 
chines, for display, in shipping rooms or as a work 
bench. It is finished on all sides in a gleaming office 
gray or green metallic lacquer. Each is packed K. D. 
one to a carton, with three cartons strapped together 
to make one shipment, weighing 105 pounds. All hard- 
ware for assembly is furnished and no special tools 
are required. Further information may be obtained 
by writing Maso Steel Products, 81 W. Van Buren St., 
Chicago 5, Ill. 


CLARY ADDING MACHINE 





Two new credit balance adding machines—visually 
indicating the credit balance in color—are now being 
offered by The Clary Multiplier Corporation. Guess 
work in credit balance operations is said to be elim- 
inated by the new machine which are entirely auto- 
matic as well as all-electric. There are no special 
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credit balance levers to move, no extra buttons to push 
and no totals to unlock in order to find out whether 
the machine is on the debit or credit side. 

A bright red signal above the keyboard is designed 
to flash when a credit balance is reached. In addition 
to this visual indication, all sub-credits and total cred- 
its are printed on the tape in stop-light red with iden- 
tifying symbols also in color to distinguish them from 
the black positive totals. All totals are spaced apart 
from entries so they stand out on the tape. It is possi- 
ble to start with either a plus or a minus amount and 
add to or subtract from it. Whenever more is sub- 
tracted than has been added, the red signal glows 
through the tiny window above the keyboard. The 
new machines are available from Clary Multiplier Cor- 
poration, San Gabriel, Calif. 


SPEED'S TOT 50 STAPLER 





A midget-size unit, the Tot 50, has been announced 
as a new development in staplers and tackers. In a 
vest pocket plastic gift package it is complete with 
1,000 Tot staples. Built with the Swingline open chan- 
nel for split-second loading it is made of chrome fin- 
ished steel with durable tenite plastic top and has 
overall size no greater than a package of gum. Ship- 
ments will be made by Speed Products Company, Inc., 
37-18 Northern Blvd., Long Island City, N. Y., in self- 
selling display cartons of 12 complete units each to 
retail at $0.98. Shipments are to begin early in Janu- 
ary. 


MYRTLE CALCULATING DESK 





As evidence that its smartly styled but modestly 
priced Expediter line of desks includes a_ unit 
for virtually every office use, the Myrtle Desk calls at- 
tention to its calculating desk in the 3500-3600-3700 
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How to find 
and hold a good salesman 


iced A good salesman considers not only what you offer him... but 
also what you offer him to sell. 

an- First call on leading sales talent goes to the distributor of the 
has leading lines. 


elf. Quality Builds Your Organization — Good salesmen 
he: gravitate toward quality lines. 

They instinctively like to sell that product which makes the 
return call upon a customer a pleasant experience. 

So there can be no compromise in quality for the far-sighted 
distributor whose policy is to build and maintain a top-grade sales 
organization. 


Make Quality Your Standard — Give your salesman 
OLD TOWN and you give him the finest...a name that is known 
...a quality that is trusted. 

Look into the OLD TOWN franchise. For this franchise is the 
sign of a distributor who respects quality both in merchandise and 
in salesmanship . . . the sign of a distributor who is going ahead. 


\ 
ilo tL RIBBON & CARBON CO., INC. « Brooklyn 17, New York 


Makers of the finest inked ribbons and carbon papers for every conceivable use 






















series. The Expediter calculating desk is designed with 
a depressed platform for the calculating machine, to 
eliminate the need of placing it on top of a standard 
height desk or table. Because of its special design and 
construction the desk will accommodate the largest and 
support the heaviest calculating machine. It is claimed 
that the platform is positioned exactly where research 
revealed the operator likes the machine best, while the 
working area—at standard desk height—is ample for 
ledgers and for other records and reference material. 
With the calculating desk available in the most popu- 
lar woods—rift oak, mahogany or walnut finishes 
company officials point out that it is practical to equip 
an office throughout with matching units, each de- 
signed for a particular need by the Myrtle Desk Com- 
pany, High Point, N. C 


VICTOR STEEL TRANSFER CASE 


Victor steel transfer cases have again been added to 


the line being manufacured and distributed by the 
Victor Safe & Equipment Company, Inc., of North Ton- 
awanda, N. Y. These sturdy can be stacked to 
any convenient height and are available in either grey 
or green finish. All units are 27 inches deep outside, 
26% inches deep inside and are equipped with four 
rollers. 


cases 


NEW JASPER TABLE 








Available in finishes of natural, light oak or school 
brown, this new table by Jasper comes with a top made 
in solid oak 7% of an inch thick. Cross stripes on the 
bottom provide the necessary support. Legs 214 inches 
square and rails 4 inches deep are said to be made of 
selected oak. Heavy steel corner braces are also in- 
cluded. 

Bases are finished with a 
coat being applied after sealing 
is available in twelve 
Company, Inc., Jasper, Ind 


sateen sheen, the finish 
The new table, which 
made by Jasper Table 
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MULTISTAMP'’S NEW ITEMS 









New additions to the Multistamp line are the No. 3 
postcard printing guide, the No. 1 printing guide and 
the postcard drying rack. The postcard printing guide 
made of one-piece aluminum casting is for use with 
the No. 3 postcard size Multistamp stencil duplicator 
and the No. 1 printing guide is to be used with the 
standard No. 1 and the No. 1 special oversize stencil 
duplicator, aiding in accurate registration and po- 
sitioning of imprints. The postcard drying rack is a 
metal spring rack 12% inches long by one inch high, 
racking printing cards or tags upright while drying. 
It has a capacity of 150 cards and can also be used 
as filing rack for used stencils between intermittent 
re-use. Literature on these items is available from the 
Multistamp Company, Norfolk, Va. 


MAGNIPROX READING MAGNIFIER 





Featuring an oversize lens, the new Magniprox read- 
ing magnifier covers the width of two newspaper col- 
umns and is mounted in a tripod stand finished in 
gold. In displaying the instrument, a demonstrator- 
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The He Steel Line 





Now available in a rich, new Gray 


It’s a pleasure to add this new finish 
to the Weis steel line. The finer gen- 
eral appearance of Weis Gray stands 


out at once. Show this line with com- 





plete satisfaction. You know that 





underneath the handsome finish are 








the finest materials, carefully and 
accurately constructed in the Weis 
way. All Weis steel numbers are elec- 


trically welded — no rivets. Cabinets 





and trays have non-marring feet and 
wide follow blocks. Whether you sell 


the new Gray or Green, you know 





you sell the best. . . Weis! 

















SINGLE DRAWER CARD CABINET for 3x 5,4x6,5m 
8x 5,69, 4x 9 in 12” and 15” lengths. Non 
TWO DRAWER CARD CABINET for 3 x 5, 4x 6, 5 x 8, feet. Wide follow blocks and generous label holders 
8x 5,6 x9, 4x9 in 15” and 18” lengths. Rich Gray or pulls. Gray or Green. 

Green baked enamel finish. May be easily and solidly stocked 

as shown above. 












MIDGET STEEL CARD TRAYS for 3 x 5,4 x6 and 
5 x 8 cards. The 3 x 5 holds approximately 275 
cards with index. Come equipped with or without 
index and 100 cards. 













id STANDARD STEEL CARD TRAYS for 3x 5,4x6,5x8,8x5 
8'4"' and 12%” inside lengths. Adjustable 


|] 


we , marring feet. Flush hinges securely attach 


ver. £ welded no rivets. Gray or Green 
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‘ 5x 
” LETTER FILE — Used often as a personal file for letter size papers. Really Bases — these economical No. 
neat looking in Gray or Green baked enamel. Stack them two or three high. 3456's fit any size cabinet. 

Readily adaptable to the steel legs on the right. 


















STEEL BOX LETTER FILE in Standard or 
Giant size with Monthly, A-Z, or Daily 
Index. Sturdily made and Easy Clasp 
locks it tight and keeps it dust proof. 





DESK LETTER TRAYS — letter and Cap sizes. De- 

signed for quick removal of papers. No sharp 

ragged edges. Steel posts enable building them 
BANKERS NOTE CASE—The new type of case as high as desired. 


everyone likes. Cover is removable—saves work- 


ing space. Equipped with strong lock and key 
































































































































































































COULD MAKE 
THIS VALUE POSSIBLE 


LIBERATOR MODEL 100—ROTARY STENCIL DUPLICATOR 








Only outstanding Speed-O-Print engineering and ~“ 


production could make this amazingly lew price 
possible. The Liberator Model 100 is destined to 
become the world’s most popular duplicator. 


> COUNTER 
$10 EXTRA 





Many new outstanding features including — Accu- 
rate Registration — Half Ream Feed Table — Auto- 


matic Roller Release — Accomodates Stock from 7 ment 
3x5 to 9x14 inches, In Futuramic Grey or ebony World d 

black wrinkle finishes. Will reproduce anything ‘ 

that can be typed, drawn, traced or photographed Dupllicatord 
on a stencil. 


SPEED-O-PRINT CORPORATION 


161 EAST GRAND AVENUE 7 CHICAGO 11, ILLINOIS 


(Plus Federal Excise Tax) 


yk lls 
Oleh" Tear 






SPEED-O-PRINT (CANADA) LTD. 77 ST. CATHERINE ST., WEST MONTREAL 
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display plaque is furnished upon which the Magniprox 
can rest. The advertising message is read through 
the large lens itself, demonstrating how it makes fine 
print easily readable. Retailing for $7.50, the Magni- 
prox is manufactured by Buhl Optical Company, 1009 
Beech Ave., Pittsburgh 12, Pa 


NUKRAFT CUSHION 





filled office 
cushions are’ again being 
offered to the trade after 
a lapse of a number of 
years. The cushion is made 
of all new materials and is 
covered with long wearing 
genuine plastic. It is sug- 
gested by the manufacturer 
as being ideal not only for office use but for industrial 
and commercial institutions whose personnel do much 
of their work sitting down. Available in one size only 
the Seatmaster is 141% x 15 inches and is 134 inches 
thick. Cushions come in assorted colors and are 
shipped 40 to a case unbroken. Complete details may 
be secured by writing to the Seatmaster Company, 
2635 S. Wabash Ave., Chicago 16, Ill. 


NuKraft 





MININBERG OSCILLATOR 





Something new in the office supply field is this Min- 
inberg Oscillator which can be used on the back of 
a chair as well as under the feet. The oscillator acts 
as a massaging agent, inducing mobility and relaxing 
the body. Ten minutes use on the back or feet are 
said to reduce fatigue 80 per cent. 

Giving off no noise, heat or dangerous rays, the os- 
cillator can be used while working. Round concentric 
impulses are claimed to create an almost impercept- 
ible message. Designed to increase employee efficiency 
by cutting down fatigue, the oscillator is manufac- 
tured by Oscillation Products Company, 533 Main St., 
Stamford, Conn. 
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TRI-TIX GLUE 





Tri-Tix, Inc., 3745 N. Palmer St., Milwaukee, Wis., is 
again making available to the trade Tri-Tix rubber- 
cream glue for office, home and school uses. It is 
claimed to adhere to wood, leather, cloth or cardboard, 
is non-inflammable and waterproof. The manufac- 
turers say it is suitable for both permanent or tempo- 
rary mounting and adheres without the use of weights, 
will not wrinkle thin materials nor warp heavy ones. 


STATIONERS SETTEE 

Specifically designed for the business man required 
to rest during office hours or the executive who wants 
to relax for a few minutes, is this adjustable arm 
settee. Stanley Manufacturing Company also recom- 
mends it for use in reception rooms 

The couch permits either one or both of the side 
arms to be dropped. The back is 27 inches high and 
the seat is 16 inches high. The outside length, when let 
down, is 76 inches while the inside length measures 44 
inches. The depth of the seat with the pillow is 23 or 
without the pillow 29 inches. Complete details may be 


secured from Stationers Manufacturing Comany, Inc., 
1414-20 W. Tucker St., Ft. Worth, Tex 


HOLT NEETLINE-INK-RITER 


The new Holt Neetline-Ink-riter pen is being offered 


to retail at a special introductory price of $0.50. It uses 
a new exclusive black ink, claimed to permanent to 
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Here's what makes 


Goodform so different, 


distinctive, popular 


Miss America’s 
favorite chair 





No single piece of office equipment 

contributes more to a worker's 

. 7 OU are looking at the’most widely used productivity than the chair on 
which she sits. Take these out- 
stenographic and clerical chair in the standing features of Goodform 


ld. It has five adjustments so that it can No, 2123 as your yardstick when 
you measure office chairs: 
fitted to any individual, tall, short, thin or 4 
Five wmple controls adjust 
it, and provide good seated posture. It is 1 user: (1) raise or lower back; 
(2) (3) maw bach fohamay tale 


ymfortable because its shaped seat and back 
both cushioned with foam rubber. In the backrest ; (4) regulate tilting 


irse of daily work it reduces fatigue. pro- 


otes health and improves morale. It is made 2 Kintrs? cil uefa: bend 
t1luminum and will last indefinitely. Try or break. Cannot split, splinter 
; or warp. 

chair, No. 2123. for 10 days without cost 
blig W [he General Fireproofing 9 em oe a 
obligation, rite iT venera ireproohing never tarnishes. Washing with 
ompany, Dept. \-13. Youngstown 1, Ohio. a Oa 
Foam rubber cushioning on seat 


4 and back is resilient, cool, com- 
fortable. Retains shape and 
permanently. 


GENERAL fate | 
FIREPROOFING 6 See xo cues eee 


_ eo five adjustments controlled 

Front in Ae Prasiness Surnilave by iron. 
Ball-bearing casters are hard or 
7 soft rubber. Sockets rigidly 
molded into base, guaranteed to 


hold casters. 


Pays for itself. Prorated lifetime 
8 cost is under 2¢ a day. The 
lessening of fatigue and the added 
reduce absenteeism but actually 


ws ot a tar or lead Saad “er 
ALUMINUM CHAIRS BY per hour. The typing of one ad- 

. > ditional letter a day will pay for 

Ja the chair within two years. A 5% 

on increase in a worker's produe- 

Chair illustrated is Goodform No 2123 tivity pays for it in six months. 


Every GF dealer, as well as his customers 
and prospects, can see this advertisement 
appearing in Time, Business Week and 
other national publications. You should 
also see and arrange to show your 
customers and prospects the GF sound 
movie, ‘Sitting Pretty,” which telis the 
whole story of the 2123 chair. 
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water and light. Sized for pocket or purse it is avail- 
able in black, cream-white and dubonnet. The Holt 
Pen Company, Providence, R. I., is mounting one dozen 
of these No. 50 Ink-riters in assorted colors on an at- 
tractive display card with one half dozen black and 
one dozen blue refills included 


MASO'S RIGID LEG BRACKET 




















Illustration of cut-away carton shows the neat, com- 
pact packing and the pre-assembled top and parts of 
the tables and stands made by Masco Steel Products, 
81 W. Van Buren St., Chicago 5, Ill., leaving only the 
legs for the dealer to attach. The new rigid leg bracket 
(patents pending) is declared to make it possible for 
the dealer to assemble a complete Maso typewriter 





stand with use of only eight bolts and about five 
minutes’ time. 
KOH-I-NOOR PENCILS 
eile . 
A new idea in colored pencil sets has been an- 


nounced by Koh-I-Noor Pencil Company, Inc., Blooms- 
bury, N. J. This is the No. 1666, a set containing one 
pencil each of the Koh-I-Noor Polychrome pencils, the 
line made in 66 shades, a color for every purpose 
The set has a three-tier wooden base and a clear ace- 
tate cover providing an attractive display for the 
dealer and a handy working kit for the artist. 
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NU-TONE SIGNA-LARM 
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The control unit of NuTone’s new Signa-Larm pag- 
ing system and alarm signal is shown here in opera- 
tion. A flip of the telephone operator’s finger starts 
the code call desired and automatically repeats it at 
15-second intervals. The push button starts a rapid, 
continuous sounding of the chimes and serves as an 
alarm or signals the beginning and termination of 
work, lunch and rest periods. Operating on 24 volts 
current, it is manufactured by NuTone, Inc., Madison 
and Red Bank Rds., Cincinnati 27, Ohio 


FRESH'ND-AIRE MODEL F12 





A floor-type cocktail table circulator Model F12 
rounds out the Fresh’nd-Aire line recently introduced. 
The new floor model is a 12-inch unit with three op- 
erating speeds. The furniture-styled, two-tone modern 
plastic design is declared to afford ample protection 
for the blade and prevent the possibility of injury to 
children or pets. The top of the circulator makes it 
useful as a handy, decorative coffee or cocktail table. 
The manufacturer is Fresh’nd-Aire Company, 221 N. 
LaSalle St., Chicago 1, Il 


ROSE NO-STAIN 


The Rose Ribbon & Carbon Manufacturing Company, 
Inc., Elizabeth, N. J., recently announced the develop- 
ment of a new water and moisture resistant purple 
1950 


January, 
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Craftsmanship in Aluminum Furniture: 
Made to the Highest Standard Known 


With the EMECO franchise, you step into a leadership position with 
a top-quality line of anodized aluminum office furniture. The highest 
set of standards ever known governs the quality of our entire com- 


Franchise Dealers prehensive line. EMECO combines smarter design, craftsmanship 
construction by specialists, tested durability and unsurpassed valve 

4 —to give you a quality appeal and a competitive edge that guarantee 

Now Being Selected. volume. Write or wire for franchise information and illustrated folder. 
Write or Wire. EMECO CORPORATION + HANOVER, PENNA, | 


| 
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spirit carbon and master unit Rose No-Stain. The fea- 
ture of this product is declared to be that it is as 
clean to handle as ordinary typewriter carbon paper. 
It is available with or without the Rose Sta-Clean me- 
tallic protective coating and includes Gold Sealed edges 


KIENZLE MACHINE 





Kienzle Apparatebau GmbH., Villingen Schwarzwald, 
Germany, has started production of a new adding and 
listing machine of modern construction, declared to 
have only 1,000 parts. It is planned to enlarge the 
model to a bookkeeping machine with 10 columns 
and having automatic carriage return and column 
selection. Such a model will soon be marketed 


1950 LIBERTY CALENDAR 


L. L. Brown Paper Company’s 1950 calendar, now 
being distributed, is attracting attention because of the 
timeliness of its theme. It shows a large, impressive 
picture of the Statue of Liberty. At the base of the 
statue is the message, “Lasting Liberty is Based on 
Permanent Records.” The firm, whose mills are in 
Adams, Mass., has specialized in the manufacture of 
permanent record papers since 1849 


AREA-GRAPHS 
es a PRINCIPLE OF THE 
ARE A - GRAPH 
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With the aid of modern plastic and hyperbolic curves, 


the Contractors Estimating Service, 515 Yazoo St., 
Jackson, Miss., provides an instrument, the Area- 


Graph, designed to obtain area measurements quickly. 
The user lays the clear plastic sheet in position over 
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the area in question to obtain the answer. It is offered 
for estimators and all who figure areas from scaled 
drawings or blue prints. These devices are available 
for drawings in two scales, 4% inch and ™% inch. The 
illustration shows how the areas of rectangles can be 
determined, regardless of the dimensions of its side. 
Areas up to 4,000 square feet are computed on the 
lg-inch scale and 1,000 square feet on the %-inch 
scale. List price is $4.50. 


OHIO CHAIR COMPANY 





The Ohio Chair Company, Inc., 813 N. State St., 
Girard, Ohio, has announced two new chairs. As illus- 
trated, these chairs are the No. 1100 and M700 models. 


—-_< 


BLAISDELL PENCIL ADVANCES WILLIAM MAISH 
The Blaisdell Pencil Company recently announced 
that William Maish, son of the popular Andy Maish 
of this industry, has been appointed assistant manager 
of the Blaisdell Pencil Company, Philadelphia, Pa. 





Industry Personnel 
Brevities 














ED SHELPMAN — This 
proprietor of Shelpman’s at 
308 E. McDaniel, Spring- 
field, Mo., is one of the 
Middle West’s outstanding 
stationers and a well-known 
figure in the National Sta- 
tioners Association. He 
served as lieutenant gover- 
nor of the Eighth Regional 
District and was honored 
with the position of gover- 
nor for his area in NSA. 
His fellow citizens named 
him disaster chairman of the 
Greene County, Mo., chapter of the American Red 
Cross. Graduating from the University of Kansas in 
1921, Mr. Shelpman went to work soon after for Elkins- 
Swyers Office Equipment Company in Springfield, Mo., 
as a city salesman. In 1938 he was made a vice-pres- 
ident of the firm. He remained in that position until 
July, 1947, when he opened his own business under the 
name of Shelpman’s. 
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- (BERNARD) -- HAND PUNCHES 


Nationally Known for Dependable Quality 





TICKET PUNCH 





ri No. B2600 
Choice of Dies: 





THE MOST 
COMPLETE LINE 


The BERNARD Line offers profitable 


ce ‘ie ds; Spades; Dia- 
= monds, Heart Clubs, Triangle, 
Half | 


@@revaernd. 


: * | sales opportunities in practically every 
a CARD PUNCH | field. These hand tools are used in every 
‘ ” | pe of business, by professional peo- 

}CAPITOL a y pore 
| ple, clubs and other organizations, in 


schools and in the home. 


| This is an important part of the @ line 
of Office Punches. It affords you a com- 





plete selection of punches from a single 


For .” round holes. 


source, simplifying and effecting econo- 


o mies in ordering and in transportation 
EYELET PLIERS charges. 
»“‘WUNAXION”’ 


For Complete Selection 
Ask for Circular.No. D1241 







No. B130E 


Puncl | attaches eyelet in 
No. B2E eyelets 


[on 
| 








EYELET PLIERS 


BERNARD EYELET 
“SCHOLASTIC” eases 


FASTENERS 





Medium length, 
@” diameter, 
Silver finish. 





No. B2E 
Pur eter hole. Uses 
l B2] { 
: lB 
5 
| WILSON JONES Co. 
GENERAL SALES OFFICES 
NEW YORK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO. 
East i Street 26 Blackstone Street 3300 FranMiin Bivd. 816 Locust Street 
Main Plants at CHICAGO and ELIZABETH, N. d. 
aS re . . Pie Se - 


OFFICE APPLIANCES, January, 1950 
















LOOSE LEAF PUNCH 


— 


a, a... 





Choice of Dies: 


round holes. 


” 5/ 7A/ Pad ” ” 
Lg”, 2» 6» 2» 14”, 9x9 


o 
CUTTER PUNCH 
“MASTER” 


Cuts '4” slots in sheets for paper 
fasteners. 


* 
STAPLE REMOVER 


A simple and effective tool for re- 
moving wire staples. 


EYELET PUNCH 
“TRIUMPH” 


A combination punch and eyelet 
plier. Uses No. B2E eyelets. 





SAN FRANCISCO 
234 First Street 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

offices of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff 

at the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park 

Ave., New York, will be happy to be of any possible service. While the facilities at New York are not so many 
as at Chicago, there will be found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 





December 10 


Chief item of news in Britain over the past month 
has been the Business Efficiency Exhibition held at 
the Empire Hall, Olympia, London, for ten days in 
November. 

Organized by the Office Appliance Trades Associa- 
tion, the exhibition marked the launching of an in- 
tensified drive to step up even higher the already 
greatly expanded export trade of the office appliance 
and equipment industry. 

One regret, however, was that certain exhibitors 
were not manufacturing for export. More than one 
representative, when asked about the export side of 
things, commented that they were producing “for 
home trade only.” 


Firms Exhibit New Products 


However, in respect to those firms manufacturing for 
export, OFFICE APPLIANCES saw much of interest. At 
Block and Anderson, Ltd., 58-60 Kensington Church St., 
London, special emphasis was placed on catering to 
United States and Canadian markets. Among dupli- 
cators of various types offered especially for export 
needs was the “Banda” series. Designed for greater 
ease and speed of operation, this line embodies attrac- 
tive and exclusive features new to duplicating ma- 
chines. Also shown was the electrically operated 
BandaMail 500 letter opening machine and a sealing 
machine. 

Remington Rand, Ltd., Commonwealth House, 1-19, 
New Oxford St., London, W. C. 1., exhibited the usual 
wide range of office equipment including the new Rem- 
ington typewriter, manufactured in Great Britain, 
Models 586 and 686 bookkeeping machines. The Sys- 
tems Division of Remington Rand displayed the 
Kardex, Linedex, Chaindex, Graphdex, Machine Load 
Planner and the Sched-U-Graph for executive control. 

This firm had the excellent idea of exhibiting a 
museum of typewriters from 1873 (when the first 
commercial typewriter, which wrote in capitals only, 
was made for E. Remington and Sons by C. L. Sholes, 
the inventor, and Carlos Glidden, his collaborator) up 
to the present 1949 K. M. C. model typewriter. Operat- 
ing the machines were young ladies dressed in the ap- 


propriate costume of the period which their typewriter . 


represented. 
Tan-Sad Chair Company, (1931) Ltd., Avery House, 
Clerkenwell Green, London, E. C. 1., exhibited a wide 
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range of chairs. On view for the first time was the 
Principal chair, designed for executives. The back of 
the chair automatically moves and adjusts itself to 
pressure without the chair seat moving. 

Exhibited by Powers-Samas House, Holborn Barsm 
London, E. C. 1, all types of punched card accounting 
machines and instruments were to be seen. It is worthy 
of note that the new national insurance system in 
Britain is based in so far as recording, statistics and 
so forth, are concerned, on the Powers-Samas machines 
which are in use at the Central Office, Newcastle-on- 
Tyne. Specially designed for personnel statistics, mor- 
tality statistics, health statistics, market research and 
crime statistics, the new Universal printing counting 
sorter by Powers-Samas enables 80 separate totals to be 
simultaneously obtained. 

Lamson Paragon Supply Company, Ltd., of Paragon 
Works, London, E. 16, displayed many new products 
including the Formaliner-Guillotine unit attachment 
with the firm’s continuous Speediset forms which will 
make any addressing machine fully automatic. Con- 
tinuous form detachers, form feeds of various types, 
time check registers and continuous form decollators 
were also exhibited. 


Names Additional Exhibitors 


National Cash Register Company, 206-216, Maryle- 
bone Rd., London, N. W. 1, displayed an adding-listing 
machine which featured keys coloured to correspond to 
conventional cash rulings. Stairstep elevation of each 
horizontal row above the one below is said to speed 
operation by preventing the unintended selection of 
keys above or below the amount required. Full-vision 
dials speed up all figuring work. 

Other exhibitors include the Dictaphone Company, 
Ltd., Kingsway House, Kingsway, London, W. C. 2. and 
Gestetner, Ltd., Aldwych House, Aldwych, London, 
W. C. 2. as well as many other firms. Much topical 
interest was shown in the gold typewriter which had 
been brought over special from the U. S. A. for display 
purposes by the Royal Typewriters, Ltd—SER 

as aeteitiia = 
PLAN WORKS TO INCREASE OUTPUT 

Joint consultation, plus an incentive bonus scheme, 
have achieved a 50 per cent increase in output at 
J. Glover and Sons, Ltd., Groton Road, Earlsfield, Lon- 
don, S.W. 18, manufacturers of steel office furniture. 

Unions represented among the 84 operatives are 
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How mu ou spend on ad 





ertising th ir? Add to that ad- 
ertising in Business Week if you're 
handling Sure-Rite—without adding¥ 
1 penny to r advertising budget! 
190.000 su businessmen—4 
hundreds rig n your own cont 
munity —WwI e these ads—your 
Make a1 tion right now te 
Imm mor it the Sure-Rit§ 
Green Film Stencil, 999 Speedry I 
Combinat t a whingding§ . 
Ask about the Sure-Rite dealer pla Y 
Write, wir hone today! 
AMERICAN STENCIL MFG. CG 
DENVER 5, COLORAGEE 
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—and the Most Valuable Exclusive Franchise 












THE EXCLUSIVE MASTER-CRAFT DEALER safeguarding today’s sales, and insuring tomor- 
has today’s broadest and best loose-leaf line —a row’s profits. ‘ 
double line that includes a wide range of profitable , ‘ , 
s daae : - ea ane Inquire today about the Master-Craft Exclusive a 
specialties, in addition to staple loose-leaf items. . ; . 
Dealer Franchise. It’s worth getting! s 


The Master-Craft Dealer enjoys the support of a Built Likes t 















manufacturer who places the prosperity and suc- r 
cess of the dealer above all other considerations. MASTER CRAFT 

The Master-Craft Exclusive Franchise assures the 

dealer all the business in his territory, thereby KALAMAZOO. MICHIGAN s 


MASTER-CRAFT is T E oO 5 E j. &€ ase D . SION oO F THE SHA W WALKER co 
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/ 50 YEARS SERVICE TO AMERICAN BUSINESS 















































—and the Most Desirable Dealer Franchise 


THE EXCLUSIVE SHAW-WALKER DEALER 
offers his customers 4,000 items matched in 
appearance and matched for results. All bear the 
symbol of quality — “Built Like a Skyscraper” — 
the best-known trade-mark in the office equip- 
ment industry. 


The exclusive Shaw-Walker Dealer leads the 
field with products not available elsewhere, exclu- 
sive items that buyers want. 





You can fill all demands for time-saving, space- 
saving and fire-insulated products when you have 
the enormous Shaw-Walker franchise. It’s the 
trade’s most valuable! Ask about it. 


. Built Likea 
& Skyscraper’ 


GHAW-WALKER 


Home Office ... MUSKEGON, MICH. 











LARGEST €E x 


S'VE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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the Sheet Metal Workers, the Tinsmith and Braziers, 
A.E.U. and the Transport and General Workers Union. 

“We are very interested in productivity,” stated 
Richard S. Weatherley, managing director. We'll try 
out any suggestion that comes along. We have a 
weekly joint production committee meeting with every 
department represented. When production bottlenecks 
or delays come up for discussion members try to put 
forward constructive suggestions.” 


Study Production Figures 


Production figures are given to the committee once a 
month. The managing director then gets the minutes 
of each meeting so that his comments mey be available 
in time for the next meeting. 

Statistics contained in a “Sales Information and Per- 
sonnel Bulletin,” circulated once a month throughout 
the factory, not only cover details of orders obtained 
the previous month, but also list quotations submitted, 
special export orders or enquiries. 

Under the bonus scheme, a time is set for each job. 
For example, to make 500 small pressings a total time 
of 28 hours and 20 minutes may be allowed to cover all 
operations. This time is then paid for regardless of the 
actual time taken. The difference between estimated 
and actual time represents, on the average, a 50 per 
cent bonus. 

All Employees Benefit 


Operators who cannot be assessed on a time basis 
receive a bonus based on total output, as compared 
with the total output of a similar earlier period. 

Production workers receive their bonus weekly, the 
rest of the personnel receiving theirs quarterly. 


Members of the permanent staff receive a bonus at 
the end of the financial year. This is calculated on 
net results. As the sales staff is remunerated on a 
commission basis, it will be seen that all members of 
the firm have an incentive to increase productivity. 

There has been a steady increase in both wages and 
net profits over the past four or five years. Increased 
output has been obtained without any substantial in- 
crease in the number of employees. Workers in many 
cases are earning double the basic wage of the indus- 
try. Some who were completely unskilled six months 
ago are now earning over £6 a week.—SER 

*—- 


NEWS NOTES FROM AUSTRALIA 
W. Beecham, Correspondent 


Thirty manufacturers of accounting and office ma- 
chines combined to hold an exhibition in the Sydney 
Town Hall for three days—November 21 to 23. This 
exhibition was held in conjunction with the Second 
Australian Congress on Accounting. The last exhibi- 
tion of this kind in Sydney was 21 years ago, but a 
similar exhibition was held in Melbourne in 1936. 

Among the machines exhibited were mail-handling, 
printing, calculating, costing, correspondence, filing, 
communication, dictating and typewriting—machines 
which handle the problems of today’s office routine in 
the most efficient and up-to-date manner, and large 
crowds were attracted. 

* * . 

The Institute of Industrial Management, Melbourne, 
gave a series of lectures during 1949, the subjects be- 
ing: Office Methods and Routines; Office Machines and 
Equipment; Office Reproduction Methods; Methods of 
Analysis; Controlling Office Costs and Office Personnel 
The lecture on Office Reproduction Methods dealt 
with types of carbon paper, manifold paper methods 
of reproduction, spirit and non-stencil duplicating, 
wax stencils, multigraph and multilith methods, ad- 
dressing systems and methods of voice reproduction 


That on Office Machines and Equipment covered: 
principles and practice of mechanized accounting; 
definition of machines and equipment; office engineer- 
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ing distinguished from accounting; survey of me- 
chanical devices; installation of machines and equip- 
ment and mistakes to be avoided. 

Other items dealt with were: design of office forms, 
correspondence and filing, hand and machine meth- 
ods of analysis, machine aids to sorting and analyzing, 
and noise reduction. Lecturers were C. H. Morley, 
sales manager of Stott & Hoare Proprietary Ltd., W. A. 
Cook, manager of Peacock Brothers Proprietary Ltd., 
D. G. Morrison, office manager the Myer Emporium 
Ltd., E. O. Pelling, office manager Kraft-Walker Cheese 
Company Proprietary Ltd., V. L. Solomon, consulting 
accountant, and J. P. Young, executive in charge of 
personnel, Brockhoffs Biscuits Proprietary Ltd. 


E. T. Brown Ltd., Melbourne manufacturers of steel 
office equipment, reports a net profit of 16,095 pounds 
for the financial year compared with 13,246 pounds for 
the previous twelve months. This after the deduction 
of 5,750 pounds for income tax (previous year, 6,150 
pounds) and 3,432 pounds for depreciation (2,945 
pounds). The ordinary dividend was paid at the rate 
of 10 per cent, with preference dividend at 5 per cent. 
The sum of 12,797 pounds was carried forward against 
9,952 pounds brought forward, and 11,000 pounds was 
added to reserves. 

* > * 

Among the new Australian firms recently registered 
are: Ralph A. Peterson & Company, Ltd., with a capital 
of 10,000 pounds. The firm will manufacture type- 
writers, adding machines, time clocks and office equip- 
ment. The head office is in Adelaide, South Aus- 
tralia. R. W. Peterson is now the Sydney agent, lo- 
cated at 118 Strand Arcade, Pitt St. 

Office Requisites & Machines Proprietary Ltd., with 
a capital of 10,000 pounds, manufactures adding and 
calculating machines. Subscribers are Allan V. Cava- 
nough and John N. Russell, the office is at 267 George 
St., Sydney. 

> . . 

Two young Westralians, Donald A. Carson (25) and 
Matthey P. Jordan (22) claim to have designed and 
produced a pen “which is as good as any American 
model and which may save Australia many thousands 
of dollars in the next few years.” The body of this new 
pen is made from a perspex acrylic rod, and excepting 
the nib—which is manufactured in England—all parts 
of the pen are produced in Western Australia. The 
new pen has a hooded nib with a patented filling de- 
vice incorporating a “breathing tube” and after two 
years work has cost the inventors some 2,000 pounds, 
including the installation of 600 pounds worth of 
machinery at their factory in Maylands, near Perth. 

* . > 

The Government Statistician of Western Australia 
reports that during the nine months ended March 31, 
1949, imports of writing and typewriting paper from 
overseas totalled 8,414 hundred-weights (each of 112 
pounds), the total value being 63,576 pounds. 

os . 

During the past year, 49 new companies sought 
5,813,752 pounds of new capital in Australia. One of 
these companies was for the manufacture of office 
stationery, capital registered being 125,000 pounds. 

: ontina 
UARCO NAMES NEW VICE-PRESIDENTS 

At a meeting of the Board of Directors of Uarco, 
Inc., following the annual stockholders meeting, all 
directors were re-elected. Three new vice-presidents 
chosen at this time were G. L. Barker, R. A. Ferguson 
and J. J. Kral, division managers respectively of the 
eastern, central and western divisions of the company. 

Mr. Barker is located in Deep River, Conn.; Mr. Fer- 
guson in Chicago, Ill., and Mr. Kral in San Francisco, 
Calif. 

Charles Passmore was re-elected secretary-treasurer, 
and Walter R. Barker was re-elected president, accord- 
ing to a recent announcement. 
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| A Distinetive and Modern 
New STEEL AGE Finish 
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i . We take special pride in announcing 
—— “er ; 
if t the addition of a modern light grain 
i finish to the Street Ace line. A beautiful, true 
=— | reproduction of a specimen panel selected for its rich color 
RI and beautiful grain, Blonde Walnut No. 90 finish adds a 
| i distinctive new touch of modern beauty to the traditionally 
Bh < | outstanding styling and quality construction of STEEL AGE 
—— — steel office furniture. Previewed at trade exhibits in New York 


and Chicago recently, the finish attracted widespread and 
enthusiastic admiration. @ Send for color plate and 

other information on beautiful Blonde Walnut 
No. 90 finish today. It’s making news from coast to coast! 
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A VISIT TO MEXICO CITY 


Survey Reveals an Active and Progressive 
Office Equipment and Supply Market—Im- 
ports from the United States are Extensive 


By Albert Keshen 


Staff Correspondent 


ITH MEXICO one of the largest export markets 
of the United States for office equipment, every 
major American brand is represented in that country’s 
capital city, each vigorously promoting its product. 
Sales offices are maintained there by leading lines with 
direct representatives or franchise distributors posted 
in key trading centers throughout the republic. 
United States goods rank first in popularity al- 
though, whenever possible, preference is shown for 
products made in Mexico in accordance with the na- 
tional campaign to “consume what the country pro- 
duces,” a slogan posted prominently. European ma- 
chines have had comparatively little success, even 
though lower in price, because they are generally in- 
ferior to American products and cannot be serviced 
or replaced as easily. 
The country is still considered a virgin market wide 
open for sales possibilities since domestic factories can- 
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INVITING—This imposing entrance invites office machine 

and appliance buyers to Proveedor de Oficinas, S. A. Edison 
ll, in Mexico City. 


not cover most of the demand. United States, however, 
can not sell office furniture, steel or wooden, as such 
imports are banned to protect the country’s industries. 
There is only one calculating machine factory in Mex- 
ico, but since the product turned out is not up to 
American standards, it is as yet not a serious competi- 
tive factor. Other items such as carbon paper and 
typewriter ribbons are produced there, but as a whole 
Mexico must rely largely on imports to satisfy its 
needs in the office equipment field 


Government Is Largest Buyer 


Principal consumers are the federal, state and mu- 
nicipal government agencies which buy more than half 
of the material sold. They are followed by commercial 
institutions and banks together with foreign embas- 
sies, consulates and other offices, down to small indi- 
vidual concerns. 

The country has gradually recovered from the shock 
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of a 40 per cent increase in prices following the deval- 
ulation of the peso, now pegged at about 8.65 to the 
American dollar. Most office appliance concerns vis- 


ited, however, report that the decline in sales which 
began to dip in July, 1948, is gradually leveling off and 
they are hopeful that the chart figures soon will mount 
upwards. 

Over-all sales figures reveal that Mexico City absorbs 
about 60 per cent of the consumption of office appli- 





IN MEXICO CITY—An office interior photograph at Maquinas 
Universales, Articulo 123 No. 19 in Mexico City. 


ances, followed by Monterrey, Torreon, Guadalajara 
and the other larger business centers, with about 10 
per cent in the smaller localities. 

Biggest complaint of U. S. firms is that they are 
hampered in bringing in advertising and promotion 
material printed in the States in great quantities. It 
is costly for the smaller operators to have these sales 
stimulants printed in Spanish and as a result they are 
not distributing as much of this reading matter as 
they would like. 


Distribuidora Mexicana Ranks First 


Ranking first in the supply of office appliances is 
Distribuidora Mexicana, S. A., which produces about 





OFFICE SCENE—At F. Armida & Co., Palma 35, in Mexico 
City. A four-story building is devoted to retail sales, ware- 
housing and service. 


250 different models of office equipment in its huge 
factory in the northern outksirts of Mexico City. It 
is the largest plant of its kind in Latin America. The 
firm’s 650 employees turn out a continuous line of 
goods, all of steel, including desks, chairs, lockers, ta- 
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METAL PRODUCTS, INCORPORATED 
General Offices: 128 Monroe Avenue, Aurora, Illinois 
Factories: YORK, PA., AURORA, ILL., CHICAGO HEIGHTS, ILL. 
Warehouses, Branches and Declers in Principal Cities 























A PARTIAL LIST OF LYON PRODUCTS 
® Kitchen Cabinets ® Filing sbinets ® Stora inate © canal eT : 
* Lockers ® Display Equipment ® C 
* Wood Working Benches * Hanging Cabinets °F 
* Economy Locker Racks ® Welding Benches ® Drawing Table 
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THESE < PRODUCTS WILL 
MAKE MONEY FOR YOU.... 


TRANSFILE 


STEEL FRONT FIBRE BOARD FILES 






a 


LET TERS 





Offer the low cost method of housing semi- 
permanent and permanent records in an ac- 
cessible, tip of the finger way. Made of fibre 
board, they are so reinforced by steel that 
all the weight of drawer and contents is sup- 
ported on steel. Drawers slide in and out with 
surprising ease. They can be interlocked and 
stacked as high and wide as desired. No tools 
or nuts or bolts are required. A size for every 
card and record requirement. Roller bearing 


drawer suspension available on the De Luxe 


<> FILING SUPPLIES 


style. In the GUSSCO catalog you will find a complete range 
of filing supplies—good, sound merchandise, made right and 
priced for competition. 

3 STYLES 13 SIZES Write for your copy of the new GUSSCO catalog today! 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13 N. Y 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13,C . 
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Observe how Guide-O-folders HANG on the steel 
Guide-O-frames in the file drawer. The Guide-O- 
frames are adjustable and snug fit every standard 
file drawer without any cutting. No matter how 
heavy the content, Guide-O-folders never touch 
the drawer bottom — they glide along on the 
Guide-O-frame. 





Pat. Pending 


Your customers are particularly file conscious this period of 
the year—more than at any other time. So now is the time 
to show them how Guide-O-folders will reduce their filing 
and finding costs. Not only can they file and find faster with 
Guide-O-folders but they will find the labor and fatigue of 
their file clerks greatly reduced. Their file clerks will no 
longer spend their days tugging heavy folders back and 
forth—for Guide-O-folders HANG and do not even touch 
the bottom of the file drawer. They just glide along easily 
on the steel Guide-O-frames. 


Your customers do not have to change their filing systems 
to use Guide-O-folders because the adjustable metal tabs 
make them adaptable for every system. And altho the tabs 
lock in place, they can be unlocked and moved from one 
position to another with utmost ease. 


Use the Guide-O-folder demonstration kit to help you make 
more money this transfer season. Write for sample Guide- 
O-folder today. 





Guile. Ofr 


WITH SLID-O-MATIC 

DISAPPEARING TOP 
A personal file, desk high, where in- 
formation may be kept instantly 
available. The Slid-O-Matic top com- 
pletely disappears at a slight push of 
the finger. It slides back into place 
with equal ease. Gray or green finish. 
Sturdy all steel construction. Mount- 
ed on rollers, the Guide-O-file can be 
moved about as required. 


The Guide-O-file is equipped with 
25 Guide-O-folders complete with ad- 
justable metal tabs and an assort- 
ment of inserts for tab headings. 
Guide-O-file is also available with- 
out the stand. 





STEEL DESK DRAWER UNIT 


Made to fit the lower deep drawer of all 
standard desks. Using this unit, the desk 
worker always has important and vital 
data at the finger tips—always in an up- 
right position. Instantly available and in- 
stantly replaced. The unit consists of a 
metal tray and 25 Guide-O-folders com- 
plete with adjustable metal tabs and an 
assortment of inserts for teb heedings. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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bles, correspondence boxes and visual cabinets. An 
average of 60 to 80 desks and 100 to 120 filing cabinets 
are completed in a day. About 80 per cent of the plant’s 
total output is in office equipment, the remainder being 
devoted to refrigerators, kitchen cabinets and washing 
machines. 

Established in 1929, this concern has expanded so 
rapidly that it is opening an addition in March, 1950, 
for the manufacture of wood office equipment and 





REYES Y CATALA, S. A. AT MEXICO CITY 


upholstered chairs, even though it already has such 
a unit already functioning in another part of Mexico 
City. Besides supplying the domestic market, ship- 
ments also are made to Central America. Two retail 
stores are maintained in Mexico City, at Bolivar 25 and 
Madero 22, with 59 independent distributors supplied 
throughout the rest of the republic with the stipula- 
tion that they must give preference to the company’s 
trade-marked goods, “DM Nacional.” 

Only steel goods are produced at the huge plant 
with 60 per cent of the steel as well as linoleum desk 
tops being imported from the United States. The re- 
maining 40 per cent comes from Mexican plants. The 
most popular model of office desks has an automatic 
drawer which operates on roller-bearings and is opened 
by pushing a button. A laboratory on the grounds is 
constantly experimenting with new models and tech- 
niques. The plant is a favorite inspection site for 
“visiting firemen” from the United States 


Back to Normal 


“We are getting back to norma! after a sales dip last 
year,” said Armando Ruiz Galindo, general manager 
(who obtained some of his promotion ideas while a 
student at Northwestern Universiiy). “However, like 
everyone else, we must go out for more business. To 
that end our promotion department turns out about 
10,000 mailings a day, we get out our own house organ 
and are continuously pushing our products in news- 
papers, radio, movie directory and other media.” 

There are about five or six other factories through- 
out the republic which make office furniture, though 
on a much smaller scale. Most of them are located in 
Mexico City. These concerns maintain showrooms in 
the downtown business center of the capital. They 
either have branch sales offices in other parts of the 
country or distribute their goods through authorized 
representatives. 

Oldest of the Mexican houses in the field is F. Ar- 
mida & Co., Palma 35, in Mexico City’s downtown 
business district. Its four-story building is devoted 
to retail sales, warehousing and repairs. Founded in 





1908 by Francisco Armida, who is now manager; it is 
owned by his family, Francisco’s brother Ignacio Ar- 
mida serving as sales manager and his son, Ignacio 
Armida, Jr., acting as assistant manager 


Represents Well-known Firms 


This company represents L. C. Smith-Corona Type- 
writers, Pitney-Bowes, Elliott Addressing Machines, 
Auto-typists, English duplicators and Swedish and 
American calculating machines. It maintains its own 
branch stores in Monterrey, Torreon, Guadalajara, 
Vera Cruz and Merida. In other large cities it has its 
machines on display with salesmen working under 
direct orders from the Mexico City office. At the latter 
headquarters are 250 employees in the various depart- 
ments. 

For promotion the company relies primarily on its 
own catalogs, supplied in part by manufacturers, which 
are sent to a mailing list of 30,000 together with fre- 
quent newspaper advertising. The sales staff of 35 
in Mexico City meets weekly to discuss the latest trends 
in the field. 

“Exports from all countries are down, due in part 
to government prohibitions or high costs,” said Ignacio 
Armida, Jr. “But sales are starting to level off as con- 
sumers find that their worn-out machines need re- 
placing. As a whole we find better pickings in the 
smaller towns because of less competition. American 
brands are preferred because they are easier to replace 
than other foreign goods.” 


Rem-Rand in Mexico 


Remington Rand International maintains its prin- 
cipal headquarters at Madero 55 where there are 50 
employees. Rafael Alatorre I. is sales manager. The 





BIGGEST OUTPUT—Modern office equipment is displayed 

at Distritbuidora Mexicana, S. A., Mexico City, the largest 

plant of its kind in Latin America where as many as 80 
desks and 120 filing cabinets are produced in a day. 


company has its own agencies at Guadalajara, Puebla 
and Monterrey with 75 distributors, wholesale and 
retail, in practically every city of consequence in the 
republic. Standard lines are sold including typewrit- 
ers, adding machines, calculators, accounting ma- 
chines, statistical punch-cards, ribbons, accessories, 
electric shavers and visible lines, all of which are im- 
ported from the States. 


The company is pushing its latest line of electric 


OFFICE APPLIANCES, 1950 


January, 











BATES STAPLER 


BATES NUMBERING MACHINES 


BATES MUN-KEE STAMP PAD 
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Expediter Island Base 
5300 Series 


Get More Business in the 
Pleasing Price Range! 





Often the Myrtle Expediter almost sells itself for those installations— 
single or multiple—where price may be important. . . . It's easy to see 
why. The Expediter offers you more to offer your prospects: stream- 
lined styling, Island Base or Leg models, all currently popular finishes. 
See how these and the other modern features—many you'd expect 
only in more costly desks—are combined with old time, sturdy con- 
struction. The Expediter, you will find, has just what you need to 
build your volume—in the Pleasing Price Range. 


if the Myrtle Line is not represented adequately in your area, 
write today for full information on the profit possibilities of our 
Franchise Agreement—and for the just-released 1950 Myrtle Catalog. 


MYRTLE DESK COMPANY, HIGH POINT, N. C. 


Expediter Leg Models 3700 Series 


BETTER DESKS ARE MADE OF WOOD 
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COLUMBIA 








COLUMBIA STEEL EQUIPMENT COMPANY 
PHILADELPHIA 7, PA. 


EXECUTIVE OFFICE FACTORY 
Lincoln-Liberty Building Third, Annsbury, Orianna & Wingchocking Streets 
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and portable typewriters with Spanish keyboards 
through an intensive campaign calling for full page 
ads in the Mexico City newspapers and widespread 
direct mail. Top sellers are the HMC standard type- 
writer and the Model 5 portable. 

The Underwood line is represented by Underwood 
Mexicana, S. A., which has recently moved to newer 
and larger quarters at Artes 20. T. Schultz, manager, 
explained how the company relies primarily on sales- 
man demonstration to push its product, with most 
sales going to official representatives of foreign gov- 
ernments such as embassies or consulates. 


Burroughs Has New Quarters 


Cia. Burroughs Mexicana, S. A., at its new impressive 
quarters in the towering office building at Reforma 1, 
has a staff of 11 salesmen who cover the republic 
with its line of adding and bookkeeping machines and 
calculators. A few distributors sQpplement this cov- 
erage. 

The company recently opened its own school for 
instruction in sales presentation throughout Central 
America and the Caribbean area. Of five weeks dura- 
tion, it will be continued throughout the rest of 1949 
with five students at a time to learn the latest inno- 
vations and how to present them to the trade. For 
promotion the company is running heavy weekly ads 
in Mexico City newspapers, similar to the policy pur- 
sued in the States. 

Proveedor de Oficinas, S. A., Edison 11, represents 
Safe-Guard International, Royal Typewriter, Monroe 
Calculating Machine, Ditto, Diebold, Sound-Scriber as 
well as manufacturers of aluminum chairs and office 
furniture. The company’s president, Floyd D. Ran- 
som, on June 1 organized Floyd D. Ransom & Sons, 
S. A. de C. V. which is independent, but under the 
same management, representing Addressograph-Mul- 
tigraph lines. 

The company operates through distributor agents 
and dealers and sub-agents throughout the republic. 
It reports a sales drop of about 60 per cent over last 
year in dollar value, due in a large part to the de- 
preciation of the peso from 4.85 to its present status 
of 8.65 to the American dollar 


National Cash Register Expands 


The National Cash Register Company de Mexico, 
S. A., established in March, 1935, with a total staff of 
about 20 people, has gradually increased to the point 
where it now keeps 200 people busy 

In 1943 this expansion made it necessary to procure 
more convenient premises and the company decided 
to build its own building on a lot at the corner of 
Alfonso Herrera and Gabino Barreda streets. The 
new building was designed so that every department 
was located in the most convenient way for effective 
operation. Construction was finished during the first 
part of 1948 and in July of the same year the official 
inauguration took place 

To give a better service in the interior of the re- 
public, three sub-offices were established at Monterrey, 
N. L., San Luis Potosi, S. L. P., and Guadalajara, Jal. 
In other cities such as Chihuahua, Torreon, Vera Cruz, 
etc., mechanics as well as salesmen are stationed. 


Lists Other Firms 


Other leading firms in the office appliance field in 
Mexico City, in addiiton to those covered, are: 
Bond Maquinas para Oficianas, Plaza de la Repub- 
lica 52 
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Casa Trejo, Republica Chile 7 

Distribuidora Continental, S. de 
Uruguay 35 

Rafael Garcia V., Cinco de Mayo 40-D 

International Business Machines Corp., Balderas 132 

Maquinas Comerciales “Watson de Mexico” S. A., 
Mazatlan 2 

Maquinas Universales, Articulo 123 No. 19 

Marcos E. Moreno, Articulo 123 No. 7-D 

Muebleria Moderna, Donceles 65 

Muebleria “Modelo” S. A., Donceles 67 and Bucareli 
38 

National Cash Register Co., Barreda y Herrera 

Reyes y Catala, S. A., Palma 30 

Rimex, S. de R. L., Luis Moya 17 

H. Steele y Cia., Avenida Juarez y Balderas 

Jose A. Verea, Articulo 123, No. 25-D 

Villegas Hermanos, S. A., Cinco de Febrero 323 


R. L., Republica 


Detailed Reports on Appliance Lines 


The following is a detailed report on various office 
appliance lines. 


Typewriters. Manufacturers of typewriters have ap- 
pointed exclusive representatives throughout the re- 
public who in turn have their own distributor-dealer 
organizations with salesmen to cover the territory un- 
der a franchise. The Mexico City area constitutes the 
principal sales center followed by Monterrey, Puebla, 
Guadalajara and Torreon. The outlook is that the 
present price of standard-size typewriters is rather 
high. Distributing firms, however, are stressing sales 
promotion efforts, principally on Spanish-type and 
electric models. 

Typewriter Ribbons. The Mexican production of 
typewriter ribbons, roughly 600,000 a year, is made by 
three manufacturers, all in the Federal district. It 
is estimated that 95 per cent of production consists of 
record ribbons, five per cent copy ribbons. 

The future for U. S. typewriter ribbons seems mod- 
erately encouraging. Although domestic production 
enjoys the bulk of the market, the U. S. product has 
a definite demand which has not diminished for some 
years. Trade sources expect the entrance of English 
ribbons in the market in some quantity, but it is not 
believed this will jeopardize the American position. 

That Mexico is essentially a price market is indi- 
cated by the fact that silk ribbons have had little suc- 
cess there, even though they outlast the cotton rib- 
bons many times over. 

Duplicating Machines. With no production in Mex- 
ico, the United States provides 95 per cent of the im- 
ports. Prior to the war few electric duplicators were 
consumed in Mexico, but now there is approximately 
one electric duplicator sold for about every seven of 
the manual type. Almost all of the duplicating ma- 
chines in Mexico are of the rotary type, the number 
of flat bed machines being insignificant. 

About 75 per cent of consumption is in Mexico City. 
The remainder is principally in a few northern cities 
such as Monterrey, Torreon, Tampico and Chihuahua. 
In many of the important commercial trading cen- 
ters business houses are scarecly aware of the exis- 
tence of duplicating machines, thus indicating the size 
of the untouched market. It is estimatetd by the Unit- 
ed States Department of Commerce that the degree 
of saturation for duplicators in Mexico City is only 
25 per cent and only ten per cent in the rest of the 
republic. 

Outlook for the sale of United States made machines 

(Turn to page 133, please) 
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LIQUID DUPLICATORS er na 
Visible fivid 4 vs avtomatic paper 
feed and face-up copies — one with every 
turn of the handle, simply, easy and fast. 


it will pay you to write for details NOW. 


WOLBE i DUPLICATOR & SUPPLY CO.., 
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| Meetings, Dinners, Conventions 
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NSA MANUFACTURERS DIVISION CONVENES 


NSA manufacturers division members of the Chi- 
cago area held their annual post-convention luncheon 
meeting at the Palmer House, Chicago, on Monday, 
November 21, with 43 in attendance. Presiding over 
the meeting was Harry Fellowes, Bankers Box Com- 
pany, vice-chairman of the division. 

Following the usual formality of self-introductions, 
Chairman Fellowes introduced ‘Earl R. Kochheiser, 
Charles Ritter Company, Mansfield, Ohio, president of 
NSA, who spoke briefly of the planned co-ordinated 
program, details of which are scheduled to be mailed 
out by the various division chairmen. He added that 
one of the gravest problems in the industry today is 
the matter of maintaining a satisfactory level of dealer 
profits, and urged that dealers and manufacturers 
alike combine their efforts in solving the difficulty. 

NSA General Manager Burbank then outlined briefly 
the results of this year’s convention, pointing out 
that registration was but 57 less than in 1948, but 
that dealer registrations and attendance at exhibits 
showed a marked increase. 

A general discussion ensued on 
major points: 

A. Suggestions for improvement of exhibit. 

B. Visiting hours at Chicago plants during conven- 
tion. 

C. Space assignments. 

D. Ticket distribution for the exhibit 

E. Ticket distribution for Tuesday night party. 

F. Admission of non-registered dealers to exhibit. 

The group went on record as favoring the “screen- 
ing out” of as many souvenir hunters as possible, lim- 
itation of the number of free entertainment ducats, 


the following six 


volantary designation of the Saturday preceding the 
convention as “visiting day“ at Chicago plants, and 
the retention of the present point-credit system for 
allocation of exhibit space 

Those present at the luncheon were 






— ” Sy 


This scene was photographed as Alfred C. Howard, president- 
general manager; Elmer G. Rahe, general sales manager, 
and Kenneth Sutherland, local representative of The Globe- 
Wernicke Co., Cleveland, Ohio, were entertained at Portland. 
Ore. Host at a dinner in the Blue Room of the Multnomah 
Hotel was the J. K. Gill Co. This was Mr. Howard's first trip 
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A. D. Farrell, Automatic Pencil Sharpener Co. 

A. G. Schaefer, Sengbusch Self-Closing Inkstand Co. 

Gordon J. Kickels, C. L. Barkley & Co. 

Paul E. Burbank, National Stationers Association. 

Harry L. Fellowes, Bankers Box Co. 

E. R. Kochheiser, The Chas. Ritter Co., Mansfield, Ohio. 

E. R. Manning, National Brief Case Mfg. Co. 

J. Ed Conlon, Rockwell-Barnes Co. 

Kenneth R. Kerr, Royal Metal Mfg. Co 

Dave Sterrett, Louis Melind Co. 

James M. Eyman, Louis Melind Co 

Louis H. Farber, Louis H. Farber 

Al Skibbe, Boorum & Pease Co. 

H. P. “Mose” Nutley, Parker Pen Co 

Earle F. Opie, Weber Costello Co. 

Bruce Adams, Pelouze Mfg. Co. 

Chuck Lofgren, Sanford Ink Co. 

Fred L. Schaefer, Sanford Ink Co. 

James B. Lynch, New Indiana Chair Co. & Imperia] 
Desk Co. 

W. M. Small, Johnson Chair Co. 

Ralph Maish, Dennison Mfg. Co. 

John Fellowes, Bankers Box Co. 

Folger Fellowes, Bankers Box Co. 

John A. Gilbert, OrricE APPLIANCES 

O. R. Snapp, OFrricE APPLIANCES. 

C. H. Ward, Ditto, Inc. 

Cortland B. Horr, Associated Stationers Supply Co 

H. E. Horn, Ditto, Inc. 

C. W. Clemen, G. J. Aigner Co. 

E. J. Williamson, Chicago Desk Pad Co 

Walter J. Nickel, Bankers Box Co 

W. E. Smith, Ace Fastener Corp. 

H. J. Walsh, Ace Fastener Corp. 

D. R. Pinney, Acme Visible Records, Inc 

Leo Stein, Stein Bros. Mfg. Co. 

Robert J. Vojta, Chicago Saddlery Co 

G. J. Aigner, G. J. Aigner Co. 

Harry C. Calvin, Wilson Jones Co 

Rudy Janovsky, Wilson Jones Co 





J. K. GILL CO., PORTLAND, ORE., ENTERTAINS GLOBE-WERNICKE MEN 


to the West Coast to visit and to inspect the distribution of 

Globe-Wernicke products. More than 30 of the officers and 

sales personnel of the J. K. Gill Co. were present, including 

George Hall, general manager; Mark Gill, secretary-treasurer, 
and Harold Gill, vice-president of the Portland firm. 


OFFICE APPLIANCES, 1950 


January, 











Easy on the “BUY”! 


All eyes are on the familiar, easy-to- is precisely manufactured under strict 

identify Oakville YELLOW BOX LINE. quality control. Research and tests 
guarantee uniform performance. 

TI 


tstanding quality of Oakville When you stock the 
paper fastening devices has earned the 


f users and dealers everywhere. 


YELLOW BOX LINE, 
you deal with one dependable source. 
One shipment, one invoice does the job, 


Think what this means in 
Why? Si 


convenience 
ply because each Oakville item 


and lowered handling costs. 


STANDARDIZE ON THE YELLOW BOX LINE — IT’S PACKED FOR PROFITS, 





Scovill Manufacturing Company 


42nd St., Lexington Ave, 1419 N. Brood Street 441 Stuart Sr. 222 W. Adams 5+. Charles R. Barry Co. 430 Brannon St. 
NEW *YORK 17, NY PHILADELPHIA 22, PENN. BOSTON 16, MASS. CHICAGO 6, ILL SAN FRANCISCO 7, CALIF. 
BROWN BROS., LTD., TORONTO 2 


« Waterbury 86, Connecticut 
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M. J. Brenner, Charles Doppelt & Co., Inc 
Robert R. Bentson, Western Mfg. Co 
E. L. Patelski, Western Mfg. Co. 
Frank W. Hughes, Automatic Pencil Sharpener Co. 
——_+— 
NEW YORK STATIONERS SQUARE CLUB HOLDS 
ANNUAL DINNER DANCE 


More than 230 members, their wives and guests at- 
tended the annual dinner, dance, entertainment and 
Thanksgiving party of the Stationers Square Club of 
Greater New York, held on Saturday night, November 
19, at the Hotel Roosevelt, New York, N. Y. 

Preceding the gala affair guests enjoyed a pleasant 
hour of cocktails and congenial good fellowship in 
the spacious lounge adjoining the ballroom 

President Howard S. Sanders, Stationers and Pub- 
lishers Board of Trade, extended a cordial welcome. 

An excellent show was staged, consisting of a variety 
of well-chosen acts that were both amusing and enter- 
taining. 

Good music was furnished by Sam Ross 
Orchestra for those who cared to dance 
courses and for the balance of the evening 

Credit for providing a grand affair goes to the enter- 
tainment committee headed by Chairman Chick 
Schelly, Eberhard Faber Pencil Company; Secretary 
Sidney Diamond, Diamond Stationery Company, New 
York, N. Y., and Harry Fensterheim, S. E. & M. Vernon; 
also Ralph Barnett, Blaisdell Pencil Company; Henry 
Levy, Silver Stationery Company, New York, N. Y.; 
G. F. Griffiths, Jr.; Noesting Pin Ticket Company; 
Charles Karasik, Jaclin Stationery Company, New 
York, N. Y.; Mortimer Libien, Libien Press, Inc., New 
York, N. Y.; Jack Silver, Advanco Products Division 
of Advance Salesbook Company; Arthur Friedland, 
manufacturers’ representative; Sig. Engleberg, Eagle 
Pencil Company; Benjamin Krauss, Royal Office Sup- 
ply Corporation, New York, N. Y.; Murray Weinkrantz, 
Universal Pad & Tablet Company 


oe - 
BOSTON STATIONERS HOLD YULE PARTY 


The Boston Stationers Association Christmas Party 
attracted 180 members and guests to the Hotel Puri- 
tan on Monday evening, December 5, for an evening 
of good food, music, square dancing and good fellow- 
ship. A cocktail hour preceded the roast beef dinner 
in the gaily decorated ballroom 

Seated at the head table with their wives were Harry 
A. Azoff, president, Federal Stationery Company, Bos- 
ton; Philip A. Rooney, Baileys, Inc., Brockton, Mass.., 
first vice-president; Horton R. Frisbie, Roberts Office 
Supply Company, Portland, Me., new governor of NSA 
District No. 7; Fred T. Bowes, Eagle Pencil Company, 
president of New England Travelers Club, and John 
B. Dwyer, manufacturers’ representative 

Mr. Dwyer served in his usual splendid style as 
master of ceremonies. Each lady present received a 
cigarette lighter. 

Following the dinner and presentation of gifts to the 
ladies the evening was spent in dancing, particularly 
the square variety. 

An efficient job of taking reservations and arranging 
the seating was done by William McManus of Thorp 
& Martin Company, Boston 


—- 


and his 
between 


At the head table seated (left to right) are Mr. and Mrs. 
George Leonard, L. E. Waterman Co.; Mr. and Mrs. Irving 
Roth, Roth Brothers, Philadelphia, Pa.; Earl R. Kochheiser. 
Charles Ritter Co., Mansfield, Ohio, NSA president: Mr. and 
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PHILADELPHIA STATIONERS HOLD BANQUET 


More than 270 members, their wives and guests 
assembled to attend the forty-fourth annual banquet, 
dance and entertainment of the Philadelphia Sta- 
tioners Association held on Monday evening, Novem- 
ber 14, in the grand ballroom of the Warwick Hotel, 
Philadelphia, Pa. 

Prior to the banquet a reception was given by the 
Penn-Mar-Va Travelers which was, as it usually is, 
a huge success. A half hour of sociability and good 
fellowship during which time refreshments were 
served. On hand to play hosts for the occasion were 
chairman of the reception committee, Harry Tehan, 
Jr., the Cooke & Cobb Company; Taylor B. Kellog, 
C. Howard Hunt Pen Company; and Richard M. Graff, 
Esterbrook Pen Company; also president, George 
Leonard, L. E. Waterman Company; ex-president, Earl 
H. Prentzel, Speed Products Company, Inc.; Ben 
Wachtel, the Parker Pen Company; William F. Vogel, 
Sengbusch Self-Closing Inkstand Company; Charles 
Granath, L. E. Waterman Company; Stanley Wood- 
ruff, Weis Manufacturing Company; Charles M. Jaffer, 
Eberhard Faber Pencil Company; Bart McCloskey, 
L. E. Waterman Company; William Lindenburger, Na- 
tional Blank Book Company; John J. Kerns, Stationers 
Loose Leaf Company, and Secretary Al Williams. 

Between courses good music was provided for those 
who cared to dance and a number of good old songs 
were sung by the group led by John A. Harte, Yeo 
and Lukens Company, Philadelphia, Pa. 


Snitzer Welcomes Group 


President Joseph A. Snitzer, Automatic Printing 
Company, Philadelphia, Pa., after announcing that 
there would be no speech making, extended a cordial 
welcome to all and expressed the hope that they 
would spend an enjoyable evening. After thanking 
members of the committee for doing a fine job in 
arranging the evening’s festivities, he then introduced 
the following guests, beginning with those at the head 
table who were: Mr. and Mrs. George Leonard, L. E. 
Waterman Company; Mr. and Mrs. Irving Roth, Roth 
Brothers, Philadelphia, Pa.; Mrs. Joseph A. Snitzer; 
Charles A. Newcomet, the C. F. Heller Bindery, Read- 
ing, Pa.; Mr. and Mrs. Joseph Dunn, Wm. F. Murphy’s 
Sons Company, Philadelphia, Pa.; and NSA president, 
Earl R. Kochheiser, Charles Ritter Company, Mans- 
field, Ohio. Mr. Kochheiser, in a few well chosen 
words, expressed his pleasure in being able to be with 
the group on the celebration of their forty-fourth an- 
niversary and participate in the festivities as one of 
them. In conclusion, he asked how many of the char- 
ter members were present and four responded. They 
were: “Uncle” Bob Stafford, James Hogan & Com- 
pany, Ltd.; George Wustner, William F. Murphy’s 
Sons Company; Thomas Stagg, Hoskins, Inc., and 
Richard B. Yeo, Yeo & Lukens Company, all of Phila- 
delphia, Pa. Mr. Kochheiser offered his congratula- 
tions and respects to these men and all other members 
who have contributed to the success of the association. 

President Snitzer then announced the celebration of 
two birthdays, those of “Uncle” Bob Stafford and 
Richard B. Yeo, ages 88 and 75 respectively, and ex- 
tended birthday greetings to them. The announce- 


. wie rae 
PHILADELPHIA STATIONERS ASSN. ANNUAL BANQUET HELD NOVEMBER 14, 1949 


Mrs. Joseph A. Snitzer, Automatic Printing Co., Philadelphia, 

Pa.; Charles A. Newcomet, The C. F. Heller Bindery, Reading, 

Pa., and Mr. and Mrs. Joseph Dunn, William F. Murphy's Sons 
Co., Philadelphia, Pa. 
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ment was followed by loud and enthusiastic applause. 


Larry Herr Presented Gift 


Following an old custom of the association, Mr. 
Snitzer asked former president Larry Herr, L. B. Herr 
& Sons, Lancaster, Pa., to step forward and presented 
him with a handsome cocktail shaker suitably in- 
scribed in behalf of the association in recognition 
and appreciation of his past services. In accepting 
the gift, Mr. Herr expressed his thanks and declared 
it has been both a privilege and pleasure to serve the 
association as its presiding officer for his two-year 
term of office and he enjoyed every minute of it. He 
concluded with the opinion that being a member of 
the association is beneficial] to members and he ex- 
pressed the belief that it has in some measure con- 
tributed to the success of his business. 

Following the introductions, entertainment was pro- 
vided in the form of an excellent show consisting of 
a variety of well chosen acts that were both enter- 
taining and amusing and certainly well received as 
was indicated by the prolonged applause following 
each act. Plenty of good music was provided by Harry 
A. Shuster and his Taylor & Smith orchestra for 
those who cared to dance, both between courses and 
for the remainder of the evening 


Banquet Committee in Charge 


Much credit is due to the banquet and entertainment 
committees whose co-ordinated efforts made this affair 
an outstanding success. Comprising the banquet com- 
mittee were: Honorary chairman, Edward Eisenstein, 
Shanahan & Company, Philadelphia, Pa.; chairman, 
Bob Whitesel, Brooks Company, Philadelphia, Pa.; 
Thomas Crilley, Jr., Yeo & Lukens Company, Phila- 
delphia, Pa.; John A. Harte, Yeo & Lukens Company, 
Philadelphia, Pa.; Dave Sheperla, William F. Murphy’s 
Sons Company, Philadelphia, Pa.; George Leonard, 
L. E. Waterman Company; Ernst Abe, Jr., William F. 
Murphy’s Sons Company, Philadelphia, Pa.; and Joe 
Daley, Departmental Supply Company, Philadelphia, 
Pa. 

Officers of the Philadelphia Stationers Association 
are: president, Joseph A. Snitzer, Automatic Printing 
Corporation, Philadelphia, Pa.; first vice-president, 
Irving Roth, Roth Brothers, Philadelphia, Pa.; second 
vice-president, Charles A. Newcomet, the C. F. Hel- 
ler Bindery, Reading, Pa.; third vice-president, George 
Leonard, L. E. Waterman Company; treasurer, Ber- 
nard Dieckhaus, Dieckhaus Stationers, Philadelphia, 
Pa.; secretary, Joseph Dunn, William F. Murphy’s 
Sons Company, Philadelphia, Pa.; executive com- 
mittee—L. B. Herr, L. B. Herr & Son, Lancaster, Pa.; 
Charles W. Lukens, Yeo & Lukens Company, Phila- 
delphia, Pa., governor, NSA third Regional District; 
George Wustner, William F. Murphy’s Sons Company, 
Philadelphia, Pa.; Thomas Stagg, Hoskins, Inc., Phila- 
delphia, Pa.; Edward Eisenstein, Shanahan & Com- 
pany, Philadelphia, Pa.; and Richard B. Yeo, Yeo & 
Lukens Company, Philadelphia, Pa. 

‘anpenscitapahilieatpeanmnnenem 


CHICAGO STATIONERS HOLD CHRISTMAS PARTY 


The annual Christmas party of the Stationers Club 
of Chicago was held at Riccardo’s Studio Restaurant 
on Friday, December 9, at 6:30 p.m. Attending the event 
were more than 80 stationers, manufacturers’ repre- 
sentatives and members of the trade press. An excel- 
lent entertainment bill, featuring talented raconteurs 
and prestidigitators, followed the buffet dinner, with 
cards rounding out the evening 
—-- 


REM-RAND MAN SHOWS A SOUND FILM 


A sound film entitled “It Must Be Somewhere” 
depicting the problems involved in modern filing 
methods, was presented recently by A. C. Botterell, 
department manager, Remington Rand Company, at 
the Credit Club luncheon of the Cincinnati Association 
of Credit Men. 








STATIONERS BOWLING LEAGUE OF CHICAGO READY 
TO ROLL ‘EM IN SECOND ROUND ROBIN AT ARENA 
(Story appeared in November issue, page 158) 


———__e—= > 


NEW YORK STATIONERS 12:30 CLUB MEETS 


The regular monthly meeting of the Stationers 
12:30 Club of New York was held on Monday evening, 
November 21, at Rosoff’s Restaurant, New York, N. Y., 
with president Mortimer Libien, Libien Press, Inc., 
New York, N. Y., presiding. Sixty-five attended. 

Mr. Libien called for a few words from Robert Reich- 
man, Mooneys, Inc., New York, N. Y., NSA governor of 
the Thirteenth Regional District. In a stirring appeal 
Mr. Reichman called upon all Stationers 12:30 Club 
members for co-operation in getting new dealer mem- 
bers for the National Stationers Association so that 
once again the NSA new membership cup might come 
into possession of the district. As a special award to 
those who bring in three new members during the 
drive, a Stetson hat will be awarded. 


Urges Libien Dinner Attendance 


Irving M. Levy, Art Steel Sales Corporation, urged 
a large attendance at the coming testimonial dinner 
to J. S. Libien, Libien Press, Inc., New York, N. Y., 
post governor of NSA Thirteenth Regional District, in 
support of the stationery division of the Federation 
of Jewish Philanthropies. The affair was held on Tues- 
day evening, December 6, at the McAlpin Hotel, New 
York, N. Y. 

President Libien then announced that plans were 
well under way to hold the club’s. annual Christmas 
party on Monday evening, December 19, at Rosoff’s 
Restaurant. 

He then announced that Morton Selner, insurance 
broker, who was to have addressed the group and re- 
port on the progress of the group insurance plan 
adopted by the club, was unable to attend due to ill- 
ness. Treasurer Dwight N. Briggs, Sun Rubber Com- 
pany, reminded members that application blanks are 
available to those who wish to participate. 

President Libien informed members that the club’s 
ready relief plan, whereby on the death of a member, 
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his family will receive $200 for immediate expenses, 
has been set up and will go into effect beginning with 
February 1950. He then announced that the election 
of officers for the coming year would be held at the 
January meeting and appointed members of the 
board of governors as a nominating committee. 

The following members were appointed on the ticket 
committee for the annual Christmas party—Chairman 
Charles P. Epifano, Consolidated Wire Products Com- 
pany; Louis Wachtel, American Pencil Company; and 
Harry Fensterheim, S. E. & M. Vernon 


> 


STATIONERS EDUCATIONAL ASSOCIATION 
OF PHILADELPHIA ELECTS OFFICERS 
The Stationers Educational Association of Philadel- 
phia in a meeting held at the Robert Morris Hotel 
recently nominated and elected the following officers: 
President—Robert Whitesel, Brooks Company. 
First vice-president—William Billbrough, Dieckhaus 


Stationers. 

Second vice-president—Ed Crilley, Yeo & Lukens 
Company. 

Secretary—Alec Z. Bailine, Roth Brothers 

Treasurer—Dave Sheperla, William F. Murphy’s Sons 
Company. 


A motion was made to make the outgoing presi- 
dent, Ernst Abe Jr., William F. Murphy’s Sons Com- 
pany, a permanent honorary member of the Stationers 
Educational Association. 


Committees were appointed as follows 


Educational—William Boileau, Roth Brothers. 

Program and publicity—Jim Owens, Yeo & Lukens 
Company. 

Membership—Thomas J. Crilley, Yeo & Lukens Com- 
pany. 


Irving A. Roth, Roth Brothers; Ben Wachtel, Parker 
Pen Company; Jack Emhart, Columbia Steel Equip- 
ment Company, and Daniel Patricola, Columbia Rib- 
bon & Carbon Manufacturing Company, were invited 
to the Employers’ Night meeting for December. 

—- © 
ADDRESSES CINCINNATI RECORDS GROUP 

The Records Management Association of Cincinnati, 
Ohio, recently heard Ben Rauch, general office man- 
ager of the Kroger Company, on the subject, “The Real 
Value of Files.” A. C. Botterell, district manager of 


Remington Rand, Inc., presided 
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NEW YORK OFFICE EQUIPMENT DEALERS MEET 

Eighty-five members and guests attended the reg- 
ular monthly meeting of the Office Equipment Dealers 
Association of New York held on Monday evening, 
December 5, in the Grill Room of the Brass Rail Restau- 
rant, New York, N. Y., with President Guy Rentsler, 
Remington Rand, Inc., presiding 

In opening the meeting at the close of dinner, Pres- 
ident Rentsler rapped for attention with the new gavel 
presented to him at the previous meeting. After ex- 
tending greetings and a cordial welcome to all, he 
introduced one new member, Louis Frank, Commerce 
Desk Company, New York, N. Y. 

The following guests also were introduced: Stanley 
Zanes, Charles S. Nathan, Inc., New York, N. Y.; Stan- 
ley Wexler, Embassy Office Furniture Company, New 
York, N. Y., who had just returned from his honey- 
moon; Miss Sylvia Kreger, N.O.F.A. secretary, who 
recently became engaged; Miss Helen Troy, assistant 
N.O.F.A. secretary, and Mrs. John White, daughter of 
John R. Gray, executive director, National Office Fur- 
niture Association. 

Chairman of the activities committee, Bernard H. 
Nemlich, Regan Office Furniture Corporation, New 
York, N. Y., then introduced the guest speaker of the 
evening, Joseph M. Sullivan of Seidman & Seidman, 
furniture accountants, whose topic was “How Much 
Does It Cost You To Do Business?” 

In a comprehensive and instructive talk, Mr. Sullivan 
went back nine years to 1940, giving figures to show the 
increased cost of production, salaries, wages and taxes 
during those years. Because of these increased costs, 
he could not visualize much grounds for the reduction 
of prices during the coming year. In advising dealers 
to get back to a system of economy, he pointed out that 
profits are to be made two ways—by sales and by re- 
ducing expenses. 

He urged his listeners to control their expenses by 
the use of a streamlined tabulation system to keep their 
records up to date and note the amount of volume 
needed to break even. In this connection he described 
a workable formula to enable dealers to figure their 
break-even point and cited several cases to demon- 
strate its workability. Declaring it to be one of the 
easiest and simplest forms available to management, 
he gave as his opinion that it should be highly bene- 

(Turn to page 134, please) 





OFFICE EQUIPMENT DEALERS OF N. Y. HOLD DINNER AT BRASS RAIL 
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Here’s the key that not only opens the customer’s door, 
but through a complete line tailored to meet all his 
equipment needs, it opens and reopens that door, result- 
ing in more sales—repeat business and larger profits 
for you. The key is an A-S-E dealership in your city. 

Your customers will be quick to grasp the advan- 
tages of the A-S-E Line. This line is packed with 
proven features—features your Customers Can easily 
recognize and that you can sell: 

\ steel Desk and Table Line that is unsurpassed for 
sleek beauty and functional convertibility, equips you 
to meet all your customer's requirements—from just 
one basic desk or table design. The convertibility of 
the A-S-E Line lets you give your customer quicker 


service—without need for stocking single purpose fur- 
niture that must wait for the right buyer. 

A-S-E Storage, Wardrobe and Combination Cabinets 
are made in a wide variety of sizes. They're designed 
to give maximum value at minimum cost. Rigid A-S-E 
Construction, mechanical perfection and beauty of design 
make these cabinets unequaled in their field. 

A-S-E Files are packed with features that assure 
lasting customer satisfaction, features that combine to 
make them the fastest selling files on the market. 
There is a model and type of A-S-E Filing Cabinet to 
meet every size and price requirement. 

Sell the complete A-S-E Line — your key to greater 
profits. It’s more profitable than selling against it. 


Comparison Proves it... YOUR FIRST CHOICE IS A-S-E 


The one COMPLETE steel line . 


Desks ond Tables « Filing Cabinets + Storage and Wardrobe Cabinets + Counter-Section Equipment «+ Utility Recks 
Card Files « Unit-Robes «+ Blueprint Files « Dead Storage Files « Key Cabinets « Transfer Cases + Clothing Lockers 
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UNDERWOOD PROMOTES TURQUAND AND STEINER 

W. F. Arnold, vice-president and general sales mana- 
ger of Underwood Corporation, recently announced the 
appointment of W. G. Turquand as national sales 
manager of the typewriter division. William W. Steiner 
has been named national sales manager of the porta- 
ble typewriter division. 

Mr. Turquand, who joined Underwood in 1926 as a 
member of the Los Angeles office staff, will direct the 
sales activities of the company’s standard, electric and 
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WILLIAM W. STEINER 


W. G. TURQUAND 


noiseless typewriters throughout the continental 
United States. 

Following various assignments in the Los Angeles 
area, he was transfered to the typewriter division in 
New York in 1933, and in 1942 was granted a leave of 
absence to join the War Production Board in Wash- 
ington, where he was in charge of the government’s 
typewriter procurement program. At the close of the 
war, he became sales manager of the portable type- 
writer division, where he made a successful record and 
served until his present promotion, 

Mr. Steiner, who has spent 15 years in the office 
equipment industry in various sales capacities, became 
associated with Underwood in 1946 as manager of por- 
table typewriter sales in the greater New York area. 

After attending New York University, he served with 
the United States Army during the war as an instruc- 
tor in Japanese languages under the ASTP Program 
at the University of Pennsylvania 

- >? 
OTHER GROUPS TO CO-OPERATE NEXT MAY 
IN NOMA’S EXPOSITION AT CLEVELAND 

The Thirty-First International Conference and An- 
nual Office Machinery and Equipment Exposition 
scheduled by the National Office Management Asso- 
ciation for the Municipal Auditorium in Cleveland, 
Ohio, next May 22, 23 and 24 will take on new sig- 
nificance, featuring complete co-operation among four 
groups. 

Joining with NOMA for this event will be the Office 
Equipment Menufacturers Institute, Metal Business 
Equipment Industry and Wood Office Furniture In- 
stitute. 

The effect of this alliance is announced as bringing 
to NOMA members and other interested in scientific 
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office management throughout the United States and 
Canada, authoritative presentations from leaders in 
this field, as well as the latest developments in office 
machines, equipment and furniture. 

It is believed that O.E.M.I., M.B.E.I., W.O.F.I. and 
NOMA working together will present a conference and 
an exposition which will surpass in importance and 
magnitude any event of a like nature ever held. 

Be i eet sxe 
REORGANIZE A. B. DICK RESEARCH AND 
ENGINEERING DEPARTMENTS 

John P. Wright, vice-president-general manager of 
A. B. Dick Company, recently announced the reorgan- 
ization of the research and engineering divisions for 
the purpose of bringing about closer co-operation be- 
tween mechanical and chemical research activities. All 
of the activities of the chemical engineering and the 
mechanical engineering divisions have been combined 
under a new division, research and engineering. A. J. 
Roshkind, formerly director of the mechanical en- 
gineering division, was appointed director of research 
and engineering. Dr. T. S. Chambers, director of chem- 
ical research and engineering since 1944, has resigned 
but will continue to serve the company on a consulting 
basis. 

Four long-service employees were named by Mr. 
Roshkind to fill key positions in his division. Keith 
S. Hoover was made manager of chemical research and 
engineering; Paul A. Stephenson, manager of mechan- 
ical research and engineering; Henry E. Renwick, 
manager testing department, and Leo Ottosen, man- 


ager of the model shop. 
ccencstaiiiiadiiion 


TAYLOR CHAIR SUCCEEDS IN DIRECT MAIL 

Taylor Chair Company, Bedford, Ohio, reports suc- 
cessful use of 4 x 7 inch product photographs in direct 
mail. A check of returns evidences the fact that, toa 
dealer, a new number is not primarily a pattern newly 
added to the line, but rather a chair not currently 
on the floor—overlooked or forgotten even though it 
was profitable when in stock. 





EXCUSE US, PLEASE 





In picture No. 8 on page 22 of the November issue, 
Harley Wantz is identified as being with the National 
Blank Book Company. As any old-timer knows, this 
is a complete error because Harley Wantz has been 
with the Skinner & Kennedy Stationery Company, 
St. Louis, Mo., since the memory of man runneth not 
to the contrary. Mr. Wantz is one of the few members 
of the National Stationers Association who attended 
the first convention in 1904 and the 43rd convention 
in 1949. 

oo - as 

We regret that on page 58 of the September issue 
the Geha stencil duplicator, made by Geha-Werke, 
was said to be manufactured in Austria whereas it 
should have read, Hannover, Germany. Also in the 
report, the Ormig, Dupleco and Duplicarbo were mis- 
takenly classified as stencil duplicators. The errors 
are sincerely regretted. 
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1st STEP—The Primary 
or Basic alphabetical index 
—in the 1st position —Blue. 















































When cards increase in 
quantity and a finer distrib- 
ution is necessary—the 










































































2nd STEP—Auxillary 
guides, dividing the main al- 
; KX TEL phabetical sub-divisions are 
CONTROL System placed in the 2nd position— 
l Orange. They maintain con- 
; a trol of the number of cards 
: == 7 behind each guide. 




























































































3d STEP—Common or 
Surname guides, 3d cut, jast 
position—Black, are inserted 
to index like names when 
they occur in large numbers. 
These may be broken down 
into smaller groups by using 
Christian name initial guides 
—Orange, in last position. 
End guides show the term- 
ination of Common name 
groups. 
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: The BASIC index 
1 Or primary guides 






























































The SECOND step 
or auxiliary guides 











































































































The THIRD step or 
Surname guides 
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R. D. JACKSON FORMS NEW COMPANY 


R. D. Jackson, well known in this industry for his 
sales Management work with the Safe Cabinet Com- 
pany and the Todd Company, has recognized the 


erowing demand for a personalized service specializing 
in sales research and consultation work. He has there- 
fore formed another organization, R. D. Jackson and 
Company, sales research and sales consultants, at 
Leveque-Lincoln Tower, Columbus 15, Ohio. 

In a prospectus the assistance given to sales man- 
agers is defined as furnished “by experienced, seasoned 
sales technicians. They supply not only the technique, 
but they also bring to bear upon sales problems a 
‘completely independent, unbiased viewpoint. The ideal 
combination is a cross-fire of insiders’ intensive knowl- 
and outsiders’ extensive experience.” 

The work of the firm is exclusively in sales research 
and sales consultation. 

R. H. Dick, managing partner, also has long been 
active in this field. President of The Safe Cabinet 
Company until it was sold to Remington Rand, Mr. 
Dick founded a research and consultant com- 
pany known as Barrington Associates. Principal owner 
and partner in the firm for almost 25 years, he retired 


eaee 


Saies 


tnree years 

The desire to return from New York to Ohio, to- 
sether with the need to become active again caused 
Mr. Dick to accept a partnership in the Jackson firm. 
He is now devoting his time to sales research and con- 
ultant activities. Mr. Jackson is in charge of man- 
agement engineering and consultant work. 


—-— 


GEORGE PARRY JOINS MILTON BRADLEY 

George Parry, veteran salesman and president of 
the Empire State Travelers Club, recently announced 
that he associated with the Milton Bradley 
Company in a sales capacity. 

Mr. Parry with The Carter’s Ink Company for 
37 years, 20 years in a sales capacity. He has traveled 
New York State and northeastern Ohio for the past 
15 years and in New England for seven years prior to 
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W. E. FINZER FIRM MOVES TO NEW HOME 


Coincidental with its thirty-fifth anniversary of 
business in Portland, W. E. Finzer & Company moved 
to a new location recently. The firm is a distributor 
of addressing and duplicating machines throughout 
Oregon and southwest Washington. 

E. M. (“E”) Finzer, firm president and son of the 
founder, reports that the new location is a two-story 
building located on the west side of S. W. Park Ave. 
just north of S. W. Oak St., at 215 S. W. Park Ave. 
The building is owned by Karl Kern, son of the late 
A. E. Kern. 

Mr. Finzer said modernization work now in progress 
includes installation of the latest type of steam heat- 
ing, a new store front including a special freight 
entrance, office machine display room and offices 
downstairs, with sales offices, executive offices and 
an employees’ lunch room on the second floor. Ware- 
house, shipping and repair facilities will occupy the 
rear portion of the building. 

“An unusual feature of the new location will be a 
display window on the street level, through which 
passersby will be able to see the most modern business 
machines in operation,” Mr. Finzer explained. “One 
display will show stencil cutting on the latest type 
I.B.M. special electric typewriters, with proofing and 
address-printing operations performed on a fast Elliott 
mailer-publisher type addressing machine. 

Modernization work on the new location includes 
installation of the latest type of steam heating, new 
store front including a special freight entrance, office 
machine display room and general offices downstairs, 
with the executive and sales offices and the employees 
lunch room on the second floor. The rear portion of 
the building will be occupied by warehouse, shipping 
and repair facilities, Mr. Finzer said. 

ee ee ee 
CORPORATION LEASES BUILDING AT EUCLID 


Addressograph-Multigraph Corp. has leased a one- 
story brick building of 15,000 square feet at 1400 E. 
222nd St., Euclid, Ohio, for ten years at $140,000 for 
the term.—GET 
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COMPLETED BY PETETIN 
ry building to house Henri 
recently been completed at 

New Orleans, La 
Thus is realized the ambition of J. Henri 
Petetin, whi ime to New Orleans from the 
village of Grand Coteau in the year 1905, and 
who worked for the best known stationery 
store at that time. He entered into business 
on November 1913, with no capital but a 
determination be successful to the point 
that he could day have the most beau- 
stationery store in New 


NEW STORE 
A new 

Petetin, Inc., ha 

122 Carondole 


four-st 


and 
Urieans 
The Petetin 


ments—office ipplies, 
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now has nine depart- 
stationery, printing, 
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LEFT. — Partial 
view of 


New store front. 


RIGHT. —Depart- 
ment for relig- 
ious articles. 


engraving, greeting cards, fountain pens, 
main fountain pen repairs, religious articles and 
BELOW.— photographic supplies. The printing depart- 


ment specializes in the printing of securi- 
ties and all types of high class printing. 
Twenty-nine employees work in the new 
store which has a modern front and an in- 
terior finished in pleasing light green. 
Officers of the company are J. Henri 
Petetin, president; Thomas L. Kreiter, vice- 
president, and Mrs. J. Henri Petetin, secre- 
tary. Roland J. Roger is manager of the 
personnel department and the entire floor, 
George M. Bezou of the religious articles 
department, Miss Claire Griener of com- 
mercial stationery, assisted by J. Ferrara. 
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BEDFORD’S MARBLE CHAIR COMPANY HAILED 

AS QUALITY LEADERS IN OFFICE FURNITURE 

A recent edition of the Cleveland Plain Dealer, 
Cleveland, Ohio, paid tribute to a firm in the office 
furniture industry saying: 

“The oldest industry in the Western Reserve is 
woodworking which has built its towns and barns. 
The name of Marble has been closely associated with 
this fine craft at Bedford, Ohio, since 1824 

“Today the B. L. Marble Chair Company is known 
throughout the country and many other lands as the 
maker of quality wooden and upholstered chairs which 
lend dignity, comfort and grace to executive offices, 
banks, universities, the old House of Representatives 
at Washington and many state senate rooms. 

“The present four-story, brick plant at Bedford with 
an acre of manufacturing and storage space on each 
floor is said to be the largest, most modern and com- 
pletely equipped of its kind 


Tribute to Two Men 


“Its growth to distribution of more than 7,500 fine 
chairs a month through 2,000 dealers is the result of 
the leadership of two men—the late B. L. Marble and 
Arthur D. Pettibone, who joined the company in 1901 
and has been its president 30 years. . 

“The late B. L. Marble’s father and grandfather had 
been wood craftsmen at Bedford and were descended 
from a long line of New England artisans 

“Marble was apprenticed to a chairmaker in his early 
teens during the Civil War and his natural talent with 
woodworking tools won him instant recognition. 

“He established chair manufacturing operations with 
an associate in 1885 in a small plant on the historic 
banks of Tinker’s Creek. 

“Previous to 1900 very little attention had been given 
to chairs for office use. But when Arthur Pettibone 
joined Marble in 1901 he was quick to sense the need 
for specialized office furniture, especially with the ad- 
vent of the skyscraper office buildings 

“The individuality of Bedford chairs for homes be- 
fore 1905 increased their demand and by 1910 the en- 
tire production of the Marble plant had been converted 
to making business chairs.” 

Other officers with Arthur D. Pettibone, president, 
are C. L. Pettibone, vice-president, production; R. N. 
Thomas, vice-president, sales; and C. H. Parker, secre- 
tary-treasurer. 

. °—- 
IBM TRAVELING SHOW STARTS TOUR 

A traveling business show of International Business 
Machines Corporation products left the IBM plant at 
Endicott, N. Y., by truck and opened in Detroit, De- 
cember 5. 

The Detroit show was the first on an 11,000-mile 
nation-wide tour which will extend into 1950 and ul- 
timately will include major business and industrial 
cities in all sections of the United States. It is part 
of an IBM campaign to give business and industrial 
managements in all major centers an opportunity to 
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EXTENSIVE FACTORY OF THE B. L. MARBLE CHAIR COMPANY. BEDFORD, OHIO 


witness at first hand the latest improvements and 
developments in the IBM line of electronic and elec- 
tric accounting machines, proof machines, electric 
typewriters and time recording equipment. Air freight 
will be used to supplement trucking when the show is 
taken to the Pacific Coast and other distant points, it 
was Stated. 

The traveling show is a new and logical development 
from the standard business shows held annually in 
New York and other large cities and will be co-ordi- 
nated with other IBM promotional and sales activities 
in the same way as the standard business show, utiliz- 
ing local advertising, direct mail, displays and the 
co-operation of managers and sales personnel, not only 
in the show cities but in all other IBM offices in those 
areas. 

The show features electronic working setups to dem- 
onstrate the operation of electronic tubes in perform- 
ing calculations in IBM computing units at such in- 
credible speeds as 2,174 additions and subtractions 
per second. 

Among the newest IBM products displayed and 
demonstrated are the IBM card-programmed elec- 
tronic calculator which embodies developments from 
the construction of the large IBM calculators used in 
pure and applied science. 

The present tour itinerary includes Detroit, Chi- 
cago, Kansas City, St. Louis, Mo., Atlanta, New York, 
Boston, Houston, Los Angeles, San Francisco, Seattle 
and Denver. 

ee 


LESTER BROWN SAVES PARENTS FROM FIRE 

Early Thursday morning, December 15, the house 
of Mr. and Mrs. William H. Brown, Chicago, was swept 
by flames. Bill Brown, for many years representative 
of the Jasper Chair Company and the Jasper Desk 
Company, until his retirement three years ago because 
of illness, was asleep with Mrs. Brown in their second 
floor bedroom when fire broke out in the basement. 

Lester Brown, their son, who now represents the two 
Jasper Companies in the midwest, was awakened by 
his son, Phillip. As flames shot through the hallway, 
Lester rushed to his parents’ bedroom and found them 
overcome with smoke. He carried them to his own 
room, kicked out the window and helped firemen carry 
his mother and father down a ladder. Phillip and his 
mother managed to creep down the stairway to safety. 

Lester and his parents were treated at the St. Francis 
Hospital, Evanston, Ill. All are doing nicely as we go 
to press. Lester’s hospitalization was made necessary 
by cuts on his legs suffered when he kicked the glass 
out of his bedroom window. 

—- 


SAN ANTONIO FIRM EXPANDS 
The Maverick-Clarke Company recently purchased 
an extensive tract of land on Nogalitos St., San 
Antonio, Tex. The firm plans to use one of the large 


buildings there for its printing department, now 
housed on the second and third floors of the Travis 
Street building.—J.H.R. 
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‘Let new MARSH Felt-Point Pens 


increase your sales and profits! 


















MARKS 
blacker than a crayon, 


DRAWS 
smoother than a pencil, 


WRITES 
bolder than a pen on ANY 
surface, in any color. 


The companion to the Fountain pen and pencil! 


Everybody needs it. Everybody wants it. A real 
profit-maker for you. Retailers report steadily 
climbing sales for Marsh Felt-Point Pens and Inks. 
Public has just begun to realize the versatility of 
the FELT-POINT PEN. Here is your opportu- 
nity for bigger sales and profits! 


ING FEATURES 


Perfect writing balance « Beautifully 

styled « Valve action « Controlled ink flow 

« Pocket size « Makes fine, medium, bold 

lines « Three stvle interchangeable Felt 

Points « Large { ounce ink capacity, 

marks 500 names « Light aluminum parts. 
AN USE IT! 


IN THE FACTORY IN THE OFFICE 






PEN AND INK 





alee : FREE COUNTER DISPLAY UNIT! 


Packed in left side of display are % dozen Pens ready 
for the customer who says, “I'll take one.” People can’t 
resist “doodling,” writing, drawing. The display 








CONTROL Re MAKES SALES FOR YOU. With initial order you 
nig SS get this FREE . . . complete display, large pad, extra 
CLOG — demonstrating Pen, 
Precision-made. air-tested. ball- = = How many Pens do you want? On initial order you may 
shaned valve. Weatle tal nat Felt ~ order only six to get the dozen lot price. Personal Set 
Po 2 te see gana ete j Sy with Pen, bottle of Ink, and extra Felt Point sells for 
oint when you press downward. a “ $3.25 each at retail. 
— — 
GRADE INK 
be sediougee | CUSTOMERS WILL 
: The W et Ink That Marks Dry. SS ‘ T R y j T _ B U y | T ' 
'-Grade Ink marks on ANY ty 
wx surface, hot or cold, wet or dry. 
==} Eight colors. Self-filling 4 ounce MAIL COUPON TODAY— 
Un bott 


START PROFITS YOUR WAY 


Felt-Point Pen Div. 

MARSH CO., 83 Marsh Bidg., Belleville, tl., U. S. A. 
(C) Mail us catalog and resale discounts 

(C0 Ship us Free Display Unit with_______ 77 Pens 


Minimum order, six pens 


a Oe - 
ATTACH TO YOUR LETTERHEAD BEFORE MAILING. 

Or send order on your own Purchase Order. 
Se SS SS SS SF SF SS SSS SSS SSS eee ee eee eee eee eS 
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MANY ATTEND KALAMAZOO OPENING OF 
NEW DYKEMA OFFICE SUPPLY STORE 


Several thousand Kalamazoo, Mich., residents at- 
tended the recent preview and grand opening of the 
Dykema Office Supply new and modern store. The 
preview took place during the evening of last October 
13 with 1,200 customers and friends invited along with 
many manufacturers’ representatives. The grand open- 
ing to the public followed the next day, with attend- 
ance far beyond expectations. On that day 4,000 roses 
were handed out to the ladies and about 2,500 pencils 
and memo books to the men 


Impelling color combinations and the use of spe- 
cially-designed combination display cases, as well as 
a unique store front, are distinctive features of the 
new home of the Dykema firm. 

The store is a three-floor and basement establish- 
ment, gathering the growing business under one roof 
for the first time in several years. The basement 
sales room, given over to office furniture, and hailed by 
customers and manufacturers’ representatives alike as 
an outstanding feature of the store. Here it is planned 
to display all of the desks, chairs and accessory pieces 
as complete ensembles, displaying them in a functional 
manner. Here was done something more than group- 
ing the furniture—color and a variety of color helping 
to do a job of display and segregation without physical 
barriers. A new modern deep tone of flat wall paint 
was used. On the wall for displaying walnut wood 
furniture is a deep shadow green with the various 


ensembles, separated with artificial pilasters, placed 
against the wall. The background for grey steel fur- 
niture was done in dubonnet. The south end wall, 
where are displayed chrome reception room furniture 
pieces, was finished in burgundy. The opposite wall 
was painted in jonquil yellow making it appear wider. 

On the main floor several combination work desks 
for the staff and show cases for stock have been de- 
signed to Dykema’s specifications. There are in all, it 
is said, 32,000 different items in the office supply field, 
of which Dykema has between 14,000 and 15,000 in 
stock. A shadow wall display box backed with dubon- 
net marks the top of the broad, terraced steps to the 
basement. 

The front is an adaptation of the marquee of the 
old Orpheum (this was a theater building) to a modern 
design, with angling walk-level display window of 
golden plate that filters out actinic rays of the sun, 
at one side of the all-glass door. On the other side 
is an eye-level display section. 

Offices are in the rear of the first floor for use of 
those dealing with the patrons, while the other ac- 
counting and purchasing and general business offices 
are in the front portion of the second floor. 

The third floor is used entirely for surplus stock 
of furniture and equipment and crated storage. 

In all, the Dykema firm now has 8,000 square feet 
of space, three floors plus downstairs display room. 
The over-all dimensions are 25x80 feet. 

The retail store and office furniture department is 
completely air-conditioned. 





NEW STORE OF DYKEMA OFFICE SUPPLY AT KALAMAZOO, MICH., OPENED OCTOBER 14 


descending to office furniture department. 
view of store’s main floor on opening day. Lower left: one 


Upper left: the attractive store front, in which the new Libby- 
Owens-Ford “Golden” plate glass has been used to reduce 
glare. Note metal molding and unusual marquee extending 
five feet over sidewalk. Upper right: shadow box featuring 
clocks and other gift items draws attention of customer 
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Inset: general 

section of the basement office furniture department. Lower 

right: one of the functional wood office furniture ensembles 
regularly displayed, giving an idea of complete office. 
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if youve closed the Book 
on Llindfold, buying { 
hen 


... here is better office equipment that will pass your most rigid tests with 










flying colors. Because it is all steel, it will last a lifetime and thanks 
to its automatically controlled baked finish it will always have a 
factory-fresh appearance. 

Check all the features and you'll buy CRESTLINE . . . and to quickly 


receive all the facts, just... 














TODAY 





COUPON S 


SECURITY STEEL EQUIPMENT CORPORATION 
25 Middlesex Avenue, Avenel, New Jersey 


Please send me without obligation your folder entitled 
“designed efficiency.” 
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SECURITY STEEL EQUIPMENT CORPORATION 
25 Middlesex Avenue, Avenel, New Jersey 


Please send me without obligation your folder entitled 
“CRESTLINE in Litetone.” 


Name I 
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City Zone State 
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SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, N. J. 
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ROYAL PORTABLE ADDS REPRESENTATIVES 
W. H. Beckwith, sales manager of the portable divi- 
sion of Royal Typewriter Company, Inc., recently an- 
nounced the addition of three men to his staff of dis- 
trict representatives. 
Frank T. Campbell has been 
tory which has Indianapolis, Ind., 


assigned to the terri- 
as headquarters. A 














BREWSTER STETSON 


resident of that city, he has been engaged in selling 
for manufacturers since 1939 

Going to Denver, Colo., as Royal portable district 
representative in the Rocky Mountain territory is Jesse 
Vanlandingham. In the business world he has worked 
as an engineer doing machine design and product im- 
provement research, and was a wholesale distributor 
and district sales manager for large manufacturer 

Brewster Stetson has been appointed the Royal port- 
able representative for the Boston, Mass., territory. He 
has worked for varying periods in the investment 
banking business, for various manufacturers as a sales 
agent, and later as a sales superviso! 

-_—_———e— 2 

HEKMAN PURCHASES GUNN 

F. M. Deane, president of Gunn Furniture 
Grand Rapids, Mich., has announced that virtually 
all of the stock of the Gunn firm has been purchased 
by Edsko Hekman, son of the founder of Hekman 
Furniture Company, Grand Rapids, Mich 

Says Mr. Deane, “Mr. Hekman plans to continue 
the manufacture of office furniture and soon will 
announce additional lines. You can be very sure he 
will guard well the Gunn tradition of quality 

“My brother and I are retiring from the 1 
ment of this company, but we shall contin 
short time only in a purely advisory capacity 


FURNITURE STOCK 
Company, 


nanage- 
le for a 


OPEN TYPEWRITER FIRM AT ERIE, PA. 

A new typewriter service recently became available 
at Erie, Pa., with the opening of the Erie Typewriter 
Company, 11 W. 17th St. 

In partnership together are Willis H. Stockdale and 
Charles W. Spangler. Both men were formerly con- 
nected with the Remington Rand Company. While 
in the service Mr. Stockdale was in charge of office 
machine maintenance for the headquarters of the 
Ferrying Division Air Transport Command. 

The Erie Typewrter Company is featuring service on 
all makes and models of typewriters with free pickup 
and delivery on all models including portable ma- 
chines. 

—¢ 
DUGGAN RIDER EMPLOYEES HONOR J. B. RIDER 

Employees of the Duggan Rider Company, office sup- 
plies firm of Erie, Pa., honored their retiring employer, 
James B. Rider, at a dinner meeting in the Village Hotel, 
Erie. Mr. Rider had been with the firm for 42 years. 
The company has been sold to A. L. McDonald and 
Q. L. Horsman, who are president and secretary, re- 
spectively, of the new firm.—GET 

—_-—— 

ROYAL METAL MAKES NEW APPOINTMENTS 

To deal with rising sales and to cope with post-war 
competition, Royal Metal Manufacturing Company has 
announced the reorganization of its executive staff to 
serve dealers better and more efficiently. Alfred E 
Siegel, former advertising manager, has been ap- 
pointed general merchandising manager for all the 
divisions of the company. 

Herman Peters, formerly divisional sales manager 
in the commercial and professional field, is now as- 
sistant general sales manager. Frank O’Connor, divi- 
sional sales manager in the industrial seating field, 
has been appointed along with Ken R. Kerr, divisional 
sales manager of the office furniture field, as asso- 
clate managers. These two departments have 
been combined, now the office factory seating division 


sales 


R. E. Witts is now the sales manager of the con- 
tract division, which includes all government and 
export sales. Bart Geldigan, assistant advertising 


manager, is handling functions in the advertising de- 
partment. George Geocaris, manager of the commer- 
cial division, is serving all dealers in that field 

Lee Marks has been selected to take over the pro- 
fessional division to assist all the dealers in that field 
Don Kreger is now manager of the office and indus- 
trial seating division, assisting Ken Kerr and Frank 
O’Connor. These appointments were made with an eye 
for increasing sales and promoting better dealer rela- 


tionship 











WOODALL INDUSTRIES 


The Service Products Division of Woodall Industries, Inc., is 
now occupying a new plant at 3500 Oakton St., Skokie, II. 
It broke ground June 29 for the million dollar home, part of 
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INC., OCCUPIES NEW PLANT AT SKOKIE, ILL. 


an expansion program. The Chicago area plant is a one- 
story building on a 7!/2-acre site with 100,000 square feet 


of floor area. Exterior is of face brick and glass brick. 


January, 1950 
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the new err utle 
sets a new tempo in Executive 
Furniture... 


REAR VIEW 


¢ Dealers inquiries invited 





The JASPER DESK Company 
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JASPER, 


1950 


OUTSTANDING FEATURES — Genuine 
Walnut — inside and out— Matched Butt 
Walnut drawer fronts — Ball bearing Sus- 
pension deep drawer — Yale locking device 
— Large Utility slide in back — Metal run- 
ners for hanging file—Statuary bronze 
pulls. Hand rubbed 8 process finish — 
Chemical wood sealer to reduce sticking 
drawers. —Complete suite accessories: 
Bookcase, hutch cabinet, phone console. 
wastebasket, costumer, and 60” to 36” 
occasional tables. 


INDIANA 

















CRAIN JOINS REM-RAND AT SALINA 
Gordon Crain, formerly manager of the B. F. Good- 
rich store, 118 N. Santa Fe, Salina, Kans., is now 
with the Remington-Rand Sales agency in Salina.— 
GMH 
—_- 


WYRICK FIRM MOVES TO NEW QUARTERS 

The S. T. Wyrick & Company, office equipment and 
supplies firm of Greensboro, N. C., recently moved to 
a new modern building erected by the concern on a 
location next door to the store which had been pre- 
viously occupied. 

This new building was especially designed for office 
equipment and commercial stationery exclusively, 
The first floor is equipped with modern fixtures of 
light oak with genuine walnut trim built to specifica- 
tions. The front of the store is recessed three and 
one-half feet from the sidewalk with an open-view 
window. Spotlights are used effectively for showing 
merchandise in the store at night as well as in the 
second-floor display window. 

Offices and stockroom occupy the second floor. The 
third floor is designed and fitted for showing suites 
of office furniture to the very best advantage. The 
basement is utilized for service work and the storage 
of furniture. There is an elevator to each floor. 

Born in the depression of the early thirties, S. T 
Wyrick & Company has grown from a force of one 
to 13 at this time. 

S. T. Wyrick, Sr., started in 1932 selling office sup- 
plies from an upstairs bare room with an overhead of 
$5.00 per month rental and capital of $100. In early 
1934, S. T. Wyrick, Jr., came in the firm. Mrs. Wyrick, 
Sr., was the office personnel, answering the phone 
After 18 months the concern moved to a much larger 
room in a downstairs location where 400 square feet 
of floor space was available. The business continued its 
expansion and in August, 1937, decision was made 
which moved the firm to a building at 119 N. Greene 
St., having two floors and 5,000 square feet of space. 
There, the concern remained until the new structure 
was finished. 


~ 


NEW HOME OF S. T. WYRICK 
& CO., GREENSBORO, N. C.— 
Above: the recessed store- 
front is unique in having dis- 
play windows on both the 
main and second floors. Upper 
right: the main floor as seen 
through large display win- 
dows. Lower right: portion of 
the office furniture department. 
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BUYS LLORENS 10-KEY ADDING MACHINE 

L. C. Smith & Corona Typewriters, Inc., on Novem- 
ber 18, completed arrangements with the Universal 
Business Machine Corporation for the purchase of the 
Llorens Ten Key adding machine. According to Presi- 
dent H. W. Smith, “this product will be manufactured 
and marketed under the name Smith-Corona sometime 
during the last half of 1950 through its Smith-Corona 
dealer organization. 

“Smith-Corona’s interest in the Llorens is due to 
the fact that it is a ten key machine and, therefore, 
provides a highly desirable supplement to the present 
full keyboard Smith-Corona adding machine line.” 

-——— a — 


A. B. DICK PROMOTES HEDMAN 


John H. Hamline, national accounts sales manager 
of the A. B. Dick Company, recently announced the 
appointment of W. A. Hedman as national accounts 
representative. 

Mr. Hedman, formerly of the sales engineering de- 
partment, will be located at the eastern regional office 
in New York, N. Y. His new position will entail the 
co-ordination of sales activity among national accounts 
headquartered in New York, Hartford, Rochester, 
Schenectady and Bethlehem, Pa. 

A graduate of Indiana University, Mr. Hedman joined 
the firm in 1946 after his discharge as a captain in 
the Army Air Force. 

—> 


BURGLARS HIT WICHITA FIRM 


Burglars entered the Tinder Office Supply Company, 
514 N. Broadway, Wichita, Kans., recently, and took 
between $70 and $75, according to Paul H. Tinder, 
owner. 

Entrance was gained by the burglars when they 
forced open a window in the rest room at the rear of 
the building. Pins were then removed from the door’s 
hinges, between the stock room and the main part of 
the store, and then the burglars entered the office. The 
money was taken from the cash register and a safe 
which was not locked.—_GMH 
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: at your sales opportunities 
. for B & P Visible/Records 





- | De aes ALL INDIVIDUAL RECORDS 


N= LEDGER ACCOUNTS 
i iT SS | fgg SALES RECORDS 


of @ ane 


fe | I , | y 4 CREDIT OR 
: | qi, COLLECTION RECORDS 

















EMPLOYEE RECORDS 


STOCK RECORDS 


COST OR PRODUCTION 
RECORDS . . . ETC. 








You can sell the speed, accuracy and all-round efficiency 


of Boorum & Pease Visible Record Equipment for keeping 


Standard 


all individual records where a single card or sheet 





is used for each name or item. Size to fit every need. Ter] at 
Multiple unit illustrated with posting table holds as lar aagF 
many as 6,000 individual records. Brass reinforced 

No Tear Forms assure repeat form business. Product 

Stock and sell B & P Visible Equipment. General Offices: 84 Hudson Ave., Brooklyn 1, N.Y. 


Boston 10: 80 Summer St. © St. Lowis 2: 115 Se. Sth St. * Chicago 7: 310 W. Polk St. 
. | | Visibl New York City Salesroom: 349 Broodwoy, New York 13 
Now available — a comp ete new isible Chicago Salesroom: 1519 Merchandise Mart Plaze, Chicago 54 


Demonstrator. See your B & P Representative. 
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WALTER R. HILLES REMODELS STORE 


The Walter R. Hilles office outfitting firm of Butler, 
Pa., observing its twelfth anniversary last December 1, 
had another occasion for celebration in the recent 
remodeling of the store. 

Modernization involved the installation of large 
windows and fluorescent lights for better display and 
better interior lighting and the finishing of walls in 
pastel shade of green with white block ceiling. Open 
display racks are built around columns through the 
center of the store. 

The store was opened on December 1, 1937, then 
occupying a space of only 300 square feet. Business 
continued to expand and now Walter R. Hilles oper- 
ates in the first floor of his own building, located at 
the corner of McKean and Wayne Sts., utilizing an 
area of 3,500 square feet. 

The firm has exclusive agencies for Codo carbon 
and ribbons, Oxford Pendaflex, Harter posture chairs 
and National Blank Book Company products. Also 
carried are the All-Steel Equipment line and the 
products of The Globe-Wernicke Co., Jasper Office 
Furniture Company, New Indiana Chair Company and 
W. H. Gunlocke Company. 

“Prompt Personalized Service” is the firm’s slogan 

. —?—— 
IBM APPOINTS CARLOS A. VIDAL 

IBM World Trade Corporation, newly-created sub- 
sidiary which has taken over all International Business 
Machines Corporation business outside the United 
States, recently announced the appointment of Carlos 
A. Vidal as a special representative for Latin America 
with headquarters in Lima, Peru. He was previously 
IBM advisor for Latin America 

Announcement was also made of the appointment of 
Albert F. Desmet as manager of the new corporation’s 
accounting department, with headquarters in New 
York. He was previously head of the IBM foreign ac- 
counting department. 

Mr. Vidal joined IBM in New York in 1928 and served 
there and in Washington, D. C., before becoming man- 
ager for Peru in 1930. He was made a special repre- 
sentative in 1940 and Latin American advisor in 1946 
In 1936, he won the Watson Trophy for the best in- 
dividual sales record in the IBM world organization 
and altogether has qualified six times for membership 
in the IBM annual sales honor organization, the Hun- 
dred Percent Club. 

Mr. Desmet, who attended New York University and 
is a graduate of Pace Institute, joined IBM in 1935 in 
New York and served there in Rochester in various ac- 
counting capacities until he became manager of the 
foreign accounting department in 1947 


os 
O’REILLY FIRM AWARDED CONTRACT 
Allen County Commissioners at Fort Wayne. Ind.. 


recently awarded a contract to the O'Reilly Office 
Supply Company, Fort Wayne, Ind., for the purchase 
of filing cabinets for use in the county auditor's office 
The firm’s bid was $1,103.45 for the cabinets —AK 
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NEWLY-REMODELED STORE OF WAL- 
TER R. HILLES, McCKEAN AND WAYNE 
STS., IN BUTLER. PA. 


BARKLEY AND BRIDE RECEIVE CHAIR AS GIFT 
FROM OWENSBORO RESIDENTS 

Vice-President Alben W. Barkley and his bride re- 
ceived a wedding gift from residents of Owensboro, 
Ky., who, in order to have a part in the presentation, 
contributed to a fund to be used by the Kiwanis Club 
of Owensboro for youth welfare. 

A chair was manufactured by the Murphy-Miller 





: 
A GIFT FOR THE BARKLEYS—A wedding gift from 
Owensboro, Ky., to Vice-President Barkley and his bride 
is this chair made at the Murphy-Miller Co. Upholstery 
material for the chair on which Garman Bruce (left), up- 
holstery foreman of Murphy-Miller, works, was delivered by 
W. E. Goldman, Chicago, and D. E. Hogan, Jr., Lawrence. 
Mass., of the Bolta Co. It was received by Steve Murphy 

(right), general manager of Murphy-Miller. 


Company especially for the vice-president’s residence 
and sent him as a wedding gift. Accompanying it was 
a scroll on which were inscribed the names of persons 
who have contributed to the Barkley Chair Youth 
Welfare Fund. 

The chair is a base rocker, upholstered with foam 
rubber covered with a new multi-color printed plastic 
developed by the Bolta Company, Lawrence, Mass., and 
which had its first use on the Barkley gift. 

_—_————— oe 


NO LONGER WITH PROTECTALL MANUFACTURING 

E. H. Mosler, Jr., president of Protectall Manufac- 
turing Corporation, Syracuse, N. Y., recently an- 
nounced that Charles Kamp and Henry M. Bluestone 
are no longer connected with or in any way represent 
the company. 
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The new offices of the Industrial Bank of St. Louis were 
furnished completely by Lammert Furniture Company, 

° St. Louis. Every desk unit is a Wiltshire Modern by 
Imperial. 


Wiltshire Modern plays big role 
in banking “Point-of-Sale!” 


It’s easy to do business at the Industrial Bank of St. Louis. Each 
banking service is quickly available and mighty attractive, too! 
...and Wiltshire Modern desks are right there, front and center. 
They play a big part in catching the customer's eye and making 
him feel at home. For the bank, they offer tasteful modern 
— and utility; for the customer, a friendly invitation to 
sit down. 


Take a tip from the installer, Lammert Furniture Company of 
St. Louis...use Wiltshire Modern’s -EXTRA selling points for 
more and quicker sales... they'll sell for you and they'll sell for 
your customers! 





The moan who signs your order knows 


about Imperial desks! Every month 
he sees our display ads in AMERI- 
CAN BUSINESS 


desk company 


w MEMBER WOOD OFFICE EVANSVILLE 7, INDIANA 
FURNITURE INSTITUTE MANUFACTURERS OF WOOD OFFICE FURNITURE 
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CORTEZ PETERS APPEARS AT BUSINESS SHOW 

Cortez Peters, who claims to be the world’s champion 
portable typewriter typist, appeared in the booth of 
Mason’s, office outfitters of Almond, N. Y., during their 
display at the business show conducted recently by 
the N. Y. State Agricultural & Technical Institute of 
Alfred University, Alfred, N. Y. 

This was the occasion of the school’s annual harvest 
festival at which time students from the sales class 
were assigned to booths to assist in demonstrating and 
selling. 

Mr. Peters demonstrated the speed which attained 
for a record on a standard portable typewriter of 141 
words per minute. His appearance was through the 
courtesy of the Royal Typewriter Company, Inc. 

——— or 


ERIE ART METAL APPOINTS BALLIETT 
The Erie Art Metal Company, Inc., Erie, Pa., manu- 
facturer of the Dan Dee steel waste baskets and bond 
boxes, has appointed Clarence E. Balliett of 19 S. La- 
Salle St., Chicago, as the district sales representative 
for the Middle West territory. 


—————*—- - 
IVAN ALLEN-MARSHALL COMPANY USES 
FOUR-PAGE NEWSPAPER AD SECTION 

One of the most comprehensive pieces of seasonal 
newspaper promotion ever used by a local office out- 
fitter carried an Ivan-Allen-Marshall Company mes- 
sage in more than 300,000 copies of the Atlanta (Ga.) 
Journal on Sunday, November 27. 

This was a four-page two-color advertisement. 

In addition to the large circulation of the company’s 
message through the newspaper, 12,000 additional 
copies of the section were mailed to the business firms 
in Ivan-Allen-Marshall Company’s trading area on 
the regular mailing list. 

This advertising, carrying out the effective policy 
which won National Stationers Association honors for 
the Atlanta firm at the 1948 convention, had the theme 
of “Unusual Gifts.” These gifts were featured “for 
business friends, for personal friends, and for friendly 
homes.” 

A special service was emphasized. Those gifts starred 
in the advertising are personalized with gold stamped 
or metal initials. No charge is made for gift wrapping. 

Hundreds of items were pictured and described and 
a provision was made in the ad for convenient mail 
orders. 

Among the articles featured were desk clocks, desk 
sets, security boxes, portfolios, appointment books, fil- 
ing cabinets, guest books, desks, typewriters, colored 
pencil sets, address and scrap books, chair cushions 
and dozens of others for the store that has “over 5,000 
gifts for your home.” 
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MASON’S BOOTH AT BUSINESS SHOW 
—Cortez Peters, champion portable type- 
writer typist. is seated in the booth of 
Mason’s; Almond, N. Y., during their dis- 
play at the business show conducted by 
the New York State Agricultural & Tech- 
nical Institute of Alfred University. 


REM-RAND ANNOUNCES APPOINTMENTS 

Al N. Sears, formerly vice-president and general 
manager of the systems division of Remington Rand, 
was recently appointed to the new assignment of vice- 
president and director of general domestic sales- 
service operations, including the management con- 
trols, business machines and supplies and dealer sales 
divisions. 

The management controls division is comprised of 
the former accounting, photo records, tabulating and 
systems divisions. The new business machines and 
supplies division includes the former adding, calculat- 
ing and typewriter divisions—in addition to the Rem- 
tico and duplicator supplies divisions. The dealer 
sales division continues as a wholesale outlet for port- 
able typewriters, adding machines, Victor Safe & 
Equipment products, carbon papers, ribbons and dupli- 
cator supplies. 

The general sales operation also includes general 
mechanical services, advertising department, home 
office and field services and the business services de- 
partments. 

T. J. Norton, formerly general sales manager of the 
systems, photo records division, has been elected a 
vice-president and general sales manager of the new 
management controls division. M. H. Simmonds, for- 
merly assistant general sales manager of the systems- 
photo records division, has been advanced to sales 
manager of these operations. 

The responsibilities of H. W. Millang, sales manager 
of the tabulating machines division, have been en- 
larged to include the sales of accounting-bookkeeping 
machines. 

H. A. Hicks, formerly vice-president of the adding- 
bookkeeping and calculating machines division, as- 
sumes the responsibility of vice-president and general 
sales manager of the new dealer sales division. 

H. V. Widdoes, formerly vice-president of the type- 
writer division, now heads up the new business ma- 
chines and supplies division as vice-president and gen- 
eral sales manager. H. F. Ronan, formerly New York 
branch sales manager of the typewriter division, as- 
sumes the new responsibility of sales manager of the 
typewriter, Remtico and duplicator supplies operations. 

W. A. Rhodes will be sales manager of the adding- 
calculating sales operations with C. Wakefield as his 
assistant. 

Oo 
JOSEPH SOMMER JOINS DILLON FIRM 


Joseph Sommer, formerly sales manager of office 
equipment for the William B. Burford Printing Com- 
pany, Indianapolis, has joined the Dillon Office 
Equipment Exchange, that city, as sales manager.—AK 
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Sore ne 


Our story is brief but important—the flat, 
plier-type Neva-Cioc Stapler is just about 
perfect for carrying in a brief case. It’s only 
three quarters of an inch thick! But it’s full- 


chested and tough. 


Every traveling man is a prospect, because 
N-C J-30 (and J-60) not only travels well, 
but saves the salesman’s time and temper in 
keeping reports, order forms and correspond- 
ence in businesslike fashion. Some sales 
managers prescribe NEvA-CLoc. 

» And here’s a suggestion—whenever you sell 
a brief case, make an additional sale and 
another profit by suggesting a Neva-CLoc 


to go with it. 








NEVA-CLOG Model J-30 
Also Model J-60 for both permanent and temporary stapling: 
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@ RIBBONS 

e CARBONS 

@ SPIRIT & GELATIN CARBONS 
@ CARBONIZED ROLLS 


Prove it in your own office! Send lay for free samples of Queen 
Non-Curl Carbon Paper and Queen Ribbons. Tell us the make of 
typewriter and the number of carbons you usually need, we'll rush 
your sample—then yor 


“4s 
ifacturers of 


INKED RIBBONS ° CARBON PAPERS ee 


MASTER UNITS HECTOGRAPH CARBONS et IEP Sale el, ~~ 


+: 


UEEN RIBBON & CARBON CO., INC. 


Executive Offices 


742-760 Wythe Avenue Brooklyn 11, New York 


Factories: Brooklyn, New York and Chicago, Illinois 
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Calendar of 
Industry Activities 











February 27-March 2. Thirty-Fourth annual con- 
vention of Wholesale Stationers Association of the 


U.S.A., Hotel New Yorker, New York, N. Y. H. C. Whit- 
temore, Gen¢ Manager, 250 Fifth Ave., New York, 
N. Y 


February 27-March 1. Office Management Associa- 
tion of Chicago, Stevens Hotel, Chicago, Ill. Organiza- 
tion headquarters, 105 W. Madison St., Chicago, Il. 

March 20-21. District No. 5, NSA, Greenbrier Hotel, 
White Sulphur Springs, W. Va. Harry S. May, Regional 
Governor, May Office Service, Beckley, W. Va. 

March 23-24. District No. 13, NSA, The Statler Ho- 
tel, New York, N. Y. Robert Reichman, Regional Gov- 
ernor, Mooney’s, Inc., New York, N. Y. 

March 23-25. National Office Furniture Assoc., Hotel 
Commodore, New York, N. Y. John R. Gray, Executive 
Director, 60 W. 42nd St., New York 17, N. Y. 

March 30-31. District No. 2, NSA, The Statler Hotel, 
Buffalo, N. Y. Walter H. Miller, Regional Governor, 
Otto Ulbrich Co., Buffalo, N. Y. 

April 13-15. District No. 4, NSA, Boca Raton Hotel, 
Boca Raton, Fla. Ben H. Vanderford, Regional Gov- 
ernor, E. H. Clarke & Bros., Memphis, Tenn. 

April 19-20. District No. 9, NSA, Rice Hotel, Houston, 
Tex. Howard Dear, Regional Governor, Standard Sta- 
tioners, Jackson, Miss. 

April 24-25. District No. 14, NSA, Hotel Westward 
Ho, Phoenix, Ariz. Edward R. Harrington, Regional 
Governor, Heinze, Bowen & Harrington, Phoenix, Ariz. 

May 1-2. District No. 12, NSA, hotel indefinite, San 
Francisco, Calif. Ray Morgan, Regional Governor, 
Morgan & Barclay Co., San Francisco, Calif. 

May 5-6. District No. 11, NSA, The Leopold Hotel, 
Bellingham, Wash. H. Humphrey Griggs, Regional 
Governor, Griggs, Bellingham, Wash. 

May 9-10. District No. 10, NSA, The Broadmoor Ho- 
tel, Colorado Springs, Colo. Adrian Pembroke, Re- 
gional Governor, Pembroke Co., Salt Lake City, Utah. 

May 11-13. District No. 8, NSA, Continental Hotel, 
Kansas City, Mo. J. L. Wren, Regional Governor, House 
of Wren, Oklahoma City, Okla. 

May 15-16. District No. 6, NSA, Moraine Hotel, High- 
land Park, | Ed Shapiro, Regional Governor, Esco 
Stationery Store, Chicago, Il. 

May 19-20. District No. 7, NSA, Nicollet Hotel, Min- 
neapolis, Minn. Bob Jerue, Regional Governor, Mc- 
Clain & Hedman Co., St. Paul, Minn 

May 21-24. National Office Management Association 
onventio1 exhibit, Cleveland, Ohio. Association 
headquarters, 13 E. Chelten Ave., Philadelphia 44, Pa. 

June 5-6. District No. 1, NSA, Wentworth-by-the 
Sea, Ports! ith, N. H. Horton Frisbie, Regional Gov 
ernor, Roberts Office Supply Co., Portland, Me. 


June 19-20. District No. 3, NSA, Chalfonte-Haddon | 


Hall, Atlant 


Governor, Y«¢ 


City, N. J. Charles W. Lukens, Regional 
& Lukens Co., Philadelphia, Pa. 


June 28-July 1. National Office Machine Dealers As- 


sociation 1950 convention, Palmer House, Chicago, III. 
Jack Weil Convention General Chairman, 1520 Bel- 
nont Ave., ( ‘ago 13, Ill. 


September 24-28. NSA Forty-fourth Annual Conven- 


tion and F enth exhibit, The Stevens Hotel, Chi- 
ago, Ill. P Burbank, General Manager, 740 Invest- 
ment Buil Washington 5, D. C 
<—-_ — 
SMITH-CORONA MOVES 
L, C. 81 ss Corona Typewriters, Inc., Binghamton, 
i. on from the second floor of 80 Chenango 


St., to the t floor of 146 State St. G. C. Deady is 
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GREATER PROFIT 


RIGHT DOWN THE 7cZo7 LINE 













pan, 


with VICTOR 
youve got a 
VISIBLE ANSWER 
TO EVERY 
RECORD-KEEPING 
PROBLEM 





RECORDEX VISIBLE 


Every executive has individual records 
that need the practicability and com- 
pactness of Victor Recordex, the Visible 
folder with all the features of larger 
Victor Visible units including full Y% - 
transparent protected margins. A 







































A sure-seller for departmental records. 
You can offer your customers cloth 
covered or metal books in sizes for 
5x3, 6x4, 8x5, 8x6, 8x7 and 8x8 
cords, all with the famous Victor easy- 
shift pockets. Book rocks and book 


‘Bav3s also available 
WOOD SECTIONS 


Your customers no longer need worry 
about record expansion; you sell them 
Victor 3-slide wood sections as they 
need them. Available for 8x5 cards 




















only in grey or green, these sections 
stack rigidly ideal for the Victor 
facts-at-a-glance”’ signaling system. 

















Here your customers have all the od 
vantages of wood sections, with the 
added durability of steel, ond sizes 
for cords 5x3, 6x4 and 8x5. These 
single-siide grey or green sections 


stack rigidly to give your customers 
solid-cabinet strength and appearance. 
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Every business is a potential customer 
for Victor Card and Tube reference 
equipment An extensive assortment 
of rotories, desk stands, wall brackets 
and switchboord brackets ore avail 
able to solve any reference problem 





your customer may hove 





y, 





Limited space prevents thorough description 
of these Victor products. Write for literature 
and practical applications of these visible 
best-sellers, and profit by their popularity. 


THE VICTOR SAFE & EQUIPMENT Co., Inc. 
NEW YORK 


VICTORM Pais. FA fh 7) 
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AM@RICAN 


NUMB@RING*MAC RINGS 


The 
AMERICAN 


NUMBERET TE 


3 Movement 
Numbering Machine 










Consecutive 
Duplicate 
Repeat 
Fully Automatic 
All Steel Construction 
Self Inking 
Drop Ciphers 
Safety Lock for easy 
setting and inking 
Weight—Only 7 ozs. 





654321 


Facsimile Impression 





For sharp, legible numbering, 
Number it with a NUMBERETTE! 





The 
AMERICAN 


ATERETTE 


All Metal 
Dating Machine 


OS ated wad ~ A 
to Se 
TERETTE 
UATERET! Automatic 
BAOORLYW SAY. | Inking 





Many Years Capacity 


Beautifully finished 
in Nickel 


Weight—Only 7 ozs. 


NOV 18772 


Facsimile Impression 





STANDARD TINY TYPE 
NOVI8°72 | — NOvIe'72 
For regular commercial work, | For dating in small spaces 
letters, statements, bills, | , —_ noon ig C 
checks, memorandums, etc. } R 





Specify size when ordering 





Clean — Economical — Necessary 
Date it with a DATERETTE! 





DESIGNED AND GUARANTEED BY THE 
AMERICAN NUMBERING MACHINE COMPANY, 
MANUFACTURERS OF THE WORLD FAMOUS 
“VISIBLE” AND “5 IN 1,” HAND NUMBERING 
MACHINES. 


WRITE FOR DETAILS AND DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES... BROOKLYN 8, N.Y 
BRANCH 105 WEST MADISON STREET, CHICAGO 2, ILL. 
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Guest Book 





Claude W. Allen of The General Fireproofing Com- 
pany called upon OFFICE APPLIANCES between trains 


| October 28. He was on his way from Youngstown, Ohio, 


| to the famous health city of Rochester, Minn., to give 


professional -services rather than receive them, for he 
planned to call upon dealerg in the Northwest, with 
Rochester as a starting point. Besides giving OFFICE 
APPLIANCES a pleasant half hour, he called at the new 
Horder store across the street and spent some time 
with Hal Brainard, Chicago branch manager for G-F, 


| before continuing his journey. 


A. C. Grofesik of St. Paul visited at the office of 
this journal by telephone November 15. He serves 
both Hart Manufacturing Company and Riteform 
Chair Company, his activities having to do principally 
with sales. He is a student of up-to-date sales pro- 
cedures and has an active, intelligent direction which 
has produced an excellent record. His Chicago stop 
was part of a trip to several middle western cities 


Niels C. Holweck of Aktieselskapet Holbaek Ericksen, 


Oslo, Norway, paid us a pleasant visit on November 15. 


Mr. Holweck is spending a year in the United States 
under the sponsorship of the American-Scandinavian 
Foundation. After spending six months in Wisconsin 
observing paper manufacturing processes as practiced 
by the Bermingham & Prosser Company, he intends 
to work in Chicago for another six months for a com- 
mercial stationery wholesaler. With this training, Mr. 
Holweck will return to his firm whose main business is 
the manufacture and distribution of papers and paper 
articles. The company, which is headed by his father, 
also distributes a complete line of commercial sta- 


| tionery and some office machines. Importing of prod- 


ucts from dollar countries is very difficult at the pres- 
ent time, but Mr. Holweck hopes that within four to 
five years the situation will be considerably improved. 


Nic. Christiansen, export manager, Zeuthen & 
Aagaard Ltd., Copenhagen, Denmark, inscribed his 
name in the Guest Book on November 21. In the 
United States for the purpose of establishing arrange- 
ments to extend the distribution of Contex adding ma- 
chines made by his firm, Mr. Christiansen arrived in 
New York on November 8. After spending two or three 
days in the East he journeyed to Chicago. His next 
port of call was Toronto, Canada. In addition to the 
small, low priced Contex machine, Zeuthen & Aagaard 
also manufacture a line of duplicators and have in 
the development stage a new disc type dictating ma- 
chine 


John K. Willard, of Shaker Heights, Ohio, signed 
the Guest Book December 1. Since his childhood days 
Mr. Willard has been a friend of Evan Johnson, for 
a third of a century the editor of this journal. His 
knowledge of office equipment came originally from 
business management in a large corporation. During 
the war he had the task of setting up office procedure 
for ordnance establishments on cost plus fixed fee 
ammunition loading facilities. There, he put the dic- 
tating machine to such unusual uses that he saw 
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| 
| Art Natal 


goes all the 
way... 


lo mee the reeedo off 
modern busimons ! 





From the smallest requirement of 
the smallest office to company-wide 
needs of the nation’s largest busi- 
nesses—Art Metal can supply busi- 
ness equipment and systems to 
meet every problem, every need 


For more than 60 years; Art Metal 
engineers and planners have care- 
fully studied the requirements of 
business and planned ahead for 
every need of ordinary or special 
nature. From chairs to files . 

from desks to visible index systems 
... Art Metal has it .. . in equip- 
ment, in design, in engineering, in 
utility, in dependability. Yes, the 
broad range of products back of 
the Art Metal name go all! the 
way to meet all the needs of 


modern business. 





ART METAL CONSTRUCTION 


Jamestown, N. Y. 


Art (eral 


Jamestown. New York 
U.S.A 













Bbol of the finest in quality business equipment 





DESKS in the famous Executive, Conference, Airline 
and Mainliner styles . . . and in a wide range of 
sizes and styles and heights to fit every need of the 
executive, secretary, typist, clerk and other specialized 
personnel. All combine functional efficiency with 
modern styling and durability, 











LETTER AND CAP FILES~—superheight 5-drawer, 
standard 4-drawer, counter-height 3-drawer and desk- 
high 2-drawer models in the Director and Com- 
mercial grades . . . designed to meet all filing needs. 


CARD RECORD AND GENERAL FILES in all heights 
and sizes, including widesections and halfsections, to 
fit every need. Counter-height combinations of files 
and storage units. 









PLANFILES—an Art Metal exclusive for vertical filing 
of architectural and engineering plans. Preserves valu- 
able drawings and keeps them accessible. Simplifies a 
perplexing filing problem for the architect and engineer. 





‘a 
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BOOKCASE AND BOOK UNITS with the sectional 
Space-A-Shelf construction that combines many years 
of experience in building bookstacks for some of the 
nation’s largest public and institutional libraries. In 
a wide range of sizes 1n horizontal and vertical sections. 





SAFES for dependable protection of all types of 
valuable records. Labels of the Fire Underwriters’ 
Laboratories certify their protective qualities and as- 
sure the safety of your records. 





ALUMINUM OFFICE CHAIRS in a variety of 
executive, clerical and stenographic models including 
special posture models for clerks and typists. Durable 
construction and smart appearance join with Correct 
Seating in this newest Art Metal line. 














POSTINDEX VISIBLE RECORDS fir the needs of 
every office and every business today. Exclusive Post- 
index features provide the quickest most comprehensive 
and economical method of keeping “up-to-the-minute” 
controls over every department of every business, 





WABASH FILING SUPPLIES AND SYSTEMS offer 
complete filing and indexing systems for any busi- 
ness or any department of that business. Complete 
indexing systems are planned and installed by Wabash 
to Meet every special need 

















Zipper Carrying 
Case Available 


“AN HONEST-TO-GOODNESS BEAUTY” 
... that’s what dealers everywhere are say ing 
The compact, 614 pound Swift Adding Ma- 
chine practically sells on sight! Swift offers so 
many advantages... at such a low, low price 
Businessmen, salesmen and professional peo- 
ple praise the Swift's lightweight portability, 
9,999,999.99 capacity, short stroke handle 
totals (with symbol) and sub-totals in red, 
visible adding dials, and many other large 


machine features. 


SUMFT 


BUSINESS MACHINES CORP. 


Great Barrington, Massachusetts 
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sales opportunities in it, which led to his appointment 
as Dictaphone sales agent for a section of Southern 
California. Although he left the office appliance field 
a few months ago, the urge to return already has de- 
veloped. 

René Maillet of Etablissements R. Maillet, and B. E. 
Gomperts of Gomperts & Company, Ltd., both of Paris, 
France, provided OFFICE APPLIANCES with a pleasant 
half hour November 25. Their principal interest on 
their American trip was office machines. They traveled 
fast, their itinerary allowing 12 days from Paris to the 
United States and return. Making all their journey by 
air, they had three days in New York, two in Chicago, 
one in Washington, and three more in New York be- 
fore flying home. They called upon numerous manu- 
facturers and jobbers and accomplished as much ina 
few days as formerly required a month or two 


—~) 


ROYAL TYPEWRITER NAMES EUROPEAN HEAD 


John C. Hussey, overseas manager for the Royal 
Typewriter Company, recently announced the appoint- 
ment of F. H. Fromming as European director, 

Mr. Fromming has an intimate knowledge of the 
company’s foreign sales operations after having served 
Royal in a number of European posts prior to the war. 

From 1930 to 1932, he was managing director of 
Royal’s German subsidiary company in Berlin. He 
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F. H. FROMMING 


served from 1933 to 1940 as managing director of 
Royal’s French subsidiary company in Paris. Since 
the war, Mr. Fromming has been working with the 
American organization as district manager at Cin- 
cinnati and Oklahoma City as well as special repre- 
sentative in the National Accounts Division at Phila- 
delphia. 

With the appointment of Mr. Fromming, Royal will 
further co-ordinate its efforts with European repre- 
sentatives to intensify its business abroad on an in- 
creasing scale. 

> 
CHANGE MADE IN DECATUR FIRM 

W. L. McFarling Company, an office supply firm of 
Decatur, Ill., was recently purchased by Illini Supply 
Company, a newly-formed organization. 


- <> — 


LYNCH NOW SELLING FOR NEW INDIANA CHAIR 


James B. Lynch, recently appointed representative 
for Imperial Desk Company in a group of middle west- 
ern states, starts the first of the year as salesman for 
New Indiana Chair Company in the same territory. 
He will give full time and attention to his two furni- 
ture lines, each one complementing the other. 

Mr. Lynch is widely known through the middle west- 
ern area. He is a past president of the Great Lakes 
Travelers Club and has been prominent in various 
trade activities. His territory includes Illinois, Wis- 
consin, Minnesota, the Dakotas, Iowa and Nebraska. 
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IT STAPLES...TACKS...DOES 50 JOBS! 


Cashes in on the trend toward home, school, store, travel 
use for staplers. Does a man-sized job wherever materials 
are to be held together! 


Quality engineered in the Swingline manner of chrome 
finished steel with durable Tenite top, ‘Tot 50°’ is no mere 
gadget. With amazing finger-touch leverage, it WORKS un- 
failingly, fastening up to 20 sheets of paper. 

loads a strip of 50 Genuine ‘‘Tot-50"’ Staples with the famed 
Swingline Open Channel for split-second loading. Refills 
(packed 1000 in box, 25¢) are another source of repeat 
profit and increased store traffic for you! 






tS yinglne 


in 2-tone 


Complete kit 

Plastic Gift ¢ with 1,000 
Box for Purse oS. eT) ae 
and Pocket 50'' Staples 


Dramatic, new, sales-making invention... 
Stimulates business...Creates more profit! 


4) 


Excise tox included 


MORE THAN A. STAPLER, IT’S A BUSINESS-BUILDER! 
ADVERTISED, PUBLICIZED TO MILLIONS'! 


Featured as a trade, consumer and premium sensation in 
national business and consumer magazines and newspapers! 
Displayed in dynamic self-selling store merchandisers! 
Announced with striking window streamers and local ads! 
“Tot 50’ will be the most vigorously promoted stapling kit 


ever produced! 


“Tot 50’ will become talked about, wanted, and sold to all 
old customers and countless new ones who otherwise may 
never come into your store — yielding new profits on its own 


sale, developing business on all other merchandise you carry 














ANTICIPATE YOUR NEEDS—PLACE YOUR ORDER—USE THE PROMOTION! 


Place your order for ‘Tot 50” kits...in display cartons and counter displays of 12 each... and the new 1000 
packs of “Tot 50’ staples together with all promotion materials. Orders given priority shipment according 
to date received. So don’t delay — start cashing in on the extra business this product will create! 


| : 
Za SPEED PRODUCTS COMPANY, INC. - LONG ISLAND CITY 1, N. Y 
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Watch Your Sales 


Go UF 


when you feature 


WRITE 


Write Carbon Papers and Typewriter Ribbons have an important 
ingredient necessary to bring in the repeat business that means steady 
sales and profits. This ingredient is QUALITY. Office managers recognize 
it in the cleaner carbons and longer wear their office workers obtain 
from WRITE Carbon Paper. They like the way WRITE Typewriter Ribbons 


turn out crisper-looking, uniform letters. 


Join the profit-wise dealers who are featuring WRITE for bigger and better profits. 
Order WRITE Carbon Papers and Typewriter Ribbons today. 
Send for samples and discounts 


PROMPT DELIVERIES 


Factory: Bridgeport, Conn. 
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REMINGTON RAND, INC., 315 FOURTH AVE., 
NEW YORK 10, N. Y.—A new booklet on the firm’s 
latest line of Foremost steel desks has just been an- 
nounced. Pointing out that the Foremost line “em- 
bodies a new concept of the desk as an efficient tool 
for business,” the 20 page, illustrated booklet describes 
many departures in design to eliminate waste space. 
Identified as FF-115, the booklet includes a detailed 
list of specifications for the desks. It can be obtained 
from any branch office or by writing direct to the home 
office. 

EXECUTONE, INC., 415 LEXINGTON AVE., 
NEW YORK 17, N. Y.—A recently published folder, 
Form 290, describes Executone’s new line of Intercom 
equipment, bringing the busy executive up-to-date on 











PRESENTING THE NEW EXECUTONE 


just what this device can do for him, as well as describ- 
ing new operating features. Presented in easy-to-read 
form are the new features including Chime-Matic sig- 
nalling. A copy of the booklet, ““The New Executone,” 
can be obtained from the company at the address given 
above. 


THE GLOBE-WERNICKE CO., CINCINNATI 12, 
OHIO—A two-color direct mail piece featuring Globe- 
Wernicke steel box shelf units of the slotted type has 
just came off the presses. This single sheet direct mail 
piece, similar to pages 95-96 in the steel office equip- 
ment catalog No. 1441, is available to dealers with 
name imprinted at no charge. 


ALLEN & COMPANY, 11-15 VANDEWATER 


ST., NEW YORK 7, N. Y.—F. H. Mahler, president 
of Allen & Company, manufacturers of carbon papers 


and inked ribbons, has published a new price list in | 
color, showing some of the Allen products as well as | 
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MAK-UR-OWN 


CELLULOID INDEX TABS 
mean MORE PROFIT for you 


~ 


cHECK LING ! V4 
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Show your customers these € 
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hove made Moak-vur-own the por 
Made of strong, heavy 
rip nas oa 


tab make 


temporary index 
tlast the record 
s ossured by the 
woven cloth skirts whi«< 
permanently Avtomat 


> means uniform extension 


Neat records ore efficient records 
cutting scale, printed on a waxed pape 
nsert which keeps skirts seporated 
ready for use, makes if simple for y 
ustomers to cut Mak-ur own abs 


uniform size easily and quickly 


You sell versatility when you se Mak 


ur-own 3 extensions, for 1, 2 and J 
Tal SL 2 a Pe ee ee 
need not crowd information on a sma 
tab a. ant colors greer orange 
yellow, red, bive, pink and clear spot 


records at a giance 


Write for more complete literature on 
Mak-ur-own six inch strips and informa- 
tion on other Mak-ur-own products in- 
cluding shield tabs, printed inserts and 
hinges. These customer approved products 
mean more profit for you. 
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THE VICTOR SAFE & EQUIPMENT CO., INC. 


N. TONAWANDA NEW YORK 
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Get in on the Ground Floor 


SELL BASSICK CASTERS, GLIDES AND RESTS 
LONGER FLOOR LIFE, MORE FLOOR BEAUTY 





Create new business by showing 
your customers how they can 
save expensive maintenance costs 
and lengthen the life of floors 
and floor coverings. Have them 
put Bassick casters,cushion glides 
and rests under their office equip 
ment—to protect against scratch 
ing, gouging, marking and ab- 
normal wear. 

Of fice ef ficzency, too, is im- 
proved when movable equip- 


ment operates quietly on Bassick 


casters _ 
' = ¥ } 









For an effective sales aid, use 
Bassick’s Floor Protection Equip- 
ment Catalog. THE BASSICK 
COMPANY, Bridgeport 2, Conn 
Division of Stewart-Warner 
Corp. In Canada: BASSICK DIV! 
SION, Stewart-Warner-Alemite 
Corp., Ltd., Belleville, Ontario 


DIAMOND-ARROW CASTERS - NOMAR CUPS ~NOMAR FURWITURE RESTS - CUSHION GLIDES 


End their flooring headaches 






y 





Stop excessive wear 


Sell them Bassick products 







To save costs of repair 
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three Allen sales boosters—Snap eraser, Indicator car- 


| bon and Alcopak, a new type of carbon packing. Sta- | 
tioners and distributors are invited to write for one 7 


of the booklets. 


C. L. BARKLEY & COMPANY, 1220 W. VAN | 


BUREN ST., CHICAGO, ILL.—This firm has made 
two additions to its file of dealer mailing pieces. One 


features Barkley tab file guides and the other new card 7 


index efficiency claimed to result in space saving, an- 
gular visibility and magnified visibility through the use 


| of the Barkley plastic tab. The trade literature, com- 


plete with price list, is suitable for imprinting. 


L. E. WATERMAN COMPANY, 344 HUDSON 
ST., NEW YORK 13, N. Y.—A booklet, “How to 
Please Tough Customers” has been prepared to help 
retailers attain this objective. It’s a combination of 
Waterman’s experience in manufacturing and merchan- 
dising, plus up-to-the-minute information gained from 
talking to dealers and their clerks. 


DOLIN METAL PRODUCTS, INC., 189 VARET > 
ST.. BROOKLYN 6, N. Y.—A new confidential deal- 7 


ers’ price list has just been released to cover the com. | 


pany’s line of steel transfer files. This new schedule 
details all 25 standard sizes along with list price and 
various quantity net prices. A new attractive two-color 
envelope stuffer with ample room for dealer imprints 
is also available. 


R. C. ALLEN BUSINESS MACHINES, INC., 678 
FRONT AVE., N.W., GRAND RAPIDS 4, MICH.— 
An order form and enclosed folder has been issued 
giving complete information on the R. C. Allen “Sales- 
maker” dealer plan for added sales of the line of 6 
and 7-column hand-operated, portable R. C. Allen 


adding machines. 


GUIDE SYSTEM & SUPPLY COMPANY, INC., 
335 CANAL ST., NEW YORK 13, N. Y.—Under the 
trade name of Gussco, the firm has issued a new catalog 
on filing supplies, transfiles and hanging folders and 
equipment. Complete specifications and illustrations are 
used in the colorful brochure. 


C. HOWARD HUNT PEN COMPANY, CAM. 
DEN, N. J.—A fiftieth anniversary catalogue was re- 
cently issued, complete with illustrations and descrip- 
tion of the Boston pencil sharpeners, the Speedball and 
Hunt pens and Hunt clips. A historical reference is 
made to the development of the Boston pencil sharpen- 
ers through the years. 


—--« 





NEW HOME OF THE CAY CO. IN ENDICOTT, N. Y.—Previ- 
ously located at 1218 North St., the firm formally opened in 
new quarters at 9 Washington Ave., in Endicott on Nov. 10. 
The business, a partnership of R. E. Corino and H. Y. Yurman. 
was founded in June, 1946. 
(Story appeared in December issue, page 122) 
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HERE’S a NEW D wrenence Koon 


by GLOBE-WERNICKE 





Room for elbows, for note-taking, 
t 4 tting everything “right out 
on the tal 
Undernea ‘’s room for 
ki thout cramping 
T S-incl ianging top on 
this Globe- 
V Exe tive Stream- 
Desk} les a conference 
: ite office. It 
| t and speeds 
ip the ' Handsome— Back view of 7MB - 76 FT; over-all dimensions, 
I sigh pee 30'2" high, 76" wide, 40%" deep. 
D nesslik ficient. The roll- 
top is 7( {0X inches—is in convenience tray. Handsomely 
resists the finished in permanent Seal Gray or 
of mars and Dark Green. 
SCI One of the complete line of modern 
Equipped th 4 box drawers. Globe-Wernicke desks—available in 
l filing follower, and all styles and price brackets—this is 
a der p cent ver with snap- a timely seller right now. 
——" ; = f 
ee a 
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Norwood—Cincinnati 12, Ohio 


Engineering Specialists in 
Office Equipment, Systems 
ond Visible Records 
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A New Desk 
with an IDEA! 


As you know there are lots 
of desks on the market, serv- 
ing many different purposes. 
Most of them are nothing 
but handsome “boxes” with 
some storage facilities. 

But this new Globe - 
Wernicke ‘‘Streamliner”’ 
is a desk with an idea—a 
mission, and a most prac- 
tical purpose. It is a 
**Conference Desk.”’ 
There isn’t a businessman 
alive who hasn't hitched 
himself alongside or at the 
back of an ordinary desk for 
a meeting. And he has 
scraped his knees, and twisted 
himself, and tried by some 
awkwardness to sit and work 
through the session. 

The 8-inch overhanging 
top on this new G-W 
model brings everybody 
up to the meeting in 
comfort. The secretary has 
elbow room to keep notes. 
The chairman has room for 
papers. The conferees have 
arm room and leg room. 
This big desk is a space- 
saver! It eliminates the need 
for extra tables for meetings. 
It does away with the need 
for smaller conference rooms 
having no other function. 
And it provides the work 
surface for a lot of papers, 
and other executive neces- 
sities. 

In short, this desk has a lot 
of real selling appeal—prac- 
tical talking points—obvious 
advantages. 

This desk deserves win- 
dow space—and promi- 
nent floor display. It de- 
serves a lot of “talking up” 
by salesmen — because it 
makes sense!—and it’s an 
easy product to talk about. 
Give it some attention— 
you know the rewards. 


I thank you. 





W. “Kes” Downing 
Sales Promotion Mgr. 
Globe-Wernicke 
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OFFICE CHAIRS 


FOR EVERY BUSINESS PURPOSE 


Good value ... Superior construction . . . smart 
styling give Jasper Chair Company DEALERS 
extra sales leverage. Time tested features drawn 
from over 26 years experience in the manufac- 
ture of business chairs plus added modern 
touches are certain to please the most critical 
buyers. If you’re looking for greater sales vol- 
ume at a profit, concentrate your efforts on the 


line of chairs that makes selling a pleasure. 


LINE-UP WITH JASPER CHAIR CO. 
FOR BIGGER CHAIR PROFITS 








INDIANA 





JASPER, 





REPRESENTATIVES: James S. Fowls, (Southern) R. A. Browne, (West) 
. . 327 Sunset Drive, North 208 Orph I 
Geo. A. Litchfield, Sales Mgr. St. Petersburg, Florida Seattle. ep Neal 
a O- Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (East 
ASPER. in 3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 385 Madison Ave. oT 
Dallas 5, Texas (Phone ROgers Park 4-3644) New York, N. Y. 
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SALES RECORDS GUIDE BUYING POLICY 
} Continued from page 54) 


it, such as an extra discount for the 
quantity. But it costs money to carry goods beyond 
a certain time, and the longer an item remains on the 
the showcases, the less the ultimate profit 


some inaucemeé! 


shelves or in 


is sure to be 


Large Stock Sometimes Practicable 


It is sometimes practicable to buy large stocks of 
standard selle certainly it should be when the out- 
let has a large and constant run of demand) and to 
come out with a better net profit than a small stock 
ould yield. But the unpedigreed article or the line 
that has onl) seasonal or problematical demand 
yften prove money-loser if stocked in excess of a 
very conservative quantity at any one time. 

In this connection, I am reminded of the old notion 
‘f many stationers in the past that, when their busi- 
ippreciable size and volume, it was more 
profitable to buy certain goods directly from the man- 
ufacturer. Under today’s conditions, however, this is 
not usually—the fact, and any stationer 
who has studied his merchandising operations with 
any care and insight at all is well aware of it. 

The wholesaler or jobber makes it possible to buy in 
smaller quantites, to buy oftener and to prevent over- 
stocks. In words, those distributing intermedi- 
aries perform a helpful service that makes buying less 
speculative for the retail stationer. It is plain that, if 
the stationer had to buy from manufacturers exclu- 
sively, his stocks would necessarily be larger in size, 
the producer always selling only in original containers, 
as well as in the quantity due to variety. 

Efficient management has proved that it is profit- 


ness attained 


] . 
aiways 


otner 


+ 


ible to establish and watch stock limits for certain 
ods and that while the sales appeal of an ample as- 
sortment of this or that should not be sacrificed, ex- 
essive variety each article or line of supplies is 
neither necessary nor desirable. Too many varieties 
ire likely to make it harder for a customer to decide 
which item to buy, especially if national advertising 


lished the item in current demand or 


nas not estat 
popularity 


Too Many prices on similar commodities or sundries 


different make tend to confusion in the buyer’s 
hoice and may, therefore, impede selling, besides 
tending to duplicate stocks to an extent that may re- 
in exce ve inventory for the class of wares, con- 
f e 
When to Emphasize the Expensive Line 
While it is usually more profitable to sell the more- 


this is true only when the clientele of 


e stations ill buy them regularly and in sufficient 
juantity ’ handling a large stock. In all lines 
the better should be offered to customers—not 
nsistently to provoke sales resistance, but persistently 
enough to educate the trade to the better service or 

onomy of the plus-price goods, thereby “upping” the 
verage net fit on transactions 

fact there are so many different 


Because f the 
f stationery stores with regard to size of 
tablishments, trading areas, and so forth, it is im- 

practicable ttempt to prescribe any buying and 

elling pla: will be equally applicable to them all. 

5t is governed to a considerable extent 

by and the character of the mercantile 
ind industrial business firms in the stationer’s trading 
erritory as by the average income of those 


Pradations 
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Improved Products. We are now en- 
gaged in an extensive program of modern- 





ization of our manufacturing facilities. 
From this program will come improve- 
ments that will make M & V products 
finer than ever before—that will keep 
the M & V name always in the forefront 
as a leading maker of business machine 
supplies. 


A Broader Line. we contemplate add- 
ing several items to the M & V line that 
will enable you to serve more customers 
and give better service to your present 


customers as well. 


More Merchandising Help. we are pre- 
paring to give our dealers and distributors 
more help in merchandising—to help you 
sell new and better M & V products more 
efficiently and at a greater profit—to 
strengthen your competitive position in 


the office supplies field. 


MITTAG « VOLGER, INC. 


Fine Carbon Papers and Inked Ribbons Since 1881 





Park Ridge, New Jersey 
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Just what the 
Uoctor ordered! 





No. 5412-5 
— sae 





The new 54’ 
EXECUTIVE DESK 
by NATIONAL 


Ideal for professional offices, small ex- 
ecutive office and for the home, this 
new executive desk has kneehole space 
large enough to accommodate a full- 
size swivel chair. With its attractive 
lines accentuated by the natural beauty 
of American walnut exterior (hardwood 
interior also), this new desk will prove a 


popular seller. 


This model is also available with secre- 


tarial mechanism in either right or left 
pedestal. Ask for No. 5412 PF. 


Order floor samples today. 


NATIONAL, 








/ —— 4] 
ih LOND U/ TFL. 
/ / 


HERKIMER, N_Y. 
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individual buyers who buy stationery supplies or type- 
writers and other appliances for personal or home use 
he character of competitive stores in the immediate 
merchandising zone also has some bearing on the mat- 
ter. Local stores, as a group, should carry as good and 
as complete a range of stationery wares as outlets in 
some nearby city of larger population. It is no use to 
keep advocating “Trade At Home,” if customers must 
go elsewhere to satisfy their needs or preferences. 
Keep nationally-known, constant-demand merchan- 
dise to the forefront in the display policy. Such mer- 
chandise attracts trade and gives the sales personnel 
the opportunity to sell additional goods by attractive 
presentation and intelligent exposition of selling 
points. Adequate, and constantly changed window, 
counter and floor displays are the stationer’s most de- 
pendable sales helps. Open-mass display in the sales- 
floor has often increased the sales of an attractive 
item from 20 to 40 per cent without concurrent printed 
advertising to give impetus to the demand for the 


article 
Good Light Stimulates Buying 

There should be plenty of light in every stationer’s 
store, because light is what makes displays talk. The 
well-illuminated store always attracts and interests 
customers while a dimly-lighted salesroom neutralizes 
buying interest. The stationer who doubts this (unless, 
of course, he is sure that he is already using an ample 
illumination “load” in his store) would do well to try 
the experiment of increasing the power of all the light 
bulbs in his salesroom and then watching the pick-up 
in sales. Actual tests show that no retailer can judi- 
ciously economize excessively in the use of light. The 
sales curve sags faster than the drop in meter charges 

the dollars in lost sales exceed enormously the few 
cents saved on electric light bills when light is not 
used liberally to keep the store interior bright. 

I have mentioned the need for inventory in the in- 
terest of stock control. There is another type of in- 
ventory that is of great importance—an inventory of 
equipment. Such an inventory does not show how 
much money the stationer has made in the past, but 
it can tell him rather what he might have made if his 
store had been equipped better. In doing this, it can 
point the way to better profits for the future 

Store equipment, when it does the work for which 
it was intended, is one of the best investments on 
earth, because it keeps working for the stationer day 
after day, week after week, and year after year. In 
fact, competition in the retail trade has become so 
acute that the right kind of equipment is practically 
indispensable to enable the stationer to maintain a 
strong competitive position. 

In this day of scientific management, when little is 
trusted to guess-work, the stationer who does not take 
full advantage of every aid to bigger, better and more- 
profitable business, is operating under a tremendous 
handicap. Don’t guess about the adequacy of your 
equipment. Check up on it, or your customers may, to 
your regret. 


© 








WEDDING BELLS 





Jeanne Caswell, oldest daughter of F. H. (Ted) Cas- 
well, vice-president of the F. S. Webster Company, 
was married on December 10 to Lawrence Luther 
Clampitt. The couple will make their home in Hancock 
Village, Mass. 
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| Stebeo...and Only Stebo ...Gives You the Edge! 


2 LIFETIME EDGE- 


. 7 2 > 
Reg. U. 8. Pat. Of. 4 


Stebleo GIVES YOU THE EDGE! 


The amazing LIFETIME EDGE that's 
practically indestructible! Will not 
break or chip with normal, hard 
vsage...prevents edges from scuff- 


ing, fraying or breaking open... 
holds case in perfect shape. Offered 
only by STEBCO and guaranteed for 
life of product! 


Stelleo GIVES YOU THE EDGE! 


The exclusive LIFETIME HANDLE on 
STEBCO bags and luggage! Solid 
leather core gives cushion-comfort; 
leather-covered steel band rein- 
forces handle; patented construc- 
tion won't break or tear loose. 
Guaranteed for life of product! 


Stelrleo GIVES YOU THE EDGE! 27-51-25 


Two-Sviter 

Feature amazing TUFIDE by STEBCO. 26-51-25 
TUFIDE looks like leather . . . feels 9-5F-25 Companion Bag 
like leather . . . AND actually out- 7 Brief Bag 
wears leather. TUFIDE business 
cases and luggage are guaranteed LIFETIME EDGE Offers You The Biggest 
for five years! 

Competitive Edge In The Leather Goods Industry! 


Stelecosives YOU THE EDGE! Yes, you have a big edge when you sell luggage and business cases by STEBCO. 


Only STEBCO gives you this most important invention in leather goods. . . 
STEBCO—and only STEBCO — offers THE LIFETIME EDGE! This special reinforcing rail prevents edges from 
smart superbly constructed luggage scuffing, fraying or breaking open. It adds years to the life of luggage and 
P A , business cases. In fact, it's guaranteed for life of product! 
and business cases in matching 
leather or in TUFIDE! 


More than that, STEBCO luggage and business cases offer your customers 


distinctive styling and luxurious quality at prices to satisfy every budget! 


A good example is the matching trio shown above. Superbly fashioned of 


selected top grain, aniline dyed cowhide, these pieces offer real luxury and 


Steboo ives YOU THE EDGE! quality. Available in many leathers and TUFIDE, too! Feature Stebco and 


pi:iae) pre - sells your customers cash in on the sales and profits of LIFETIME EDGE 


with powerful national advertising WRITE FOR NEW 1950 STEBCO CATALOG! 
in leading magazines! 


wi Taro = rect it + Serna 


Stebco Products and Frank Mashek Products Now Consolidated Into One Great Line 


. 
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\ glectt onic 
Welding 
Pr ocess 





The Mew €, 


Display Complete NATIONAL 
with 24 ™ 
Memo Books 


Assortment of 3 sizes and 4 
colors. Sizes: 5 x 3,6 x 344, 

6% x 334. Colors: blue, red, 

brown and green. 


List price, includ- 
ing display, $42 
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National 





@® No glue, no sewing in 
binding 


@ Cover has luxurious oush- 
ioned feel of old Family 
Bible...will outwear leather 


Acetate fly leaves 
Gold-plated rings 


Pocket inside back cover 


Hammermill Bond filler 





National’s new, exclusive, electronic welding process 
has created an entirely new type of memo book. Be- 
cause no stitching or glue is used in binding, the 
seams are even stronger than the long-wearing vinyl 
plastic covering itself. And when you touch the 
“NATIONAL MEMO” — experience its soft, pliant, 
old-leather feel and see its true beauty, you'll say 


“National's done it again!"’ Order now! 


NATIONAL BLANK BOOK COMPANY 


NEW YORK HOLYOKE, MASS. CHICAGO 
SAN FRANCISCO BOSTON 







NATIONAL 
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4 VISIT TO MEXICO CITY 
Continued from page 92) 


is encouragil Prior to the war an English duplicator 
the largest seller 
The situation regarding duplicator 

essories i ided and should high duties preyail 


indoubted have a dampening effect 

Some marke duplicators are not touched in 
Mexico Cit An example is the restaurant market 
for menu type duplicators—only a few restaurants use 
his type hine. It is believed by official United 
States government observers that with vigorous sales 
promotion if e of Mexico City, a practically un- 
touched marke for standard duplicators could be 


opened. Machines made in the States are well accepted 
nd at present predominate in all lines. 

Autographic Registers. There is no Mexican pro- 
duction of autographic registers or register attach- 
ments for typewriters. It is estimated that the total 

umber of auographic registers used in Mexico does 
not exceed 26 ind the number of register attach- 
ments for typewriters is not over 700. These figures 
represents a sharp decrease in use because of the diffi- 

of obtaining continuous forms 
ties prohibit the profitable impor- 
Local prices of printed continu- 
re high, making it extremely difficult 
ic registers 
ind 90 per cent of consumption is in the 
Mexico City art The types of machines most desired 
te! audit registers, as well as larger 
r machines witl ‘ial stands and cashbox registers 
Portable al electric registers are little in evidence 
Mexico constitutes a limited market 
isters and typewriter attachments 
i siderable market could be developed 
the difficu in obtaining continuous forms at rea- 
ible price ild be surmounted 
United Stat the only country with these prod- 
But so long as the Mexican gov- 
n n ) insist on high protective import 
on | el roducts, it is doubtful if any great 
rket expal n i dbsoney sales of registers will be pos- 
ble. On thi r hand, the establishment in Mexico 
printing presses by an interested 
rm v t be profitable due to the limited 
investment needed 
domestic production of carbon 


+ ++ + + ‘ —— 
ation Of wnese I ms 


Carbon Paper. The 





é S three manufacturers in Mexico 

ned output amounting to roughly 

4 10,000 nually. About 85 per cent is type- 

! emaining 15 per cent pencil car- 

SS x municipal government agencies 

fe. é nsumers absorbing 55 per cent of 

he ercial institutions and banks are 

, tne! l i users 

yi 


| future for U. S. made carbon 
ne paper continu od. Although the bulk of consump- 
Mexican industry, the United States 


Outl K tne 


ay ict h efinite demand. Some English carbon 
but as a rule purchasers prefer 

hat made States. Use of legal-size carbon 

Y per still prevails in Mexico, but is being slowly sub- 


ted | t more wielc 


itu ly letter-size carbons. 
Stencils. The! 


no Mexican production of mimeo- 
Since 1940 the United States has 


ier er cent of the total imports, Great 
Britain the re ler. It is estimated that 95 per cent 
the ste! e of legal size, the remainder being 
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At present a U. S. machine 


VUL-COT 


a ee 





Made of hard vulcanized 
fibre, \ dura Lots give a lifetime of service. They are 
light weight, noiseless, do not crack, 
splinter, dent, rust or corrode . .. do not mar floors or 
fixtures. Vul-Cots greatly reduce waste handling and 
maintenance costs. Write today for catalog sheet giv- 
ing sizes, prices and discounts. 


attractive. 


Practical Styles: Round Taper (Nos. 2 & 3) pop- 
ular for office and school room use; Square Taper 
(No. 5) a distinctive style ideal for executive of- 
fices; Round Straight (Nos. 9 & 10) perfect for 
wadliemntarn, basements, stores, mail rooms, fac - 
tories. All styles are available in two standard 
colors: maroon-brown and olive-green. 


Wew! Vmproved / 


Greatly improved manufacturing 
makes possible new bonded seam construc- 
tion. This adds strength, improves appear- 
ance, assures cleaner waste handling— 
your assurance of an even finer Vul-Cot! 


process 





For Sale by Stationers Everywhere 





UATANLCE vis Vei-Cor wanre backer 


with ordinary usage should last a lifetime. It ie 
abeolutely guaranteed as to material and work. 
manship for a period of five years from date of purchase 
when used only as a waste basket. If during 
that time in such service it proves defective 


return and a new basket will be supplied 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Delaware, U.S. A. 
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STOCK 
JUST 
COSTUMER 





Cau t /élose 
yy 


SB 


wy 


Onder as you Sell 


ALL SHIPMENTS LEAVE OUR 
FACTORY WITHIN 24 HOURS 


We Will Drop Ship 


To Your Customers 


No. 320 Office Grey 


Complete oven baked grey finish 
to blend in with other office equip- 
ment. 


15 Ib. cast iron non-tilt base 
4 everlasting steel hooks 
Heavy gauge steel! tube. 


$1190 


list price 


Write for Dealer Discount & Catalog 
on Complete Costumer Line 


Saver 


Use waste corners 


ture. 





Shp. wt. 2 Ibs. 


FIXTURES 


BESET TIES 


oa 





3 Hook Wall Space 


and walls for 


$4 


MFG. 
CORP. 


312-14-16 BLUE RIDGE 
KANSAS CITY 3, MISSOURI 


PHONE—CLIFTON 9034 


this very useful and attractive fix- 


Made extra strong from heavy 16 
gauge steel tubing — finished in 
triple plated chrome. 
Three steel—unbreakable hooks— 
also triple-plated chrome. 


50 


list 








MEETINGS—DINNERS—CONVENTIONS 
(Continued from page 100) 


ficial to office equipment dealers 

Mr. Sullivan was kept busy for the next 15 minutes 
during the question and answer period that followed 
his talk. 

John R. Gray, executive director, National Office 
Furniture Association, announced that N.O.F.A. will 
hold its first annual officers conference—a two-day 
meeting—on Friday and Saturday, December 9 and 10, 
in the Commodore Hotel, New York, N. Y. He invited 
members of the Office Equipment Dealers of New York 
to attend. His listeners were informed that delegations 
were scheduled to attend from the following ten chap- 
ters: Boston, Mass., Providence, R. I., New Jersey, New 
York City, Philadelphia, Pa., Pittsburgh, Pa., Richmond, 
Va., Baltimore, Md., Washington, D. C., and Chicago, Il, 

The program for the two-day meeting was an- 
nounced as follows: luncheon at 12:30, followed by a 
talk by Moe Turman, president of N.O.F.A., entitled 
“What Are We Here For?” The next speaker, John R. 
Gray, executive director of N.O.F.A., chose for his 
speech “What’s Right—What’s Wrong with N.O.F.A.?” 

“Prices—What Can N.O.F.A. Do About Them within 
Federal Trade Commission Rulings?” was the topic 
chosen by George Link, Jr., attorney. Next was “Sales- 
manship Training” by Guy Rentsler. Following dinner, 
an address was scheduled by Jack S. Schiff entitled 
“Selling Is Your Business.” 

Saturday morning was set aside for N.O.F.A. business 
and reports before the closing luncheon. 

Before adjourning Bernard Nemlich announced that 
John Sinke, of the Sales Analysis Institute, will be the 
guest speaker at the next O.E.D. meeting to be held on 
Monday, January 7. 

8 

BURBANK ADDRESSES CHICAGO STATIONERS 

Probably the largest turnout ever recorded by the 
Stationers Club of Chicago—111 strong—was on hand 
for the organization’s monthly meeting on Monday, 
November 21, at the Merchants and Manufacturers 
Club in the Merchandise Mart. Guest speaker for the 
occasion was Paul E. Burbank, general manager of the 
National Stationers Association, who presented the 
topic, “The Stationers’ World.” 

Presiding over the meeting was the club’s president, 
Clarence E. Reynolds, Globe Furniture & Stationery 
Company. Following self-introductions, Harold Ros- 
suck, Better Office Supply Company, extended an in- 
vitation to all to attend the club’s Christmas party to 
be held at Riccardo’s, 437 N. Rush St., Chicago, on 
December 9 at 6:30 p.m. A Similar invitation was issued 
by George J. Aigner, G. J. Aigner Company, in an- 
nouncing the Great Lakes Travelers Club Christmas 
party, scheduled for 12 noon at the Sherman Hotel on 
December 21. NSA President Earl Kochheiser, Charles 
Ritter Company, Mansfield, Ohio, was then presented 
and spoke briefly on the extreme importance of local 
association work. Also introduced was Professor Sey- 
mour, instructor of the club-sponsored salesmanship 
courses at the Navy Pier branch of the University of 
Illinois. 

NSA General Manager Burbank, despite an only 
partial recovery from an attack of laryngitis and hos- 
italization in Birmingham, Ala., plunged into his 
*-hosen topic with enthusiasm. He was concerned, he 
said, not scared with the position of business today. 
With the gross product of the nation (products, wages 
and so forth) now totaling 250 billion dollars annually 
and with the United States’ seven per cent of the 
world’s population producing 57 per cent of its goods, 
the problem resolves itseif into one of selling, if such 
continue. The habit of not selling, 


y 
} 
y 
i 
{ 


production is 


he stated, is a war habit we must get rid of and is 
unquestionably the most serious business problem to- 
aay 
He then presented the Product Training manuals 
filing supplies and loose leaf, stating that two 
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Success 
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Yes, in one short year, the Ranger chairs have been 
a great success. Here’s why: dealers like them because 
they mean high volume and quick profits. Customers like 
them because of their fine leather, saddle stitch craftsman- 
ship, their enduring working comfort, their low cost. 
There’s a Ranger for every office use to harmonize with 


modern desks. Write us for your Ranger catalog today! 


Quality, far ¢ ystomers 





H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 




















PARK 





THE HOME OF QUALITY PARK ENV 


* * * 


FACTS avo FANCIES 


By McGillicudy 


It’s 1950 . . . so the first thing | want to say is 
“HAPPY NEW YEAR” to all Quality Park deal- 
ers. And have you stopped to think that 1950 
marks the half-way point in the 20th Century? 
There have been a lot of changes in the first 
half of this century ... a lot of war. . . a lot 
of progress . . . and Quality Park has made 
a lot of envelopes. 


For over half of this first half of the 20th 
Century, since 1918 to be exact, Quality 
Park products have built a reputation 
based on three important factors . . 


First . . . a quality product that means satis- 
faction for users and repeat business for deal- 
ers. Second . . . quality service to established 
dealers that means a ready source of supply 
in large or small quantities. And third 
quality packaging in cartons and boxes that 
means long-lasting containers for protective 
storage of Quality Park products 


Quality products . . . quality service ... 
quality packaging — you get all three 
at Quality Park. 


Story: The foreman stopped one of the men in 
his crew and said, “How come you carry only 
one sack — all the other men carry two.” And 
the man replied, “Well, | suppose they are too 
lazy to make two trips like | do! 


We'll make two trips if you say so — 
but if you look ahead and anticipate 
your requirements for Quality Park 
products, we'll do it in one trip . 
promptly, too. 


Sold through dealers only. 


Qality IP 


Product i 





* General Office and Factory, Quality Park, St. Pau! 4, Minnesota 
%& Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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others—fountain pens and visible records—would be 
available in the near future. By the regular use of 
these manuals in training classes and question-and- 
answer periods, he pointed out, knowledge of products 
and sales volume are almost certain to increase. One 
well-known stationer has already chalked up a 15 per 
cent gain in the two lines of products covered in the 
manuals to date. He urged dealers to train their per- 
sonnel to learn all about their products, and above 
all to impart to salesmen the importance of their 
work in stabilizing the nation’s economy. If we do 
this well, he concluded, nothing can stop us. 
es ncuatiiiidy ete 
CANADIANS FIND EUROPEAN IMPORTS GAIN; 
OFFICE MACHINE DEALERS IN SESSION 


Officials of the Canadian Office Machine Dealers’ 
Association find that an increasing amount of business 
equipment bears the European production stamps. 

Holding a two-day annual convention recently at the 
Mount Royal Hotel at Montreal, 250 association dele- 
gates from coast to coast discussed this and other 
aspects of the office machine business. 

W. T. Corney, national president, explained that the 
appearance of European-made office machines on the 
Canadian market was in line with the Dominion’s 
merchandising policy. 

“We're searching for greater markets ourselves, and 
conversely, we open doors to new imports. Practically 
speaking, it’s reciprocal trade,” he said. 

In the business himself since 1906, Mr. Corney feels 
the most significant change in office routine over the 
past 40 years has been the speed-up in tempo—hence 
the need for more efficient, time-and-labor-saving 
devices. 

Fundamentally, he noted, most of the equipment 
was the same. Today’s typewriter keyboard, for in- 
stance, had not changed since 1899, but there were big 
differences in the practical use to which office ma- 
chines were put, he said. 

“When I first started, you were a plutocrat if you 
had an adding machine in your office. Now even the 
individual plumber and carpenter has one. Everything 
is geared these days to save time and labor.” 

Details of import restrictions on United States goods 
were explained to members of the association. Fred- 
erick Turner, Ottawa, formerly with the Emergency 
Import Control] Board, spoke to the convention. 

Other speakers were A. V. Harris, Montreal, on cost 
accounting; J. Ward and Luis de Olazarra, Chicago, on 
platens and parts, Henry Sullivan, Toronto, on rib- 
bons and papers; E. L. Maag, Montreal, president of 
the Quebec provincial division of the association, on 
calculating and adding machines, and Don Smith, 
president of the Credit Bureau of Montreal, on credit 
sales.—RC 

o—w ee 

NEW YORK OFFICE MACHINE DEALERS MEET 

The regular monthly meeting of the Office Machine 
Dealers Association of New York was held on Wednes- 
day evening, November 16, in conference room No. 2 of 
the Hotel Statler, New York, N. Y. President George 
Purvin, Superior Typewriter Company, Inc., presided. 

After reading the minutes of the previous meeting 
Secretary Jessie I. Taylor, Globe Typewriter & Adding 
Machine Company, Inc., New York, N. Y., read a tele- 
gram from Samuel Stein, Quality Office Equipment 
Corporation, chairman of the nominating committee, 
conveying his regrets at not being able to attend the 
meeting. He expressed the hope that candidates se- 
lected by the committee would meet with the approval 
of the association 

President Purvin then called upon M. L. Pollack, 
Atlas Typewriter Company, New York, N. Y., who in 
the absence of Mr. Stein, proposed the following can- 
didates for office: President—I. Rubin, Eagle Office 
Equipment Company, New York. N. Y.; Vice-Presidents, 
Jessie I. Taylor, Globe Typewriter & Adding Machine 
Company, Inc., New York, N. Y.; Bernard Blumenthal, 
Rent-A-Typewriter Company, Brooklyn, N. Y.; Reuben 
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STEEL EQUIPMENT COMPANY 
New York 17, New York 
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by preventing petty pilferage: Con- 
Sttucted of heavy gauge steel: Oli 

Green or Cole gray. 
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STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y. 
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INVOICES 


SANITARY BASES 


for all size files 


$310 


SIZES AND PRICES 








FIBRE BOARD 
DRAWER FRONT 


Suggested Uses 


STEEL 
DRAWER FRONT 





tletter Size 2 00 
Letter Size 2 . 
tlegal or Cap ‘ ‘5 
Invoices 0 iT: 
*2 Rows 8x5 Forms 0 he 
*Invoices or 2 Rows 8x5 0” M M 
Freight Bills 9 cn | 
Checks 0 ge ‘1 
Drofts or Checks 9 00 L 
Drafts or Checks ? M : M 
5x8 Forms ~ ‘1: L 
*Deposit Slips (2 Row: 8), : 
Deposit Slips g ' ; 
Tabulating Cards 7 , 5 
' *3x5 Cards (3 Rows) 6!/; 4s c c 
' *4x6 Cards (2 Rows) 27% 45 45L 30 
*3x5 Cards (2 Rows) 0%, gc 3L >e 
' Vouchers (Upright) 5 80 5 
' tledger Sheets 9 40 " c 
| tledger Sheets 2 M 0 
*These numbers have removable divider part Pa btoa 


Prices 20% higher in Denver and west of t . 
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Jaskow, Batlin & Horowitz, Bronx, N. Y.; George Carr, 
Carr’s Typewriter Exchange, Great Neck, L. I., N. Y.; 
Edward Stoll, Dobke Typewriter Company, Jersey City, 
N. J.; Marian M. Farrell, National Typewriter Company, 
Inc., Hartford, Conn.; Treasurer—Samuel Stein, Qual- 
ity Office Equipment Company, New York, N. Y.; Exec- 
utive Secretary—-Max Pearlman, New York, N. Y. 

The following board of directors was suggested: 
Chairman George Purvin, Superior Typewriter Com- 
pany, New York, N. Y.; Nick Fucci, Business Machines, 
Inc., New York, N. Y.; Irving R. Ritchie, Typewriter 


Distributors, In New York, N. Y.; Israel Meizner, 
Mercury Business Machine Company, Inc., New York, 
N. Y.: Sergeants at Arms—Frank Nemzer, Nemzer 


Typewriter Exchange, Brooklyn, N. Y., and Murray 
Diamond, American Typewriter and Adding Machine 
Company, New York, N. Y. 

Candidates for all offices and board of directors will 
be elected at the next meeting to be held on Tuesday 
evening, December 13, at the Hote] Statler, New York, 
N. Y 

The balance of the meeting was devoted to an in- 
formal panel discussion on the advantages of dealers 
selling office machines and other allied products in ad- 
dition to standard and portable typewriters. Advan- 
tages and disadvantages were brought out in a thor- 

ughly interesting and informative discussion with the 
consensus in favor of the addition of other products 
to increase profit and income potential. 


—- 

STATY. DIV. OF JEWISH PHILANTHROPIES MEETS 

Approximately $40,000 was raised at the very suc- 
essful dinner held Tuesday, December 6, at the Hotel 
McAlpin by the Stationery Division of the Federation 
of Jewish Philanthropies of New York. 

The appeal on behalf of the current $50,500,000 Fed- 
eration campaign was conducted by division chairman 
Henry Levy of Silver Stationery Company, Inc., and 





FOR DEVOTION TO HUMANITARIAN CAUSES.—Irving M. 

Levy. Art Steel Sales Corp., presents a testimonal scroll to 

|. S. Libien, Libien Press, while Henry Levy, Silver Stationery 
Co., smiles approval 


hairman Irving M. Levy of Art Steel Co., Inc 
Funds will help meet the maintenance and building 
fund needs of the Federation’s 116 affiliated hospitals 
ind social welfare institutions. 

The dinner was given in honor of Sam Libien, The 
Libien Press. The testimonial scroll presented to Mr 
Libien in tribute to his devotion to humanitarian 
auses, said Friend and neighbor to those in need, 
Sam Libien |} been responsible for bringing health 
and happine to thousands of New Yorkers. He has 
earned the des regard and admiration of his asso- 
ciates In honoring Sam Libien, we do honor to 
all that is fine and lasting in our industry and in our 
community 

Dr. Maurice B. Hexter, executive vice-president of 
the Federati addressed the guests. Among those 


present were: Ralph Barnett, Blaisdell Pencil Company; 
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his executive posture chair 
practically sells itself ! 


@ Here is a real executive pos- 
ture chair that encourages an upright, healthful 
sitting position, yet is superlatively comfortable! 
The adjustable, tilting back provides a custom 
fit, and gives maximum support in any working 
position. 

Thick, soft “cushions” of mold- 
ed foam rubber in seat and back invite restful 
relaxation that minimizes fatigue and encourages 
mental alertness. Arms are also upholstered with 
foam rubber. Covered in Top Grain leather with 
the exception of the top of the seat which is 
covered in Bedford Cord fabric to preserve the soft- 
ness and flexibility of the foam rubber. 


Dealers who display this chair, 
or place it on trial, find that it practically sells 
itself! Write for details. 
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PUSH — SNAP — 


ZIP— CLICK... 
IT LOADS THAT QUICK! 








[| YES 250 STAPLES 
1 IN LESS THAN 4 SECONDS 
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WRITE Tedovy FOR CATALOG AND DEALER DISCOUNTS 


MARKWELL CO. 


New York 13, N. Y. 


200 Hudson St. 
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Ben S. Grayson, Ace Fastener Corp.; Henry Hirsch, 
Tower Grossman Corp.; Arthur Josephson, Josephson 
Manufacturing Company; Charles Karasik, Jaclin Sta- 
tionery Company; Jacob Landsberg, Landsberg Bros.; 
William I. Lampel, Art Steel Sales Corp.; Mortimer C. 
Lazarus, M. C. Lazarus, Inc.; Harry Lefkowitz, Guide 
System & Supply Company; William Lowenthal, A. W. 
Faber, Inc. 

Also attending were: Frank May, J. L. May Co.; Rob- 
ert Reichman, Mooney’s, Inc.; Benjamin Sandner, Le 
Pages, Inc.; Victor Sheinman, Cole Steel Equipment 
Company; J. Howard Shoemaker, Jr., Eberhard Faber 
Pencil Company; Louis Wachtel, American Lead Pencil 
Company; Sol Warshaw, Warshaw Manufacturing 
Company, Inc., and Gerald D. White, Acco Products, 


Inc 
—< 


FURNITURE GROUP HEARS POLICE MATRON 

Mrs. Ruth Biederman, chief matron of the Chicago 
Police Department, was the featured speaker at the 
December meeting of the Office Furniture Association 
of Chicago in the Mural Room of the Bismarck Hotel 
on Monday, December 5, at 6:30 P.m 

Speaking “off the cuff,” Mrs. Biederman told of the 
activities of the department’s 74 policewomen and 38 
matrons in combatting the city’s juvenile delinquency 
problem. The work of the women of the department is 
principally with women and children, she stated, the 
cases numbering between 400 and 600 monthly. She 
gave striking case histories of family troubles involving 
drunkenness, desertion, prostitution and juvenile de- 
linquency, and touched on one of the most serious of 
present-day police problems in Chicago—drug traffic 
The true basis of all juvenile delinquency, she empha- 
sized, lies in the home, where the lack of parental love 
and supervision drives neglected children into the 
streets and all too often into serious trouble. 

The business portion of the meeting began with the 
reading of the secretary’s and treasurer's reports, fol- 
lowing which Activities Secretary Charles Goodman, S 
Stein & Company, read a two-page condensation of a 
58-page transcript of a resolution, “What Is a Retail 
Office Furniture Dealer’? This resolution, approved by 
the Chicago membership, was to be presented by Mr. 
Goodman at the executive committee meeting later in 
the week at New York City, where he represented the 
Chicago group. 

The dinner dance committee reported at the meeting 
that the annual event would be held at the Sheraton 
Hotel on January 21, tickets for which are available 
at $6 per person. 

*—- 

STEELMASTER HOLDS THANKSGIVING PARTY 

More than 500 attended the annual Steelmaster 
Thanksgiving Party given by Art Steel Company, Inc., 
at plant No. 1 at 170 W. 233rd St., Bronx, N. Y., 
on Wednesday, November 23. 

The program began with a brief address of welcome 
by Joseph Burger, president of Art Steel Company, in 
which he expressed the hope that all might meet 
again for many years to come in celebration of the 
most American of all American holidays, Thanksgiv- 
ing, to give thanks for the Lord’s goodness. 

He then asked all to rise and participate in the sing- 
ing of our national anthem after which an elaborate 
two-hour program of entertainment, with Mr. Burger 
acting as master of ceremonies, was staged. It con- 
sisted of local talent who offered a variety of acts in 
a truly professional manner which were so well re- 
ceived that numerous encores were called for. 

In preparation for the gala affair the immense 
packing and shipping room was cleared and tastefully 
decorated with a profusion of American flags, fes- 
toons, streamers, paper turkeys and pumpkins, creat- 
ing a truly festive Thanksgiving atmosphere. Gen- 
eral and private offices were also thrown open to 
receive guests and refreshments were served both in 
the plant and in the offices. As guests signed the 
register they were presented with a flower—gardenias 
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DEALER SALES DIVISION 


First with Combined Lines 


315 Fourth Avenue, New York 10, N. Y. 
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Bide this 
NEW PROFIT 
hinwind 


Here is the new Remington Rand 100% ALL NYLON rib- 
bon. This amazing ribbon fabric gives cleaner . . . clearer 











. sharper print work plus longer wear on all standard 
typewriters—fop durability on electric typewriters. 

Available in 42” and 9/16” widths—16 yard lengths. 
Don’t miss this new source of profits. Order your supply 


today .. . Display them . . . Watch them sell! 








BACKED BY THIS 
SALES BOOSTING 
COMBINATION 





FREE COUNTER Sane 
u CARDS = 


that act as traffic stoppers _— 


cite buying interest. 


ee FREE ENVELOPE a 


eee, 


Ae 
\ STUFFERS 
cked with powerful 


<I g information. 


Please send complete details on the new Remington Rand , 

100% ALL NYLON ribbon—my new source of dealer profits. { 
Nome | 
Firm 1 
Address 
City Zone State ae | 
oem an an ae an anne = an ened anne an. an ae 
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Yes...the WEBER 
is the one 7) 
with the af 
AUTOMATIC 
EJECTOR 




















a 
Th WEBER 


ADDRESSING MACHINE 


| 
i 











That’s why the Weber is so speedy...so easy to 
operate. You don’t need to stop and remove each 
piece. They’re automatically ejected as fast as they 
are addressed ...come out face up ready for mailing. 


The Weber gives you clean, sharp, distinct type- 
| written addresses on envelopes, postcards and mail- 
| ing folders at speeds up to 2500 per hour. Retails 

at $47.50 complete with supplies for a 500 mailing 
list (West Coast slightly higher). Additional sup- 
plies cost only 34 per name. 
| 
' 


NATIONALLY ADVERTISED 


Thousands of dollars are being spent in national 
magazines to bring folks into your store for this 
modern equipment. Free newspaper mats, counter 
displays and literature are available to help you sell. 


THE PROFIT MAKER OF THE YEAR 
Dealers everywhere are finding the Weber one of 
their biggest profit makers...and don’t forget... 
you make big money on Weber supplies, too. So 
.-.don’t delay. Get your order in today. 





WEBER ADDRESSING MACHINE CO. 
248 W. Central Road, Mt. Prospect, Ill. 





144 





for the ladies and carnations for the gentlemen. 

The officials of the company were kept busy greet- 
ing a host of old friends and customers, prominent 
borough and city officials and representatives of the 
trade. They were assisted by their entire sales force 














AT ART STEEL CO., 
INC., THANKSGIVING 
PARTY.—Right: Joseph 
Burger, Art Steel presi- 
dent, addresses the 
happy throng at Plant 
No. 1 on Wednesday, 
Nov. 23. Below: a few 
of the guests attend- 





r 


who did a fine job of making each guest feel at home. 

Hundreds of turkeys were distributed to all the 
workers of the Art Steel Company’s plants No. 1 and 
No. 2 with the best wishes of the company. 

After the show, dancing and sociability prevailed 
for the balance of the late afternoon and evening. 
—_e 
SYRACUSE DEALERS HEAR BURBANK 
The Stationers and Office Equipment Dealers Asso- 
ciation of Syracuse, N. Y., held the third annual De- 
cember dinner meeting December 8, 1949, in the 
Cavalier Room of the Syracuse Hotel. The guest speaker 
of the evening was Paul E. Burbank of the National 

Stationers Association. 

Though the weather was anything but conducive to 
ideal traveling conditions, dealers from the whole ter- 
ritory surrounding Syracuse were on hand to join in 
the fraternizing at the Oasis before dinner. Nearly 90 
were there—a total which was testimony of the effort 
and energy of the committee previous in publicizing 
the affair. 

Toastmaster Sam Abramson, Syracuse Office Supply 
Company, Syracuse, N. Y., voiced the appreciation of 
the committee to the diners for their presence. For 
the association he thanked the committee for their 
devotion and enterprise. He then introduced the of- 
ficers of the association who took a bow: 

President—Harry A. Hartman, Bardeen’s, Inc., Syra- 
cuse, N. Y. 

Vice-president—Harry Hawkins, Hawkins Printing 
Service, Syracuse, N. Y. 

Treasurer—Ives Jacobs, Jacobs Office Equipment 
Company, Syracuse, N. Y. 

Secretary—George J. Schmieg, Syracuse Office Equip- 
ment Corporation, Syracuse, N. Y. 

President Hartman, in recognition of the chair’s in- 
troduction, responded with an interesting address in 
which he likened the association to a football team. 
Just as it takes complete co-ordination of every man 
on a football team so does it need the entire co-ordina- 
tion and co-operation of each member of the associa- 
tion to gain objectives. “The team,” he said, “is only 
as strong as the weakest player.” He paid tribute to 
the support the association had received from NSA and 
from the travelers and particularly from the Syra- 
cuse businessmen 
The next speaker was Ken C. Heinrich, Heinrich- 
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IN NORMAL USE 


NOT TO BREAK 





COLORED PENCILS EXIST ONLY FOR THE EXTRA ATTENTION VALUE, THE COLOR DIFFERENTIATION, 


AND THE FLASHING EYE-CATCHING EMPHASIS THAT GIVES TO ALL OFFICE WORK! 















of the revolutionary differences in EBERHARD FABER’S new. 


Because formula COLORBRITE with Colimac, every colored pencil use; 


can see immediate personal advantage. The lead’s so tough, the Colimac. 








reinforced color so astonishingly intense, the needed writing pressure so 


much less, THERE’S MANIFEST ADVANTAGE FOR ALL, 


alee Decausé of a new formula including Colimac, and a new method of 


manufacture, COLORBRITE extra thin leads are AMAZINGLY 


Wile tpuik STRONG. Bear down at a normal writing angle—watch the Woodclinched 


ith g fone COLORBRITE lead bend—and then spring back. GUARANTEED not to break 
WwW YOU’RE BOUND TO SAVE OFFICE TIME, 


in normal use. 








Formula... with COLIMAC 


€olorbrite 


Colorbrite 





iEW COLOR VISIBILITY »« NEW EASE OF USE «+ COMPLETELY MOISTURE PROOF 





Colorbrite @ivé 2/2 


We y mung. all COLORBRITE colors have been scientifically developed to 
Fa give maximum contrast on both white and colored papers 
— HIGH VISIBILITY becomes a reality for the first time: Because this extre 


visibility shows up under fluorescent and other electric lighting as well as in 


Ss Lvdlelincheed daylight, | 
We leads 
Decausé with COLORBRITE you make so vivid a mark with so little effort, | 

ee, boeak you'll naturally favor the pencil instead of fighting it. And be- 


woe Use cause you need not bear down as hard to get full color intensity, you can 
we use a COLORBRITE Pencil all day long without finger cramp. Too, your 








work is rain-spatter-proof, fade-proof and permanent! In every way you'l 


THANK YOUR LUCKY STARS FOR COLORBRITE. 


NEW E LEAD FORMULA ADE MARK 


tg >. “> —, 





AN EXCLUSIVE 


| EBERHARD FABER 
| Globe CENTENNIAL YEAR DEVELOPMENI 
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Siebold Company, Rochester, N. Y., who declared it 
was a privilege to have opportunity to fraternize with 
the Syracuse members of the trade. He stated his belief 
that our industry was composed of a grand group of 
men and expressed his gratitude for the many fine 
friendships he had developed. Further he said he had 
acquired many fine ideas in his attendance at various 
association meetings—ideas which he had employed 
profitably in his own business. 

George Anderson, Boorum & Pease Company, and 
Larry Avanzino, Eberhard Faber Pencil Company, then 
took bows as president and secretary-treasurer respec- 
tively of the Empire State Travelers Club. 

Walter H. Miller, Otto Ulbrich Company, Buffalo, 
N. Y., was introduced and in his capacity as governor 
of the Second Regional District, NSA, dusted off some 
of the old jokes and added a few new ones for the 
entertainment of the group. Switching to the serious, 
Governor Miller told the group of some of the bene- 
ficial, co-operative efforts of the Buffalo Association. 
He then reminded the dealers of the vital importance 
of keeping their store sales employees up on their toes. 

The next speaker was Bert LaCasse of the L.C. Smith 
& Corona Typewriters, Inc., who took the liberty of 
deviating from his announced subject and made a few 
brief remarks on the necessity of reviewing our selling 
techniques. He introduced speed champion Norman 
Saksvig who gave a quarter-hour demonstration of his 
skill 


Need Selling Rededication 


Paul E. Burbank, National Stationers Association, 
opened his remarks with his opinion that this was the 
most interesting period in the history of this country. 
With but seven per cent of the population and 67 per 
cent of the production of the world in the United 
States, he said there must be a rededication to selling 


in order this country may keep the American 
economy in a free enterprise system progressing and go 
on to fill destiny. Particularly, must management 


realize its responsibility for the men who sell. 

He told of some observations of his own wherein 
salespeople had not only failed to sell but had ex- 
hibited indifference to their success or failure. Mr. 


Burbank said that management had failed to make 
such salespeople feel their duty of serving the con- 
sumer. In closing he pleaded with his listeners to 


encourage their employees to sell the importance of 
the office equipment industry to the world at large. 
After a question period in which Mr. Burbank an- 


swered questions from the floor, the meeting recessed 


briefly and then were entertained by movies of the 
Syracuse-Colgate football game. 
a ee 


SEMINAR ON FILING HELD AT CHICAGO 

A step forward in the field of filing and records 
management was taken in November when represen- 
tatives of firms from six different states met for one 
week in Chicago to take part in an advanced seminar 
course at the Records Management Institute. This 
was not a meeting for novices, but for office man- 
agers, department heads, file supervisors and analysts, 
and members of their staffs. 


The Institute is the result of weeks of planning 
and preparation by Miss Bertha M. Weeks, Director 
of the Chicago Bureau of Filing & Indexing, in whose 


conference rooms the five-day meeting was held. As 
a pioneer in teaching and installing filing and record 
management systems, Miss Weeks felt that some type 
of advanced seminar was needed by business people 
who already have a solid background, yet who wanted 
to keep abreast of new developments and the most 
modern systems 

Miss Weeks felt that one full week would be needed 
She planned field trips to local firms to see on-the- 
spot filing systems at work, round-table discussions, 
and several prominent guest lecturers. Topics dis- 
cussed included up to date short cuts and routines, 
fl retention programs and microfiling, 


>» teaw 
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Barcalo 
EXECUTIVE 
RECLINING 

CHAIR 


———— 

















Trade-in 
Problem? 


HIS fakir said he wouldn't retire until some- 

thing other-worldly in comfort came along. 
Well, along came the Barcalo Reclining Chair . 
and here he is trying to trade in his plank of nails. 
You probably won't get any thorny problems like 
this. In fact, you'll find no problems at all in selling 
Barcalo Reclining Chairs. No other chair has so 
many exclusive comfort features. There’s Barcalo’s 
patented “Floating Comfort”, and the Scientific 
Reclining Action that adjusts instantly to any body 
position from upright sitting to full reclining. No 
other chair supports the body at the five vital points. 
The seat is made of genuine shredded foam latex 
with exclusive graduated spring tension in seat 
and back. 
Barcalo styling alone will sell a lot of Barcalo chairs 
for you. The handsome new look it gives to offices, 
living rooms and dens is pretty exclusive too. 


By giving all this extra comfort and style in its 
Reclining Chairs, Barcalo gives you a rich market 


to exploit . . . wherever you are. 


THE ONLY RECLINING \\ >< «> ) A 
~ a — - - 
CHAIR MADE WITH \\. 2 aS a 


. 1 fxs 
a , > —- 
none at Le ee 
READ REST RELAX 
Executive Chair Division 
BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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Buy WITH CONFIDENCE Sell WITH PROFIT 








PRACTICAL> 


REYBURN’S UTILITIES, WITH 
THE EXCEPTION OF BULK 
ITEMS, ARE PACKAGED IN 
STURDY, NON-SAGGING, 
SLIDE-DRAWER CARTONS 
... ESPECIALLY CON- 
STRUCTED TO SAVE 
SHELF SPACE, YET PERMIT 
MAXIMUM DISPLAY. 


EFFICIENT> 


SALES EFFICIENCY (IS 
PROMOTED BY THE 
MODERN PACKAGING 
OF REYBURN'S UTILITIES 
THROUGH EASY ACCESS- 
ABILITY TO THE CARTON 
CONTENTS WITHOUT 
REMOVAL FROM THE 
SHELF...A VALUABLE TIME 
SAVING FEATURE... AND 
ONE WHICH KEEPS SHELF 
DISPLAYS LASTINGLY NEAT. 


2 
Gummed labels 


Gummed stars 





SELF-SELLING> 


CONTENTS, WHEREVER 
POSSIBLE, ARE SHOWN IN 
ACTUAL SIZE AND COLOR 
AGAINST A RICH, BLACK 
BACKGROUND ON THE 
CARTON FPRONT TO 
ATTRACT CONSUMER 
ATTENTION AND 
FACILITATE RAPID ITEM 
SELECTION. 





THE REYBURN MANUFACTURING CO., INC. 
PHILADELPHIA 32, PA. 


WAREHOUSE 4048 W. POLK ST., CHICAGO 24, ILL. 
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preparation of manuals and reports, and what is new 
in equipment and supplies. 

It is believed that this is the first time a project 
such as the Records Management Institute has ever 
been attempted in the Middle West. Judging from 
the enthusiastic attendance, there will certainly be 
many such meetings again. According to those at- 
tending, the Institute serves as a “post graduate” 
course providing information which has never been 
available before. 

capidhdaliititicamaiaea 
GREAT LAKES TRAVELERS CLUB NOTES 

More than 30 members were present at the Novem- 
ber business meeting at the Real Estate Board of 
Trade Building, 105 W. Madison St., on Friday, No- 
vember 25. Two dealer guests were present—Henry 
Brandt, Maywood Typewriter Company, Maywood, II1., 
and Chet Morse, Marshall-Jackson Company, Chicago. 

Following introductions, the secretary’s and treas- 
urer’s reports were read and approved. An additional 
amount was voted for financing the Christmas party 
to be held at the Sherman Hotel on December 21. 
Tickets for the event will be $4.00 each, Chairman 
George Aigner, G. J. Aigner Company, announced. Len 
Schneider, the Globe-Wernicke Co., editor of the 
“GLTC News,” reported on the progress of the bul- 
letin and stated that the December issue would be in 
the mails shortly. 

Membership applications read and approved were as 
follows: 

Robert T. O'Neil, C. L. Barkley & Company 

William B. Miller, Parker Pen Company. 

H. H. Dobey, Parker Pen Company 

Earl Lasworth, “Geyer’s Topics.” 

John D. Heath, Miami Systems Corporation. 

Clinton J. Cooper, Consolidated Wire Products Com- 
pany. 

Roy Hansen, Globe-Wernicke Company. 

Robert S. Kane, Richard Best Pencil Company. 

W. T. Roussey, Esterbrook Pen Company. 

i 
BOSTON STATIONERS HEAR PIPPETTE 





By Harley J. Lewis, Ward’s Stationers, Secretary 





The Boston Stationers’ Association in meeting at 
the Hotel Puritan Monday, November 21, heard as 
guest speaker, Geoffrey L. Pippette, advertising man- 
ager of The Carter’s Ink Company and a man well 
known to the stationery industry. His talk, “Sales in 
the Making,” was similar to the one given at the NSA 
regional convention at Portsmouth in June. Very few 
present had heard the talk before, therefore it was 
interesting and helpful to everyone interested in sell- 
ing merchandise 

At the close of the meeting, Mr. Pippette was pre- 
sented with a pen and pencil set by President Harry 
A. Azoff, Federal Stationery Company 

Sixty members and guests were present, enjoying 
the turkey dinner. A short business meeting was held 
and the stationers bowling league was reported as 
making good progress under the leadership of Joseph 
Hamburg. 

ee 
HASKELL MAKES THREE APPOINTMENTS 

Haskell Manufacturing Company of Pittsburgh, Pa., 
makers of steel desks, tables and drafting desks, has 
just announced appointment of three new sales rep- 
resentatives with wide experience in the office equip- 
ment field. H. A. Steger, 816 Pine St., St. Louis 1, Mo., 
will sell Haskell products in Missouri, Arkansas and 
southern Illinois. George Slater, 526 E. Lake Dr., De- 
catur, Ga., will represent Haskell in North Carolina, 
South Carolina, Georgia, Florida, Alabama, Mississippi, 
Kentucky, Tennessee, and Baton Rouge and New Or- 
leans in Louisiana. Frank King, 3361% Liberty Blvd., 
South Gate, Calif., will be Haskell’s agent in Oregon, 
California, Idaho, Utah, Arizona, Nevada and Wash- 
ington. 
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' | Another Business Office Equipped For 
= | Better Business Living 
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ES, smart office managers everywhere know the 
long-term value of easy-to-work-in surroundings 
with comfortable, attractive, durable office furniture. 
Invincible “Modernaire” steel furniture is just that! 
Desks are adjustable in height — to meet individual 
worker requirements. Drawers are smooth rolling, 
roomy and silent. Tops are non-glare linoleum — cor- 
ners and edges protected with stainless steel. 

For better business living — with comfort and in- 
creased personnel efhiciency — investigate low-cost 
Invincible “Modernaire’’ Steel Furniture. Write for 
complete information. 





REG U S&S PAT OFF 


INVINCIBLE METAL FURNITURE CO., MANITOWOC, WIS. 
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No. 4858 





PRESENTING 


Boling’s New 
Executive 


Posture 
Chair 









the posture mechanism. 


mahogany finishes. 





Just look at these features! 


No springs ... foam rubber on seat, back and 
arms, molded to fit the body. 
Choice of colors in expertly tailored top grain 
leathers with Gros Point fabrics by Goodall. 
Correct, comfortable seating assured for any 
individual by easy and simple adjustments to 


Choice of light or Softone oak, walnut or 











Coordinated action of } ; 
seatand back retains cor- { ~~ 
rect angle for maximum ecg 
comfort in all positions. 











Some people want the very finest! Boling’s new Executive Posture chair is 
just that. We've given it startling eye-appeal with luxurious Goodall 
covering, expertly tailored to blend with top grain leather and 

the warm finish of selected wood. 


Everyone is quick to acclaim its unbelievable comfort...and effortless 
relaxation at any tilting position. This is made possible by the new 


“Balanced-Ease”’ executive posture chair control. 


1 We are certain that many of your customers want the finest 
in office seating... why not show them our Executive Posture 


model, the very finest. Order one or more samples today. 





uSseeasiscyS_ HIGH POINT BENDING & CHAIR CO., SILER CITY, N.C. 
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PITTSBURGH BUSINESS SHOW 
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OPENING THE PITTSBURGH BUSINESS SHOW 


A ribbon-cutting ceremony by members of the show com- 
mittee, city officials and others marks the opening of the 
Pittsburgh Business Show November 15-17. Left to right are: 
top row—W. L. Brown, National Tube Co.; Hugh Maloy, Art 
Metal Construction Co.; G. Edward Schultz, Pittsburgh Plate 
Glass Co.; W. H. Oehmeler, president Pittsburgh Office 
Equipment Sales Managers Assn.; Howard G. Elam, treas- 
urer, Eastern Fuel & Gas Assn.; second row—H. W. Daugh- 
erty, president, National Office Management Assn.; Clarence 
D. Weimer, chairman, Gulf Oil Corp.; Otto L. Johnson, Mar- 
chant Calculating Machine Co.; first row—J. W. Oliver, presi- 
dent, Pittsburgh Chamber of Commerce; Alvin T. Stewart, 
councilman, city of Pittsburgh: G. N. White, president, Na- 
tional Association of Cost Accountants; Charles J. McKain, 
business manager, Pitney-Bowes, Inc.; Malcolm MacDonald, 
secretary, Copy Paper Sales & Service Agency. Another 
committee member not in the picture was Thomas H. Mc- 
Donough, H. G. Heinz Co. 


we 
OFFER DISPLAY BANNER TO DEALERS 
An orange and blue felt banner is currently being 
offered dealers by the Markwell Manufacturing 
Company. The banner is attached to a strip of half 





ORANGE AND BLUE FELT BANNER 


round aluminum molding with a braided cord to 
facilitate display 

Banners 9x19 inches or 18x36 inches, may be 
obtained | riting to the Dealer Division of Markwell 
Manufacturing Company, Inc., 200 Hudson St., New 


York 13, N. Y 
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salute 
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oreatest 
asset 





@ You, our H-H-M Dealers, have helped us achieve 
the remarkable record of manufacturing over one- 


half of all the safes made in America. 


This record is the result of our combined efforts for 
generations. Most of you have represented us for a 
long time, many for over 40 years. We have gone 
through thick and thin, war and peace, without a 
change in our basic relationship for working together 
successfully. A consistent policy of dealer distribu- 
tion has made it mutually profitable to work together 


in the building of our sales and service business. 


The business world knows you as the source of 
H-H-M fire and burglary protection equipment. As 
our daily contact with the business world we con- 


sider you, our dealers, as our greatest asset. 


We will continue to make a broad, quality line, de- 
signed to meet the changing needs of your customers. 
We will offer you new opportunities for serving old, 
and attracting, new customers. Together, we will 


make new records! 


Inquiries are invited from dealers interested in the 
exclusive H-H-M franchise. Write today for the 


possibilities in your territory. 


Le. ~\ WORLD-WIDE 


HERRING-HALL-MARVIN SAFE CO. 


HAMILTON, OHIO 


Builders of the world’s finest ... Rotary Record Files © Insulated Record 

Files @ Steel Transfer Files @ Safes ® Money Chests ® Vault Doors ® 

Bank Vault Equipment @ Drive-in Windows ® Night Depositories © Stainless 
Steel Hospital and Building Equipment. 
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Duty + Beauty 
W BAR SHELVING 


* 


GREATER 
STRENGTH 


* 


FINEST BAKED 
ENAMEL FINISHES 


* 


COMPLETE 
SIZE RANGES 


* 


EXCLUSIVE W BAR 
CORNER POST 
CONSTRUCTION 


* 


MOST MODERN 
DESIGN 


* 


PROMPT 10 DAY 
DELIVERY 


* 


MADE TO ANY 
SPECIFICATIONS 














More than strong, functional shelving, the W Bar 
line is smart-looking office furniture. Unexcelled 
baked enamel finishes, Intermediate posts that 
eliminate extra corner posts in series installa- 
tions, revolutionary W Bar construction, stamp 
the NEUBAUER line as the fastest comer in the 


shelving field today. 


For filing or sorting 
forms such as tariffs, 
policy blanks, way bills 
...tell your customers 
about the new W Bar 
Filing Shelf. 36 inches 
wide in 12 or 15 inch 
depths, this handy unit 
can be inserted in 
shelving units or used 
separately on mailing 
desks, ete. 








WRITE TODAY FOR OUR 4 PAGE BROCHURE & PRICE LIST 


wire, Neubauer Manufacturing Co. 
VAS 2019 CENTRAL AVE. MINNEAPOLIS 18, MINN 
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FEATURE PENS, DESK SETS 
FOR VALENTINE GIFTS 


The more firms calling attention to a special gift 
date the deeper the impression made on the minds of 
the buying public, and the greater number of sales 
that accrue to all. The first of last February the Retail 
Merchants’ Association of Santa Barbara, Calif., ran 
a full page ad, showing at the top a pair of lovers in 
a heart outline, and headed “The most welcomed gifts 
for your Valentine come from Santa Barbara. The 
merchants in your favorite shopping center were 
happy to aid Dan Cupid in providing you with a big 
selection of special Valentine gifts—gifts which can 





SOUTHERN CALI- 

FORNIA.—Top: featured in this Belcher & Schact window at 

Long Beach in a special Valentine promotion were pens, 

playing cards, score pads and commercial stationery. Bot- 

tom: Schwabacher-Frey, Los Angeles, used an abundance of 

the traditional hearts and darts in an effective promotion 
of both pocket and desk pens of all price classes. 


VALENTINE DAY PROMOTIONS IN 


express your thanks, admiration, or love without your 
using a word. For a Valentine that makes hearts beat 
in double time buy in Santa Barbara.” 

Boxes all around the border contained the names 
of co-operating merchants. Included among them 
were the Powers Office Equipment Company, who 
backed up the ad with a colorful Valentine window 
display. Suspended from the ceiling was a large red 
heart bordered with white lace paper, to which were 
fastened a number of fountain pens, with the inscrip- 
tion “The, Write Gift for Your Valentine.” On the 
floor was a big red satin heart-shaped mat, on which 
a complete bronze desk set was shown. Small tables 
at either end held packets of commercial stationery, 
each bound with a red ribbon. 

Hearts and darts are the recognized symbols of 
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design of 


€900// 


office 


‘a Uaeithitia: 


Leopold's profit-building 
program for dealers 
in 1950 includes 


e t advertising in 
Business’ maga 


eA sales promotior 


eA te line of effective 
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Leopold office furniture installation for Council Bluffs 
Gas Company by Emarines, Council Bluffs, lowa 


a efficient design of Leopold office furniture 
is so easily demonstrated, it is no wonder that executives 
from coast to coast are adding Leopold installations 


for the entire office. 


Efficiency adds to profits, and dealers and users 
alike are profiting from the carefully engineered designs 


which Leopold has developed. 
Since 1876, Leopold has been supplying 


office furniture built with the finest materials and 
craftsmanship to add to your profits. 


nt LeQp0/e wnrany 





BURLINGTON, IOWA 


MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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MONTHLY REPORT TO DEALERS OF 





Johnson Chair Compayy 





EXTRA 














PUBLISHED EVERY MONTH BY JOHNSON CHAIR COMPANY, 4401 W. NORTH AVENUE, CHICAGO 39, ILLINOIS 





CHAIR WORLD ACCLAIMS 1950 





The 1950... Masterpiece of Chair Craftsmen 


A multi-feature chair created for the jurist or executive who wants the 
best. It has beauty which will blend into any surroundings. It has eye 
appeal which will quickly transform your prospects into buyers. 


The 1950 has a hardwood frame. All exposed parts are GENUINE WAL- 
NUT... upholstered in TOP GRAIN LEATHER. The platform and back 
are spring filled . . . and chair arms are foam rubber cushioned. 


Generously proportioned: Sitting Depth 1834". Width Between Arms 
1934". Height of Back above seat 28!/,". 





: 
| 


HAPPY NEW YEAR 


We wish to you and yours a very 
happy New Year . . . with good 
health and a full measure of 


happiness and prosperity. 


ee ee 
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TRADE ACCLAIMS THE 1950 


Our 1950 chair has had a tremendous re- 
ception. This is naturally pleasing to us for 
we had striven for the finest in design, the 
best in material, the usual high standard of 
Johnson manufacture. 


In the opinion of experts it has everything 


. ++ eye appeal .. . sitting comfort .. . 
Johnson wearing quality . .. high sales po- 
tential. 

When you take inventory . .. include 1950 


with your next Johnson order. You need it 
in your business. 


=a 


NEW JOHNSON CATALOG 
READY 


The 1950 Johnson Catalog is now near com- 
pletion. As this is written it is being pre- 
pared and copies will be available to deal- 
ers about January 10. Write us how many 
copies you will require to outfit your sales- 
men. 


ty 


es 


TERRITORY AVAILABLE 


lf we are not represented in your city, a 
fine profit opportunity is available to you. 
Write us for full information. Some desir- 
able territories are open. 
Address: W. M. Small, Sales Manager 
The Johnson Chair Company 
4401 West North Avenue 


Chicago 39, Illinois 





1950 > Ejighty-Third Year of Johnson Quality Office Chairs » 1950 
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Valentine Day 


them to good advantage to call attention 


Calif., use 


to their pen 


window, Suspt 


statlonery 
y and offi 
ah ‘ » Ly 
was backe 
was a rea 
ong scroll 


poxes oI Wi 


and Schwabacher-Frey, Los Angeles, 


appreciated valentine gifts. In their 


nded from the ceiling by white ribbons 


covered with purple metallic paper, 
ing several little white wire baskets 


pens priced at $5-10-15. On the gold-hued 


the window was a spray of red heart 
Down front, against a white background 
red hearts in front of each being a pen 

case. Several nationally advertised 


lving stand held a fountain pen and 
A Remington Noiseless, to which was 
atin heart, was shown in one corner 
cards, score pads and commercial 
featured by Belcher & Schact, station- 
ipplies, Long Beach, Calif. The display 
h a big red simulated cowhide, on which 
heart bordered with lace paper, and a 
ver metallic paper. White fixtures held 
ind pastel tinted paper, floral decorated 
several desk sets. Pens at a wide 
were scattered through the display. 


<= « 
BOTTERELL HEADS RECORDS GROUP 
A. C. Botters branch manager of Remington Rand, 
Inc., in that has been elected president of the 
ewly-fe Records Management Association of 


comprising file executive supervis- 
interested in records of business. 


include R. W. Sprott, general sales 
vice president 


Globe-Wernicke Co., 








BANK INSTALLATION—The R. H. Llewellyn Co., Manchester, 
N. H., recently completed the installations pictured here at 
the Souhegan National Bank in Milford, N. H. In the opera- 
tion, the firm first made a survey of the banking room, com- 
pleted a floor plan and then submitted drawings in detail. 
Before the modernization, the bank had the usual high 
screened and something of a jail appearance. 
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: PROTECTAFIL 


NEW! 





IT OPENS AN ENTIRELY @ 
NEW MARKET ° 


A MOVEABLE STEEL VAULT 


. . . that makes present wood or steel files 
fire resistant. Any filing cabinet can be moved 
easily into the vault and be protected from 
fire and burglary. 


The PROTECTAFILE will instantly appeal 
to business and professional men or anyone 
using filing equipment. Wherever records 
should be protected from fire, you will find 
interest in the PROTECTAFILE. Its sim- 


plicity and low cost will make sales easy. 


All welded construction throughout 

2” proven insulation plus dead air space 
3 way positive action bolt locks 

Sizes for both letter and legal files 
Requires very little extra floor space 
Shipping weight 225 pounds 


Low list prices, which eliminate sales resistance, 
plus high discounts guarantee you large profits. 


WRITE FOR CATALOG, PRICES, AND DISCOUNTS 


EXCLUSIVE DEALERSHIPS ARE AVAILABLE 


PROTECTAFILE COMPANY 


KANSAS CITY 8, MO. 








112 W. 19th ST. > 
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WHEN ORDERING SPECIFY: 
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THE QUALITY LINE OF FILING SUPPLIES AND GUMMED SPECIALTIES 
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MACEY-FOWLER ELECTS NEW OFFICERS 


The Macey-Fowler, Inc., has announced the reor- 
ganization of the company following the sudden death 
of Robert Fowler. The following officers were named: 

Adam J. Andrasick, president. 

Robert B. Hayward, vice-president 

Edwin L. Steinbruck, vice-president. 

Paul Berlin, vice-president. 

Inasmuch as all of these officers have been asso- 
ciated with the corporation for many years and have 
helped to formulate past policies under which the firm 
operated, they announced the continuation of the same 
policies as heretofore, and will continue to offer the 
same lines of fine office furniture, in both wood and 
steel. 

a 

INTRODUCE FLO-MASTER WINDOW DISPLAY 

A new eye-catching Flo-Master window card has 
been introduced by Cushman & Denison Manufactur- 
ing Company, 133-5-7 W. 23rd St., New York 11, N. Y., 
to stimulate activity in a recently announced mer- 
chandising plan. 

This plan promotes the sale of Cado’s new self- 
dispensing ink in containers which have eliminated 


16,800 Marking 


FINE | 
/ 


n any Surtact 





NEW FLO-MASTER WINDOW DISPLAY 


the use of the medicine dropper and bulky bottle. 
Reduced packaging costs permit, also, a price reduc- 
tion of the Flo-Master Fountnbrush. 

Six Flo-Masters with a variety of colored caps and 
assorted nibs are displayed. With the card are cello- 
phane envelopes including instructions and extra nibs 
so that the Flo-Masters may be sold when the card 
has served its purpose. Dealers are encouraged to 
utilize this display to tie in with the national advertis- 
ing campaign now in progress. 


ile 
LANDIS JOINS METALSTAND COMPANY 

Jack Landis, who travels extensively among office 
equipment and commercial stationery dealers, an- 
nounced that beginning January 1, he will join the 
Metalstand Company in the capacity of field repre- 
sentative and will travel exclusively for that company. 

Mr. Landis was formerly connected with Frank 
Scerbo & Sons, Inc., most of which time he acted in 
a selling capacity. 

In his new connection he will make his headquarters 
in Philadelphia, Pa. Sometime in February he expects 
to make his home in that city. 


McCASKEY REGISTER APPOINTS KANSAS FIRM 

The Northwestern Typewriter Company, Hays, Kans.., 
has been appointed the service representative for 
northwestern Kansas, for the McCaskey Register Com- 
pany, Alliance, Ohio. Harry H. Smith is sales repre- 
sentative. 

The firm will handle cash control systems, charge 
control systems, safes, Sturgess Autographic registers, 
sales books and business forms.—GMH 
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ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE 


IN CANADA e ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST, MONTREAL 
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R-B MIMEO PAPERS 


BONWOVE METHODIC 
SCRIPWOVE VARITONE 
EXPEDITE SERV-WEL 


R-B DUPLICATOR PAPERS 


LIQUOGRAPH DUPLO-B 
DUPLO-A UTILITY 


Colors and weights in wide variety 


”' with Rockwell-Barnes 
duplicator papers 


\ suecessful business depends on its “steady” cus- 
tomers. And the best way to insure steady customers 
is to furnish them the finest products and services 
at all times. 

Kvery Rockwell-Barnes product is designed to 
keep “steady company.” Take R-B duplicator 
papers, for all types of machines. They offer an 
assortment of weights, colors and textures of uni- 
form top-quality resulting in more clear copies, more 
customer satisfaction and more “steady” business. 

R-B mimeo and duplicator papers, like every 
product bearing an R-B watermark or label, are 
backed by nearly 50 years of Rockwell-Barnes expe- 
rience as “specialists to the stationer.” That is your 
assurance of fine products from a single source of 
supply ... your assurance of keeping “steady com- 
pany” with your customers. 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer since 1903 


EAST WACKER DRIVE ° CHICAGO 1, ILLIAOG 
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M. G. WEST RETIRES FROM FIRM AT 90; 

NEW BOARD OF DIRECTORS SET UP 
Reaching the age of 90, M. G. West, founder of the 
M. G. West Company which bears his name at San 
Francisco, Calif., expressed the wish to be relieved of 
his duties as a director and chairman of the board 
and therefore resigned from both positions. Still en- 
joying good health he has been attending all regular 

board meetings in the capacity of chairman. 
Respecting M. G.’s wishes, a new board of directors 
was chosen: Elected to Mr. West’s seat on the board 
is Douglas A. Nye, who became associated with the 


parent company (M. G. West and Company, a co- 
partnership) in 1907 and who served as secretary and 
director for several years or until such time as he 
began the practice of corporation law. He represents 
M. G. West’s personal interests in addition to handling 
the corporation’s legal affairs. 

The new board now consists of: 

Ross R. West—chairman, who is engaged in the 
wholesale office furniture trade; Kirby P. West, presi- 
dent and general manager; E. E. Ridell, secretary; 
D. A. Nye, legal counsel for the corporation and M. G. 
West’s personal advisor, and J. R. Hermann, president 
yf the Hermann Safe Company. The appointment of 
ther officers will be announced at a later date. 

The management is guided by the recommendations 
of an executive committee consisting of Kirby P. 
West, Ross R. West, J. R. Hermann and D. A. Nye, as 

nse 

ATIS© 1 n 

GIROD APPOINTED BY BERGER DIVISION 

Appointment of Paul A. Girod as resident salesman 

n the Philadelphia Office of the Berger Manufactur- 


ing Division, Republic Steel Corporation, was recently 

















PAUL A. GIROD 


announced by R. W. Helms, general manager of sales. 
Mr. Girod worked in the Berger general sales depart- 
ment six months before entering the armed services. 


After three years in the Air Force he returned to 
Berger as a Sales trainee. : 

Born in Canton, Ohio, he worked a short time in 
the purchasing department of Diebold, Inc. He is a 
graduate of Timken Vocational High School and at- 
ended Mount Union College. 

— oie. 
DEALERS ATTEND FAIR TRADE CONVENTION 
Several office supply dealers were among those who 


ttended the American Fair Trade Council annual con- 
vention at the Waldorf-Astoria Hotel, New York, N. Y.. 
n November 16 and 17 


L. B. Herr, L. B. Herr & Son, Lancaster, Pa., was 
seen at the nvention with George Wustner and Joe 
Snitzer, all of whom represented the Philadelphia 
Stationers Association. 

B. H. Goldsmith, Markwell Manufacturing Company, 
ittended in the interest of his firm’s fair trade price 
policy. Markwell was represented also among the dis- 
plays of various well-known trademarks. A plaque 
portrayed “Staple Sam the Markwell Man” and the 
recently christened “Staple Sal the Markwell Gal.” 
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Don’t wait for ; 
a disastrous fire 
or burglary to 
send a custom- 


er to you... 





@ Make customers for Protectall Safes by telling 
every man who comes to your store . . . 


@ You can sell Protectall Safes with complete confi- 
dence because it is of highest quality, excellent in 
design and manufacture — the best value in the 
safe business. 


@ Protect valuable records — business papers — 
vital data —against possible destruction by fire. 


@ Insurance cannot replace them—nor pay the 
value of the contents. 


There is a generous 


PROFIT 


in selling Protectall Safes 


SEVEN SIZES. THREE COLORS. 
EASY TO HANDLE. 


Drop shipments if required. 
Get the Protectall story. Write 
a PROTECTALL SAFE COMPANY 
926 S. Salina St., Syracuse, N. Y. 









































ENGINEERED 
CONSTRUCTION 





that will build repeat 
customers 






ANDERSON-HICKEY COMPANY 
1800 Line 


CARDINAL SALES, INC. 


Exclusive Distributors 


e New ‘Free Rolling Ball’ 
Progressive Cradle Suspen- 
sion. 


e Finger-tip Control side lock- 
ing compressor. 


e 28” Full Depth. 


To build a filing cabinet is one thing. To build a 
QUALITY cabinet selling at a good price is quite 
another. It has been our goal to build the best 
file possible—a high quality product. This we have 
accomplished through advanced design and engi- 


neered construction. 


Write for details on this new construction. 





, 5 7 
exe llits]| 9/7 We 
= 


C 


Me 5631 W. MADISON ST., CHICAGO 44, ILL. 


STAR MANUFACTURING IN NEW FACTORY 

The Star Manufacturing Company, steel fabricators, 
now has production lines moving in its new factory at 
Turner, Kans., just west of Kansas City, Kans. This 
company, which has been expanding its manufactur- 
ing and wholesale operations in Oklahoma, Texas, 
Colorado and now Kansas, announced around the first 
of 1948 that it would move this major fabricating 
activity from Amarillo, Tex., to provide a more central 
location for national distribution. 

The company is concentrating its production at 
this time on steel industrial bins and shelving under 
the trade name of Starbilt. Other new products are 
on the drawing boards. 

Included in the company’s current expansion pro- 
gram also are new buildings at Amarillo and Okla- 
homa City. 

— 

NSA DISTRIBUTES FOUNTAIN PEN MANUAL 

“How to Seli Fountain Pens and Mechanica! Pencils,” 
Manual 4 in the current National Stationers Associa- 
tion Product Education Program, was sent to all dealer 
and manufacturer members on January 2, according 
to Paul Burbank, secretary-manager of the Association. 

Basic product knowledge and ways to fit the pro- 
ducts to customer needs are contained in 32 highly 
illustrated pages. A handsome cover as well as the 
rest of the manual are printed in two colors. 

To aid the stationer in the training of his salesmen, 
a four-page Leader’s Guide is provided with the man- 
ual. This guide provides suggested meeting schedules 





NO. 4 OF NSA PRODUCT MANUALS 


and hints for conducting the program and for correlat- 
ing specific information furnished by manufacturers 
with the basic information furnished by the manual. 
Three sets of questions included in each manual make 
study easier and more interesting and at the same time 
simplify the training job for the dealer, 

One copy of the manual and a Leader’s Guide are 
sent to dealer and manufacturer members without 
charge as part of NSA membership service. Additional 
copies, available only to members, may be secured at 


| cost by sales managers for each of their salesmen. 


NSA manufacturers who helped furnish information 
for the study are: American Lead Pencil Company, 


| Autopoint Company, B. B. Pen Company, Inc., The 


Carter’s Ink Company, Diversey Machine Works, Inc., 
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: FOR SO LITTLE MONEY! 


Here is today’s best buy in fine office furniture! Harter's new 1800 suite 








combines graceful modern design and real deep-seated comfort. These 

chairs cost far less than what you expect to pay for such superior quality. 
The 1800 line is big, roomy, luxurious. Seats and backs are deeply 

cushioned to provide soft and resilient support. Padded arm rests 

come fully upholstered to match the rest of the chair. Solid all-steel 

7 construction assures a business lifetime of good, hard service. 


§ = 

e od A k T € R 3 5 You can get the 1800 suite in corrected top grain or deep buff leather, 
Tolex plastic-coated fabric, or mohair fabrics. Four standard colors 
Green, Brown, Maroon, Black — and five “special’’ colors are available. 


t 1 8 0 0 5 U i T E Write for literature. Harter Corporation, 1001 Prairie Ave., Sturgis, Mich. 


0 HARTER 


Tu RGIS me_eec titea & 


STEEL CHAIRS © POSTURE CHAIRS 
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Standard TODAY AND EVERYDAY 


... the outstanding manufacturer of Wood Desks and Office Fur- 





, ; , N 
niture, with a plant unexcelled in technical skill and material METAL-UNTERIOR UNTT 


| utilization ... with a productive capacity unequalled in this field 
| ... offers you the most complete range of products available-today! 
| Including the great new Metal-Interior Desk, there are more than 
| 125 different models from which to choose! Space-economy, styl- 


ized planning and a return on your office-equipment investment 


are easy factors to achieve, when you call on Standard... 


THE 500 GROUP 
WE ARE PROUD TO BE REPRESENTED BY THE BEST OFFICE 
EQUIPMENT PEOPLE...IN ALL PRINCIPAL CITIES AND 
SMALLER COMMUNITIES THROUGHOUT THE COUNTRY! CALL 


ON YOUR NEAREST STANDARD REPRESENTATIVE OR WRITE 


TO US FOR YOUR REQUIREMENTS... THE 3000 GROUP 








OFFICEZ 





THE 2400 GROUP THE 1600 GROUP 





THE 4600 GROUP THE 4900 GROUP THE 4500 GROUP THE 2300 GROUP 


It's not standard unless ef 4 Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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Eagle Fen: 
Everlast Pen Corporation, Eversharp, Inc., A. W 
Faber-Caste Pencil Company and Eberhard Faber 
Pencil Company 
helped are: Fisher Pen Company, Gregory Fount-O- 
Ink Company 
Inc., W. K. Kerr Pen Company, Moore Pen Company, 
Norma Pencil Corporation, The Parker Pen Company, 
Ritepoint Company, Rite-Rite Manufacturing Com- 
pany, Secripto, Inc., Sengbusch Self Closing Inkstand 
Company, W. A. Sheaffer Pen Company, Stratford Pen 
Corporation, Samuel Ward Manufacturing Company 
ind L. E. Waterman Company. 


—- © 
OFFER NEW DISPLAY CASE 
Ready for distribution is the newly designed display 
case No. K-700 made by Koh-I-Noor Pencil Company, 
Inc., Bloomsbury, N. J. Ten inches high, the new case 
occupies only 6 x 12 inches of counter space. It is 





KOH-I-NOOR NO. K-700 FOR DISPLAY 


sold as a unit packed with one dozen 1511 holders and 
two gross of 2,200 refill leads. 
A clear lucite cover is said to protect the contents 


from dust while the sturdy pickled oak construction 
provides an attractive and practical means of display 
for Koh-I-Noor dealers. 


<< 
HAL JOHNSON RETURNS TO J. K. GILL 
George Halling, general manager of the J. K. Gill 
Company, Portland, Ore., recently announced the re- 











HAL JOHNSON 


turn of Hal Johnson as advertising manager. Mr 


Johnson has 


Waving LUNret 


iumed the position he held prior to his 
rs ago for Cannon Beach. 
oe 
HANDY ROLL APPOINTS ANDREW A. HUTH 
The Handy Roll Company, division of Salsbury Cor- 
oration, 1161 E. Florence Ave., Los Angeles, Calif., 


recently announced the appointment of Andrew A 
Huth as representative of the Handy Roll line of 
gummed tapes and labels for New York State. 
Inquiries should be addressed to Mr. Huth at 505 
Fifth Ave., New York 17, N. Y., or those in the Greater 


New York area may call Murray Hill 2-3757. 
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| Company, The Esterbrook Pen Company, 


Additional names of those who 


George C. Holt Company, David Kahn, 








Not how many adjustments but how 
few. Not how complicated but how 
simple. ‘Thus have Sturgis designers 
proceeded in their efforts to make 
posture control easy. Anyone can ad- 
just a Sturgis chair—without tools. 
In fact, on Sturgis stenographic 
chairs (and on two new executive 
chairs) one posture feature, the 
Follow-Flex back support, needs 


no adjusting at all qutomatic. 


Millia 


PRESIDENT 


A complete line of executive, steno- 
graphic, reception and institutional 
chairs posture designed for the person 


and the purpose. 


POSTURE CHAIR CO. 
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LOOK 


The Toledo Metal Furniture Co. 
PRESENTS 


Little Dandy 


Typewriter Stands 











No. 671-LSX 


TWO SIZES 
With or without side leaves 
With or without locking device 
FIVE-PLY WOOD TOPS 


and side leaves 


COLD ROLLED STEEL 
bases 


Our name is your guide to 
quality 


IMMEDIATE SHIPMENT 
Send for catalog and price list 


The Toledo Metal 
Furniture Co. 


1001 Hastings St. ° Toledo 7, Ohio 
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L. C. SMITH-CORONA BRANCH OFFICE TAKES NEW 
QUARTERS AT TOLEDO 

Toledo, Ohio, branch sales and service office of 

L. C. Smith & Corona Typewriters, Inc., of which 

J. Francis Seymour is manager, recently moved from 

707 Jefferson Ave. in downtown Toledo, to new and 





NEW BRANCH OFFICE OF L. C. SMITH & CORONA TYPE- 
WRITERS, INC., IN TOLEDO.—tTriple the size of the former 
quarters is the new branch home at 2348 Monroe St. Top: 
the salesroom, showing the built-in, glass-enclosed case for 
the dustless display of two typewriters. Center: the branch 
staffi—George Mahoney, Roy Hall, William Bruning, Dan 
Howard, J. Francis Seymour, manager, and J. W. Parent, one 
of the retail salesmen. Seated is Mrs. Bonnie Carroll, cashier. 
Bottom: the parts department, devised by Dan Howard. serv- 
ice department manager. Small parts are stored in labeled 
jars, larger components on shelves, cabinets or on wall 
hooks. Thus any part can be located without delay. 


larger quarters at 2948 Monroe St., that city. This is 
about three times the size of the earlier location and 
a large parking lot in the rear is available for cus- 
tomers. 

Several innovations were introduced in the new 
quarters. The counter separating the display space 
from the office has a built-in niche, glass-enclosed, 
for the dust-proof display of two typewriters. There 
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THREE REASONS —— Se 


Here’s why you'll make more money, this 


. 0 : . NOW AVAILABLE 
Transfer Season, Selling Oxford Files: = ae ae 
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1. | THREE MODELS | GREEN 
Y _Y BOARD 
From simple storage to Front-Office transfer, you can 
meet | i | i 
et the customer's requirements as to price, style and size STEEL CLAD 
of transfer case. No other manufacturer gives you this range of three 5 SIZES 
models in pull-drawer fiberboard files. 
2. | IMPROVED DESIGN 
The Standard file has new drawer design with pre- 
attached handle that does away with separate loose parts 
Drawer now assembles with the same swift ease that is also a feature 
Oe "9 a ” STANDARD 
of the “Steel Clad” and “Steel Front’’ models. 12 SIZES 
) —— ae eae" 
4 <4 IN 
3. Oxford QUALITY GREEN 
¢ BOARD 


it 


—— — 





The name “Oxford” on any filing supply product, whether 
files, folders, cards, guides or red fiber expanding envelopes, 
s proof of a quality that protects the user in his purchase and the 


i STEEL FRONT 
jealer in his merchandising. 12 SIZES 


Oxford Accessories that fit ALL 


Oxford i 


esting 


mak of files—pull-drawer or box 


Sizes to fit a 
F | L | N G S$ U P P L Y C 0 M P A N Y ; | N C . type. Ask us for deta sO you Can order a supp'y 
Garden City, N. Y. St. Louis 2, Mo. Back Locks 


Simple, inexpensive device locks together back 
of any puli-drawer file. Send for free sample 





Manufacturers of Oxford PENDAFLEX, the original hanging folder 
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877 TC 
78 REV. A/CH 

877 EXEC. DESK 
3078 SOFA 
78 A/CH 


mOOe> 





877 EXEC 


The advantage of planned layout to conform with 
maximum space allotted without a change in floor 
plans, is the keynote of “SCERBO’S” success in 
dealing with problems where space is restricted to 
various shapes and sizes. Our drafting department 
is at your disposal to help in attaining complete _ 


satisfaction and best results. Our wealth of ex- 





DRUM TABLE 


OY 


perience is yours for the asking—Just send in a 


sketch of your plan and we will estimate at no 








additional cost. 





877 CONFERENCE TABLE 





ee See 














WRITE FOR OUR COLORFUL ILLUSTRATED CATALOGUE 
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is also a visible glass front, so that the entire interior | 
is visible from the street, and typewriters are also | 


displayed on a low shelf in the window. 

The service 
rear, has typewriter parts arranged for immediate 
access. Dan Howard, supervisor of the service depart- 
ment, has developed a system whereby any part can 
be found without a minute’s searching, thus saving 
valuable time on the part of service employees. 

He built shelves to hold small glass jars, and placed 
all small parts in these jars. The label on each jar 
gave the number, name, and price of the part. There 
are more than 65 such jars, each containing some 
small part needed for typewriter repairs. Larger parts 
are kept on shelves, in cabinets, or hanging from nails 
on the walls 

Mr Howard 
in the Navy 
premium. He 


got his idea, he says, from his service 
where both time and space were at a 
served as Seaman second class, S.A.I 


specialist artificer instruments), returning to the 
Toledo branch after the war.—AK 
*—><« 
FRIDEN PROMOTES L. B. TAYLOR 
Larry B. Taylor has recently been named general 
sales manag of the Friden Calculating Machine 
Company rding to an announcement of Vice- 





LARRY B. TAYLOR 


President and General Manager, John M. Lund. 
Mr. Taylk acted as domestic sales manager 
ince last Mal Said the Friden News, “the growth 


of the firm x the last four years under Mr. Lund’s 
rein made nperative that someone now concen- 
trate all of his time upon sales. That this someone 
should be |! Taylor is as natural as sunshine in 
California 


—- 


BURROUGHS COMPLETES “COPPER ROOM” 


Burroughs Adding Machine Company recently an- 
yunced I ion of an entirely new copper-insu- 
test facility in its Detroit Engineering Labora- 
ries. It i be used for the scientific testing of 
trical equipment for interference with radio and 
elevision re tion 
Announce of the new laboratory was included 
folder, « tled “Blueprint for the Future,” sent 
mpal kholders and employees. The folder 
escribed st if Burroughs engineering and research 
ities, in ling work in electronics in the firm’s 
Phila laboratory and in projects being 
red i e Universities of Michigan and Penn- 
ia 
John S. ¢ president, stated that, “Burroughs 


’ doing its own basic research work 


iva t 

he sile f electrical equipment insofar as 
radio and tele n are concerned, but will also be in 

sition 1 similar testing work for other con- 
erns not equipped with a completely copper-insulated 
ant ry 


rhs facility is completely encased in 
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FLUORESCENT DESK LAMP 


UNDERWRITER APPROVED 


Lustrous Grey 


Metatiic Bronze o 












LIST PRICE 
No. 4900 


only 56 95 


less bulb 


ORDER YOUR SAMPLE LAMPS TODAY. 





Wired for 110 


Baked Enamel on Bonder- LIST 
ized Steel for Lasting volt, 60 cycle 
Finish $ 6 95 Height: 114" 
One Piece Shade, Rolled Length: 20” 
Edge ' Weight: 82 
Instant Starting Switch less Ibs. packed 
Each Lamp corries Under- bulb individeel 
writers’ Label cartons 




















UNEQUALLED EYE APPEAL .. . UNEQUALLED 
LIGHT APPEAL . . . UNEQUALLED PRICE APPEAL 


Here is the answer to the demond for o superior quality Fluorescent 
Desk Lamp priced within the reoch of millions. Nothing hos been 
sacrificed to produce the highest quolity fluorescent desk lamp on 


No dealer can afford to miss this opportunity 


the morket todoy 





gm 
WATCH your sales volume 
go up when you display 
this Lamp. It will increase 
store traffic and stimulate 











\. 
A “NATURAL” FOR HOLIDAY SALES 





INDUSTRIAL LAMP CORPORATION 


INDIANA 


ELKHART, 





167 




















A “PAIR OF CHAIR VALUES” 
HARD TO BEAT! 


BEAUTIFULLY 
TAILORED 
UPHOLSTERY 


Du Pont’s Simulated 
Leather 









CORRECT STYLING—CORRECT POSTURE 


No. 980 
BANK OF ENGLAND 





QUALITY CONSTRUCTION AND FINISH 


JASPER SEATING CO. 


mummers ASP EO SE 
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copper with an outer layer of galvanized iron. The 
entrance is protected by two roll-up screens, one iron, 
the other copper, and fresh air is forced through a 





BURROUGHS’ SHORT-WAVE SLEUTHS.—Engineers of Bur- 
roughs Adding Machine Co. “listening” for short-wave radi- 
ations from a bookeeping machine in the company’s new 
copper-lined laboratory. To bar radiations from outside 
sources, walls, ceiling and floor of the room are of sheet 
copper, completely encased in an outer shell of galvanized 
iron. It measures radiations in millionths of a volt. 


screened opening in the ceiling. 

“Burroughs new ‘copper room’ and its equipment 
comprise one of the few facilities of its kind in the 
United States,” Raymond G. Bower, vice-president in 
charge of engineering, explained. He also went on to 
say that, “This is another step in Burroughs’ program 
of improving and advancing its already wide-spread 
engineering and research activities.” 


—-- 


NAME FEDERAL EQUIPMENT REPRESENTATIVES 

Federal Equipment Company, Washington, D.C., 
recently announced the appointment of the following 
field representatives: 

For Iowa, Kansas, Nebraska, Missouri and Kentucky 

George A. Litchfield, Jasper, Ind 

For Illinois and Wisconsin—William M. Johnson, 
Chicago. 

Ross R. West will continue to cover the Pacific 
Coast and Mrs. Ellis Ryan will carry on in the south- 
ern states. 


— 








—— 


NAMED OFFICER OF O.E.M.L.—Fortune Peter Ryan, vice- 

president of Royal Typewriter Co., Inc., has been elected a 

vice-president of the Office Equipment Manufacturers Insti- 

tute. At a recent O.E.M.I1. conclave at the Waldorf-Astoria, 

New York, he addressed members of the organization on the 

subject, “The Over-all Economic Picture in the Business 
Machines and Equipment industry.” 
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When your customer says, 
“| WANT THE BEST BUY FOR MY MONEY” 














Every office needs this new 
SUPREME ALL-PURPOSE 27 DRAWER 
UTILITY STORAGE UNIT. 


Profit-wise dealers everywhere are cashing in on the 
fastest selling office storage unit on the market. The 
perfect answer for EASY TO SEE... EASY TO 
REACH .. . SPACE SAVING filing or storage for 
every type of office supply or business record. 


Sturdily constructed of heavy gauge steel. Gleam- 
ing brass hardware and label holders. Your choice 
of three fine finishes—Olive Green, Moderna Gray 


or Executive Brown. 


Dividers are available to subdivide the drawers to 
the specific requirements of every user. 


eee e0 HOU OD 







t 


—— 
— 
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SELL SUPREME FOR A POWERFUL SALES AND PROFIT BOOSTER! 


LOCKERS The wide variety of Supreme lockers 
designed to fit the requirements of every cus- 
sales—lost 


tomer, protects you against lost 
profits. You will be proud to sell these sturdily 


f onstructed heavy gauge steel, beautifully fin- 
shed lockers. Delivered K.D. Locks optional. 
SUPREME STEEL SHELVING Every type and size, 
backed by the reputation of Supreme—one 
f the largest producers of steel shelving in 
America. The perfect answer to complete flexi 
bility in solving the storage problems of every 


organization. A year ‘round sure-fire sales suc- 
cess Delivered K. D. 








SUPREME COMBINATION STORAGE AND WARDROBE 
CABINET The ideal unit for the small office, a 
volume stand-out in the Supreme line—famous 
for its complete group of storage units, superbly 
constructed and attractively finished to guar- 
antee repeat business. The dealer who sells 
Supreme products makes profits on happy cus- 
tomers. 


SUPREME COUNTER-HIGH STORAGE CABINET A fast 
selling dual-purpose counter and storage unit. 
Supreme also builds a popular desk-high utility 
cabinet which provides additional working 
space, plus ample storage capacity. It pays to 
be a Supreme dealer because there is no sales 


resistance to QUALITY! 


GET THE COMPLETE PICTURE OF SUPREME’S BIG PROFIT LINE—Write today for our new catalog. 


SUPREME STEEL PRODUCTS, Inc. 


52-55 74th Street, Maspeth, L. I|., N. Y. 
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TO CRAMER POSTURE CHAIR 
DEALERS ON CONTINUOUS PROGRESS 
1934 TO 1950 











PIONCETS «oo « 


From Scratch to Tops in Fifteen Years. 
WHY .. . because Cramer Engineering and Experimental 
Departments, continually working to improve models, made it 
possible for us to pioneer original features such as... 

@ Fast Finger-Tip Adjustments 

@ Removeable and Replaceable Covers 
Genuine Molded Foam Rubber Cushions 
Simplicity of Construction and Interchangeable Parts 
All-Around Replaceable Seat Bumpers 











Mass Production ..«. 


From the TENS to the HUNDREDS per day. 

Precision Engineering together with Mass Production have 
made possible our Stabilized Selling Price to dealers. Our 
manufacturing improvements have helped to absorb the 
constant increased costs of labor and material. 

Result... THE BEST CHAIR AT THE BEST PRICE! 

















Band Wagon.... 


Many Cromer Users Started with 1 Chair and are NOW 
Users of Many Thousands of Cramer Posture Chairs. Dealers 
who started selling Cramer Posture Chairs in 1934...1935... 


1936 are now selling in Ever Increasing Volume. It will 


& pay YOU to Get On the Band Wagon and Join Hands with 


SS Se the Fastest Growing Posture Chair Line. 


POSTURE CHAIR CO., INC. 


1205 CHARLOTTE STREET 
KANSAS CITY 6, MISSOURI 








a 
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UNDERWOOD ANNOUNCES APPOINTMENTS 
rhree re ppointments have been announced by 


the Underw Corporation through W. F. Arnold, 
vice-president general sales manager. 

go. * er has been named manager at the 
Huntington, W. V branch office with headquarters 
at 1418 4th Ave. He has been with Underwood since 
941 

F. M. M vas named director of the sales edu- 


ational department with headquarters in Hartford, 





R. S. CRUTCHER 














F. M. MURTHA G. W. FRYER 
Conn. He fi! ined Underwood in 1944 and in 1948 
s appointed manager of the Syracuse, N. Y., branch 
ffice. Sales g schools for the company’s type- 
riting, a and adding machine divisions are 


cated in 


Underwood General Research Labora- 


at Har 
G. W. Frye s chosen manager of the Syracuse, 
N. Y. branch office at 602 N. State St. He first joined 
Underwood in 1937 and was manager of the adding 
chine al inting machine division in Syracuse 
r to hi esent assignment 
*—> 
ENNIS TAG REACHES FORTIETH YEAR; 


ANNIVERSARY MARKED AT BANQUET 
Whenevel! reaches its fortieth birthday under 
the continuous direction of the founder, a celebra- 
is in ord So, at least, was the feeling in the 
early in last November, when 
Salesbook Company completed 
siness activity 

On the evenil ff November 8 some 250 employees 
uest ty 400 strong, moved en masse to 
commemorative party in the 
liroom of that city’s Baker Hotel 
nkerley, Sr., president of the organi- 
an elaborate festival which will 

by employees and guests 
raciously planned banquet which 
entertainment, service pins were 
employees with extended service in 


> ‘ta ry 
ITC AaS Uwi is 


hw T _ 
rpy Val a 





yards were presented to employees 
2( 35 and 40 years of continuous em- 
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FILING PROBLEMS SOLVED 
New Hangers File Vertically 
Offset Plates. Duplicator 
Stencils. X-Rays. blueprints 


Not one—but THREE widths in each of the new Atlas 
Hangers—11'2 inch, 14 inch, 22 inch. 





Adas Plate Hangers (SH Series) file vertically metal or paper 
offset plates and masters. 





Atlas GRIPDEX Hangers (GIH Series) file vertically in groups 
or singly blueprinrs, x-rays. maps, heavy offset plates, tracings, 
drawings, photographic films, swatches and law and office 
records. 


ee 960 ; 
Recieense MAUMEOGRAPH 
A’ ecm emer 
= = 


o 


eee _ 
MOTOS RATH FANE BIE E HN ~ Tee aimee enet~ SwriCator 





Atcias Spring Clip Hangers (PSC Series) file vertically stubless 
x-fays, photo- 


stencils and plates, stencils in file 


graphic films, etc 


THE DELUXE MODEL 


Manufactured in three sizes to 
the 


wrappers, 










accommodate three new 


series of Atlas Hangers. 


Constructed of heavy gauge steel 
with redesigned reinforced cover, 
body and separate hanger frame. 
Two locking arms, piano hinge, 
ball-bearing castors. 


Finished in grey, black, brown, 


green and taupe wrinkle or 


white enamel. 


DIMENSIONS 


DeLuxe Model 
25” high, 13” wide, 26” deep 


B DeLuxe Model 


25” high, 1514” wide, 26” deep 
C DeLuxe Model 
25” high, 2414” wide, 26” deep 
Write for 


illustrated literature on the complete line 


ATLAS STENCIL FILES COMPANY 


1662 East 118th St. 
CLEVELAND, OHIO 
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FIBEROK 


Fibre Cans and Receptacles 


New Better Grade Fiberok 
Fibre 


New Improved Construction 


biginal 


New 
Lower 
Prices 





No. 2-42 For Oftice— 
School—Home 





No. 10-300 All Purpose 
Receptacles 





Fiberok Receptacles 





Are Light 
Saving Transporta- 
tion. 
No. 150 Line—Utility Cans Sturdy 
With Rubber Casters For Heavy 
No. 110 Line—Same Style Usage 


Without Casters 





Where Waste Accumulates 
The Need Is Met by FIBEROK 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


Office Equipment Distributors 


WHOLESALE STATIONERS 
218 Greenwich St. New York 8, N. Y. 
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ployment. In the latter category Garner Dunkerley, 
Sr., and Joe Hawkins, Ennis Tag’s vice-president in 
charge of company operations, received diamond- 
studded gold pins from Garner Dunkerley, Sr., execu- 
tive vice-president. 

Started Firm in 1909 


These two veteran members of the company had to- 
gether started the well-known printed specialties firm 
in 1909 out of the ashes of the town’s only newspaper 
which had just been destroyed by fire. Following 
presentation of service awards, the guests were treated 
to a floor show staged by talented professionals. The 
balance of the evening was spent dancing to the music 
of an excellent orchestra. 

Ennis Tag, as the firm is popularly known in the 
trade, has grown during its 40 years of life from a 
wo man operation in 1909 to a firm employing 300 





HONOR ENNIS OFFICIALS—Scene at Ennis Tag & Salesbook 
Co. banquet at Dallas, Tex., as officials received their 40-year 
service pins. Left to right: Joe Hawkins, vice-president in 
charge of operations; Garner Dunkerley, Sr., president; 
Garner Dunkerley, Jr., executive vice-president. 


men and women working in the home plants and in 
various branches all over the world, as are those of 
the companion firm, American Carbon Paper Manu- 
facturing Company, which functions under the lead- 
ership of affable W. R. Schween, vice-president for 
the carbon paper affiliate and with the capable as- 
sistance of S. D. Denny, sales manager of both com- 
panies 

An eastern division, headquartered in Chatham, Va., 
was recently opened by Homer C. McElroy, vice-presi- 
dent of the company and general manager for the new 
factory. This part of the company’s operation con- 
ducts eastern manufacturing and distribution. It cli- 
maxes a plan for similar distribution units in strategi- 
cally located cities, many of which are already in 
operation. Employees of the Chatham division were 
unable to attend the Dallas party, but were repre- 
sented in spirit through a number of congratulatory 
messages sent to company officials and read to the 
party guests during the evening’s festivities 


Has Enjoyed Steady Growth 


The Ennis Tag and Salesbook Company has enjoyed 
an unusual business life during the past 40 years. Not 
only has the company grown steadily from its mod- 
est beginnings to the present impressive position it 
holds in the industry, but in so doing has never been 
beset by labor problems which might have marred 
the record of continuous production established by the 
company. The company employees have enjoyed a 
relationship with management that has been a model 
of harmony 

The companies’ expansion over the years has been 
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Basic 
Come 
Brief 
Multi- 
Zippe 
Zippe 





Men’ 
2 col 
26” : 
24" 7 
21" C 
20° 2 





fo 


te 
Plan 


0! 











“YEAR 'ROUND— NOTHING TAKES THE PLACE 





M... and more Stationers 


are building profitable leather 
goods departments with a small 
investment and small display 


space. There’s no reason why you 





can’t do the same right now for 


1950. Planned basic stocks of only four key items in men’s luggage and 


Basic 4-piece Brief Case display in tough TEXAS STEER HIDE. 


Comes in two colors: Ranger Brown or Ranger Tan. in brief cases are the secret of minimum inventories, fast turnover 
in ee Mie 6 sa uwihindena ected anaa ee ea $22.50* , 

Multi-Pocket Portfolio 16” x WN"... oo. cece cw wwe 15.00* and healthy profits. Add four key items in women’s luggage, 
SS Fg? 25 ae aS ae oe 11.50* 


if you have room 


Pn PCC LEO 6icccccescsioboconde 10.00* 


Remember, too, that leather goods make highly acceptable Gift items 














throughout the year. 

The fine leather items shown on this page are matched pieces... 
all in tough Texas Steer Hide. They are also made in six other 
handsome leathers ... priced to fit your profit program. These are 
nationally known products manufactured by two of your NSA members: 


S. Dresner& Son and National Brief Case Mfg. Co. 


Pig POPS 


DIRECTOR OF SALES 











Men's luggage ensemble 


f tough TEXAS STEER HIDE. Choice of 


2 colors Ranger Brown or Ranger Tan 
26" 3-Suiter (not |! f : - ‘ $60.00* 
24° 2-Suiter tstwnedums . 49.75* 
f 21" Companion Bag..........-cecceece ows . Be 
20° Zipper Bag usth eed dela adae ee 





*Suggested Retail Sel ng Price— 
does not include Fed. Excise Tox 


Dreskit for shaving Flaskit—the Take-Along 
ond toilet articles.............++ 7.50° beverage case... ....+0++2+++++$18,50" 


sellability , Manufacturers 


endability and Wember 


ity, de 
for quality, “°F look to your NSA 





mplete information on Basic W: ’hn, » Dresner & Son, + National Brief Case Mfg. Co. 
kt Plan furnished on request. 2¢LE. for luggage for brief cases 
512 Sevth Peoria Street, Chicago 7, Illinois 
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It won’t do any good to call the police. 


You can’t “arrest” 95% of your customers 
who are buying their ribbons and carbons 
from other sources. 








But you can train your Salesmen in carbon 
knowledge to the point where they will be 
able to retrieve a good part of the volume 
that is now escaping through your back 
door. 


PEERLESS 
(CARBON SELECTOR 


The PEERLESS CARBON SELECTOR 
B his is an easy-to-use fact-crammed guide that 
BB information ca" ae \\ makes every Salesman a carbon specialist. 
Bl be worth s oa It answers practically every question a 











: a lot of money 


customer is likely to ask. It’s as easy as 
looking up a telephone number. Send for 
PEERLESS CARBON SELECTORS to- 
day and start cashing in on the business 
which is rightfully yours. 


‘A GREAT NAME IN CARBONS’’ Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 


Whether you are an established Dealer—or a new- All manufacturers speak in the same general 
comer eager to make your mark—PEERLESS- terms. But after a few months in the PEERLESS- 
IMPERIAL offers you the quality, the consumer IMPERIAL family, you will appreciate the 
acceptance and the factory cooperation which are difference. Write to us today. 

so vital in today’s competitive business 


PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York City and Export Dept., 321 Broadway, New York 7 
Chicago 2, 179 W. Washington Street 

Detroit 18, 37 Linden Street, River Rouge, Michigan 
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earnings prudently reinvested in 
ties. Many of the specialized presses 


accomplished irom 


prod iction fa 


and other items of equipment used to manufacture 
the firm’s widely varied line of paper products have 
been devel vithin the company 
The Enni panies have charted their course for 
the next 40 following the memorable celebra- 
completing the first 40 years of company’s exis- 
tence. Official io not hide the fact that further 
expansion in mind. History of the firms to 
date would licate that these plans will be fully 
realized 
—- --—— 


MAHOMET GOES TO THE MOUNTAIN, VIA PLANE 

With thi stic market for industrial expansion 
somewhat al Sam Keener, president of Salem En- 
gineering ind the problem by flying his own 


airborne offi develop foreign markets, says The 
Office Eco? 
Keener’s company is equipped to build everything 


fruit processing plants, from steel 





ART METAL TAKES TO AIR—Ready to discuss plans for 


completely engineered industrial plants, Sam Keener (lef 

is seated with his associates, Ted Roop, Salem, Near and 

Far East sales representative, at file; and Walter Sheib, an- 

other Salem engineer, seated in foreground. Art Metal desk, 

chairs and files shown here are important features of the 
plane’s functional equipment. 


to froze i installations. In short, Keener’s 
firm believes it a lot of what foreign countries 


So M going to the mountain. 
plane ji tted out as an office with Art Metal 
Construction ( pany desks, conference chairs and 
filing cabinet vie projector, and carries working 
é le refrigeration and other engineer- 
S Engineering sells, 14% tons of food 


1) OU 
oo a 7 
DENNISON FOR HOUSE MAGAZINE 
Dennison M ‘turing Company’s house maga- 
What received the Direct Mail Advertis- 
Associat Best of Industry Award” at that 


HONOR 


1 convention held recently in Chi- 


adjudged the best direct mail 
per specialties industry for 1948-49 


As h, i exhibited, along with award win- 
ners in othe tries, before advertising clubs and 
graphic arts throughout the country. 

What Next a bi-monthly publication distrib- 


tionery dealers in the United States 


e maga: resents sales promotion and retail 
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We Speciale; Tn 


Your 


UNUSUAL 


Envelope Needs 
Sank Envelopes 


FOR EVERY BANKING 
NEED 



































*Mailing and Window Styles 
*Registered Mail Envelopes 

*Coupon and Coin Envelopes 
*Bank Filing Envelopes 





Write for Prices and Samples 
Seed Envelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 

*Metal Fold Envelopes 

*inter-Fold Seal Styles 

*Gummed Sea! Flaps 


fustrs is 








Currency Gift 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 





Write for Prices and Samples 
Open End Filing 
Envelopes 
DURABILITY FOR 


PERMANENT FILING 


*Flot and Expanding Styles 
*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate G Financial Firms 


ustriet 
Sibi lalehS 








Passe Sook Covers 


MADE TO STAND LONG, 
HARD USE 


*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Jackets 


FOR PROTECTION OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia for donation to Schools 


Write for Prices and Samples 
es 


/ 
‘ibhite la | 


ENVELOPE C COMPANY 


THE 7 
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CHICAGO SAINT PAUL 
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Here’s a Chair with 
Your Name On It 


a 











... one that your 
customers will 
appreciate .. . 

and buy 





No. 48352 BEST OF INDUSTRY IN DIRECT MAIL 


merchandising ideas, acquaints dealers with new or 


\ chair whose 4-way a 
— reissued items of Dennison merchandise and periodi- 





balanced adjustments cally offers point-of-sale aids for dealer use 
will give the body the “What Next?” received this award previously in the 
; "os 1947 contest 

support needed, just eS 

where it is needed for REYNOLDS & REYNOLDS ERECTS PLANT 

greatest comfort. Reynolds & Reynolds Company, Dayton, Ohio, 
No. 4833 printers, lithographers, and producers of business 

3. For 133 vears TAYLOR forms, recently expanded its operations by building 


a plant in Celina, Ohio, providing 50,000 square feet 
of additional manufacturing space. For some time, 
the Dayton and Celina plants have been working two | @ 


has been building comfort into seating 
comfort that preserves the body beautiful 


eaececoagl-mesmeveteagen fatigue contributes = shifts. with many of the departments working a 

greater alertness and office efficiency. hese third shift, said R. H. Grant, Jr., president—AK. 

are qualities that your trade wants—points ous 

of superiority that mean additional sales. TULSA FIRM REMODELS e. 
Write for catalog and dealer The Palace Office Supply Company, Tulsa, Okla., 


proposition today. recently completed an extensive remodeling and ex- | @ 
pansion program that embraced every department. 

Chair No. 48354 is a Comfort- James Constantine, founder of the firm, has for sev- 
hs a ; eral years been assisted by his son, George, now vice- 

able-Posture Chair for the active president. Approximately 55 persons are employed by 
office worker, No. 4833 is a sug- the company, many of whom have been there from | ® 
five to 30 years —-WLF 





gested guest chair. 








| 
The‘Taylor Chair Company 
at ’ . o Ss aA . UNDE a'6 
t 
| . 
| Date..... eee | 
. Please send me Catalogue 133, dealer proposition and | 
territory open. 7 b 
2 Sa f 
| Add | COVERING SOUTHEAST FOR TAYLOR.—Ray S. Froeba, now i 
| ress. | southeastern district sales representative for Taylor Chair i 
A State Co., Bedford, Ohio. He will operate out of New Orleans, La. 
EE a ee ee | Telephone MA 3665, P.O. Box 188. be 
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or 
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now 
hair 
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BS 
s& 


| oO 
. ee a NEVE NG FEAT 


| erat PIECE OF OFFICE FURNITURE ® 
)aAs : 


sisten 


Kalmus Golden Ine. wim 





with conr- 
vertising 
Sundays) 


} back their words 
t large-spoce od 
N. Y. Times of 


and still 
it’s priced 


for VOLUME! 


$ 5 8: 


LIST 
‘earccere — ALL-STEEL 
Gect- o-ce sk, 











@ SOLID ALUMINUM SATIN 
FINISH HARDWARE 


@ FULL-DEPTH FILING CABINET 
15” x 30” x 24 











Each draws ylides on 

40 ball bearings Here is a quick-selling item that is also a volume-selling item — the kind 
@ STORAGE CABINET of big, steady, profit-producer that dollar-minded dealers always look 
15” x 30” x 24 for! Yes, and they have been snapping up Sect-O-Desk . . . recognizing 
Automobile handle it instantly as a merchandising natural . . . an easily-convertible unit that 

eck and kev makes practically every prospect a customer. 
| @ STURDY STEEL TOP What an armory of powerful sales arguments, all-steel Sect-O-Desk gives 
50” x 242 you! Money-saving sales features that hit your prospect square in the 
(NO BOLTS NECESSARY) pocketbook. Eye-opening features such as its truly amazing amount of 
Designed for utility storage space — 79% more inside storage space than conventional 
and space saving 60° x 34° desks. Sales-clinching features such as its substantial savings 
@ CHOICE OF GREY OR GREEN in high-priced floor space, since Sect-O-Desk takes up 39% less floor 


rer space than 60 x 34 desks. Write now for further information. 


ONLY CHALLENGER MAKES THE SECT-O-DESK SECT-O-DESK SALES DIVISION 


Lee vip ve 










Drawer Model _— Combination Model 
5 Unit Optional Letter or Legal Balancing Unit Optional 
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Watch them GO! 











12 Superior Features 
Make SPEED-MO a Fast Seller! 


@ It’s Silent @ Clean, Sharp @ Large, Natural 

@ It’s Sweat Proof impressions Reservoir. Can 
’ @ Cleans Stam -j 5 

@ It’s Dust Proof While wae hs gg - 

@ It’s Lint Proof © Full Rich Inking 

@ it’s Sag Proof © tae on Rubber @ No Scraping 

@ It’s Long Lived Stamps Before Inking 


Quick turnover plus liberal 
discounts mean more profits, 


easier inventories for you! 








RIVET-© MANUFACTURING CO. 





701 MAIN STREET . ORANGE, MASSACHUSETTS 
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DEALER’S HOBBY DELIGHTS PUBLIC AND BRINGS 
IN MORE BUSINESS FOR ZILLMER’S 


Harvey Zillmer, enterprising owner of Zillmer’s Office 
Supplies, Inc., Waukesha, Wis., has an interesting 
hobby of collecting oldtime photographs of his com- 
munity and recording them on special slides. 

These slides, along with a running commentary by 
Mr. Zillmer, are shown by him to clubs and organ- 
izations of all types throughout the area. Thousands 
of people have seen the slides at group meetings and 
had Mr. Zillmer explain local history as shown by these 


i 


: 


CAPITALIZING ON A HOBBY.—No small part of the suc- 
cess of Zillmer’s Office Supplies, Inc., Waukesha, Wis., 
in the office equipment field is due to Harvey Zillmer's 
hobby and knowledge of photography. Above: lavish use 
of 3 x 5-foot installation pictures are featured over the 
shelving in the stationery department. Below: more of the 
same type of photos in the office equipment salesroom help 
produce additional office furniture sales for Zillmer'’s. Inset: 
Mr. Zillmer, seated in his office, looks over some pictures 
which will make fine slides for his collection. 


slides. All citizens of the area are mighty glad that 
Mr. Zillmer has gone to the trouble of making this 
Slide collection for posterity. 

And the picture collecting hobby has had some con- 
crete business benefits as well, as shall be told later, 
although Mr. Zillmer had no desire to capitalize on 
the hobby when he started it. 

Mr. Zillmer got the idea for his picture collection 
when he graduated from Carroll College more than 17 
years ago. A store owner for whom he worked had a 
large collection of oldtime postcards. The man and his 
wife loaned the cards to Mr. Zillmer who had slides 
made of many of them. Even today, when Mr. Zillmer 
shows his picture slides, one of the old postcard pic- 
tures is used to open the showing. Copy on it reads, 
“GENTLEMEN WILL PLEASE REFRAIN FROM SPIT- 
TING OR SMOKING DURING THE PERFORMANCE.” 

At the present time, Mr. Zillmer has mounted about 
250 oldtime pictures. For most P.T.A. and other club 
gatherings he shows about 125 to 150 slides. This 
takes about a half hour, he declares. If the group 
viewing the pictures is interested in business, Mr. 
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; AMERICA’S o-™ \ 
“| MOST BEAUTIFUL Wa 

: MODERN = 

"| FUNCTIONAL | 
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LITERATURE AND SALES-AIDS AVAILABLE IMMEDIATE DELIVERY 


ib Available in Futura Grey, Lustre-Lite or Steelmaster Standard Green 


seu Szreel Sates Corp. 170 WEST 233rd STREET - NEW YORK 63,N. Y 




















52 UNITS - STANDARD 2, 3, 4, 5‘s 
SPLITS AND COMBINATIONS 


Priced Right for Pact Selling 


IMMEDIATE DELIVERY LITERATURE AND SALES-AIDS AVAILABLE 


170 WEST 233rd STREET - NEW YORK 63, N. Y. 
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AMERICA’S FASTEST MOVING 
OFFICE EQUIPMENT PROMOTIONS 





THE 1-A SERIES — LETTER — LEGAL 
AVAILABLE IN GREY OR GREEN THE 2-A SERIES — LETTER — LEGAL 


AVAILABLE IN GREY OR GREEN 





IMMEDIATE DELIVERY! 
LITERATURE AND SALES-AIDS AVAILABLE 














THE 2100 SF 
THE 3-A SERIES (ONLY LETTER) “UNO” HOME SAFETY FILING SYSTEM 
AVAILABLE IN GREY OR GREEN AVAILABLE IN GREY OR GREEN 





out Sreel Sates Corp. 170 WEST 233rd STREET - NEW YORK 63, N. Y 
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CASH « BOND «+ OFFICE 
CARD CABINETS BOXES 







@SINGLES @@DOUBLES @@@ TRIPLES 












F 1612 


TWELVE DR. CHECK, NOTE, etc. 
STORAGE CABINET 


F1600 
JUNIOR STORAGE CABINET 











SECURITY BOXES 
TABULATING CARD CABINETS HEAVY GAUGE 














» 5 BANKER’ TE CA 
F1605 NO. 100 BOX FILE NKER’S NOTE CASE 
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Zillmer al about 100 industrial and retail store 


s wl as in his files. 
Collection Is Growing 
Citizens ghout the area know of Mr. Zillmer’s 


llection and they frequently come to his office sup- 


es store him one, two or more historic pic- 
es so that slides can be made from them. In this 
he slide llection is steadily growing. Mr. Zill- 

er estimate at it costs him more than 50 cents to 


nade 

ssemblies are always interested each 

showing of Waukesha historic 

n this way, Mr. Zillmer is contributing a 

he education of youth in his community. 
popularity of his picture collection, 
conceived the idea of placing large 


oO wilne ne 


hotographs of Zillmer-outfitted offices on his store 
walls. Thi ea has worked out very well and it helps 
Mr. Zillme terest many office equipment prospects 
ind sell n additional orders 


large industrial firms in the Wauke- 


ha area al Mr. Zillmer has outfitted many of the 
iffices w juipment which he sells. He has a pro- 
fessiona rapher take pictures of each office, 
ind then re enlarged to a 3x3-foot size in sepia 
lors. These large prints are then mounted and 

aced ol tore walls, usually at a level where it 

oes not p to place merchandise—namely above the 
ledge I ever the pictures are so large that they 


such spots and can easily be seen by 
the store. The names of the firms 
equipment are also posted. In some 
tances ny presidents and personnel are also 


pict about 8 by 10 inches, are filed in a 
I tion book. Thus, when Mr. Zillmer 

wholesale, or retail office to sell office 

n show the prospect beautiful views of 

W esha in different types of firms 

Helps in Selling 

The sh if these pictures both on the store 

booklet help us a great deal in selling 


lipme1 furniture,” reports Mr. Zillmer. “It 
ve he visual evidence of what we have 
lone for other firms. It suggests to him the type of 
ffice he can have if he takes our service.” 

Mr. Zillme so provides his prospects and cus- 
mers Ul 


ther type of service, namely, complete 
He has the services of a profes- 


ation ervice 


al te corator. This man and Mr. Zillmer 
step executive’s office and offer to re- 
ecorate equip his office from top to bottom 
rhe wa es, floors, office furniture, equipment 


everytnu be 


done in one operation, co-ordin- 
ited to give executive the kind of office best suited 


his nee Yaturally this all around service appeals 
a great deal t any executives. 

Sales itives for their offices range all the way 

m $400 to $3500, reports Mr. Zillmer. This kind of 
nes icrative, if it is solicited properly, 


needed is to work with the executive 


ward re the kind of office he needs. Important 
ecutive ways willing to pay for such services, 
state 
Mr. Zil that he can best sell office equip- 
nent and fu ture to firms in the Waukesha area, 


number of salesmen. He does most 
work, hiring additional help only 


bus By scheduling his work, detail- 
ig mal luties to capable clerks, he is able to 
1ave time for such outside work which is paying such 
elié { i1' lends 
Zillmers Off Supplies, Inc. store in downtown 
Waukes!l ted to two sections principally. One 
tore divisi hows stationery and allied supplies 
rhe he shows principally office furniture 
equipms The store also has a fine typewriter 
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IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


\' ae: ee ee” 
MANUFACTURING 


COMPANY 


95th Street 


900 East Chicago 19. Il 
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@ Whether your custom- 
ers’ employees use tilting, 
swivel or posture-type 
office chairs, it's the chair 
controls that carry the 
load. And this load must 
be measured in terms of peak worker efficiency, not 
merely pounds. 

SENG Chair Controls produce efficiency . . . through 
fatigue-free posture, easy tilting, smooth turning, de- 
pendable no-wobble action. They're easy to adjust and 
last as long as the chairs they control. 

Top men in industry have learned the relationship 
of correct seating to top efficiency. That's why they look 
for the name SENG on the mechanism of every chair 
they buy. SENG is the mark of built-in quality. 


For lasting customer satisfaction, make a note now 
to look for the name yourself. 


1450 N. DAYTON AVE 
CHICAGO 22 ILLINOIS 
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repair shop and a mimeograph shop, both of which are 
very profitable 
Can Buy at Home 

“Our principal sales job in Waukesha, a city of about 
24,000, and located only 20 miles southwest of Mil- 
waukee, was to sell factory and store executives on 
the idea that we could serve them as well or better 
than Milwaukee and Chicago firms,” states Mr. Zill- 
mer. “It took a lot of patient, consistent sales work 
to show them that we could make good our claims: 
and today we have an excellent volume of office equip- 
ment and allied business. Once we sell office equip- 
ment, equip complete offices and the like, then we are 
in a fine position to get mimeograph, typewriter and 
other work, not to mention stationery supply business.” 

Mr. Zillmer also has a fine birthday list of customers 
and prospects. His office sends out these cards prac- 
tically every day of the year to a large list. Mr. Zill- 
mer states that the recipients appreciate these cards 
very much and say so. 

During the past year Mr. Zillmer has also piped 
“soft chamber” music into his two store division. He 
states that such music improves clerks’ morale, and 
also pleases customers and makes shopping more at- 
tractive to them. He intends to continue the practice 
during 1950 


—-- 


R. L. MORTON JOINS PERRYSBURG FIRM 


Raymond L. Morton, Toledo, Ohio, has joined G. 
Harold Mills in his stationery supplies store and ac- 
counting service at 322 Louisiana Ave., Perrysburg, 
Ohio. The firm, to be known as the Mills, Morton Ac- 
counting Service, will not only handle bookkeeping 
and accounting for small businesses, but will enlarge 
its store space to handle wholesale as well as retail 
stationery and office supplies, said Mr. Mills —AK 





TRAFFIC-STOPPER AT 
MANHATTAN STATION- 
ERS.—During the National 
Business Show in New York 
in October, Manhattan Sta- 
tioners, 18 E. 23rd St., fea- 
tured this 26-product win- 
dow of Speed Products Co. 
items. Contrasted with the 
old, cumbersome stapler of 
the past were the new 
Jeweltone Swingline stap- 
lers. Passers-by were in- 
vited in for samples of 
Speedpoint staples, Kover- 
lox and Speedway file fast- 
eners, and Speed rubber 
bands. Right: Ben Sonnen- 
berg, founder of Manhattan 
Stationers, and Henry Rose- 
field, Speed Products Co. 
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But, he never thought of a desk as an adaptable, 
efficient working tool. Nobody did until recently. 






Standardized dimensions that save floor space yet 






give more efficient working areas, drawer arrange- 






ments that can be quickly changed to suit new 






requirements, and complete standardization of 






parts, are new! They are part of the Multiple-15 






principle — the greatest improvement in desk 






engineering since the invention of the drawer. 






Multiple-15 desks are colorful and attractive, too. 






With Muliple-15 desks you can plan an efficient, 





attractive office at low cost! 


Murnprelo 


Write today for “Tooling Up Your Office’’. 
24 poges. A new concept in office equipment. 





er 





— ee 3 ey Yi 


Business Fquipmentr 
Desks, chairs, files—featured by the leading dealer in your ci 
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DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 
CARBON PAPER 


INKED RIBBONS 
CARBONIZED ROLLS 








HERE IS YOUR CHECK 
HIGHEST LIST 


QUALITY CARBON PAPER 


Typewriter 
e Pencil 
Billing 
Prompt Saddleback or Reverse 
Speed-o-form 
Efficient Hectograph 
Stencil 
Service Binder 
Jacket 
Book 
- One Time 
Special Strip 
Specializing For Orzalid process 
in 


INKED RIBBONS 
packaging for 


under dealer's Typewriters 
Adding machines 
private imprint Billing machines 


Bookkeeping machines 


e Addressograph 
Dupligraph 
“Th ra | Speedaumat 
e \omp ete Multigraph 
Line’ a 
aters 


Stands the test 


Time clocks 
Flat bed presses 


of time. 


Special purposes 


CARBONIZED ROLLS 


for 

Adding machines 
Bookkeeping 

Elfiott Fisher Billing 
Autographic register 





Tailor marking 





Neon (asbestos) marking 


F L 
®tconos rer” Teletype 
— Elliott Addressing 





Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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SIMPLE SALES BUILDING METHOD 


By Charles W. Lukens, Vice-president, 
Yeo & Lukens Company, Philadelphia, Pa. 
‘wa WAYS TO INCREASE sales are: 1. Make more 

Sales to more people or 2. Sell more to each cus- 
tomer 

For the past several months we have been concen- 
trating on the method of selling more to each cus- 
tomer. Here’s how our plan works. When filling an 
order the sales person says, “You'll probably be need- 
ing a typewriter ribbon (or another much used item) 
soon—I’ll be glad to put one in your package.’ 

This technique works just as easily when applied to 
phone orders. The customer is reminded “We'll be glad 
to include a (‘name the product) with this order.” 

To overcome getting stale by overemphasizing one 
particular item we select a different one for each day 
in the week. The weekly list is then revised about 
once a month. Choosing items and changing the list 
requires only a few minutes—putting the plan into 
actual operation takes only ten seconds. 

To be profitable the sales builder must be used as 
near 100 per cent as possible. In our case results have 
been approximately 30 per cent successful 

Other sales often follow the using of such a sugges- 
tive lead. The customer almost unconsciously considers 
the item mentioned and is reminded of something else. 
The reply, more than just “yes” or “no,” is usually, “I 
have enough at present but I could use some (and he 
names something he needs).” After using this method 
for over three months, we have not yet had a cus- 
tomer object to our sales plug. 

There is a strong tendency among sales people to 
judge the customer and then eliminate him as one not 
likely to buy anything extra. We try to remind our 
personnel that the messenger of today may be the 
good customer of tomorrow. Certainly he would not 
be averse to such subtle flattery. It is wise to remem- 
ber that such technique has nothing to lose and con- 
siderable profit to gain. 

_ One other point that must be emphasized is to make 
sure that suggestions are affirmative rather than nega- 
tive. Some questions almost automatically elicit a “no.” 

The following items are suggested for daily and 
monthly rotation: pencil sharpeners, scotch tape, rub- 
ber bands, file folders, carbon paper, erasers and paper 
clips. Other items can be added after the plan has 
begun working successfully. 

*——<« 

IMPERIAL DISPLAYS DESKS AT EXPOSITION 

The Greater Evansville Exposition, recently spon- 
sored at Evansville, Ind., gave the Imperial Desk Com- 
pany of that city an opportunity to display the Wilt- 
shire Modern group to more than 60,000 persons visit- 
ing the display staged with the help of the local deal- 
ers, Smith & Butterfield 

Fine newspaper publicity was afforded the show and 
one of the articles carried this mention in part 

“A process developed during the war to harden 
wood will soon be used to protect stenographers’ ny- 
lons and save the appearance of desks 

“The process, known as ‘compregnation’, shrinks 
and hardens wood. It will be used by the Imperial 
Desk Company of Evansville on the legs around the 
knee-hole of desks, Gilbert H. Bosse, president, an- 
nounced. 

‘The modern densified desk post will never break 
or bruise. Mr. Bosse illustrates that point by pound- 
ing a heavy stick against the desk legs. Where the 
stick strikes, an almost imperceptible dull spot is left 
on the finish. Then, Mr. Bosse simply wipes his hand 
across the dull spot and there isn’t a mark. 

“*Progress’ is evident in the modern wood office 
furniture produced at Imperial, where the original 
capacity of an average of 35 desks a day has been 


- 


expanded to a maximum of 350 units of executive and 
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Cflatued- 


@ TO CONTINUE TO BE FIRST WITH THE FINEST COM- 
PLETE LINE OF INSULATED PRODUCTS FOR OFFICE 


AND HOME 


@ TO MAINTAIN OUR DEALER DISTRIBUTION POLICY 
WHICH ELIMINATES COMPETITION FROM THE 


FACTORY. 


e TO MAINTAIN A FULL DISCOUNT FOR DEALERS TO 
KEEP THEM SECURELY IN THE PROFIT PICTURE. 


e TO CONDUCT SALES SCHOOLS TO ASSIST DEALERS 
AND THEIR SALESMEN IN SECURING MORE BUSINESS. 


e TO KEEP AMPLE DISTRIBUTION POINTS TO ASSURE 
DEALERS FASTEST DELIVERY ON ALL MERCHANDISE. 


e TO EXPAND ADVERTISING AND SALES PROMOTION 
IN ORDER TO BOOST SALES FOR DEALERS. 





THE MOST SALES-WORTHY NAMES IN THE BUSINESS! 


en 
, HLERCOLE SG 


= Pe THE MOST COMPLETE LINE OF INSULATED PRODUCTS, INCLUDING A, B, C-LABEL SAFES, 
| u HOME VAULTS, INSULATED CARD AND LETTER FILES, BUSINESS MACHINE STANDS 4 


MEILINK STEEL SAFE CO. TOLEDO 6, OHIO 
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“It’s a snap to take a nap” 


NO EXECUTIVE COULD — 
RESIST A REST oooe 


with this “40 WINKS” couch around! ° 


s 








With the tremendous demands on the tion. Sell relaxation and boost your 
energy of America’s top flight business furniture sales and profits with the "40 
executives, it is no wonder they need WINKS" couch. Nothing else like it on 


occasional rest periods during the day. 
This ''40 WINKS" couch is the answer. 


" ; : finest in construction. Write for com- 
It. is formal enough to beautify any pri- i s 
vate office—yet in a few seconds, it is plete information on the "40 WINKS 


quickly converted into the ideal place couch and our complete line of up- 
for a few minutes of complete relaxa- holstered furniture. 


A? «Upholslerers Ca 
——aE P , - 
P\ e Jmerucan Business 
. ); 1414-20 W. TUCKER STREET 

mi 


MANUFACTURING CO. aragonite 


the market. Luxuriously upholstered— 
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erical type ffice and teachers’ desks, and ta- 


Mr. Bosse points out that Imperial is now one of 
the largest manufacturers in the United States. The 
plant occupies four times its original floor space, and 





IMPERIAL SHOWS NEW TYPE DESK—This new No. 5486-69 
onference desk in the Softone finish was part of the Wilt- 
shire Modern group displayed by the Imperial Desk Co.., 
Evansville, Ind., at the recent Greater Evansville Exposition 
with the help of the local dealers, Smith & Butterfield. 


nploys approximately 200 persons at full capacity. 

Norman A. Gerth, secretary-treasurer and sales 
lanagel eports a large part of present output is 
being sold rough retail dealers and distributors for 
ise in publi hools and colleges, in supplying the 
needs for new buildings in their post-war building 
yrogram—projects that were retarded or held in abey- 
ince durin war.” 

—- 


NEWS NOTES FROM THE MARITIME PROVINCES 


WwW. J. McNulty, Correspondent 


At the annual meeting of the St. John, N. B., Kiwanis 
Club, J. Edmund Cole was elected second vice-presi- 
ent. He i inager of the St. John branch of the 
Underwor Company, and has been active as a 
Kiwanial bout ten years 
- 7. t 
Barnes-Hopki Ltd., St. John, N. B., has taken over 
cupancy of tore adjoining the store the firm had 
ised previously. The additional space is being utilized 
exclusively for displaying and selling office furniture. 
Barnes-Hopki Ltd., succeeded Barnes & Company, 
lealers in office supplies for about 75 years. The 
larger of the t store spaces is being continued as a 
ales base for office supplies of all kinds. 
> = 
Earle F. Porter, who was recently promoted from 
ssistant manager to manager of the Boston branch 
f the Shaw-Walker Company, was born and reared 
Port Mait] N. S. He graduated from a business 
chool at Yarmouth, N. S., and has been with Shaw- 
Walker for over 23 years. He was advanced to branch 
tant 1 er at Boston, about a year ago. 
> > - 
When S. B. Davis, president of R. H. Davis & Com- 
ny, Yarmouth, N. S., decided that after two years 
in the presidency of the Yarmouth Boy Scouts’ Asso- 
iation, he ha lone his bit for scouting, he offered 
his resignat However, the association declined to 


> * 


R. R. Colpi & Son, Moncton, N. B., has been 
ressings ffice chair cushions, and offering a wide 
nge of t The firm handles all types of office 
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NEW IDEAS | 


TO HELP INCREASE ‘Wey, 
YOUR SALES <P - 


Here's an item that will bring you 
many extra sales without effort 


Roles 
BLAC KBOARDS 


You can sell them 
everywhere! 
Stores 
Offices 
Schools 
Churches 
Garages 


Recreation Centers 





Factories 
Market Places 








Homes 
Warehouses 
Clubs 
Institutions 
Playgrounds 


Rail and Bus 
Terminals 


You'll be surprised at the big profitable market that’s 
waiting for you when you try offering Rowles Portable 
Blackboards. Prospects are everywhere ... in every 
type of business. This business can be yours by simply 
featuring and displaying one sample blackboard. No 
need to carry a big inventory. Take orders and ship 


direct from factory. A style and size to meet every need. 


WRITE TODAY FOR BULLETIN 256-F 
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rm supplies, including appliances and furniture, and spe- 
cializes in fully equipping offices of factories, ware- 
houses, public buildings, hotels and theaters 

- * 7” 

Seaman-Cross, Ltd., Halifax, N. S., is giving featured 
attention to the Precisa portable adding machine with 
displays and demonstrations at the large showroom 
in the office section of Halifax. This firm caters to 
all of Nova Scotia Province. 





—-< 


NEWS NOTES FROM NSA DISTRICT No. 7 





A. J. Nordstrom, Correspondent 


Nels Schrieber, Ft. Dodge stationer, and well known 
Singer of ballads, appeared with a group of singers in 
that city. A presentation of Handel’s “Messiah” was 
made during the Christmas season before a sellout 
crowd at the local high school auditorium. 


~ of ” 


Dapper Dan Mac Dougal, backed his Michigan team 
as did Nelson Sheppard, the Sioux Falls tycoon. Checks 
are in the mail, boys. That gnashing of teeth heard at 
Fifth and Locust and at Fourth and Grand in Des 
Moines, was said to have been coming from those two 
well known men in the stationery business after Iowa’s 
rout at the hands of those crushing Golden Gophers. 
The Knoxville Kibitser was even more confident than 
the Locust Street stationer that the Hawks would come 
thru. Too bad boys! 

+ ” « 

Jack Guntrum, vice-president of the Northwest Tra- 
velers Club, was chairman of the annual Travelers 
Christmas Party held at the Commerce Club in Minne- 
apolis on December 17. 


+ * * 
FOR Travelers wish to extend their sympathy to Myron 
} 4 : Emmons during his recent spell of sickness and a hope 
Maximum that this writing finds Myron in tip top shape again 


x ” * 

FLOOR Congratuations to Joe Crane on the grand opening 

PROTECTION of his new store in southeast Minneapolis and his hos- 

pitality to the many Travelers in attendance 
’ . 

Specify See Didi 

. E. Mortimer Hansen was presented with a beautiful 

ring by his friends upon his induction into the Masonic 

Order in November 

€ . ” 


Fellow Travelers (and we don’t mean Stalinites) 


want to express to the dealers their best wishes for a 
very Merry Christmas and a continuation of good 
business and prosperity for the Year of 1950 Sorry 
that this writer could not be present for the Travelers 


Christmas Party will spend Christmas in Albuquer- 


7 * que, N. M. incidentally attending the wedding of 
l te e alk our son 
—-_-« 


BUSINESS CONTINUES AT HEDGES MFG. 


Hedges Manufacturing Company, Chicago manufac- 
turers of filing supplies, will continue to operate in 
spite of the death of its president, Howard Hedges. The 
loss will not affect the firm’s operation as it was in- 


corporated on October 1, 1949. 
Harry Hedberg, vice-president, will actively supervise 
the business, assisted by Steve Krajic, assistant secre- 


tary and plant supervisor. 
6 





DARNELL CORP. LTD ts £2 ee <¢7 4 6 & 


LONG BEACH 4 CALIFORNIA 








60 WALKER ST NEW YORK 13 NY A new daughter, Joan Brooke, has been added to 

the family of Chet C. Penske, assistant sales manager 
36 N CLINTON CHICAGO 6 ILI of the Meilink Steel Safe Company, Toledo, Ohio. The 
sprightly young lady, weighing 7 pounds, 8 ounces, was 
born November 27. The Penskes are a fivesome now, 
one boy and two girls besides the proud father and 
mother 





190 OFFICE APPLIANCES, January, 1950 




















These men know 
that Mosler 
owes... 







Business 
fii) ) FIRE Week 
LAS 

ey PROTECTION... 
@=> BURGLARY 


\ae/ TECTION... 
SS —_ Dun’s 


~ | FRANCHISE Review 
¥ = 
(2) PROTECTION... 


Nation's 
Business 


National 
Geographic 


American 
Business 


Etc. » «Lf you trust 


ORDINARY METAL PLES 
to protect any vital records 
e@gainst FIRE! 
Records have been burned! . . . B. 
ruined! ... Will yours be next? 


Fire insurance cannot be collected without proof of 
loss records. More important, you could not keep 
your business operating without essential ledgers 
and papers. So, don't trust ordrnary metal files 
that cremate records tnslanily in a fire 

4 out of 10 businesses that suffer a complete 
j “out never reopen. Don't let that happen to you! 
\ MERE 


Mosler Insulated Rex ord Co 


incinerator... 


(i Mosler sign 


alwavs leads to a leader 


usinesses hare been 


among sales-minded 


dealers. Perhaps you can 





qualify, too, for an 


ntainers. Thev provide 
tection of a one-hour 
Underwriters’ Laboratories, Inc . Class C, tested and 
aoproved safe— plus the convenience of a modern, 
efficient filing system Insulated receding door 

locks over file drawers Fire just can't get in... 


valuable protection ata 


exclusive Mosler franchise 





in your territory. Write 
today for full details. 

The Mosler Safe Company, 
Hamilton, Ohio 


surprisingly modest price 

Why take chances? See vour Mosler dealer now 
and be sure. Send for booklet “Mosler Insulated 
Record Containers.” 


Gein Office 11 _ FAL OUT AND MAN —ToODAY? 
pnanocuenauassessessessenssereceessesseanneessang 
Diestomn 
se The Mosler Safe Co., Dept. 12 H 
320 Fifth Ave., New York 1,N.¥ 
$  Plense nend me 
0) The new free beh iet Monier Tawuleted Rerord 
( omleuners 
(1) The Name of my nearest M valor Dealer 
Nome 


Pum 





“-. 
Builders of the U.S. Gold Storage =; ome 
Vault Doors at Fert Kaen, Ky. Paeninthtiiidisieescessaecees.,, 





” ‘ _ 
And advertising keeps ’em moving! 


Safes 
Money Chests 


Insulated 
Record Containers 


Vault Doors 


Factories: Hamilton, Ohio 


Largest builders of safes and vaults in the world 


iders of the U.S. Gold Storage 
— Doors at Fort Knox, Ky. 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


NO@alug 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-TWO YEARS con- 
stant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 


Write for details and samples. 











off FL F =, 


* 
Inc « 
1888 Factory, Rochester 8, N. Y. 1950 


MANUFACTURERS 





“QUALITY EXCLUSIVELY SINCE 1888’’ 
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STATIONERS WIN IN WINDOW DISPLAYS 
FOR NATIONAL LETTER WRITING WEEK 


A juty of three judges has announced the winners 
of the window display contest conducted during Na- 
tional Letter Writing Week held last October 16-22, 
These winners were announced after the judges stud- 





GROUP “B” WINNERS IN 12TH NATIONAL LETTER WRIT- 
ING WEEK DISPLAY CONTEST.—The contest is sponsored 
annually by the Paper Stationery & Tablet Manufacturers 
Assn., 527 Fifth Ave.. New York City. Winner of the $100 
first prize was the Schwabacher-Frey Co., Los Angeles, 
Calif., with the impressive presentation (top) designed by 
Display Manager Thomas E. Burke. Middle: the $40 second 
prize window at S. C. Toof & Co., Memphis, Tenn., designed 
by Don Fuller, display manager. Bottom: third prize of $25 
went to the R. P. Lewis Co., Flint. Mich., for the unusual 
window planned and executed by S. J. Hudson. 


ied photographs of windows entered in the contest, 
the decisions made public at the office of the Paper 
Stationery & Tablet Manufacturers Association, 527 
Fifth Ave., New York, N. Y. Members of this Asso- 
ciation are sponsors of the National Letter Writing 
Week promotion 

First prize in the stationers group, a $100 award, 
went to Schwabacher-Frey Company, Los Angeles, 
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AT Low Cost 


DOUBLE PEDESTAL SQUARE LEG FLAT TOP 
DESK NO. 60- an exceptional sturdy and 
attractive office desk at a saleable price. Choice of 


walnut, mahogany or oak 


SINGLE PEDESTAL FLAT TOP DESK NO. 42 





practical and good looking. Tops of selected 
walnut and quarter sawed oak veneers—1!/, inch 
5 ply, banded edges, hand rubbed. Panel and drawer 
ronts of walnut and quarter sawed oak—5 ply 
eneers. Complete locking devices. Brass ferrules 
Finished—walnut and oak. Size 42 x 30 inches 
Shipping weight 1¢ hs 
| Prompt Deliver iranteed 
| Write for illustrated catalog of complete McLeod 
ne of desks and stumers. 


M‘Leod Furniture Company 
1735 W. Diversey Blvd., Chicago 14, Ill. 
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" PHE WORLDY MO/T VERJATILE DESC 


THE NEW 3000 SERIES 


é: FEDERAL ” 
fore 


Desks and tables of laminated woods with the efficiency 
and durability of steel drawer-interiors have created an 
outstanding advancement in the construction of functional 
business furniture for lifetime durability, utility, and beauty. 
Interchangeability of pedestals, drawers and tops affords 
greater flexibility and economy of Dealers' inventories. 
Write for catalog and prices. 


DESIGNED, PRODUCED 












o 
SOLD EXCLUSIVELY THROUGH 
AND DISTRIBUTED BY (A. ’ AUTHORIZED DEALERSHIPS 


2412 PENNSYLVANIA AVE, N. W. ¢ Tel. Dil. 6868-69 * WASH. 7, D.C 





‘*‘STUART”’ 
Height Overall 38’’ 
Depth Overall 36’’ 
Width Overall 32’ 
Between Arms 201/2’’ 


I MBER UA Ceatiee Feruitire C 


WEST S20 e NEW YORK 
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Your customer may not know 
the fine points of furnitur: 
construction, but he does ap- 
preciate a maximum of wear 
and comfort. Give him real! 
furniture value by selling him 
Imperial Leather Furniturs 
and he will always come back 
for more. 


Introducing the ‘Stuart’ chair, 
styledto attract customers and 
made to give the utmost i 
customer Satisfaction. It i 


designed for any office or den, 
finished in finest top grain 
leather, sturdily conStructed 
of selected hard woods, wit! 
coil springs and hair and cottor 
filler. 


Order this fine chair today 
You will findits top notch valu: 
will give your customers con- 
fidence in your store andbrin 
their future orders to you. 


Write for our New 1950 Catalo; 
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Calif., wher mas E. Burke is the display man- 


Second pl! $40 was awarded to S. C. Toof & 
Company, Memphis, Tenn., the display supervised by 
Do Fulle 

Third p1 f $25.00 goes to the R. P. Lewis Com- 

i F lit S. J. Hughson the display manager 

~~ 


Bi OTLATCHING yittt” 
7REGON HRAILERAVELERS 


Wilson G. Turner, Correspondent 





Michael Francis Whitcomb was born to the Gerry 
Whitcombs American Pencil Company on No- 
2a 2 p.M. He weighed 6 pounds, 7 ounces. 

> * 

Clark Cram White & Wyckoff has really had some 
ig! ick his car recently. First a piston goes 
igh the k so that he has to buy a new motor, 
afte it fixed he didn’t drive much more 
tw ed miles when a cow stepped out in 

f It practically demolished the car and 
fortunately Clark came through 


ember 1 


* * > 


erett, WV tationers have just started holding 
After the first meeting all the 
much enthused. They feel that the 
ture look right for the stationery industry in 
wt Ti all 100 per cent behind the meet- 


> . 
1 Travelers held their semi-annual 
eting a eon at the Gowman Hotel this year 


After goin the routine business they decided 
hat Ore rravelers should help indigent chil- 
dren duril Christmas season. A committee was 
appointed—Fred Carlson of Dennison Manufacturing 
Company, i eading it—to determine just what was 
to be done it was to be done, and to notify all 
nembers tl ere not present. That same evening 
23 of the me reassembled for a stag party at the 
McColloch Everyone had a wonderful time 
Dorothea Bob McColloch are among the world’s 


outstanding sses and hosts, and brother! you've 
ever tasted nburger until you’ve had one at their 

t 
[wo nigh er the annual dinner dance for the 
ladie X the Bahama room at the Town and 
C ( Seattle. The tables were decorated 


nice 


very nicely) uutstanding place cards made by 
Blanche Alder 


1ey were little spruce trees in a field 


of snow wi posts bearing the guests’ names 
Twenty es were present, the largest attend- 


ance that 1 linner dance has ever had and every- 
one felt it the nicest. Most of the credit for its 
West Davis, the chairman of the enter- 
and his assistants Chuck Cort- 
Alder and, of course, all of their wives 


> > > 


alinment ttee 
man and Vern 
Not longs Humphrey (Hump) Griggs, the regional 
governor of tl Stationers Association, Herb Cochran 
f the U1 Printing Company and Dave Allen, Or- 
nization Se e Bureau, joined the Oregon Trail 
weekly Monday luncheon to go over 
hem for next year’s regional con- 
whi i be held May 4 and 5 in Bellingham 
eally going to be a dandy and it isn’t 
too early t ke your reservation. Just drop a note 
Humphre Griggs of Griggs Stationery Store in 
Bellinghan 1 him the type of accommodations 
want. H ll take care of the rest. 


It looks like 
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Fr ® 


YOU INCREASED 
SALES AND PROFITS 


Vay Wek 
show LOL how 
CARBON PAPERS 


TYPEWRITER CARBON BILLING CARBONS 
FAN-FOLD CARBON PENCIL CARBONS 
CARBON JACKETS REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER RIBBONS TABULATING RIBBONS 
Addressograph RIBBONS TIME STAMP RIBBONS 
Bookkeeping Mach. Ribbons ADDING Mach. RIBBONS 


HECTOGRAPH SUPPLIES 


HECTOGRAPH CARBONS MASTER UNITS 
HECTOGRAPH RIBBONS DUPLICATING FLUID 
Hand Cleansing CREAM CORRECTION PENCILS 


< 


Franklin 


5295 
Chicago 7 Hil F sburgh 


mulacmoie) if 
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Now is the time for all good 
Dealers to come to the aid of 
their customers, with..... 


DOLIN 
Steel TRANSFER FILES 





2.5 STOCK SIZES 


AVAILABLE FOR IMMEDIATE DELIVERY 





2300 SPECIAL SIZES FOR NON-STANDARD FORMS 





Heavy gauge furniture steel. 

Four rollers for smoother drawer action. 
Electrically welded throughout. 
Reinforced insert angle corner brackets. 


Continuous Eutectic welded corners for 
additional rigidity. 


Brass handle and card holder. 
Easily interlocked into solid batteries. 


Attractive office green enamel finish. 





A SIZE FOR EVERY NEED 


LETTER * LEGAL * INVOICE + LEDGER + CHECK »« 
DOCUMENT « BILL OF LADING « FREIGHT BILL * TIME 
CARD ¢ DEPOSIT SLIP * 3x5 * 4x6 © 5x8 * ETC. 








WRITE FOR DESCRIPTIVE LITERATURE ON ALL SIZES 








-DOLIN METAL PRODUCTS, INC. 








189 VARET STREET ° BROOKLYN 6, N. Y. 
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PASSED. 





HERBERT V. BROCKMANN 

Herbert V. Brockmann, 57, of Charlotte, N. C., a 
former assistant sales manager of The Globe-Wernicke 
Co. in Cincinnati, Ohio, died on last November 9 
after an illness of two days’ duration. Mr. Brockmann 
was one of the most widely known Masons in the 
Greensboro area and was secretary and general man- 
ager of the Red Fez Club. 

A native of Greensboro, N. C., Mr. Brockmann came 
to Charlotte in 1915 as a sales representative of York 
Bridge Co. Shortly afterward, he established a 
book and stationery store in Charlotte and remained 
in charge of it until the discontinuance of the business 
in 1927. The Brockmanns then moved to Cincinnati 
and for five years the decedent was with The Globe- 
Wernicke Co. Returning to Charlotte in 1933, 
Mr. Brockmann became secretary-manager of the Red 
Fez Club. 

Surviving are the widow; two sons, Victor Dowling 
Brockmann of the United States Navy, and Hal Ebert 
Brockmann of Clemson College; a daughter, Miss Anne 
Brockmann, a student at Queens College; and three 


brothers. 
+ | & 


HOWARD HEDGES 

Howard Hedges, of the Hedges Manufacturing Com- 
pany, Chicago, Ill., passed away on December 8. He 
was 51 at the time of his death. 

A Shriner and a 32nd degree Mason, Mr. Hedges 
was affiliated with Scottish Rite and Dearborn Lodge. 
He also belonged to the Hyde Park Lions Club and the 
Great Lakes Travelers Club. 

He leaves his widow, Alice, and two children, Nancy 
and Bonnie 

+ + + 


FRANK M. SMITH 


Frank M. Smith, general service manager of Monroe 
Calculating Machine Company, Orange, N. J., died 
November 16 in Orange Memorial Hospital after a 
short illness. 

Mr. Smith was the oldest employee in terms of serv- 
ice at Monroe, having been with the concern 36 years. 
He was a member and former president of the 25-ers’ 
Club at Monroe. Born in Somerville, N. J., he had 
lived in the Oranges 45 years and in East Orange, N. J., 
Since 1945. 

Surviving are his widow, Mrs. Charlotte Roscoe 
Smith; two sons, Russell Smith of East Orange and 
Royal Smith of Erie, Pa.; two sisters, Mrs. George 
Gardner of East Orange and Mrs. Paul Celler of South 
Orange, and one grandchild.—BJ 

+t + + 
FRANK O’CONNOR 

Frank O’Connor’s many friends will be saddened to 
learn of his death on Monday, November 14, 1949, after 
a long illness. 

Frank, a pioneer in the loose leaf industry, started 
his career with the Irving-Pitt Company in Kansas 
City, Mo., in 1913 and later was in the stationery 
business for himself in Toledo. At the time of his 
death he was on sick leave from Boorum & Pease, 
whom he had represented for 14 years. 

Frank O’Connor was a member of the Masonic Blue 
Lodge in Indianapolis, a member of the Scottish Rite 
and Shrine. Recently he was made an honorary mem- 
ber of the Washington Stationers Association, Wash- 


ington, D. C. 
+ - + 


J. W. WELSH 


J. W. Welsh, 65, of Birmingham, Ala., senior partner 
of J. W. Welsh & Son, state agents for Standard 
Duplicating Machines Corporation, died on October 21 
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STANLEY SOFA No. 1660 


ADE 


4 


TANLEY 


FORT woRTH 


SIESTA SOFA! 


Lavish styling . . . luxurious beauty 


.. comfort to delight a king! 
Nothing finer or more correct for 
distinguished executive suites! A 
restful siesta on this over-sized 
marvel of comfort restores early 


morning vigor and alertness for 
the afternoon's work. It is rich in sales-closing fea- 
tures... finest, softest coil springs in seat and back... 
reversible cushions... hair filled, muslin covered 
. upholstered in finest top grain leather... 6’3” 
between arms... choice of colors... mahogany or 
walnut... matching 2-place Settee and Side Chair. 
Here is a sure profit-maker. Write for literature 
and prices. 


SALES REPRESENTATIVES 


Wm. Tonkin 


Ray S. Froeba 


3515 Griffith Park Box 188 


Boulevard New Orleans, La 
Los Angeles 27, Cal. 


H. T. Sullivan J]. B. Tompkins 
553 First Avenue 60 E. 42nd St 
Salt Lake City, Utah New York, N. Y. 


2310 NORTH MAIN STREET FORT WORTH, TEXAS 


Jil 5 - est > om pag FF Tray 
Mt View: hem 


THE 


CHAMP 
DESK TRAY 


“A Better Desk Tray in Every Way” ) , al ~| 
The name NU-CRAFT PRODUCTS accra : _ 
CO. stamped on every tray is your guar- EASY ACCESS AND AVOID ' 
antee of quality and construction j 


FUMBLING FOR PAPERS ‘ u 
POINTS vel SUPERIORITY 












TWO OPENINGS FOR 
USE ON SINGLE O8 
DOUBLE DESK 








ime 








2%" DEPTH APFORDS 
MAXUAUM CAPACITY 














DISTINCTIVE 4%” RADIUS 
STREAMLINED CORNERS 














SATIN SMOOTH 
CORNERS FOR 
GUARANTEED SAFETY 



































=o lid piece, not three pieces. RUBBER 
e Colors are l on tray—not air dried FEET lJ 
¢ R hibes feet securely eyeletted to tray will not 
scratch or mar finest furniture. M 
° Neat streamlined design and pleasing finishes 
makes THE CHAMP a welcome addition to pap cane ay ay 
ws Sagar = PATENT PENDING GRAY. WALNUT. GREEN 








Write today for illustrated circulars and 
complete information on dealers prices 


and discounts. AVAILABLE IN LETTER AND LEGAL SIZES 


NU-CRAFT PRODUCTS CO. 


163 Pacific St., Brooklyn 2, N. Y. 
3 Triangle 5-8831 Dept. A. 


6656 —_—_<$_ AS A Se 
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flecdlér rhb rede 


Wishes You a 
Prosperous 1950 


with the new Model 40 and 
Model 25 Master Addressers 











Model 40, $39.50 pilus Fed. tax (Supplies Extra 


More units sold in 
1949 than any other 


addressing machines 


Advertised in the Saturday Evening Post, Jan. 14, 1950 


fltcddlér rhidrewee C2 


The originators of the spirit-process addressers 

















Model 25, $24.50 plus Fed. tox (Supplies Extra) 5508-D Excelsior Avenue Minneapolis 16, Minnesota f 





‘S 





Automatic . . . staples instantaneously as the work is inserted. Smooth, fast 

in busy offices Saves overtime rushes; cuts cost per M sharply in business 
and commercial stapling © MAKES 4 STRONG DEMONSTRATION. Opens up new sales 
right on your own customer list .. . gives you an “in” with prospects. THE STAPLEX 
COMPANY, 70 Jay Street, Brooklyn 1, N. ¥ 





@ now being printed as 
this issue of Office 
Appliances goes to 


saps hcarlbres “fasten it the modern 


once. No general 


dealer mailing being —_. 
u 
eee way 
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Hospital, where he had been confined only 
had been a resident of Birmingham for 
active in the office machinery 


at Jefferson 
four days. He 
16 years and very 
business 

The decedent was born in Baltimore, Md., where he 
was active in the office equipment business until 1916. 
Moving south, he later returned to this field in 1933 
when he founded J. J. Welsh & Son. 

Surviving are his widow, Agnes; one son, John W. III; 
one daughter, Mrs. W. H. McClain III, of Atlanta, Ga., 
and a sister, Mrs. C. F. Elmer, of Westminster, Md. 


+ + + 
WILLIAM A. DUNLAP 
Dunlap, research director of the Corry- 
Manufacturing Corporation and a well- 
known figure in office furniture manufacturing circles, 
died at his home in Corry, Pa., on November 9. 
Mr. Dunlap began his association with Corry-James- 


William A 
Jamestown 


town as a project engineer in 1933. He was subse- 
quently promoted to works manager and held that 
position until 1947, when he was stricken with a sub- 
arachnoid hemorrhage. After several weeks confine- 
ment, he returned to the company as research director 
and served in that capacity until the time of his death 

Mr. Dunlap was a school director at Corry and was 
active in a large number of fraternal organizations. 
Interment took place at Canton, Ohio, site of the 
family homestead 

tt Ff + 


MRS. JOHN A. MARSHALL 
Mrs. Marjorie V. Marshall, 58, recently died after an 
illness of tv weeks. Her husband, John A. Marshall, 
is president of the John A. Marshall Office Equipment 
Company, 110 W. Ninth St., Kansas City, Mo. 
Mrs. Marshall was born in Chicago, where in 1913 
she married. Later, in 1922, the Marshalls moved to 


Kansas City to establish the present office equipment 
lirm 

Surviving are her husband, John A., a son John S&., 
a daughter Mrs. A. T. Cook, Jr., and Mrs. Marshall’s 


mother, Mrs. Jeanette D. Vastine 
+- + + 
HARRY BRAUN 
Harry Braun, 68, associated for 40 years with the 
Eaton Paper Company, died December 14. Last year 
Mr. Braun retired from Eaton where he had been head 
salesman 


Surviving are his widow Rose Muller, a daughter, 


Mrs. Jean E. Reichmann, and a son, Harry Braun. 
-t +t + 


LEOPOLD FLATOW 

Leopold Flat formerly sales manager of the A. B 
Dick Company’s New York office, died in November 

the age of 72. He joined the firm in 1908. 

After retiri 1943, Mr. Flatow studied music, 
taking part symphonic groups and quartet ensem- 
bles. He wa violinist and a graduate of the New 
York College Music 

A widow daughter survive 

+ bk + 
MRS. SARAH FRANCES TAFT 

rhe widow of William Baldwin Taft, an early pioneer 
in the book stationery business of Seattle, Wash.., 
Mrs. Sarah Frances Taft, died recently at her home 


Winslow Bainbridge Island, opposite Seattle in 
Puget Sound. She was 91 years old at the time of her 
ieatn 

In the pioneer days of Seattle, her husband and his 
ather had erated a book and stationery business 

own as J.S. Taft & Son. The business was destroyed 


the big Seattle fire before the turn of the century, 


whicl rn Seattle dates. The firm reopened 
, spc ods store under the name Piper & 
raft. It became one of the largest in the Pacific 
Northwest 
Mrs. T born in Waco, Tex., but came to 
Seattle in 1889. She is survived by four sons, Archie G.. 
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Barrett 


GRAYTONE 


A NEW Hand-Operated Machine for 
Adding-Listing and Calculating with 


DIRECT SUBTRACTION 


ITEM AND TOTAL 
Capacity $9,999,999.99 


ALSO AVAILABLE IN ELECTRIC 
MODEL B-192E 





Rapid Multiplication or Division with 
Printed Proof * Visible Printing * Visible 
Adding Wheels * Automatic Totals * 
Non-Add and Non-Print Keys * Item Cor- 
rection Key * One Position Back Spacer 
* Sub-Total Key * Automatic Ribbon 
Reverse * Weight, 12 lbs. * Size, 6x9 ins. 





DEALERS: It pays to sell the Barrett Line... your 
territory may be open... write for details 
about our Exclusive Sales plan. 


Barrett Add. ing Machine Division 


LANSTON MONOTYPE MACHINE COMPANY 


Monotype Building, Twenty-fourth and Locust Streets, Philadelphia 3 Pa. 
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° CATALOG 


Bigger ... Better... 
New limes added .. . 
Showing the most com- 
plete line of MARK- 
ING DEVICES and 
SUPPLIES we have 
ever offered. 


Write for Copy 
on your 
letterhead 





it READY / OUR NEW 





MARKING DEVICES 


RY DESCRIPTION 


a 


DoMESTIC & EXPORT TRADE 
A MPLETE 
R EVERY PURPOSE 











Line Daters and Numberers, Die Plate 

Daters, Self-Inking Stamps, Time Stamps, 

Stamp Pads and Inks, Notary Seals, Stamp 

Racks, Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated Box 
Dies, Badges, ete. 


ConsoupaTeo STAMP Mee. Co., Ine. 


MAIN OFFICE AND EXPORT DEPT. 


44 WARREN STREET, NEW YORK 7, N. Y. 
Guar 
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William G., Richard B., all of Seattle, and John G 
Taft of New York, N. Y., and four daughters, as wel] 
as 26 grandchildren, and 22 great grand-children.— 


C.M.L. 
+ + + 
FRED GINSBERG 

Fred Ginsberg, 42, of 5004 N. Troy St., Chicago, gen- 
eral superintendent of Charles Doppelt, Inc., leather 
goods manufacturers at 2024 Wabash Ave., Chicago, 
died of a heart attack in his office December 1. 

Surviving are the widow, Anne, and three children, 
Barbara, 16, Irwin, 13, and Esther Sue, 6 


7 > 
JOHN NICKLAS 


John Nicklas, 58, who had been engaged in the office 
supply business in Cleveland for 42 years, died Novem- 
ber 15 at his home. He was associated with S. Barker 
Sons Company for the last two years and prior to that 
was with Burrows. He had been ill since May. His 
wife, two sons and a daughter survive-—GET 

———— 
CUSTOMER APPREHENDS THIEVES 


Because O. J. Heitzman, salesman for the Klie Office 
Supply Company, Corpus Christi, Tex., made it a point 
to mention the theft of two pen and pencil sets from 
his automobile to his customers, police were able to 
apprehend the thieves and recover the stolen property. 
Two boys came in later in the day and attempted 
to sell the sets to one of Heitzman’s customers, who 
detained them and called the police —J.H.R 

— - 
ENGLISH INDUSTRIALIST VISITS STURGIS 

L. Maguire (left), works manager of Evertaut, Ltd., 
of Birmingham, England, watches with keen interest 
as steel chair bases are Bonderized prior to enameling 
at the Sturgis, Mich., plant of the Sturgis Posture 
Chair Company. With him is R. M. Matthews, assistant 
sales manager of Sturgis. 

As a representative of the Sheet and Strip Metal 
User’s Technical Association of London, Mr. Maguire 








STURGIS CHAIR CASES ARE BONDERIZED 


is collecting data on the methods of productivity and 
efficiency in the steel-working industry of this country. 
His own company manufactures a line of steel office 
equipment, including chairs. 

Comparing American production methods to condi- 
tions in England, Mr. Maguire stated, “We chaps have 
a long way to go if your Marshall Plan aid is to serve 
its purpose. We intend to pull ourselves up by our 
bootstraps and develop some of your incredible produc- 
tion know-how.” 
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WHEN YOUR’E ILL—you CALL A DOCTOR 
WHEN YOU NEED — 


Typewriter Platens-Tools-Parts and Supplies 


— YOU CALL ON 
Wholesalers AMES SUPPLY COMPANY Distributors 


‘Ulways Your Friend — 


NEVER YOUR COMPETITOR" 


Phone or Write Your Nearest Ames’ Branch: 





37 Murray St. 564 W. Randolph St. 191342 Commerce St. 
New York 7, N. Y. Chicago 6, Ill. Dallas 1, Texas 
417 Wall St. 191 Cain St., N.W. 583 Market St. 
Los Angeles 13, Calif. Atlanta 3, Ga. San Francisco 5, Calif. 











iLL joo ool adel 


CHECK THESE 
EIGHT HILCO 
FEATURES: 


Front Paper Stop. Assures Accurate Registration. 


Automatic Roller Release. Eliminates Smudged 
Sheets. 
Automatic Counter. Counts only printed sheets. 


Enclosed Drum. Automatic Inking. 
Hilco Slipsheeter can be attached. 
$R922 50 Plus Tax Automatic Feed. 
Paper Pusher is automatically lifted and carried 
IMMEDIATE DELIVERY. back to feeding position, to eliminate lint on the 
stencil. 


DEALERS are REQUESTED TO WRITE FOR 8. Drums are quickly interchangeable for color printing. 
COMPLETE CATALOG AND DISCOUNTS. . 


TECHMNVYGRAPH Compr 


emi alabs iLLIinors 
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Remington... 





Size Model 

12" Standard 
16" Standard 
30" Standard 


tine -a-time 


SPECIAL OFFERING OF 
BRAND NEW 
GOVERNMENT SURPLUS 
LINE-A-TIMES 
ALL 
PACKED IN ORIGINAL 


CARTONS 


Limited Quantity 
Offer Subject to Prior Sale 


Orig. Price Our List Price 
31.50 14.00 
34.50 19.50 
43.50 25.00 


Generous Dealer Discounts—Quantity Prices 


INTERNATIONAL OFFICE APPLIANCES, Inc. 


29-31 E. 22nd St., New York 10, N. Y., ORegon 4-6400 


cable: 


ADDBOOK AL 





| 
: 
: 





Typewriter 
Valucs 


Export 


Wholesale 
with our new 
Hammertone finish 


REBUILT 
SELECT ROUE 


Our long experience in the Typewriter field is your 
assurance of satisfaction and maximum profit. 
eee 
We specialize in SPECIAL TYPE - ELECTRIC 
and WIDE CARRIAGE TYPEWRITERS 


Write for When in New York we'll 
Price List be glad to show’ you 
Cable: through our 12 floors of 


TYPEDIS 


TYPEWRITER DISTRIBUTORS, Inc. 


29-31 E. 22nd St., New York 10, N. Y., ORegon 4-6400 
I. R. Ritchie, Sales Manager 


for your 


rental stock 


office machines. 





| 














RITE-HEAR 


the New, Always Handy 


for the New Type Telephones 


1—Never gets lost or misplaced. 2— 
Beautiful in design. 3—Does not obscure dial. 4—Cannot collide with receiver. 5— 
Has tear-off leaves pad. 6—Refills easily, any standard pad. 7— 
Has handy trough for pencil. 


Sells fast at $1.00 each, Retail 
Liberal discounts to Dealers 
WRITE FOR ILLUSTRATED LITERATURE 


A few choice territories still open for Sales Representatives 


RITE-HEAR PHONE PAD CO. 


1000 First National-Soo Line Building Minneapolis, Minn. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 — — 





EB. J. Mitchell, Correspondent CHECK THIS LINE-UP! 


Congratulations to: Bob Crowley of Crowley-Reuter ——: ED 
Printing & Stationery Company, Kansas City, Mo., 
vho celebrated his eighty-first birthday on December 


8. One can hardy realize that Bob has reached this é. ‘ / 
year of life as he surely looks much younger and is conomica 
more active than many men half his age. 
* > = 
The Midwest Travelers Club mailed invitations to a 
membership luncheon at the Continental Hotel, Kan- 
sas City, on December 17 on which a report will be 


forthcoming later 








* - » 


Again we extend our congratulations to Howard 
Gatewood for his splendid efforts in behalf of the 
Wood Office Furniture Institute and the industry as a 


whole. Many enthusiastic expressions were heard fol- 
lowing his meetings in’ several Eighth Region cities $4950 
during October and November. 
ae plus tax MODEL HM 49 

Among travelers visiting the St. Louis trade late in 
the old year, were George Ohland of Metal Office Fur- 
niture Company, Ike Cornish of Yawman and Erbe 
Company, Dave Neuhaus of Stein Brothers and Clemco 
iesks. John Pydlek of nearby House Springs, Mo., did 
some order writing about town, also 


. * * 





Recent reports on the health of Roy Moreland of 
Schooley’s and Cliff Talty of Gallup’s, Kansas City, 
Mo., are favorable. Both are back at their respective 
desks feeling much improved 


> * > 


Paul Baird of Geo. E. Baird & Son, Kansas City, 





reports a ost successful hunting trip into southern 
Missouri and northern Arkansas. Paul also was a 
uest of Art Pfister at his Aspen, Colo., home during 
ine late $9500 HART | 
Among the callers during the opening of the new plus tox MODEL HM 149 
Peterson Lithographing & Printing Company store of 


Omaha in November were Mr. and Mrs. Bob Latsch 
ind Mr. and Mrs. Sid Anderson of Latsch Bros., Lin- 
oln, Nebr. Art Reed of the same firm made a later 
call on John Ford and inspected the new showrooms. 
The Peterson firm is to be highly complimented on 
the most attractive first floor where are displayed of- 
fice and bank supplies, and the basement wood and 
steel furniture displays and machines and systems sec- 
tions. The four upper floors contain the order-filling 


ind shippir lepartments and large warehouse space. 
The three day opening was very well attended by both 
cal and out-of-town business people 

= > > 


Dan MacDougall of Stationers Loose Leaf Company, 
and Art Pfister of Smead Manufacturing Company, 
wound up the year at their respective homes after a 


long business trip through Texas, Oklahoma and other 
southern states, where both reported dealer business 5] 4950 HART 
is excellent 


she ail MODEL HM 249 





Governor J. L. Wren, Jr., of the Eighth Region, has 
alled a meeting of his convention committees and [j)t_i1~. i 
region officers for mid-January at the Continental 
Hotel, Kansas City, Mo. The Midwest Traveler officers 


and committee members have been invited to attend, : 
ilso. A report of this gathering will appear in next SOME HAR 
nonth’s } lr! il 

les TERRITORIES 


Art Reed of Latsch Bros., Lincoln, Nebr., is the gen- 


mimeographs 











ral chairman of the 1950 convention and has asked OPEN ‘ 
Vaughan Williams to be his local chairman in Kansas and supplies 
City. Vaughan is the secretary of the region as well 2 
as an outstanding Schooley salesman. Other com- HART MANUFACTURING 
mittee ap] tments should be announced soon Write for Seles Plon T. PAUL 4, MINN 
. 2.4 
The Stati Association of Greater St. Louis held ~ a 
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KLEY 74 TAB 


FILE GUIDES 





Patent No. 2248355- D128118 


Barkley Plastic Tab FILE GUIDES bring greater 
ease... speed ... efficiency to the essential task 
of filing. They're especially designed for the 
rapid tempo and the accelerated pace of today s 
business needs. The crystal clear plastic tab 
angled for greater visibility helps to make 
“filing and finding” effortless. Needless to say, 
the popularity of these Barkley Plastic Tab 
FILE GUIDES means plus sales and plus profits 
for dealers from coast to coast. Investigate .. . 
find out how it pays to be a BARKLEY dealer. 


Write for Illustrated Literature 


(( 


Established 1921 | 


(. L. BARKLEY & CO. 


Manufacturers of Pilate Supplies 
1220 W. Van Buren St. Chicago 7, Ill. 
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a Christmas party for members, their wives and busi- 
ness associates on December 15 at the famous Bevo 
Mill in St. Louis. There was a large attendance, many 
prizes, an excellent dinner and lots of fun. Alex J. 
Bartens of Shallcross Printing & Stationery Company, 
is president and Chester A. Kennedy of Wm. J. Ken- 
nedy Stationery Company, is secretary of the asso- 
ciation. . 
a a - 

Word from our old friend Peter C. Masterson in- 
forms that mid-December found him heading for his 
home in Los Angeles after a series of long trips 
throughout his western territory. Mrs. Peter and the 
two children visited relatives in Omaha while papa 
was at the NSA convention. 


* 


Georgie Wall of Art Metal Construction Company, 
who now lives in Lincoln, Nebr., spent a week of 
November in an Omaha hospital, but has fully re- 
covered from an operation and is hard at work again. 
He must have kept his illness a secret as few knew he 
was hospitalized. Best wishes, George, from all your 
many friends 

+r * * 

It is rumored that Herb Johnson of Wilson Jones 
Company, is to give his attention to the St. Louis 
trade as well as continue his duties as assistant sales- 
manager. Double Duty Herb, they call him. 

- * * 

George (Gunlocke Chair) Rocker spent a few days in 
St. Louis in December looking over the new St. Louis 
County court house, where he hopes he may some day 
sit in one of his good chairs. 

The new assistant sales manager of Esterbrook Pen 
Company, Roy Wood, was seen cavorting around 
Omaha with our friend Dick Gingland, during the 
Peterson store opening. Roy still wears the same size 
hat he wore when just a poor peddler. Roy Kline of 
Yawman and Erbe, Morrie Mann of Sanford inks, 
Tom Seward of Speed Products, Dick Steding of Wal- 
lace Pencil Company, Barrett Mitchell of Invincible 
Metal Furniture Company, Ray Hammond of National 
Blank Book Company, and your correspondent repre- 
senting several factories and other travelers, were 
visitors in Omaha during opening week at Peterson’s 
Al Nordstrom of Smead Manufacturing Company, had 
to forego this event to exhibit his wares at the Iowa 
teachers’ convention 


Fred Pfaff of Omaha Printing Company, and Lt 
governor of the Eighth Region has been busy signing 
up new NSA members in Nebraska, while Rudy John- 
son of Omaha Stationery Company, has been bringing 
home the ducks. Don Brown of Rader Office Equip- 
ment Company, Omaha, seems to be doing a fine job 
of reorganizing his sales department and obtaining 
additional leading lines of merchandise for them to 
sell 

> 4 ~ 

To fully appreciate the real talents of Mary Jo 
Latsch, advertising manager of Latsch Brothers, Lin- 
coln, Nebr., one should see Latsch’s store windows 
which Mary Jo supervises. They are beautifully done 
and always attract the serious attention of the shop- 
ping crowds 

- * 

Vie Lydon of the Valleau-Lydon combination, was a 
Des Moines and Cedar Rapids visitor during late No- 
vember, as was Dick Steding, the Wallace man. Inci- 
dentally, Morris Sanford of Cedar Rapids is looking for 
a young man to handle some of the duties formerly 
taken care of by the late Gordon Barger. 


* * * 


Dick Fuller, the new Smead Manufacturing Company 
representative, now making his home in East Alton, 
Ill., reports a very busy fall holding sales meetings 
at many stores in his Missouri, Illinois, Indiana and 
Kentucky territory. He is a hard worker with a very 
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On office furniture Duran all-plastic 1s 
definitely business-like. It’s durable, cleans 
easily and imparts 4 superb look of dignity from 


reception hall to board room 


Duran is ideal for factory offices, too. It won't 


support flame, and resists damage by oil, 





grease, grime and perspiration The Duran 
tag identifies genuine Duran on all leading makes 


of office furniture Look for it when you buy. 


THE MASLAND DURALEATHER COMPANY 
3264-90 Amber Street, Philadelphia 34, Penne. 





Only genuine Duran 


F eure t hrceago, Illinows 
bears this (a8 





~ 








LEDGER CARD FILES 


; se (FIVE DRAWER HEIGHT) 
(FOUR DRAWER H 

EIGHT 

2 DRAWER (TWO DRAWER anh 


PEERLESS STEEL EQuIPMENT Co 


Unruh and Hasbr 
ook Av : ; 
a. sneiels enues Philadelphia 11, Penna. 











Philip J. Blair Co. CHICAGO NEW 

5480 S. ec Aunties 9. ‘i rp Parliament : YORK 
irst Not’! Bonk Bidg. wite 854 Bush Towe 

OFFICE APPLIANCES 130 W. 42nd St. 
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FAULTLESs 


METER READER 
BINDERS 


AVAILABLE IN 
SOLE LEATHER 
ALUMINUM OR 
FIBRE COVERS 


FAVORED BY PUBLIC UTILITIES 


PATENTED EXPANDING CENTER POST LOCK 





STATIONERS 
LOOSE LEAF CO 


MILWAUKEE |, 524 WN. Broadway 
NEW YORK 3, 114-116 E. I3th St. 
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‘ALL-ELECTRIC... 






MILO HARDING COMPANY 


432 West Pico Boulevard, Los Angeles 15, Calif. « 317 Third Avenue, Pittsburgh 22, Penn. 


PUSH BUTTON CONTROL 


“This is it!”, “Here’s the 
machine we've been waiting 
for,” “It has everything”, are 
the typical comments of the 
throngs who have seen the 
new Tempo —today’s most 
progressive advancement in 


office printing. 


Outstanding among its 
new features are the Exclu- 
sive New Paper Feed Princi- 
ple ... Push Button Control 

. Built-in Tempo Inter- 
Metered Ink Con- 


trol . . . Automatic Paper 


leaver ... 


Stacking. They all add up 
to amazing simplicity of 
operation — better duplicat- 
ing results than you ever 


dreamed possible! 


Makers of the 
Famous Tempo 
Film Stencil 


i 
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winning personality 
und A. C. Van Horn of Eberhard Faber 
ven holding dealer sales meetings in 


Bill Bohart 
Company, nave 


several citie f the midwest and plan several more 
> * a 

Our old Ed Keeling, sales manager for Art 

Metal Construction Company, and his territory repre- 

sentatives, held a very successful sales meeting in 

Springfield, Mo., late in 1949, having their many deal- 


ers from Missouri, Oklahoma, Kansas and Nebraska 
present. It was two-day meeting reportedly packed 
with intense interest and education. 

> > - 

“Herbie” (Ace) Walsh made an _ extended trip 
through the Eighth Region cities in November boosting 
the sales of Ace Fastener Corporation, while Uncle Bill 
Smith stays ise to home to check the orders as they 
arrived. Word reaches us that Hy Linden has given up 
his old territory and will headquarter in Florida and 
cover surroun States for Ace 

> > 2 

John MacMorris of Howard Hunt Pen Company is 
another good traveler whose presence in Omaha during 
he Peterso! pening was most welcome, while Pete 
McLaughlin, the carbon paper tycoon, was visiting his 
lealer and state officials at Jefferson City, Mo. Pete is 
as well k Missouri’s capitol as the governor 
That ever-smili countenance of Jimmie O’Brien, the 
Irish teno e Boorum & Pease staff, is still win- 
ning frie making customers for him. Bill Pick- 
ering, the mogul of Oklahoma and president of the 
Midwest Travel Club, together with his able aide, 
Bill Bohart, spent a week of December at E. Faber’s 
New York office attending the annual sales meeting 


with Louis Brown, John Horn and other 
when they must have these two western 


We sympathize 
Faber officials 
a 


enwuemen 


We have missed the able assistance of John Chown- 
ing, the Carpenter Paper Company representative, 


tely. Without his help, news from Oklahoma and 
Arkansas be very scarce, and we need it badly 
Maybe Cecil Moses of Arkansas Printing & Lithograph- 
Company} 1 pinch-hit for him 
Earl K. Duke, president of Western Office Supply 
Division of Duke, Inc., Wichita, Kans., has plans under 
way for remodeling the present quarters of Duke, Inc.. 
132 N. Topeka Ave., after which he will move the retail 


store from the present quarters at lst and Topeka to 
the Duke bu This remodeling should give the 
retail store be iful display rooms for both supplies 


and office furniture. Homer Lay is store manager and 


supplies buyer Jess Whitehead is in charge of fur- 
W. I. Godwin, the Alton, Ill, office supply mag- 
te, is enjoyi newly remodeled headquarters and a 
nice incre isiness, which is the kind of news 
hat is to hear 
Jack Manning, president of Joplin Printing Com- 
pany, Joplin, M is reported to be doing a lot of 
traveling thes ays in search of new business and 


accounts throughout the territory 


served by hi npany. Mark Farrar, vice-president of 
he firm, resis recently to enter other fields. Mark 
1ad been with this company many years and was very 
é and fa known in Joplin and southwest 
Misst i! 

John A. Marshall, head of his own office furniture 

mpany in Kal City, recently arranged a sales 
meeting for a f his organization to hear Dwight 
Steel, General Fireproofing Company, representative, 
extol his firn products. It is rumored that Dwight is 

ery ap 

Tom Seward f Speed Products Company, is re- 
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LETTERS THAT ARE 
NEVER MAILED 





Sell 





ONGHORN 


CARBON PAPERS 


It’s the letters that stay home—the ones that go in the 
files—that make repeat business for wholesale and retail 
houses that carry Longhorn Wax Back Carbon and 
Longhorn Plasti-Carbon. 
Those file copies are clear and sharp... legible 
and smudgeless... when they're made with 
Longhorn. They are a permanent record of 
good carbon paper performance- and that's 


what brings re-orders. 


Longhorn Carbons are premium quality and carry pre- 
mium profits... at a surprisingly reasonable price. A 
special Amco process eliminates curl—makes these fine 
carbons lie flat and roll easily into the typewriter with- 
out slipping. They produce more good copies—and that 


means more good business! 





Longhorn Corbon Papers ore aveil- 
able in 3 weights; stondard colors; 
letter ond legal sizes; 4 finishes 


Let us Zuote 


on large-contract business! Any 


WRITE 
for the 

COMPLETE AMCO CATALOG! 
© Typewriter Carbons 
Ribbons 
Pencil and One-Time Carbons 
Spirit and Hecto Carbons 
Duplicator Stencils and Inks 


size—any color—any weight— 





any finish—any qvontity! 


AMERICAN CARBON PAPER 








MANUFACTURING COMPANY 


General Offices and Factory: f s, Tex 
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GUIDES AND FOLDERS 























sini 














ADVANCO 
STEEL FRAME 
(adjustable ) 
for use with 


Suspend-O-Folders 


SUSPEND-O-FOLDER SUSPEND-O-FOLDER 
Personal Desk File to use with 
Advanco Steel Frame 


MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 











For more than 25 yeurs, we have been offering 
our wares throus gh dita dealer exclusively. 
Write for our Hlustrated Price Lists 
Vianufacturers 


SUSPEND-O-FOLDERS s FILING SUPPLIES 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


ADVANCo 
ADVANGO PRODUCTS 


Division of {dvance Salesbook Co. 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 
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portedly moving his home and headquarters from 
Kansas City to St. Louis to enable him to be in closer 
touch with the eastern part of his territory. 

~ > - 

Frank Baldwin of Baldwin Typewriter Company, 
Kirksville, Mo., was much in evidence around the 
exhibits at the recent NSA convention. He and his 
assistant must have seen everything and met every- 
body as they seemed ever present in the exhibit hall 
and on the fifth floor. 

7 ~ ~ 

We notice that the last NSA roster gives Ed Shelp- 
man of Springfield, Mo., an additional employee by 
placing Wesley Stevens as buyer. It also shows Wesley 
as buyer of Inland Printing Company, Springfield 
where he rightfully belongs. Goes to show you it is 
impossible to be perfect. 

. oo » 

Most hearty and sincere congratulations to the edi- 
tor of OFFICE APPLIANCES, Walter Lennartson, upon his 
recent marriage to the former Miss Katherine Fraser 
of Chicago and every good wish to the brave lady 
Walter has made many fine friends in our industry and 
we are sure that each one of them joins us in these 
very best of good wishes to the happy couple.’ 

—-_« 
ADVERTISE IN ANNIVERSARY EDITION 

When the Fort Worth, Tex., Star Telegram recently 
published a 480-page one-hundredth anniversary edi- 
tion, the Hogan Ft. Worth Office Supply Company took 
advantage of the occasion to insert an ad, detailing its 
history and also its service to customers. Other office 
supply firms published congratulatory ads to the news- 
paper.—NPS 


= 
= 
ya 


A FOSTORIA DEALER DOUBLES IN ARCHITECTURE.— 
Unique in the annals of office installation history is this new 
home of Ohio Savings & Loan, Fostoria, Ohio. The building, 
an old-fashioned brick-type structure, was completely re- 
planned, inside and out, by Russell N. Lewis, Sr., of Lewis 
Business Furniture Co., Toledo, Ohio. Top photo shows the 
ultra-modern front of the bank as planned by Mr. Lewis. 
Below is the bank's interior, completely planned and out- 
fitted with $15,000 worth of furniture and fixtures. 


—-< 
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MASOS 


| 
| tp Now ROYAL 


ALL STEEL 


ELEVATOR STAND! | 











Pt 






















NOW! COMPLETELY SET-UP AND 
e ASSEMBLED AT FACTORY! 


Dealers may now obtain the new “Royal” Elevator Stand all set-up, 
Patents ready to dust off and place on display. All you have to do is slit the 
pending carton and pull the table out. All the assembly work is completed at 
the factory, then thoroughly tested for operating efficiency. 


it’s The New Leader In Looks And Efficiency! 


There is nothing that quite equals the “Royal's” beautiful, smooth ham- 
merloid finish in office gray, green or brown. And it requires only the 
tip of the right foot to lower or raise the foolproof elevator device. The 
heavy, rubber, long-lasting feet deaden sound and prevent crawling, 


All These Outstanding Feotures! 
Heavy gauge ( teel top; 1” curved steel tube legs. 
Drop leaves steel 14%" x 844”; Elbow type of drop 
Cont is piano hinges; Free, strong, easy 
ers: Feet, 1144” diameter with 2” 


co, 14%” x 18” — 27” high, when creeping or damaging the floor covering. Here’s a new fast sales leader 
sed $1, pened. Prices F.O.B. LaCrosse, to help your profits climb. 
Wisconsi Write for FREE New Catalog! DON’T DELAY —ORDER YOUR SAMPLE TODAY! 


MASO STEEL PRODUCTS | awtot.s 





Steel and Wood Office Equipment Chicago 5, Illinois 





Before you buy— 


COMPARE MURPHY CHAIRS 


not merely with other chairs in the same price 
field, but with ANY CHAIR at ANY PRICE! 


HERE'S WHY— 


% An office chair must be strong 


Murphy Chairs are made of Pecan wood, 
structurally stronger than any other North 
American hardwood. Al! back posts, top and 
back rails are steam bent to avoid breakable 
cross-grain 
















No. 279 EXECUTIVE SWIVEL 
Pecan wood—Walnut and Mehogeny 
finishes—Seat 22'/," x 20!/."—Back 
17%,"" Adjustable—Weight 52 pounds. 




























% An office chair must have comfort 


Murphy Chairs have smoothly rounded front 
rails to eliminate pressure at the back of the 
knee. Up to FIVE adjustments of spring ten- 
sion, seat and back height provide firm gentle 
supports for individual comfort requirements. 


*% An office chair must harmonize 
Murphy Chairs are offered in a full line of 
upholstered and wood seat styles and designs, 
giving a wide selection to fit any office furn 
ishing scheme 





MURPHY'S 


MURPH-EASE 
Just sit— 
They fit! 






7 Murphy Gair @mpany 


SINCE 1872 OWENSBORO, KY. 


.. PRODUCTS OF THE WORLD'S LARGEST EXCLUSIVE CHAIR MANUFACTURER 
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Walden Rofeitts Enanau 


They Correct Mistakes in Any Language 






No. 399 TRI-PLY — for typists 


CENTER PLY — soft gray 
ink and type eraser 


OUTER PLIES — red rubber, 
for all general erasing 


No. 235 CORAL — Versatile coral pink 
soft ink eraser; bias beveled for erasing 
details; broad flat surfaces for cleaning. 











WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 











SYSTEMATIC — CONVENIENT — COMPACT 


“ HOLDSALL" 


Small Parts Cabinet 
THE IDEAL CHEST OF DRAWERS OF A THOUSAND USES 


{LL STEEL WITH OVEN BAKED GREEN 
CRINKLE ENAMEL FINISH 


len drawers of varying height and capacity pro- 
vide storage for parts of any size from the smallest 
up to 914” x 1444” x 314”. Three drawers have 
fixed compartments and seven have adjustable 


dividers. 


Many Large Manufacturers and Dealers Use These Cab- 


inets as Standard Equipment for the Storage of Parts. 


Send for Descriptive Bulletin and Price List—Today. 


SHiPMAN-Warpb Mec. Co. 








WORLD WIDE DISTRIBUTORS OF TYPEWRITERS PARTS PLATENS TOOLS SHOP EQUIPMENT AND SUPPLIES 


PH. DElaware 7-1090 325 N. WELLS STREET, CHICAGO 10, ILLINOIS CABLE—"SHIPWARD 
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PACIFIC NORTHWEST NOTES 


By C. M. Litteljohn 
A host of stationery, office furniture and office 
equipment houses participated in the 20th Annual 


Manufacturers and Distributors Night of the Wash- 
ington Manufacturers Association which was held in 
November at the Seattle Chamber of Commerce. View- 
ing the displays and demonstrations were about 625 
industrial leaders of the region 
Thomas Pelly, president of Lowman & Hanford Com- 
pany, as well this year’s president of the Seattle 
Chamber of Commerce, was one of the principal guests 
to be introduced to the multitude—as if he needed 
any introduct Following the displays and demon- 
strations in the wake of the big banquet many prizes 
were awaraet 


pusinessmen 


= 


The tangle wns of Washington contest held late 
November and early December resulted in a veritable 
tornado of quests for maps, histories, guides and 
Everyone playing the Seattle Times’ 


geographical 


great conte untangling towns needed parapher- 
nalia from tationery and book stores of Seattle, 
and othe: the state. With so many big prizes 


stake, folks bought out all the statistical data in 
imbe! nery and book stores. Many dealers 
they could not get enough of such 
sweeping demands. “The most in- 
) strike Seattle,” was the way one 
the big contest 
a * . 


The J. K. Gill Co. staged an autograph party in its 


spacious store Fifth and Stark Aves., Portland, Ore.., 
for Ardyth Kennelly, with many customers there to 
meet the talente author of the newest best-seller 
The Peaceal Kingdom.” A story of Salt Lake City 
the 90 a Literary Guild selection for De- 


node! 


valued member of the Lowman & 
staff in Seattle, Wash., has returned 
serious bout with pneumonia, which 
put hin the hospital 


John W. Tuttle 
Hanford C 


> 


W. E. Fin: & Company, Portland, Ore., distributors 
duplicatins 1 addressing machines for the past 
hirty-five yeal is moving to 215 S.W. Park Ave., 
Portland. E. M. (Ed) Finzer, president, has taken a 
term leas¢e n the building. Now at 330 S.W. 
zanization expects to move late in 
December. Re leling has been under way on the 
te building for several weeks. Im- 
neclude a new type steam heating, 
f ind an arrangement for display and 
neral offices he main floor, with sales and execu- 
ces tl second 


f 


ctive in salmon as well as station- 
l g ard circles of Puget Sound, was 
minent at e recent sixth annual Seattle Times 


Silver Salm Derby. An officer of the celebrated 
Poggie Club f water anglers of the first water, 
M1 ne had of distribution of the many hand- 
n Silvers 1ught and entered in the contest for 
iutos a ther valuable awards. Eddie saw that 
went 1 rity in Seattle, where there was feast- 

yn the electable of seafood 


7 > 


the sale of new and more accurate 
isiness ma such as weighing devices and 
cales for ret isinesses, many obsolete machines 
re red lithereens by the city authorities 
Seattle recently. Under direction of the City Comp- 
Thomas, this equipment, garnered with- 
ecent mol was smashed with hefty blows of 
ige-hamm«e that the public would not be fooled 
rhe ines had been consigned after they 
1950 


OFFICE APPLIANCES, January, 


THE MEW SLOTTED MECHANISM 


for binding 


@ CATALOGS 
® MANUALS 
@ BULLETINS 
@ SALES 
DATA 





PROVIDES A FLAT READING SURFACE 
FOR FULL PAGE VISIBILITY ....... 


ws oll loc 


BINDER 





















WITH THE 


"SELF-EXPANDING BACK" 


THAT CANNOT COME APART. 


An entirely new principle 
in expanding back binders. 
The patented slotted feature 
provides durability and 


automatic expansion. 


ea pow 44044 


DEALERS: 


Send today for a sample 
of this new binder. It 
will immediately appeal 
to all Sales and 
Advertising Managers. 
Available in stock 
and special sizes. 


PATENT PENDING 











FOR LITERATURE AND DEALERS PRICES, WRITE TO 


THE C. E. SHEPPARD CO. 


44-07 TWENTY-FIRST STREET + LONG ISLAND CITY 1, N. Y 


)OERN £.) 
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O.4y ROBERTS .4. 


a choice of 


COMPLETELY AUTOMATIC 
MACHINES 











NUMBERING 
200032 
MACHINES 






























The instant automatic action of the Rapidprint 
Machines enables a heavy volume of work to be 
efficiently handled. Most offices will be amazed at 
the increased efficiency that these machines offer. 
Combinations such as numbering and dating, time 
and numbering, remote control, dual impressions 
can be furnished. 


Write for further details on this 
NEW Rapidprint line. 
Cee 


ROBERTS NUMBERING MACHINE CO. 
700 JAMAICA AVE. BROOKLYN 8,N. Y. 
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had been condemned. Inspectors for the city hag 
found them faulty and confiscated them from the 
places of business where they had been in operation. 
New machines have to be secured of greater precision 
and accuracy. : 
a i ee 
HART REPACKAGES MIMEOGRAPH SUPPLIES 
Each item in the line of Hart Manufacturing Com- 
pany supplies is now being packaged in attractive 
black and gold labels bearing a family resemblance. 





NEW PACKAGING FOR HART LINE 


As illustrated, the result is a new, streamlined appear- 

ance for the line of supplies including inks, film-top 

stencils, drawing scopes, styli, guides, ink pads, cor- 

rection varnish and type and stencil cleaners. 
eo 


NEW OWNERS OPERATE NEB. BRANCH STORE 

Bricker Typewriter Company’s Columbus, Neb., 
branch recently began operating under new owner- 
ship. K. L. Adkisson and W. E. Brunken, the new 
owners, have changed the firm name to the Modern 
Office Equipment Company. 

For the past two years Mr. Adkisson has served as 
sales representative for Bricker’s in Columbus. Mr 
Brunken is new to the business. 

In addition to other lines the new owners will con- 
tinue to represent Clary adding machines and cash 
registers and Royal typewriters on a sub-dealer basis 

Bricker Typewriter Company will continue to oper- 


ate its Norfolk, Neb., store. 
oo ee 


NAT. CASH REGISTER EXPANDS IN SCOTLAND 


National Cash Register Company, Ltd., is pushing 
ahead with plans for the building of a second fac- 
tory in Dundee, Scotland, giving them ultimately a 
total floor area of 200,000 sq. ft. Their existing factory 
floor space at Dundee has been increased 40,000 square 
feet by the acquisition of a further block. The pro- 
jected expansion is in addition to all the work al- 
ready undertaken. 

Two new types of machines are planned for intro- 
duction during 1950. The company is one of the larg- 
est and most important of North American firms 
established in Scotland. Their Dundee factory is a 
model of modern mechanization and has been visited 
increasingly by experts studying the amalgamation of 
American and British techniques in factory layout 
and management.—_SATNA 
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CLUB CHAIR 3500 
Our club chairs 
are masterpieces in 
finely designed 
and finished office 
furniture . . . write 
for complete 
new catalogue 
TODAY 
CLUB CHAIR 780 
CHAIR COMPANY: INC. 
127-133 BLEECKER STREET, NEW YORK 12, N. Y. GRAMERCY 7.5661 
r- 
»p 
r- You'll want to take 
advantage of the 
A SYSTEM FOR handsome, attrac- 
EVERY BUSINESS tive, Self-Selling 
; Ideal Displays not 
only because they 
= are beautiful pieces 
W = of modern mer- 
n : chandising equip- 
& ment, built of nat- 
1s r= ural, polished Birch 
. = wood, that will add 
kK == to the appearance 
& M == of any store, but 
* == | also because they 
sh : Lane are being offered 
s ’ FREE to Ideal deal- 
. - ; , ers and are certain 
Aad M Counter Floor to boost your year 
Display Display ‘round sales of 
Ideal Systems. 
YEAR AROUND PROFITS ADDED FEATURES— ’ 
6 Because Ideal Systems were designed by In —y = to —— age. — a my _- 
: . ff } . me ve selling displays, and special packaging, other 
a an expert to hit the pagorogyprse! ab ig features have been added to the Ideal line 
: type of business, new or established, the such as specimen sheets which are included 
‘y self-explanatory he adings make it so a ot So practical ——— re- 
re s le ollow thi -€ zy ex- ; productions of proper entries. Another ap- 
r€ imple to foll that no bookkeeping ol A Complete Simplified Book- preciated feature is the Depreciation Charts 
)- perience is require d to maintain accurate keeping System and Tax Rec which give average life and depreciation 
’ business records — and because they can ord — + ~ aS a. 9%) x rates of furniture, equipment, buildings, etc. 
: . ” ' > ve > 124%” looseleaf binder, con- : : . , 
be started Pine — of the oh the taining ample supply of tri- Immediate delivery from LOS ANGELES or NEW YORK 
= Ideal System line ts a sure-fire proht win- colored pen ruled, self-explan- and wholesale stationers in’ many cities. 
ner the year around. a ee RG AS TREN RENE ee BE = 


1S he $2.00 - $3.50 - $5.00 - $7.50 
IDEAL 


| Our latest illustrated Catalog and detailed circular of New, 
+ FREE, Self-Selling Displays will be sent you upon receipt of 





r this coupon attached to your letterhead or card a oo 
C \ ft , are? Ideal System Co., 346 S. Flower St., Los Angeles 13, Calif. 
\ ) } S M (ompan y 
yf SYSTEM } The IDI AL SY TEM ( i ) You will receive the above by return mail marked to — 
- . DE NERS AN MAN P eee 
n 346 SO FLOWER ST. LOS ANGELES !3. CALIF 6 CHURCH ST NEW YORK 6 NY Attention of _ 


Se 
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You Can't Buy Handsomer Leather Upholstered 
OFFICE CHAIRS, DAVENPORTS & RELATED FURNITURE 
than those designed by EHRLICH 


Priced to Assure Dealers of Nice Profits! 





No. 420 No. 208 
35" overall height 35" overall height 
31" overall width 33" overall width 
38" overall depth 39° overall depth 





Top grain, snuffed leather — 
combining distinction and 
comfort to the finest offices 


and reception rooms. 


For Immediate Delivery 


Representatives Wanted 
Some Territory Available 


A Line Popular for 26 Years Past 


Write for Photos of Entire Line 
and Dealers’ Price List 


GRAND RAPIDS LEATHER FURNITURE CO. 


201-207 FRONT AVENUE, NW. GRAND RAPIDS 4, MICHIGAN 












CLARK LINE UTILITY TABLE 


Low Price! 
Hi-Quality! 
Heavy Duty 


For Use In 
GARAGES 
SERVICE STATIONS 
SHIPPING ROOM 
OFFICE 
HOME 
LAUNDRIES, ETC. 








IMMEDIATE DELIVERY 


36 x 24 x 30" high 
Packaged 3 to bundle. F.O.B. Mpls. Factory 30x 18x27" high 








| 48 x 24x30" high 
Write for Prices and Liberal Dealer Discounts 

R. K. CLARK CO., Inc. 
2840 4th Avenue South Minneapolis 8, Minnesota 
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TEXAS TRAVELLERS CLUB NOTES 
Virginia Leonard, Correspondent 

At the quarterly luncheon meeting of the Texas 
Travelers Club held November 14 at the Texas Hotel 
in Ft. Worth, work was started on preparations for 
the Ninth Regional NSA meeting to be held in Hous- 
ton in the spring. Philo H. Leonard (The Globe-Wern- 
icke Co president of the Texas Travelers Club, 
announced the following committees to serve during 
the 1950 regional 

General Chairman, Art Carrow (Speed Products) ; 
Co-Chairman, O. D. Mann (Manufacturers’ Representa- 
tive); Reception Committee: Fred Deutsch (Manufac- 
turers’ Representative), Chairman; Tom Riley ‘(Eber- 
hard Faber Mrs. Ellis F. Ryan ‘Manufacturers’ 
Representative); Ward Silliman (Manufacturers Rep- 
resentative) and J. D. Pryor (Wilson-Jones Company). 
Entertainment Committee: H. E. (Gene) Collins (Hesse 
Envelope Company), Chairman; Norman Snider (Boo- 
rum & Pease Company); Carl D. Allen (manufacturers’ 
representative) and Ed McBee (Sanford Ink Company) 

Registration Committee: Jack P. Fleming (Vance K. 
Miller Company, Dallas) Chairman; Ray W. Howard 
Esterbrook Pen Company), Julian Bailey (Eagle Pencil 
Company) and Geo. W. Tarrant (Carter’s Ink Com- 
pany). Friendship Room: Wm. F. Gigliotti, (Manufac- 
turers’ Representative) Chairman; R. F. Lanham (Bin- 
ney & Smith Company); Chas. Wallace ‘Parker Pen 
Company) and Dick Lowe (Browne-Morse Company). 
Golf Committee: Bob Strafford III (Manufacturers’ 
representative), Chairman; Art Pfister (Smead Manu- 
facturing Company); L. H. McDaniel, Jr. (Stationers 
Manufacturing Company) and Dan MacDougall (Sta- 
tioners Loose Leaf Company). Publicity Committee, 
Mrs. Philo H. Leonard, Chairman 





> © > 
Understand T. R. Dorcey has bought out his partner, 
Richard Reno, at the Dorcey-Reno Company in Dallas 
The new firm name has not been announced. 
Congratulations to Mr. and Mrs. Ted Curry on the 


arrival in Waco, October 30 of little Janet Lynn. Proud 
papa owns the Curry Office Supply, Inc., of Waco and 
Austin, Tex 


a e “ 
Another expansion for Southwestern Stationery & 
Bank Supply—they have just recently purchased the 


Woodward Office Supply Company of Woodward, Okla. 


* + * 


Henry E, Stamm, Jr., vice-president of the Rein 


Printing Company of Houston, passed away November 
25 of a heart ailment that had confined him to his 
home for several months 
Nineteen wives of Texas Travelers living in Dallas, 
met for luncheon on November 9 at the Golden 


Pheasant Restaurant. These ladies and several others 
who were unable to attend this first meeting of Dallas 
wives are looking forward to another luncheon on De- 
cember 14. Mrs. Ward H. Silliman and Mrs. Jack P. 
Fleming contacted the wives for this first meeting so 
that they can become better acquainted before the 
spring NSA Regional to be held in Houston. At the last 
meeting in Ft. Worth, a large number of wives at- 
tended for the first time. The delightful entertainment 


planned for the ladies at each convention, together 
with the friendships formed at that time, have been 
an inducement to the ladies to get together more often 

Those attending the luncheon were: Mrs. H. E. Col- 


lins, Mrs. Henry A. Bredow, Mrs. Jack C. Kern, Mrs 
Clifford B. York, Mrs. Larry Roark, Mrs. Geo. A. Tar- 
rant, Mrs. Ed. V. Jungbluth, Mrs. Wolt A. Stempel, Mrs. 
Ed H. McBee, Mrs. Ward H. Silliman, Mrs. C. B. Kayser, 
Mrs. W. W. Cannon, Mrs. Doyle May, Mrs. Earl R. Otta, 
Mrs. Jack P. Fleming, Mrs. W. J. Hunsucker, Mrs. Fred 
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1950 CATALOG 
NOW READY 








More than 100 new items and many improvements 
have been added to the line. The new catalog 
features lower prices, now in effect. 


A fascinating array of money-making needs for 
every kind of filing and record keeping in office, 
store and home. 


FILING SUPPLIES 


Guides 
Folders 
Roll Labels 
Card Guides 
Box Files 
Agate Trays 


Personal Files 


BRIEF COVERS 

BINDER INDEXES 

ALBUMS and SCRAPBOOKS 
WEDDING and BABY BOOKS 


Send for your copy today 


AMBERG FILE & INDEX CO. 


Filing Specialties since 1868 
1608 DUANE BLYD. KANKAKEE, ILLINOIS 
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Collier-Keyworth presents 





outstanding engineering in 

revolving chair controls with 

patented ** Equi- Balanced Fe 
% 

action that assures smooth, easy 

motion. Modern in design and 


appearance, these all-steel 


chair controls are construct- Fes 
ed to give enduring com- ce 
fort and satisfaction. jd 

a 


ES 


a jj a 


COLLIER-REYWORTH CO. 
EEOC SETS 
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Deutsch, Mrs. John A. McKim and Mrs. Henry Deutsch 
+ ~ = 

A. B. Whitten and Floyd Yeager have changed the 
name of their Pampa Print Shop in Pampa, Tex., to 
the W-Y Stationery Company 

> * > 

Louise Wynn is now store manager for Frank Dustin 
Office Supply at Gainsville, Tex., having taken over 
the former duties of Raymond Howard who is now lo- 
cated at Borger, Tex. 

That party at the Shamrock Hotel in Houston No- 
vember 25 was to celebrate the 27th wedding anniver- 
sary of Speed Products’ Art and Connie Carrow. 

a oo = 

Joe Roddy ‘Mayton & Roddy Office Supply Company, 
Ft. Worth) and W. E. Lowe ‘(E. L. White Company, Ft 
Worth) started out November 21 for their first deer 
hunting trip. No reports have as yet arrived as to 
their luck. 

+. ” * 

Wiggers at 10 N. Broadway in Oklahoma City has 

sold out to The House of Wren. 
” » . 

Jesse Boswell, formerly of Boswell & Mabe Office 
Supply Company in Ft. Worth, has joined the Panther 
City Office Supply Company organization in the same 
city. 

* cs * 

Standard Printing Company at 
moved into its own new building at 113 E 
St. W. F. Kautz is owner. 

* oe of 

Hesters Office Supply Company of Lubbock, Tex., has 
taken over the Jarvis Office Supply at Sweetwater 
Ralph Wallace is in charge of the branch 

” x « 

The firm name of The J. A. Collins Typewriter Com- 
pany of Brownwood has been changed to Office Equip- 
ment Co. Mrs. J. S. Turner is owner 


* * + 


Cuero, Tex has 
Church 


It will be a new location soon for Thatcher Printing 
Company of Plainview, Tex. Plans are well advanced 


* * * 


Hill Printing & Stationery Co., Waco., will move 
January 1 from 809 Austin to 1125 Washington 
* aw a 
Best Stationery Company in Houston has moved 


from the M & M Building to 1306 Clay 
8 


NEWS NOTES FROM NSA DISTRICT NO. 5 


H. M. Donisthorpe, Correspondent 

The regular monthly meeting of the Detroit Chap- 
ter, Fifth District Travelers Club, was held November 
7 at the Olde Wayne Club. Tom Low, Minnesota Min- 
ing & Manufacturing Company, chairman, presided 
The meeting was very well attended 

* * * 

December and January meetings were to be held as 
usual throughout the holiday season. The program 
for these meetings will be given by members of the 
club. Jim Barrett, Minnesota Mining & Manufacturing 
Company, volunteered for the December meeting 


* * * 


Ralph Schafer, Beecher, Peck & Lewis, Detroit, 
Mich., was stricken with a heart attack Tuesday, No- 
vember 15 and was taken to the Ford Hospital. We 
all wish you a very speedy recovery, Ralph 

« . * 

Mr. and Mrs. Larry Nestor are the proud parents of 
a daughter born November 17. Mother, daughter and 
father are all doing fine. Mr. and Mrs. William Breit- 
meyer are also the doting parents of a girl born No- 
vember 1. Both Mr. Nestor and Mr. Breitmeyer are 
associated with the Nestors’ Typewriter Exchange 
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FOX PRESENTS 


GOO0OD/YEAR 


7 Hifome 





Regular Dealer Discount 


VELOUR & PANAMA REVERSE 


RUBBER 
2” FOAM FILLED CUSHIONS 





B $7.00 C $6.50 
4 FRIZETTE & PANAMA REVERSE 
‘ / B $6.50 C $5.80 

5 B 15x17’ C 14%x15” 


GEO. E. FOX 
317 N. Wells 
Chicago 10. Il., 


& CO. 


St. 
U.S.A. 


FOX 














There’s 


EYE APPEAL 


and 


PRICE APPEAL 


IN MIDWEST’S NEW 
CABINET NO. 3018-C 





wD 

Built sturdy with fine 
lines and‘of heavy 
gauge steel. A good 
profit item in any kind 
of times. Size 30’ wide 

18’’ deep and 72” high 
with four removable 
and adjustable shelves. 
Has a two-way lock and 
all set up ready to go. 


Available in baked 


enamel of olive green, office gray or brown and 


weighs 100 Ibs 


Iruly merchandise of great quality and priced to 


meet market trends. W 
MIDWEST METAL MANUFACTURING CO. 
Sen 18918 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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Famous Gits Slide-Blade Knife — perfect handy- 
knife for pocket or purse — for home, school, 
office or tool kit. Now available in dozen lots 
mounted on an eye-appealing display for counter, 
wall or wire. A traffic stopper that stimulates 
impulse buying! 


QUALITY FOR A PRICE 

* Razor Steel Blade — Very Sharp 
* Opens Easily With One Hand 
* Locks Safely in 5 Positions 
* Durable Plastic Handle 
* Eye-appealing Lustrous Colors 

on thot ‘oes ane GIES 

selling job all year long. . ‘on 


You'll find it poys to 
keep plenty of them on 4664 W. HURON ST., CHICAGO 44, ILL 


hand! Order NOW from Manvfaocturers of the famous GITS 
aon iit direct Flashlights, Games, Savings Banks, 
your jouner OF Girect. Protect-O-Shields, Switch Plotes, Etc 


CANADIAN DISTRIBUTOR: Myer Bald, itd. 69 York St., Toronto 


RUATAY LE CARBON COMPANY 
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MONEY 






The most favorably priced chest on the market of its body 
size, 12° x 12° x 12 

Lug type door, Yale & Towne tapered spindle 
lock with hidden a liar combinatior nder the 


combination 
dial 
emergency use The entire door is hardened steel W 
75 pounds. IMMEDIATE DELIVERY List Price $ 


, for 
eight 
> 00 
F.O.B. Factor 


Also obtainable tee clad and can be shipped witt 
without concrete f ng rance ate H Bank or I 
Mercantile 


Write for our Catalog 
and CHESTS—and the 


UARDSMAN SAFE COMPANY 


John Robertson 


16 for a complete 
n-su 


No line of SAFES 
BEST no » files made 


La Porte, Indiana 








Nestler-Fields Helps You Meet a Great Demand! 
New) SMO-KING” SAND URN “1 

RES Te tN SATIN FINISH 
SPUN ALUMINUM 


For 


bine 
| 


e Reception rooms 

e Conference rooms 
e Lobbies, ete. 

SAND URN No. 1 carries 
famous Nestler-Fields guar- 


anteed quality and service. 


Sturdy spun aluminum, 





satin-finished. Base firmly 





5 meen merlin tgy 
eal ~ 


IMMEDIATE DELIVERY 


Packed set-up in individual car- 
ton for customer shipment. 


weighted. Removable sand 
container, simple to clean. 
Height: 19”, 


Base: 9! es 


Diameter: 11”. 


W eight 9 Ibs. 


Literature on request. 


“SMO-KING” 


Designed and Manufactured by 
NESTLER-FIELDS MFG. CO., INC. 


6O2 WYTHE AVE. B’KLYN 11 


Inquiries in- 
vited on new 
Sales Territe- 
ries. 








-* 
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quality 
-——— performance 
THE BENTSON 


“6 0p-Flite 


$200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Too-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus 
tomers and more business for you. 











lf you haven't received your con 
venient file folder of BENTSON 
catalogs, write for it today. 





“The Line of Most Assistance” 


‘(6 he BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA . ILLINOIS 











BUSINESS-CARD FILE 





3x5 AND 4x6 
ALUMINUM 
CARD FILES 


ADD TO YOUR PROFIT WITH THIS LINE 
OF HOME-O-NIZE SMALL FILING UNITS 


Good design and quality are two reasons why Home-O-Nize 
Aluminum Card Files are finding acceptance from more and 
more dealers. Now a new file has been added—THE BUSI- 
NESS CARD FILE. A practical convenience that fills many 
uses in addition to filing of caller's : == 
business cards. Write for special in- - A 

Atma (0V4 Jige\\ 
troductory offer. Ask for catalog sheets / 
on H-O-N products 


! 


MUSCATINE. IOWA 
rn 
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General Motors Building, Detroit, Mich 
> > > 
Mr. and Mrs. Ben Rabaut were blessed with a new 
daughter, Patricia Ann, on November 30. Ben is asso- 


ciated with the Bert M. Morris Company. 
> > oe 
Mrs. E. E. Thompsen, wife of Tommie Thompson, 
Eagle Pencil Company, and her mother left for Cali- 
fornia, December 3 to visit with daughter Patricia. 
> > . 


Sid Glueck, General Office Supply, Cleveland, Ohio, 


was sick at home for three weeks with a virus infec- 
tion. He is back on the job now but still has to go a 
little slow —a 

WICHITA FIRM HONORS VETERAN EMPLOYEE 

Karl Zeininger, employe of the Goldsmith Book and 
Stationery Company, Wichita, Kans., for 50 years, 
and now manager of the firm, was recently honored 
with a dinner at the Hotel Lassen in Wichita. Nearly 
50 owners and employees of the firm attended the din- 
ner 

Mr. Zeininger began his half century of service in 
1899 when he became employed by Ike Goldsmith, 
founder of the store. As the company’s business grew, 
Mr. Zeininger was placed in charge of the office fur- 


niture department. Five years ago, he became man- 
ager of the firm 


The store was then located on N. Main St., but since 
then it has been moved to two other locations as 
Wichita grew and the business expanded. The second 
location was at 122 E. Douglas, and in 1925 the store 
was moved to its present location, 116-118 S. Topeka. 

Preceding the golden anniversary dinner for Mr. 
Zeininger, a social mixer was held. A buffet table was 
set against a backdrop of ice, frozen in the form of 
the number “50” and illuminated by hidden lights. 
The banquet table was decorated with golden cor- 
nucopias in accordance with the anniversary theme 

GMH oul. 








AID TO PAPER SALES—A glamourized “lazy Susan” revolves 
in the center of this Schwabacher-Frey Co. window at Los 
Angeles, Calif. The device animates the display, catches 
the eyes of passersby and stops them long enough to read 
the brief selling points about open stock papers held by 
Eaton's Paris-dressed mannequins. The round turntable also 
makes it possible to show Eaton’s open stock classics and 
holiday-packaged gift papers. Mrs. A. C. Rogers is stationery 
department manager and Thomas F. Burke, who designed 
this window, is display manager at Schwabacher-Frey. 
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COMPARE!?! 


CUSTOM BUILT 
GENUINE LEATHER FURNITURE 
e FINEST SPRING AND WEB CONSTRUCTION 


e HAIR FILLING e SOLID HARDWOOD FRAMES 
e SMARTLY STYLED e CHOICE OF COLORS 


+2200 
















32200 CLUB CHAIR 
LIST PRICE $140.00 


#2200 SOFA 
LIST PRICE $312.00 


7600 CLUB CHAIR 
LIST PRICE $124.00 


2600 SOFA 
LIST PRICE $248.00 


=200 
z= 


2200 CLUB CHAIR 
LIST PRICE $134.00 


2200 SOFA 
LIST PRICE $268.00 


S210A 


210A ARM CHAIR 
LIST PRICE $67.00 


210R REVOLVING CHAIR 
LIST PRICE $90.00 


SOLID WALNUT 
FRAME 





PRICES LISTED IN DEEP BUFF LEATHER. 
ALSO AVAILABLE IN PLASTIC AND TOP GRAIN LEATHERS. 


REGULAR DEALER DISCOUNT 


COMPLETE INVENTORIES OF OFFICE FURNITURE 
AVAILABLE TO DEALERS FOR IMMEDIATE DELIVERY 


OFFICE FURNITURE 
WHOLESALE DISTRIBUTORS 


74 BROAD STREET NEW YORK 4 
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O2ZL7 


NOwce or 
MARKING DEVICES 







DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 

SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 





\ 
\ ve aust ~ 





ASEAN AN 2 


EGLO MAN EAN A 


80 DUANE ST. NEW YORK /7,N.Y. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Joe Brown who purchased the Miller Typewriter 
Company, 1255 Fair Oaks Ave., Pasadena, has an in- 
teresting record in the typewriter field. He started his 
career when only 16 years of age, working in the 
repair department of the Typewriter Rebuilding Co., 
15054 East 20th St., Los Angeles. Mr. Brown has spent 
30 years in the typewriter field working off and on, 
as he says, for the Typewriter Rebuilding Company. 

He has redecorated his shop and made other im- 
provements. The store now handles new and used ma- 
chines and has rental and repair departments. The 
firm name has been changed to The Brown Typewriter 
and Adding Machine Company. Morrel Miller, the 
former proprietor, has gone into another line of busi- 
ness 

” * * 


G. G. Ralls, district manager for the Royal Type- 
writer Company, 1034 S. Broadway, Los Angeles, re- 
ports that plans for revamping and enlarging the 
company’s present quarters are completed and that 
work will begin soon. A building next door to the pre- 
sent location has been acquired which will add con- 
siderably to the present floor space. 

~ o - 


E. E. Belcher, of Belcher and Schacht, Long Beach, 
has sold his interest to Mr. Schacht, his partner of 
20 years. The company has always occupied the pres- 
ent location. Two years ago the building was enlarged 
and completely remodeled, making it one of the most 
modern office equipment stores in Long Beach. The 
firm name will be retained. Mr. Belcher is retiring 
to take a rest. 

* * 

Norbert F. Mayer of the West Coast Platen Company, 
643 S. San Pedro St., Los Angeles, says he looks for 
continued good business in the service field during the 
coming year. 

* * Ey 

The Southern California Office Machine Dealers 
Association’s annual election of officers, at this writing, 
is scheduled for December 19 at the regular monthly 
dinner meeting to be held at the Roger Young Auditor- 
ium in Los Angeles, according to David Ligon, the 
president. 

a“ ~ 

G. S. Brewer of the Hollywood Typewriter Shop, 
secretary-treasurer of the association, is back at work 
after a brief illness. Hal Pettit was acting secretary- 
treasurer during Mr. Brewer’s absence 

. 7 ” 

The National Office Furniture Company, 2185S. Spring 
St., recently signed a lease for another five year period 
Remodeling and redecorating of the building are under 
way. The mezzanine floor is being completely re- 
modeled for the display of groups of executive furni- 
ture. There will be murals on one wall and the other 
walls painted in harmonizing colors. New carpeting 
will be laid. Homer Jonas, the manager, reports a 
very satisfactory year with sales surpassing those of 
1948 


~ 


Claude C. Webber, one of the pioneer office equip- 
ment men in the Los Angeles area, opened a new store 
December 1 at 200 Lexington Ave., Glendale. Mr. Web- 
ber started in the office equipment business 42 
years ago opening his first store in the old Arcade 
Building situated between Fifth and Sixth Sts., in Los 
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For the many varieties and styles of AICO Protective Holders 
have unlimited uses besides protecting the job tickets and 
specifications they were originally designed for. Write for 
information describing the many uses of AICO Protective 


Holders, and Circular 649 giving complete descriptions. Send 
today! 























MONTCLAIR, NEW JERSEY 
FOAM RUBBER 
CHAIR CUSHIONS 


‘Perfect - 
FEATURING 


GOODYEAR AIRFOAM 


IN 
De Luxe 


EXECUTIVE 
STYLE 


IN THREE 
SIZES 


Covered with velour—fibre & velour—also corduroy & 
fibre in 2" thickness with boxed edges. 


FOAM RUBBER 
“Perfect” CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 
Colors: Brown, Green. Sizes: 
7" x 18°—15" 2 17°14," 
x 15". 








Write for New Illustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 


your CLEARTYPE MAP | 


DEPARTMENT IS READY TO MOVE 























We have broken all precedent with —d 
manufacture and production of a oer ~ 
" and display unit to handle a complete line 
. MAPS. . 
aa details about how we “ -- 
ynit, help you to advertise and bring 
to YOU. 











Reply Dept. A-1 
CUSHION CO. AMERICAN MAP COMPANY, INC. 
Adams Ave. & Leiper St., Bldg. No. 5 Philadelphia 24. Pa. 16 East 42 St. N.Y. 17, NLY. 
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HIGHER QUALITY — LOWER PRICES 
Steel STORAGE, WARDROBE AND 


COMBINATION CABINETS, ALSO 
SECTIONAL BOOKCASES AND 


STEEL TRANSFER FILES 





LEGAL & LETTER SIZES. 


Made in Special Sizes as 
Requested. 


Made of heavy gauge steel 
electrically welded constructior 
and completely reinforced 
throughout . shelves adjust- 
able every two inches . . . 
dependable three way locking 
device. Storage cabinets meas 
ure 72” x 36 x 18 Ward 
robe and combination cabinets 
also available. 


° 
The all new IMPROVED Parker 
Steel Cabinet featuring crackle 
finishes in Green and Gray. Als 
baked-on enamel finish in Green 





Gray or Grained Walnut and 
Mahogany. 


Write for latest catalog and NEW Dealer price list. 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Steel Office Equipment 


54-60 COLUMBIA STREET * BROOKLYN 2, NEW YORK 








We proudly announce the NEW 





DUPLICATING INK 
Perfect Results From the originators of 
‘mum penetration. homogenized duplicating 


mum penetration. 


2. No clogging of cylinder. ° . 
3. No hardening of the pad. inks comes an entirely 
4. Does not destroy sten- ° . ° 
cils. new ink—nine years in 
5. For open or closed cyl- ° 
inders. the making. 
6. in any climate. 
7. Black, sharp copy. Available in 
8. Stencils and hands easily POUND or HALF-POUND Cans 


cleansed with warm 
water. 
We Guarantee the special 
features of CANODE 
Rapid Dry ink as listed 
abov 


oe 
Manufactured by 


INK SPECIALTIES COMPANY 


INCORPORATED 
523 N. HALSTED STREET e CHICAGO 22, ILLINOIS 


Canode Rapid Dry is the latest 
addition to their regular line of 
Homogenized Inks. 














Are Recognized 
Standard for 





over 30 years 


Consistently high quality 
... Up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 
Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., INC. 
409-411-413 PEARL ST. NEW YORK ? 


S aiieniienel 


aS 
(id 


Modernized to 
‘Meet Present 
Day Demands 
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INCORPORATED - CHICAGO 
=” 


Manufacturers of Fine Upholstered Furniture 


awete gs 


REPRESENTATIVES 
Arthur R. Frey 
James H. Davison 








Marion V. Follin Henry L. Guth 


©. D. Mann Raiph A. Bender 


330 E. Ohio St. Chicago 11, Il. 


NIEMANN—A Century of Fine Furniture 
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Angeles. In 1931 Mr. Webber moved to Glendale where 
he opened re at 211 South Brand, later moving to 
other locations 

Four years ago Mr, Webber retired from the office 
equipment business and with six other Glendale busi- 
men in 1946 organized the United Savings and 
Loan Association of which he is still a director. 

The property where the new store is located is owned 
by Mr. Webber. He plans after January 1 to begin 
construction « new modern brick building on the 


ness 


front of the lot. The present store is located at the 
rear. Mr. Webber believes he has the only drive-in 
ffice equipm«s store in the United States. There are 


for 50 cars. 
on, Richard, a veteran of World War 
ite of the department of business ad- 
ministratio1 Woodbury College, Los Angeles, is as- 
sociated with him in the new store. The firm, known 
as the Webber Typewriter Company, is authorized 
dealer for R. C. Allen and Remington Rand adding 
machines ll makes of portables as well as office 


furniture 


drive-in faclil 
Mr. Webber's 
II and a gra 


By the way, Mr. Webber Sr. is a veteran of World 
War I and pri to entering the service was with the 
L. C. Smith Company from 1907 to 1916. 


H. Van Dolfsen and George Goyer, proprietors of the 
Beverly Offi Equipment Company, 363 S. Robertson 


Blvd., Beverly Hills, report that their stationery de- 
partment h was started in a small way just as a 
onveniencs istomers, has grown into unexpected 
proportion is now an important part of the com- 
S Dusine 
. > - 
Wm. (Bill) Jenkins, proprietor of the Jenkins Index 
Card Company, 417 Wall St., Los Angeles, and president 
the Golden State Travelers Club, at this writing is 
r makir il arrangements for a club luncheon 
be held mber 15 at Mike Lyman’s Restaurant, 
1 S. Hill St s Angeles 
Three de: members of the club are to be honor 
guests. They are Frank Hawley, former purchasing 


Schwabacher-Frey Company, 736 S. 
Wilson Turner of the Los Angeles News 
Boyd St., and Sam Bullock of the Los 
Stationery Company Company, 


agent fol! 
Broadway 
Company, 3s 
Angeles Stam] 
1500 S. Los An 
Mr. Hawley 
] 1947 was 
20 years. Fi 


and 


reles St. 


th the Schwabacher-Frey Company for 
x leisure time a bit dull he joined the 


Valley Stati in Covina, his home city. 
Mr. Turne! ) Was manager and purchasing agent 
f the stat department of the Los Angeles News 
Company i etiring after 30 years service. Last 
May he took a leave of absence but has now decided to 
really retire active work. His home is in Bell- 
flower. Paul Schmits, former assistant manager, has 


been appointé o fill Mr. Turner’s place. 


Mr. Bullock leaving at the end of the year to take 
position a eneral manager of Sigma Chi, college 
fraternity v headquarters in Chicago. He has been 
vith the I Angeles Stamp and Stationery Company 


en years making his home in Los An- 


the past 


eles. Mr. Bullock has been connected with the sta- 
onery business since leaving college in 1918 and states 
that he regré giving up the pleasant contacts made 


ears. His new job entails much tra- 
United States and Canada where he 


He will also be in 


throughout 
veiling in bot! 
ll visit chapters of Sigma Chi 

Chicago office 

+ . - 
344 South Hill Ave., Pasadena, re- 
Eaton Paper Corporation and 
r of the Golden State Travelers Club, 
business meeting of the club will be 

early in January 


> © o 


narge ol 


Robert W. Heck, 
presentative for the 
secretary-trea 


rhe Miller I and Safe Company, 219 W. Second 
St., and 8642 Wilshire Blvd., on December 1 opened a 
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) retired from active business early | 


This is NEWS 
and a 


REMINDER to order NOW 
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New Personalized 


DUO-TANG 


LOOSE LEAF 
COVERS 
No. 35 AW 


No. 12 AW 
No. 16 AW 





with 





® Die-cut acetate 
covered window 


DUO-TANG personal. 


ized loose leaf covers are 


© Built-in double 
prong fasteners 


popular everywhere 
because they are ideal to 
dress up reports, propos- 


e Fly-sheet printed 
with panel guide 
marks 


als and presentations. 
Attractive and easy to 
use, they have embossed, 
die-cut acetate covered 
window with fly-sheet for typing name or title. 
DUO-TANG covers come in a wide choice 
of colors and materials... perfect for “that 
personal touch”. 





There are styles of DUO-TANG 


covers to meet all requirements 


Remember 
*DUO-TANG 
for all... 
CATALOGS 
PRICE LISTS 


for sheet size 11” x 8%". Special 
sheet sizes and larger capacities 
made to order. These easy-to- 
use binders with BUILT-IN 
DOUBLE PRONG FASTEN. 
ERS and reinforced metal 
binding holes are offered in 
5 grades of materials and 42 


PROPOSALS 
MANUALS 
BRIEFS 
REPORTS 
PRESENTATIONS 


SURVEYS different colors. 


Write for prices and samples 


Sllingnworth 


MFG. CO. 


200 So. Peoria Street, Chicago 7, Illinois 


Printing * Stamping *« Embossing * Silk Screening 


Spraying and Rubbing * Varnishing * Plastic Coating 


223 











DOOR-OPENER 
TO PROFITS 











for 


Youl 





he 
Pn ale / 


TYPinG 








You can really uni 
im 


to more quiet in 
office operation 

KIL-KLATTER p rds 
typewriters They make 


lmor 
easier and a greatdeal m 


1 eve 


KIL-KLATTER pads ib 


shock and deaden the sound © 
typing they're construc i i 
genuine O71ITt fele wit! 5 
proot tops and skid-proof bo 
other ttsce 


toms. (Fit many 


machines, too.) 


Price $1.25 
See Your Statrener oF 
Office Supply Ovoter 


KIL- KLATIER 


~~ 


ver scremrree Treewartta Fao 





A month-in and month-out advertising program is the 
KIL-KLATTER way of helping you open the door to 
increased profits...and, in addition valuable sales aids 
such as catalog cuts, two-color envelope stuffers, news- 
Paper mats and counter cards are offered to you with- 
out cost. Order your stock of KIL-KLATTER typewriter 
pads and free sales aids today. 


AMERICAN HAIR and FELT CO. 


Dept. B501, Merchandise Mart Chicago 54, Ill. 
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third store in Studio City in the San Fernando Valley. 
The very modern one Story building has over 9,000 
Square feet of floor space, a completely glassed-in 
front, a gray and coral asphalt tile floor and the newest 
in lighting fixtures. The walls are light green and 
there are dividing partitions in gray with deep crimson 
borders. 

A 15-minute radio program for the purpose of 
acquainting the residents of the valley with the new 
store was presented on opening day. Customers were 
interviewed by Leo Miller and Herman Klein, heads of 
the firm, and Glen Ervin, the manager of the new 
store. Salesmen associated with Mr. Ervin are Howard 
Cronkright and Donald Miller. 

Improvements recently made in Miller’s down-town 
store include a new front, neon sign, asphalt floor and 
photographic murals on the walls. Changes in the 
balcony, including fiber glass partitions, afford excel- 
lent accommodations for displays of executive suites. 
A railroad conveyor has been installed for carrying 
furniture from the basement to the loading dock. 

—-> < 
JOSEPH T. WILSON ELECTED PRESIDENT 
U. S. AUSTRIAN CHAMBER OF COMMERCE 

Joseph T. Wilson was recently elected president of 

the U. S. Austrian Chamber of Commerce. Inc., it was 














JOSEPH T. WILSON 


announced at New York City. Mr. Wilson, who has 
seen 42 years of service with Internationa] Business 
Machines Corporation, is a director and chairman of 
the executive committee of the IBM World Trade Cor- 
poration. 

— *—- -—- 
BOOK TELLS OF MODERN OFFICE MANAGEMENT 

J. George Frederick is the author of a new book. 
“Introduction to Modern Office Management” pub- 
lished by Business Bourse, Publishers, 80 W. 40th St., 
New York 18, N. Y. The volume sells for $3.50 

The book is designed to equip the reader with the 
latest office management knowledge, not too technical 
or dull for even an ambitious stenographer, clerk or 
other office worker to read. 

The author has a long background as a management 
consultant, writer and lecturer on management sub- 
jects—including speeches before the American Man- 
agement Association, New York Office Managers Asso- 
ciation, and so forth. His books on business are used 
in many schools and colleges and by large business 
firms 


te 
C. F. FLICK FIRM OPENS AT DUBUQUE 

Carl F. Flick, Chicago, is now operating the C. F. 
Flick Mimeograph Company at Dubuque Bank Build- 
ing, 1398 Central, Dubuque, Iowa. Here, the firm has 
the exclusive franchise of the A. B. Dick mimeograph 
machines, supplies and impression papers. 

Mr. Flick is also handling the Invincible line of steel 
office equipment and a complete line of Modern Busi- 
ness carbon interleave forms. At present, he is serving 
five counties in Iowa, two in Wisconsin and one in 
Illinois. 
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AN IMPORTANT 


ANNOUNCEMENT 


for used machine dealers 


C. E. C. can fill immediately almost 
any requirement you have for used 
Monroe Adding-Calculators. Here is 
a fine opportunity for you as these 
popular and quick-selling Monroe 
machines, such as K, KA, MA, and 
LA Models, can be furnished in 
reasonable quantities both rough 
and rebuilt — shipment guaranteed. 


Write for further information stating 


your needs. 


CALCULATOR 
EQUIPMENT CORP. 


Orange, New Jersey, U.S.A. 


TYPEWRITERS 
ALL MAKES 


TYPEWRITER RIBBONS 
ADDING MACHINE 
RIBBONS 


BOOKKEEPING MACHINE RIBBONS 
CARBON PAPERS 
o) 0) ley wal, ice yas, lee. 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 


REGAL TYPEWRITER COMPANY, INC. 


200 Hudson St. New York 13,N. Y. 
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More Office Cushion Value 
Than You've Ever Seen Before! 


Nukragt FILLED OFFICE CUSHIONS 


covered with Genuine Plastic 





Made of all new materials—filled 
with NUKRAFT covered with 
long wearing genuine plastic. Not 
only suitable for office use but also 
popular with industrial and com- 
mercial institutions working seat- 
ed personnel. 
ONE SIZE ONLY 

od x 15” x 1%” thick. Assorted 

olors. Packed 40 to case. Shipp. 
4 50 Ibs. 


Suggested + 3 oo. 


Retail List 


—REGULAR DEALER DISCOUNT 


Seatmaster 


amas 


2635 SO. WABASH AVE., CHICAGO 16, ILLINOIS 








THOUSANDS i= 


OF TIPS DEALERS 7 


CAN TURN TO \ = 
BIG PROFITS 7 
= 





Live leads by the thousands! Yes, Sir! These 
leads are the 1000's of checks—many unpro- 
tected—-sent out by the business firms in your 
town or territory. 

Our dealers find it takes little 
effort to prove to these firms the 
need for Speedrite check writers. 
With our sales-closing aid, 
“Speedrite Album of Evidence” 
and a dramatic demonstration— 
their stock of wide profit margin 
Speedrites turns over fast. 

Let us give you some facts to help 
you get these easily-made profits. 






SPEEDRITE 


Halk Wekicy 


ADDRESS 40 MT HOPE AVENUE 
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ACCOBIND | 
FOLDERS 
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‘ACcO PRODUCTS, Ine. : 


_ Ogdensburg, N.Y. 


fee rene ene 


Back ich Again BETTER THAN EVER 


THE FAMOUS 










@ It's the original pat- 
ented steel folding chair . . . the 
chair that users named INDE- 
STRUCTIBLE! Thousands of these 
rugged yet comfortable — 
chairs are still like new after 
years of use and abuse! The 
all-steel VIKING INDE- 
STRUCTIBLE No. 200 Steel 
Folding Chair is available 
in either Java Brown or 
Dawn Gray. Clamps avail- 
able for grouping the 
chairs in sections. Order 
now! 


WRITE for prices, literature 






Only chair made with full beck 
rest — greater strength, comfort, 
safety. 

Heavy channel steel frame and 
heavy gauge furniture steel seat 
and back. 


MAPLE CITY STAMPING CO. a 


708 PARK AVE., PEORIA, 


Opens or closes in a second, with 
one hand. Can't bind or stick. Folds 
flat to 1% thin stacks 75 oF 
100 high without tipping. 
Generous-size hand grips; easy to 
carry 3 or 4 chairs in one han 


vat el 





ILLINOIS 


—= 
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New WALL COSTUMER 


Here's a 
space saver 
that will sell 
on sight! 
Show it! 










Completely ad- 
justable .. . sim- 
ply bend braces 
to suit. Designed 
for strength and 
flexibility. With a 
sparkling alumi 
num finish that 
will never peel or 
rust, this space 
saving costumer 
will appeal to 
every store or 
office. It is com- 
pact, yet has 
great capacity. It 
is sturdy, but is 
installed with 
only 3 screws. 
Shipped 2 to a 
box, complete 
with screws. 


Write for a sample at the special sample price 
of $2.20, postage included. 


Permanent DISPLAY BOARD furnished free upon request. 


PARK PRODUCTS CO. 


111 N. MARION ST. OAK PARK, 


Private HOMES 
NEED SENTRY’S 
“ON-SPOT” PROTECTION 


Thousands of homekeepers in cities, towns, 
and on farms easily recognize the high 
value of Sentry's 24-hour on-the-spot pro- 
tection for valuables. Dealers only need 
tell them how Sentry eliminates fuss, bother 
and cost of safe deposit boxes. Show how 
roomy interior of Sentry permits safekeep- 
ing of valuables. Show how Sentry's ex- 
clusive construction 
features and bottom- 
of-market price make 
it the best safe buy in 
the nation. You'll sell 
a lot of safes. 
Dimensions 


Inside, 15x12x12', 
Outside, 2412x117! axIT¥4 





t 


1 Serush-PUNNETT 68 


SENTRY 


cares ©0945 West Avenue, Rochester 11, 
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CANADIAN NEWS NOTES 
S. J. Luddington, Correspondent 


Nearly 14,000 people attended the three-day busi- 
n sh held recently by the Montreal Chapter of 
the National Office Management Association at the 
Mount Roy hotel, Montreal. H. S. Dawson, of the 
Shawinigan Water and Power Company, Montreal, who 
acted as chairman of the show, regarded it as the most 


uccessful in the history of the chapter’s five business 
nows 

Occupying an important place in the display were 
the latest types of electrically-controlled machines, 
some being on display for the first time in Canada. In 
sharp contrast to the latest machines, was the 1919 
booth of the Montreal Chapter, which showed the 
typical office in the year in which the association was 
founded 

Commenting on the show, A. C. Spangler, of the As- 
sociation headquarters in Philadelphia, paid high 
praise to the Montreal show as one of the most com- 
prehensive in size, range of exhibits and originality of 
display held in North America. He stated that the 
association now has 100 chapters in the United States, 
including in Hawaii, and 12 chapters in Canada. 
rotal Canadian membership is about 1,000. 

= - = 

Raymond Dupuis, K. C., president of Dupuis Freres, 
Ltd., Montreal, recently took over the ownership and 
managership of Librairie Beauchemin Ltd., Montreal, 
tationers, printers, bookbinders and publishers. Li- 
brairie Beauchemin has been in business for more than 


100 years 
* > > 
The Stationers Guild Club of Toronto held its open- 
ing meeting of the autumn and winter season recently 
at the Oak Room of the Union Station, Toronto. The 
70 members present showed much interest in two color 


films shown by courtesy of Harris-Seybold (Canada) 
Ltd., Toront H. E. Stewart, company representative 
and now branch manager for the firm in Montreal, ad- 
dressed the group 


* . > 


The Ottawa Stationers have arranged their schedule 
f meetings which are being held at the Chateau Laur- 
ier, Ottawa, on the first Monday of each month. John 
Preston, 37 Murray St., Ottawa, has charge of the 
reservatiol 

> > - 

Stations yf Quebec City recently held their fourth 
yyster party at Berthelot Hall, Quebec City. Arthur 
Careau of T. J. Moore and Co., capably looked after all 
yf the al ements 

> 7 s 

James M. Forsyth, Bindon’s Ltd., Vancouver, B. C.., 
was recently appointed vice-president of the Canadian 
Arts Association. Mr. Forsyth is chairman in Van- 
couver of the Printers and Stationers Guild in B. C., an 
employe! rroup affiliated with the Canadian Manu- 
facturers Association 

. - - 

Membe! f the Stationers Association of Hamilton 
and district were recent guests of Canadian Durex 
Abrasive Ltd., during a tour of that firm’s “Scotch 
Tape” division. The conducted tour was in charge of 


M. M. Patterson, assistant general manager of the firm, 
and Roy Keeley, division sales manager 


* > > 
Murray Sumner, Stainton & Evis Ltd., 30 Adelaide 
St.. W., T nto, was recently honored by a group of 
friends in the stationery and office appliance industry 
when the eld a “Murray Sumner Night.” Mr. Sum- 


ner, who was observing his thirty-second year in the 
ted with a specially prepared card and 


= 


> . . 


Edwin G. Taylor, advertising manager, Viceroy Man- 
ifacturing Company, Ltd., Toronto, recently told mem- 
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“VALUE I 


A BIG Chair at a 
Remarkably LOW Price 


Mur-Mill’s famous No. 1421 Swivel Chair has been made 


larger and reduced in price. The width between arms is 
now 20”. Upholstered in improved Duran, Mur-Mill’s 
own die-punching pre-cutting method of fabrication to 
prevent ripping. Equipped with Seng Controls. Indi- 
vidually ecartoned. Brass or chrome nail trim. Posturized 
back rest. 


Made of Beech or Pecan W ood. Also available in Oak 
wood Softone. Limed Oak or Gre-Tone finishes. 


Duran upholstering,—Green, Red, Brown, Chartreuse, 


or, in fact. in any color you desire. 


To retail at $39.95. Side chair to match retails at 
$29.95. Also available in genuine leather at a modest, 
additional cost. 


America’s greatest value in an upholstered office chair. 


Write for Mur-Mill Catalog 


MURPHY-MILLER 


INCORPORATED 
OWENSBORO, KENTUCKY 
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UNIT BINS AND SHELVING 
AVAILABLE FOR IMMEDIATE DELIVERY 


nN NOW! 






The outstanding Fort Steuben line of unit bins and 
shelving incorporates soundness in basic structural 
strength, correctness in design and fabrication, and 
durability of finish, with the special advantage of 
immediate delivery upon order. The line is fabricated 
from prime steel materials, which we furnish. Erec- 
tion is as simple as that found in children’s construc- 
tion sets. For detailed information phone, write, or 
use the convenient coupon below. 


Pictured at left is a Fort Steuben 
6-shelf Commercial Unit. Uprights 
are of 13 gauge angle stock in 
all standard heights, shelves are 
pressed from 18 gauge sheets and 
are available in all standard sizes. 
According to the Fort Steuben 
unit plan, uprights are drilled to 
permit placing of shelves at 1%" 
intervals over their entire height, 
and backs and sides may be used 
at will. Below, is shown a single 
or starting unit for closed type 
shelving. 











Fort Steuben Auto Parts Bins 
(below) are particularly design- 
ed for parts storage, not only 
in the automotive industry, 
but in many other industries as 
well. The need for indexing is 
met through the use of full shelf- 
length label holders, standard 
on all Parts Bin Shelving. 
Lightning-fast adaptation of 
these bins to frequent changes 
required in sectionizing storage 
requirements is effectively ac- 
complished through the use of 
patented snap-in dividers, in- 
stantly adjustable on 1" centers 
over the entire shelf width. Shelf 
heights are adjustable on 114" 
centers, and several combina- 
tions of sizes are available. Bins 
to meet all car manufacturers 
planographs or bin system re- 
quirements are available. Deal- 
ers and Manufacturer's Agents 
are invited to write. 


Fort Steuben Metal Products Co. 








Steubenville, Ohio ¢« Phone: Follansbee, W. Va., 522 





Fort Steuben Metal Products Co. 
Steubenville, Ohio, Box 248 


Gentlemen: Please send me your complete catalog OA. 


a Se Title 
Ee Street 
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bers of the Peterborough (Ont.) Sales and Advertising 
Club that it is time business men began to establish a 
sense of the full value of the customer. Men with 
goods to sell, he stated, must be aware of the im- 
mediate, cumulative and future value of their cus 


tomers. 
* - > 

Listo Products, Ltd., 1716 Hastings St. E., Vancouver, 
B. C., has placed on the market a pencil which will 
write on glass, metal, plastic, paper, transparent paper 
as well as on other surfaces. It comes in four colors 
and sells at 35 cents and the leads 20 cents 

* * ” 

Pitney-Bowes of Canada, Ltd., Toronto, has just an- 
nounced a postage meter only a little larger than a 
dial telephone, yet completely self-contained for the 
stamping, sealing of mail of all kinds and classes. The 
stamp is a regulation Canadian metered mail imprint, 
complete with a dated postmark, and optionally, the 
owner’s own advertisement or message, trademark or 
monogram. 

- 7 oz 

The Ottawa Chapter of the National Office Manage- 
ment Association held their monthly meeting recently 
in the Quebec Suite of the Chateau Laurier, Ottawa. 

The guest speaker was J. A. Lizotte, who spoke on 
“The Office Manager and Budget Control.” Many em- 
ployers were present, as guests of the members at a 
“bosses” night 

- ” ” 

The O'Neill Business College is now known as the 
Bulmer Business College with headquarters in the same 
location, Imperial Bank Bldg., Ouellette St. at London 
St., Windsor, Ont. W. J. Bulmer is the proprietor and 
W. F. Mathoney, B. A., principal. 

s . > 

International Business Machines Company, Ltd., 36 
King St. E., Toronto, has purchased a 24-acre site in 
the township of North York, a suburb of Toronto, on 
which it is having a new million dollar plant erected 

7 » > 

The Eversharp International Inc., 372 Richmond St 
W., Toronto, has leased additional space for its use at 
439 Wellington St. W., Toronto. 

+ * ~ 

Wm. A. Watt recently purchased the General Office 
Service, 47 Water St. N., Galt, Ont., which he will con- 
tinue to operate under the same name. The firm pro- 
vides a complete line of office stationery and equip- 
ment 

* * & 

Charles Van Dusen, who for the past year has been 
connected with Office Specialty Company’s sales de- 
partment at the head office in Newmarket, Ont., re- 
cently left to join the Edmonton, Alta., branch staff of 
the Office Specialty Manufacturing Company, Ltd 
Laurie McCaffrey, manager of the Edmonton branch 
since 1929, is a former Newmarket boy 

at ” ” 

Brunelle’s Stationery store recently opened for busi- 
ness next to the Hollywood theatre in Campbellford, 
Ont 

. ~ - 

The Shelton Stationery, London, Ont., is one of the 
charter members of the North London Businessmen’s 
Association, organized recently for promotion of busi- 
ness in the rapidly expanding area in the north part 
of London 

* = 

B. R. “Bart” Mills has been appointed to the position 
of accounting machine representative for Northern 
Ontario for the National Cash Register Company ofl 
Canada, Ltd., which has its northern headquarters at 
184 Oak St. W., North Bay. G. E. “Gerry” Gray is man- 
ager of the branch 

. > - 

W. H. Smith & Son Ltd., stationers and booksellers, 
with head office in London, Eng., have decided to ex- 
tend their activities to Canada and are forming a new 
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Cc-THRU 


“PRO” DRAFTSMAN 


5 PIECE PROFESSIONAL DRAWING SET 


For home, for school, for office! 5 precision drawing 
instruments with the utility of 6, made of sturdy 
transparent plastic, attractively packaged. 


SET CONSISTS OF 
@ 12-inch T square @ Sturdy French curve. $ 50 
that’s calibrated as @ Highly accurate pro- ° 
a ruler 2 instru- tractor. retail 


ments in one @ 2 useful triangles. 


Just Out - New 16 Page C-THRU CATALOG - Send for free copy 


RULERS + TRIANGLES + CURVES + SLIDE RULES + LETTERING GUIDES + PROTRACTORS - 1 SQUARES 


CUA Be linyliliy 


Seer OR DO , Cc OWN N 

















PURITAN CHURCHES HAD AN OFFICER 
WHOSE WEIGHTED “TITHING ROD” _) 
ROUSED SLEEPY WORSHIPPERS WITH _ 
A HEARTY KNOCK ON THE HEAD 
” 





AS EFFICIENT AS A TITHING ROD 
TO ASSURE ATTENTION ARE 
GRAFFCO MAPTACKS 
MARKING IMPORTANT POINTS 


ON STATISTICAL CHARTS AND MAPS. A 25 


MAPTACKS 
and SIGNALS 


GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 
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‘EiBe) POST BINDERS 


Sectional or Solid Post Styles 


7 Grades — 160 Stock Numbers 
Popular Styles, Sizes, Capacities 


SECTIONAL POST 
BIN DERS—4 grades, 60 
stock numbers. Toplock 
and Endlock styles. 5/16” 





Sectional Post Binders and 3/8” dia. posts. 


“SLOT-LOK” BINDERS 


. With time-saving, positive- 
; locking mechanism. 46 


stock numbers. Sectional 





wr solid posts, 3/16” dia. 
“Slot-Lok” Post Binders ' ' ” 5/16 


) 


STORAGE BINDERS — 2 
grades, 54 stock numbers. 
Sectional post, Solid Post 
——— or Permanent-storage Post 





styles. 3/16”, 5/16”, 3/8”, 
Storage Binders dia. posts. 
Write Today for Catalog No. 50 
ELBE FILE & BINDER CO., INC.—Fall River, Mass. 


N. Y. Office—200 Fifth Ave. Boston Office—10 High St 
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@ A Glass Smooth Plastic Fibre Board 
@ Vice-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 

Furnished in the Following Sizes 


Stock Stock 

No Size No. Svse 
200 6\4"x1l’ 205 9° x15’ 
203 > £5 206 sae 
204 9” x12’ 207 15” © x20” 
Packed 24 to Carton Packed 12 to Carton 


Write fer descriptive circular and latest price tiet. 





WooDALL [NDUSTRIES [NC. 


3500 OAKTON ST. chicago Teiepnone co 7-2600 SKOKIE, ILL. 
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Plow Millets 


1950 
SERVICE and FULTON 


DATERS and NUMBERERS 


All of high grade rubber — deeply moulded 
to give clearer impressions. 

DeLuxe and Special Business Outfits 

Sign Makers and Chart Markers 

Fulton Stamp Pads and Ink 

All Weather Wood Block Pads and Ink 


Achilles and Iron Castor Racks 
All Types of Marking Inks (submit sample of 


material for faster service) 


And... 


Fulton's Dri-Kwik Pad of Special Merit. Carefully constructed 
of special woven felt and muslin on perfectly insulated block 
—inked with Dri-Kwik, a special ink that is odorless and dries 
instantly after use but remains moist in stock 
ORDER YOUR 1950 DATERS NOW! 
New Style—Open Face—No. 40 Pica—42 Premier Dates 


Prompt Shipment Assured * Catalog on Request 


talon SPECIALTY COMPANY 


Factory and Showroom 


82 Fulton Street Elizabeth 1, N. J. 


























The Neu 
NAVAL 


PENCIL 
SHARPENERS 


The Beautiful Streamlined Boston Self-Feeder No. 4 
is shown below. It feeds itself automatically—it feeds 
your cash register! Send for our new catalog today. 








C. HOWARD HUNT 
PEN CO. 
CAMDEN i, N. J. 
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Easy to Sell—Profitable to Handle 
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A ready seller 
with 10° eye 
guide at 


$4575 


TAX EXTRA 











There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all 
metal, compact, attractive. Requires no installation or service 
Attachments for copying from wider sheets 

15” extension eye guide $1.10 

20” extension eye guide $1.25 
For full particulars, discount, etc., write to 


RITE-LINE CORPORATION - 1025 [5th St., N. W., Washington 5, D. C. 


+. Per. OFF 


RITE-LINE COPYHOLDER- 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


Steel-Strong”’ Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work 
Write for libera! discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller's Moisteners 
Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin fhesage Trays 
Downey Change Trays 


THE C. L. DOWNEY CO. 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 





HANNIBAL, MO. 
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company, W. H. Smith & Son (Canada) Ltd., for this 
purpose. The new venture plans to open its new shop 
in Toronto, with the opening set for May of next year. 
It will be under the management of E. H. Williamson, 
who has been on the firm’s retail staff in the north- 
west of England. 

* > - 

The Royal Typewriter Company, Ltd., with head 
office at 7035 Park Ave., Montreal, has appointed the 
Ron Wise Typewriter Service, owned by Rowan G. Wise, 
Third St., Lakeview and 1595 Lakeshore Blvd., Long 
Branch, Ont., as their exclusive representatives in 
Mimico, New Toronto and Long Branch. 

” > . 

Jack Ingoldsby has moved his office equipment and 
paper supplies business in Owen Sound, Ont., to a new 
address, 280 Tenth St. E., Owen Sound, Ont. 

°° 
NEW PACKAGING FOR SPENCER BANDS 

Modern packaging has been applied to rubber band 
merchandising by the Spencer Rubber Products Com- 
pany, Manchester, Conn. The new package is made in 
Kliktop style, its name indicating its feature, namely 
that the hinged cover is easily opened and closed with 





NEW SPENCER RUBBER BAND PACKAGE 


a distinct clicking sound. The consumer has immedi- 
ate accessibility to the rubber bands in the package by 
simply lifting the cover, and after removing the de- 
sired number of bands, the box may be closed easily 
and tightly 

A color scheme of light blue, black and white was 
adopted to emphasize the cleanliness of the bands. The 
front and side panels are used to tell major advan- 
tages of Spencer rubber bands. 

oe 

CLEVELAND DISTRIBUTOR TO NEW QUARTERS 

The Mimeograph Company of Cleveland, Inc., han- 
dling A. B. Dick Company products, held open house 
for several hundred customers and friends recently 
at its new location, 3040 Prospect Ave., Cleveland, Ohio. 
It was formerly located on the 10th floor of the NBC 
Building, in the heart of the downtown district. Its 
relocation, just on the fringe of the business section, 
follows the present trend of Cleveland’s business and 
industry 

The new structure, a one-story building comprising 
5,200 square feet of space, was designed and built ac- 
cording to the specifications of A. P. Strickland, presi- 
dent of the Mimeograph Company of Cleveland, Inc 

In addition to the office, display and service areas, 
the new building contains its own receiving and ship- 
ping department and a large parking lot. 

Harry Anderson, Jack Beadle, George Marohn and 
Larry Aikens represented the Chicago office at the 
opening of the new Cleveland location 
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Have your 
salesmen 
carry this 
card of 
ACTUAL 
SAMPLES 


It’s free 
TAKES UP 


NO ROOM 
IN THE KIT 





SAMPLE 


CARD 
| e? } 
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COOK’S STAINLESS STEEL FILE SIGNALS 
MAKE FACTS QUICKLY AVAILABLE 
SAVE YOUR CUSTOMER HOURS OF TIME 


Attached to file cards or ledger sheets, these signals 
segregate important groups of facts for instant reference 
—saving hours of valuable time in busy offices. Made 
of stainless spring steel in 12 non-chipping colors. Types 
for all filing systems. Will remain bright under dampest 
conditions. Easy to attach, relocate, remove; yet they 
always stay put. Every office needs them. 


OTHER MODERN OFFICE NEEDS 


“BURRO” 
Paper Clips 


Made of thin spring steel 
for attaching papers to 
gether, enclosures to let 
ters, etc. Special patented 
tongue prevents side 
slip. Easy to attach or re 
move. The smart clip for 
the modern office! 





“Burro” INDEX TABS 


“Bull Dog” LETTER CLIPS 


THE H.C. COOK CO., '4 BEAVER STREET, ANSONIA, CONN. 





“ONE HUNDRED PERCENT DEALER PROTECTION” 
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| OFFICE EQUIPMENT, MACHINES AND 


SUPPLIES IN GERMANY 


(Copyright by Buromarkt Publishing House, 
Peter Basten, Aachen, Germany ) 


deh athe of German office machines was greatly 

enlarged after the introduction of the new currency, 
especially in Western Germany. More than 10,000 type- 
writers are now being turned out each month. In East- 
ern Germany, whose pre-war capacity was about 60 
per cent of the total output, this production has an 
opportunity of becoming even greater since Russia is 
taking increased interest in it. 

Although no figures have been given, it is known 
that Olympia-Fabrik alone has an output of more than 
7,000 machines a month. The German office machines 
and equipment industry depends largely on export. 
If production is low at the moment it is because these 
export chances are similarly low. At present there is 
little hope of regaining the high export figures of 1938. 
At that time government subsidies made it possible to 
export more than 30 per cent of the total production. 


Office Machines Recently Introduced 


Germany, however, is constantly producing new 
office machines and equipment. An itemized summary 
is presented in the following paragraphs: 

Passat, a new standard typewriter, is being made 
by the Feinmechanik GmbH., 24a Hamburg-Bahren- 
feld (British zone), Bahrenfelder Chaussee 139. This 
typewriter is of stout construction and the supply is 
quite satisfactory. 

Siemag is a standard typewriter which looks fashion- 
able, has an easy touch and is regarded as giving a 
fine performance. The manufacturer is the Siegener 
Maschinenbau AG, Werk Eiserfeld, well regarded 
throughout Europe for its machines and tools. 

The Triumph, Werke, Nurnberg, recently introduced 
its Model 14 to succeed the Model 12 standard type- 
writer. Besides its compact beauty, the new machine 
ranks high in quality. 

Princess portable, resembling the Hermes Baby, is 
made by W. Kuster & Co., KG., Augsburg, Ulmer 
Strasse 74. The portable is expected to meet with suc- 
cess in Europe as well as overseas because of the at- 
tractive design. 

Voss, a new portable is produced by Dipl. Ing. 
Wohlfahrt, the world famous designer of the Erica 
typewriter, and Mechanikermeister Voss. Although 
financial problems caused the two inventors to sell 
their first models, the machines have since been per- 
fected and can be regarded as good portables. 

Tippa, a compact portable introduced at the Milan 
fair, is made by the Firma Gossen, Erlangen, well 
known for its precise photographic work. 

Juwel-Schreibmaschinen GmbH., Wurzburg, Bis- 
markstrasse 18, presented the Model 5 portable at the 
technical trade fair in Hannover, Germany. Designed 
as a deluxe model, the new typewriter is about three 
inches high and possesses the usual features. 

Torpedowerke AG., Frankfurt/Main, Rodelheim, is 
well on its way toward regaining pre-war capacity. 
Production includes the standard and portable type- 
writers of the peacetime series as well as a new line of 
bookkeeping machines. 

Orbis, a portable typewriter, is now being made by 
the former managers of the Olympia-Buromaschinen- 
werke, Erfurt, who left the firm in 1945 when the 
Russians moved into the country. They have suc- 
ceeded in setting up production in Wilhelmshaven- 
Roffhausen under the name Orbis-Buromaschinen- 
werke GmbH. Recently they introduced the former 
Olympia-Progress portable under the name Olympia- 
Progress model Orbis. 

Walther Universal calculator, made by Walther- 
Buromaschinegesellschaft KG, formerly in Thuringen 
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Nothing New... but Improved Lines 
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HII \ LETTER 
AND 
ABA LEGAL 
Routine buying habits and loss of per- 
spective frequently link together to cause 
4 aur eas & a drop in sales . . . and profits! 
BALL- BEARING SPOT WELDED Aggressive dealers consider a line of 
ROLLERS ON nen a merchandise in relation to its many points, 
cnet QUALITY including: 
OR HARDWARE Quality consistency 
MODERN GRAY HEAVY GAUGE Extensiveness 
BAKED ENAMEL FURNITURE Prices and profit potential 
Finish STEEL For inked ribbons and carbon papers a 
dealer is wise to consider the "'U. S. Line." 














Domestic & Export Sales 





KEYSTONE 


id STEEL EQUIPMENT COMPANY % 
15 LOMBARD ST., PHILA. 47, PA. 








Also a Complete Line of Steel Storage Cabinets, Wardrobes, 
Combinations, Desk and Counter Highs and Utility Units. 





General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 
621-623 CHERRY STREET 
PHILA. 6, PENNA 
Established 1595 


Write for Literature, Prices @ Dealer Discounts 
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LAMINATED WOOD CLIP BOARDS 
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SMOOTH VELVET FINISH 
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STEMPEL MANUFACTURING COMPANY 


2830 Roberta Street Dallas 16, Texas 
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Actually costs less 







WON'T CURL, 
SMUDGE OR WRINKLE 


In all ofhices, in all kinds of n ichines where carbon paper 
is used, NEV-R-KURL stands up longer—often turns out 
up to 50 per cent more clean, sh irp copies per sheet. 
Cost-minded office managers recognize that economy. 
Where trial sheets o1 packages are put to rugged test, 
the answer is always the same: NEV-R-KURL stands up 
longer, costs less per sheet. 


PROCESS CO., INC. 


L ST., ROCHESTER 4. N.Y 
* PROTYPE —_ 
TYPEWRITER CLEAR -PRENT 
RIBBON WOOD STAMP ae 











CARBON PAPER 
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TEMPERED 


HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 


BROWN 

GREEN 

MAROON 

BLACK 

GREY 
PROMPT 


SHIPMENTS 
tempered DUOLUX 


CLIP-BOARDS _ e\ 


FIVE SIZES 
No. 120—é6''x? 
No. 121—6!/,''xil 
No. 122—9''x12!/, 
No. 123—9''xi5'/, 
No. 124—9''x!7 






ny CIRCULAR—PRICES 


QUAL UPON REQUEST 
Hangs 
HARDBOARD FABRICATORS, 


59 BRANCH ST * ST. LOUIS 7 

















INC. 


MO 












— PAPERS 


PRICED TO SELL 





Adding Machine Rolls 
Duplicating Papers 
Mimeograph Papers 


Second Sheets 
Ruled & Plain Pads 
Note Book Fillers 


SPECIAL REQUIREMENTS TO ORDER 
PROMPT DELIVERY from our big, modern 


plant. Complete satisfaction guaranteed. 


ANCHOR RULING DIVISION 


2015 N. HAWTHORNE AVE. 
MELROSE PARK, ILL. 





Struhke a Yew Note 


WITH ANOTHER LEATHER CLASSIC 


@ Smooth an- 
aline finish 


@ Solid 5 
ounce split 
cowhide 


@ Steel rein- 
forced 
edges 


e “Vv” bottom 
with studs 


@ Solid brass 
hardware 


@ Colors: 
Copper- 
tone, 
ginger and 
suntan 





Truly a masterpiece. Handsome? Most beautiful 
brief bag you've ever seen! Smoother and cleaner 
made. Everything's been done to combine smart 
good looks with common sense construction in this 


business case. 


Write for Samples and Prices 


Northwest Leather Goods (o. 


711 W. Lake Street Chicago 6, Ill 
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Soviet 
Wurttemberg 
machine | 


now in production in Neiderstotaingen, 
American zone). The new calculating 
been modeled after the well-known model 


RMKZ and has a capacity of 16/10/8 numerals in the 
three different dials 

Brunsviga-Maschinenwerke Grimme, Natalis & Co. 
AG, Braunschweig, are again producing in full capac- 
ity. Machines exhibited at the Hannover Trade Fair 
were fashionably designed in various colors. 

Peerless, fully automatic calculator known as the 


Badenia 
GmbDH.., St 


> +] 
recently 


Germany, is made at Matth. Bauerle 
Georgen, Schwarzwald. The calculator was 
igned and is now fully automatic. 
Hamann-Automat V, a well-known calculator, is 


again being produced in pre-war quality. It is made 
by De Te We AG, Berlin SO 36, Zeughofstrasse 6/10 
Lahn ish registers were recently introduced by 


Giessen I 
Germany 
district i 
settlement 


\ugsbureg 


GmbDH., in the eastern provinces of 
producing cash registers in the Lahn 
Anker Werke Bielefeld and the newly erected 
the National Cash Register Company in 


The Be Adrema Maschinenbau GmbH., Berlin 
NW 87, Gotzkowskystrasse 20, is still suffering from 
war damage The firm’s branch settlement, however, 
in Frankfurt a.M., Gwinnerstrasse 12, expects to bring 
jut the first machines for the western zones before 
ne end ol year. 

Firma Kuntzel, manufacturers in Anholt/Westphalia, 
de bankruptcy. Efforts are now being made 


sell the ents for the firm’s typewriters. Plans are 


eing made return 25 per cent of the investments 
» all cre 

Geha-Werke of Gunther Wagner Pelikan-Werke, 
Hannover, (¢ nany, presented many improvements on 
the line plicators at the time of the Hannover 
Trade Fair. The firm has succeeded in increasing pro- 
luction ; has Greif-Werke, Goslar and the Roto- 
Werke, K itter 

Printo, sheet duplicator produced by Roto- 
Werke inscribed with a typewriter as well as 

th pe Many thousands of impressions can be 
btained one folio. 

totaprint AG. Berlin N 65, Reinickendorferstr. 56 as 
vell as Or! Organisations-mittel GmbH., Bad Oeyn- 
hausen, have regained pre-war capacity 


Writing Instruments Now on the Market 


Kompaktor was recently introduced by the Com- 
pactor Fou! Pen Factory, Paul Buschle, Wupper- 
Lederstrasse 17. Although a normal 
aktor uses the whole shaft as the ink 
raining a longer writing durability 
name of Reynolds Company GmbDH., Bre- 
trasse 28-30, the well-known ball-point 
now being manufactured in Germany. 
Erco-Quick a new ball pen made by the Firma 
Erco Werk, H Ernst & Sohn, Hamburg 1. It com- 
lines the te nique of a mechanical pencil with a 
intain pr for one-hand service 
Matador Fullhalterfabrik, a well-known fountain 
pen made by Siebert & Lowen, Wuppertal-Elberfeld, 
erably improved on the firm’s fiftieth 
niversal 4 prolonged ink reservoir with an attrac- 
tl resses on the shaft to close it, are only 
pen 


reservoll 
Unde! 
men, Friese} 


, Yr) Y 
pens are 


few of e features of the new 


Struggle Over Ball-Point Pens 


Post administration banned the Ger- 

ball-point production claiming that 
which most cartridges are filled should 
locuments because of its lack of dura- 
bility. The entire German press took up the subject 

il scientific research proved to the Post adminis- 

ition that the paste being used in Germany at the 
resent tim more durable and of better quality 
i documentary ink. In the meantime 
ence of the article published in Buro- 
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* HAMMERED SILVER FINISH 
UTILITY BOXES 


[HEAVY GAUGE STEEL 
CASH, BOND 












Popular Styles 


No. 10 SERIES—4 Styles 
No. 910—Key Lock, Ne Tray 
No. 1910—Key Lock, 6 comp. 
steel tray 
No. 910CL—Comb. feck, no tray 
No. 1910CL—Comb. leck, 6 
comp. steel tray 


No. 23 SERIES—4 Styles 
No. 923—Key lock, ne tray 
No. 1923—Key lock, 6 comp. 

steel tray 
Ne. 923CL—Comb. lock, no tray 
No 1923C L—Comb lock, 6 
comp. steel tray 








10 SERIES 


SIZE: 11%) x 6 x 2% } 





are individually 
boxed. 


WRITE FOR ZF = 
HLUSTRATED CATALOG 


All boxes 








ENTRAL 


CAN COMPANY 
2415 WEST 19TH ST 
CHICAGO 





Export Representatives 
FRAZAR & CO., 50 CHURCH STREET, 
NEW YORK 7, N. Y. 


Coble Address “FRAZAR'’ New York 








23 SERIES 


Size: 119 x 6x 4% 














Handle MoreGarments 
in Less Space with 








Sernu-Mer 


WARDROBE 
RACK 
four ft. J 














Shown here is a 
SERV-MOR Wardrobe 
Rack that accommodates 48 
garments. No other ward- 
robe rack on the market 
today can match these exceptional features, of hat and coat capacity. 
Note the two hat shelves, each 18 inches wide and four ft. long 
A convenient tray for rubbers and galoshes on the bottom. The 
umbrella holder is offered as optional equipment. 





* Lightweight, yet rigidly strong, all are welded steel construction 

* Made in feur and six ft. lengths that can be 
any length in multiples of two feet. 

* Smartly finished—in pleasing aluminum that blends with any 
ings. 


bolted together to give 
surround. 


* Shipped set up—no assembly problem. 


For full details about prices and discounts, write today to 


APPLIANCE PRODUCTS CO. 


MADISON 4, WISCONSIN 








PRECISION TIME STAMP 


FOUR STAR 
SUPERIORITY 

% 40 Hour Precision 
Clock Movement 


*% Jeweled Balance 
Clock Movement 


*% Patented Universal 


Joint Absorbs Shock 
% One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


A.D. JOSUAN wee. company 


MANISTEE MICHIGAN 








CASH IN NOW 
ON TRANSFER TIME 
NO. 1 LETTER $ 95 


Order Your Sample 
Today to Put on 
Display 


SIZE 


t ; - 
IMMEDIATE Suggested Retail Price 


DELIVERY 





MAYFAIR 


DELUXE 


Prices on Other Numbers 
on request. 


Write for our Catalog 
of complete line 


Card Files Ring Binders 


Cash Boxes Smokers a : ios ta 24 
Desk Dr. Inserts Sorting Trays |. Letter size . dos 

Desks Stationery Racks 2. Legal 15 x 10! 4* 24 
File Stools Stee! Box Files 3. Invoice 10x 8x24 
Lamps, Desk Transfer Cases 4. Check 9x 4x24 
Letter Trays Typewriter Tables 5. Voucher 5, x 8! 2 * 24 


Vertical Files 
Waste Baskets 


Personal Files 


Post Binders With or Without Rollers 


PROMPT DELIVERY 


THE MAYFAIR COMPANY 
315 N. DESPLAINES ST., CHICAGO 6, ILL. 
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market, the restriction has been mitigated to a great 
extent 


Theo Nagel, Bad Salzuffien, pioneer of the ball-point 
pen which he introduced in 1929 and produced up to 
the time of the war, recently became associatetd with 
the Firm Josef Biesinger, Stuttgart-Unterturkheim. 
The company is now making the Documenter, a ball 
pen that works with normal liquid ink, and is filled 
ike a fountain pen, combining the practical advan- 
tages of a ball pen with a fountain pen. 

The Gutenberg Werk for office supplies, Mainz a. 
Rhein, was fully destroyed during the war. Since then, 
however, it has been rebuilt and has regained its for- 


The firm manufactures a well-known 
line of ink, India ink, stamp ink and special sealing 
wax together with an electrical sealing wax machine 

A two-color stamp is now being produced by Firma 
Colorstamp, Bad Reichenhall, which makes it possible 
mpany name in one color and a trade 


mer capa 


irK Ina er 
Miscellaneous News 

H. Stani & F. J. Weiss KG, Hamburg 36, Jungfern- 
tieg 30, is now offering a rotary file cabinet for 425- 
DM, whic] 165 ecm. high and covers a floor area of 
16 x 86 

Mauser K¢ Koln-Ehrenfeld, has expanded produc- 
tion to include a new line of modern steel furniture. 
American ive taken considerable interest in the 
tyle and truction of the new line 

8 ie 


NATIONAL CASH REGISTER APPOINTS FORTNEY 
Merrill E. Fortney has been appointed accounting 
chine n ger for the Toledo, Ohio, branch of the 











MERRILL E. FORTNEY 


National ¢ Register Company, Dayton, Ohio, an- 
yuunced J. L. Canfield, branch manager. He succeeds 
summ«e transferred to the comapny’s Cleve- 

i office. Mr. Fortney has been with NCR since 1924, 
1 pr appointment to the Toledo branch, 
vas an instructor in the accounting machine division 
the fir esmen in the central states area.—AK 


—>-—_ 


HERRING-HALL-MARVIN APPOINTS AGENCY 
W. F. M vice-president of the Herring-Hall- 
Marvin Safe Company, Hamilton, Ohio, announced 


he app effective January 1, 1950, of the 
1. M. Kling mith Company, Canton, Ohio,.as adver- 
sing agency for all divisions, except stainless steel 
iilding products, home safes, and Hall Safe & Equip- 
é Con which will continue to be handled by 


The Rowe & Wyman Company, Cincinnati, Ohio 
The H. M. Klingensmith Company has been serv- 


ing the He Hall-Marvin Safe Company on a 
pecial sale ignment in the record systems division 
nee July 1949. Stanley L. Berkebile will continue 
is the account executive on the newly acquired adver- 
ising assignment for the bank, fire-resistive, burglar- 


systems divisions 
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MIDCO the PERFECTLITE 2000 Series 
Adjustable-Arm Floor Lamp 


Unsurpassed in lighting efficiency, beauty and utility 
the MIDCO Floor Lamp has no equal. 


There is a MIDCO model for every supplementary light- 
ing requirement. 


Send for descriptive literature on the most complete line of finest quality 


portable fluorescent lamps for offices 
MIDWEST NATURLITE COMPANY 


228 West Kinzie Street Chicago 10, Hlinois 









“POSTURE-POISED” Fritz- 
Cross Chairs reflect over 
20 years of building cor- 
rect posture-features into 
handsome steel seating 
for business. Here's a line 
that’s complete . . . that 
competes that repeots! 


New Brochure Ready for 
Dealers. 


PROMPT DELIVERY 
ON ALL MODELS 
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ifs a big item at 
Income Tax Time! 


You'll sell more of the 


CT Lightning 
‘ADDING MACHIN 


with ONE STROKE clearance 


Nationally advertised in Saturday 
Evening Post, Look, Country Gen- 
Collier's and others... over 
250,000 in use from coast to coast! 
It's speedy and accurate. Send for 
life-size color photo and all details. 


LIGHTNING ADDING MACHINE CO., INC. 
543 So. Spring St., Los Angeles 13, Calif. 


tleman. 





HELOUDERDEDEOAEE DARED ORE ROEO OO EOED " suseeeecaeeeenennns 


VALCO aiuminum 


functional as 
well as beautiful 


seeeeeanenennins 


No. 17-C 
COSTUMER 


Durable 14'' diameter base 
heavily weighted , 4 
ameter upright 4 double 
hangers with finished pr 


tective knobs 


No. 25 
TORCHIER 


3 way Mogu socket 4 
diameter shade. 65'' high 
—_ Ih diamete pright 


14°" diameter base—heavily 


weighted 





Send For Complete Facts 


VALCO company - 


2937 Sheridan Avenue, St. Louis 6, Mo. 
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PENN-MAR-VA TRAVELERS CLUB NOTES 

Penn-Mar-Va luncheons are being held in the Gar- 
den Terrace of the Benjamin Franklin Hotel at Phila- 
delphia, Pa., every Wednesday. Fellow travelers are 
invited to join the group. 

> - * 

Jack Pinkerton, the former Penn-Mar-Van, is now 
holding down the important position of general man- 
ager of the Hoskins firm in Philadelphia, Pa. 

- ” . 

Some time in early 1950 the Washington Stationers 
Association plan the inauguration of an annual dinner 
and dance. 

. > . 

New members of the Penn-Mar-Va Travelers are 
Vic Johnson, Pittsburgh, Pa., Wilson Jones Company; 
J. W. Mason, Jr., Wexford, Pa., Esterbrook Pen Com- 
pany; and C. W. Lukens, Philadelphia, Pa., governor 
of the Third Region NSA, honorary member. 


* 7 * 


Harry Tehan, Jr., chairman of the entertainment 
committee, and several of his associates, have been 
busy making final arrangements for the Penn-Mar-Va 
Christmas party. 

os . +. 

These notes are taken from the November-December 

club bulletin edited by Ben Wachtel 


oe 


RELIABLE TAKES OHMER AGENCY IN WASH. 


Reliable Office Appliance Company, 1133 18th St., 
N.W., Washington, D. C., was appointed representative 
for Ohmer Cash Register Company effective September 
15. The Reliable company has been in business four- 
teen years. It was organized and is still managed by 
George Cammerer, who formerly was in the service 
division of Burroughs Adding Machine Company. The 
territory covered by the agency is the District of Co- 
lumbia and sections of Maryland and Virginia 





BUSINESS OPPORTUNITIES 





New Firm Wants Contact with ew Arthur Crowell announces 
the pening of a new firm, Dakota Stationery & Office Supply, Drawer 

4 Minot, N. Dak m January 1. He des sires to have suppliers of 
different lines contact the new establishment 

Firm in Brazil Wants U. &. Connections Mercantil Seguros Ltda 
Caixa Postal, 2.11 Porto Alegre—R. G. Sul, Brazil, desires to make 

nections wit! nufacturers and exporters of office equipment and 
ipplies in tl United States 4 large staff f sub-agent alesmen 
nployed and the mpany is xpanding it pita t $100,000 b 





CORPORATION 


RE 
FINANCIAL 


p 
N 








General Fireproofing Company, Youngstown, Ohio. —Th« mpany sent 
etters on December | to holders of its per ent cumulative preferred 
| stock, notifying them the issue has been called for redemy January 
Holders will paid $110 for each « hn Directors declared a fina 
juarterly dividend of $1.75 a share on the stock, payat January 1 t 
t ers of re rd December 16 Walter Ber r, president, said the trans 
books on this issue will be ck rsed perma ently December l¢ G. |} 
] tor appr 1 calling the 516 preferred shares last J und ti 
npany deposited $826,760 from its e art ings this | Calling 
} stock will save about $60,000 in pre ed dividends and enable the 
pany t maintain a Sens eeiniaed wate for the mmor hare-holders 
AK 
The Globe-Wernicke Co., Nerweed, Cinsinaats #2, Onhio.—A regular quar 
dividend f $1.7 per share yn its ed stock has been de- 
i by the firn The dividend was payal Ja ary 2.—E.C.H 
Marchant Caleutating Machine Company, Oakland, Calif...The firm de 
an extra dividend of 25 cents pr share payable December 21 to 
i f record De ember 6 and a reg r irterly li j j f 
share pay January 15 to holde f record December 
Addressograph- te a Company, penne ae ome. On December Me 
i idene pay! é ) Was announce t al n 
vider ae was paid on Oct ‘ 7 t nd 
Rn | Salesheok Company, Shelby, Ohio. Th ha ‘ . 
$l per be paid Decembe t holders of recore ve 
AK 
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ar- 
la- 
are 


FORCE 
DIE PLATE 
DATERS AND 
NUMBERERS 








LOW 
in- 


ers 
ner 


are 
1y; 


or | | INDICATOR CARBON 
indicates as you type 

4 equals... 

er larger Sales! 


A SPECIAL OFFER . . . TO DISTRIBUTORS OF 
TYPEWRITER CARBONS AND INKED RIBBONS. 









‘ if you have the distribution . . . we manufacture a 
her fine, large, and varied line of carbon paper = Coorg office... - 
inked ribbons . . . and have a special sales an : “ 
to help you to. . . GREATLY INCREASE YOUR Write for catalog “C 


BUSINESS. Some exclusive territories still open. 


on complete line. 
Please give us a line on your distribution. P 





St., | ALLEN & COMPANY 

ive Manufacturers of carbon papers and inked ribbons. 

ber 11-15 Vandewater Street 

ur- Dept. M New York 7, N.Y. 

by 

~ A=... ETTER GZARBONS (aa DA OMPANY 
‘he | JwauysUetterVWop/es ' briny 





Our New Lower Prices 

— challenge comparison with those of any other line of 
QUALITY STEEL 

OFFICE SPECIALTIES 


" 






Transfer 
Case 


oO 


Prompt Deliveries and Satisfaction Gueranteed 


Double Drawer 
Card File 


PITTSBURGH CUT WIRE CO. 


Write for Catalog of Complete Line and Dealer's Prices 1112-20 Galveston Ave., Pittsburgh 12, Pa. 


DEHLER MFG. COMPANY 
216 N. CLINTON ST., CHICAGO 6, ILL. 


A Our Special Order Dept. is equipped to handle individual needs 
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LOY’S ABACUS, towesr pricen 


ALL-PURPOSE RAPID CALCULATOR 


ee Cuts work in half! 
ie Brief case size. 






Add, sub- 
tract, mulfti- 
ply, divide, 
extract square 
root with 
equal ease 
and amazing 
speed. | I-col- 
— umn capacity. 
Retail orders accepted. Dealers invited. 


LOY’S CHINESE CALCULATOR, bept. 0-1 


1317 R. I. AVE., N. E. WASHINGTON 18, D. C. 


‘MARTENS 
TYPE CLEANER 






fut 


| © 
olla 
Fk meee THAT’S 











_ (Map Companies do - EXCLUSIVELY) PERFECT FLUID 
~MOORE METLHEDS ARE ee | panmicen 
a Nationally Advertised ee APPLICATOR 








\ : 
Makers of famous MOORE Picture Hangers & Push-Pins The Mares Type Cheuser Ca Dealers—Request 


as sample and full details 
on your letterhead. 











MOORE PUSH-PIN CO. [ince /900 


I-38 :}):3.48 > Any PHILADELPHIA 44, PA THE MARTENS TYPE CLEANER CO. 


DIAMOND POINT 2, N. Y. 






























Mr. Dealer........ 
WILL YOU HELP US 
LOCATE THE OLDEST =~ 1 
SAFEGUARD CHECKWRITER JOIN THE 

Free Exchange on Mar. 30, 1950 OPPORTUNITY 


with New Instant ““H”’ 


Featured here with New 
Security Lock 











Provide us with Serial No. of 
User's Machine as it may qualify 


PEE SS PEERS 8 FT 











7 
wre se as 
Lansdale - Pennsylvania 
Soteguaord International - 3312 Lancaster Ave. - Phila. 4, Po 








Invest in 
OUR GRADUATE 


OFFICE MACHINE MECHANICS U © 
are thoroughly trained in the maintenance of 38 = 


all standard typewriters ard adding machines. 
They are dependable, ambitious men, 


skilled in their trade, who have chosen office 
machine repair as a career. Our courses are SAVINGS 
government approved for veteran or non- 
veteran training. 
Write for Full Information 
+ omer BONDS 
COMMERCIAL INSTITUTE 


2020 WEST LIBERTY AVENUE, PITTSBURGH 26, PA. 
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Yh 

Y THE KING 
Y OF ALL CHAIRS 

Yj America’s most comfort- 
Y able true posture chair. 
Y Cast aluminum base 2” 
Y . SELF-RELEASING ball bearing casters, fin- 
j cates eau ae gertip fully adjustable, 
YY perature insuleti Rich no tools required; up- 
Yy sitver-gray steel casing — full 


holstered in finest fabrics 
in all popular colors. For 
prices and literature write 





hinge—tumbier lock. Luxurieus- 
ly lined. 


WALZ MANUFACTURING CO. 3 SIZES: 


















Pasadena 2, Calif. 





Uy 00 50. HARVEY AVE.,OMK PARE, WL. $UB.9S  aggy KING POSTURE CHAIR CO. 
77, wre ron rus texans eoucoun | $2280 PRICE 00 Se, Geyeend Ave 











ir 
PREFERENCE! In demand -- because aw 
preter HORTA, the med. quality has never been equa ” 









ern plastic type clean- / * 
er. No liquids to spill oe coronene l. E. B. 


or splatter...no mess 

...quick, eticient ad | | BINDER CLIPS 

longer lasting. A favor- ‘ ; , 

> sted Sit Holds, clamps, binds anything ; 
Precision made of tempered spring 

(t \\\ steel. Rust-resisting. Gloss black finish. 


ra Nickel plated handles are removable. A “Cede” 
3 capacities: #2—3g", #5—5¢", #10—1". product 

















THE ORIGINAL 


NORTA 
PLASTIC TYPE CLEANER 


Norta Distributing Co., 1123 Broadway, New York 10,N._Y 


CUSHMAN & DENISON MFG. CO 


1? 
New York //] 











ROLLING STORE LADDERS re CLASSIC 


“A” Type Ladders + Library Ladders 









SERIES of 
DESK NAME 
PLATES 


Large assortment. 
Plastic and Walnut. 
Standard and custom made. Insert type. 
Names interchangeable. A name plate 
for every type of desk, e.g., gold on blue plastic 


For use with Filing Cabi- 
nets and Shelving, in Of- 
es, Vaults and Store- 


ms 


Made of Oak and Birch 
a variety of heights 
md styles, with wheels 
Automatic Safety 





1xes 


for grey desks, ete. Door plates. Office stick-out ‘ 
Gold stamping. Plastic fabrications. Write for descriptive 














I 
| 
see See Folder let of our many model desk name plates today. 
ana prices. 
aman PLASTIC & WOOD PRODUCTS CO. 
J Straignt Side Styi Menmtasnes Sy — Library Style 18229 W. MecNichols Rd. Detroit 19, Michigen 
| 1. D. COTTERMAN curcano ae prom i nngting in SRONER: placuee capacity, 
fae 








Have You 


a Friend—, business acquaint- 
ance who might like to keep in touch 
equipment by reading 
nces? If so, send us the 
and business and we will 
copy with our com- 

pliments. 


THE OFFICE APPLIANCE COMPANY DAYTON STENCIL 
600 WEST JACKSON BOULEVARD, CHICAGO, U. S$. A WOR KS Co. Dav N 
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ATTENTION 
FILING CABINET MANUFACTURERS 


We need 2 carloads "A", "B" and "C" Grade Filing Cabinets for imme- 
diate delivery to be furnished under our own nameplate. Average 
annual volume $75,000. 


WE ARE READY TO ORDER 
McMAHAN BROTHERS DESK CO., Inc. 


2220 S. HOOVER ST. LOS ANGELES 7, CALIF. 
























CLIP BOARDS 
for Typewriters for 
Automatically fastens typewriters to desks, tables and bie 
stands, quickly and easily. No bolts needed. Typewrit- School ¢ Factory 
ers can be lifted or removed in a jiffy for cleaning, dust- — HANDY e. 
ing, repairs, or other reasons. Greatly reduces typing TOPS ‘EM ALL FOR FEATURES AND VALUE 
noise by insulating the typewriter from the desk with % Beautiful Sotin Finish % All Sizes— (Specials made to 
sound and shock absorbing cushions. % Only Boards with Nerrow or order) 
Wide Clips—tEither Style Same % Red, White and Blue Counter 
ECONOMICAL to buy—PROFITABLE fo sell. pees Staptay Sheets 
% Side Tabs to Squore Papers % Packed in Dozens 
Write today for detailed information. % Easy to Clean, long lasting, %& Many Advantages Over Other 
Strong _ Type Boards 
S P E E D K E Y Cc O R P O R A T l O N A good Deal for Dealers! Write today 
245 Ralph Avenue Brooklyn 33, N. Y. METAL PRODUCTS ENGINEERING, INC., 
Lp #000 LONG BEACH AVENVE LOS ANGELES 41 CALIFORNIA 














Theres Buags + Warket for the Gest 


MARK/LO~ 
CELLULO/O PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag " . 
holders: bill-fold envelopes: stamp containers, etc. w 

Made of acetate (flame resistant) transparent : isles 


cellulose. We build to fit your particular need 
Write us for details. 536 BROADWAY NEW YORK 12, . wa 
Markile Company, Mfrs. 


3633 S. Racine Ave. Chicage 9, U. 8S. A 





DEALERS’ send tor latest catalogue now! 





ARGUS makes them finer se > Oe faster! 
PEN and PENCIL CLASS 


Made of Highly Nickel-Plated Brass. 
Won't Rust! Won't Tarnish! 








e “ROYAL” The “ARGUS” 

Unique Safety Sprir ‘ tiat lesigr 
tearing  oabes Gert : — . oom ad 

~ Spare Ft - pe ~ PERFORMANCE 
en! = AND 

* <_ Nome fit note SATISFACTION 

Pen Clasps and Per ps 

2 doz. on separate easel-backe ist 

ecards. Illustratior re actua e. F 





dealer discount 


ARGUS MFG. CO., 1134 N. Kilbourn Ave., Chicago 51, fil. 


ee ee ee ee ee ee eS SE GS ee ee ee ee 
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ONE OF MANY 
HIGH GRADE 


x PUNCHES 


Designed to aid in assembling 
and filing letters and papers. It 


punches |/8 3/16" or 1/4" round 






holes—also oblong slots to receive 


. Corner Punch 
McGill fasteners or a desk spindle 
Accurate, sturdy, good for long SPECIAL FILING AID 


service 












































F. THE HOGGSON & PETTIS MFG. CO., 141T Brewery St., New Haven 7, Conn. 
—— 
= 
| THE Best ONLY 
S e if y ant the best in 
Busines 1 Stock and 
Cl we are 
p f the Scored 
Card a ive been supply- 
a ng the nee 1902. 
Pie ame Baptde, Carpenter Paper 7 @ Automatic Lock 
Hou stor Bosworth ¢ i . Jitty Operation 
@ Compactness 
i @ Convenience 
Samples on request. @ Strength—Beauty 
The John B. Wiggins Company 
634 S. Federal St. ° Chicago 5, Ill. 
3 
QUALITY 
a TYPEWRITER 
TABLES 


No. 2700— Made of 
finest Oak & Birch 
lumber. Standard of- 
fice furniture finishes. 


Prompt Delive 
LIST PRICE 
$13.90 each 

less our usual dealer 
discount 


The Modern Rotary File 


Transfer your present cards 
into SPIN-DEX without change! 


BUSINESS EFFICIENCY AIDS PHONE CABINETS—OFFICE TABLES 
BOX 258-A SKOKIE, ILL. | DORO MFG. CO, 728 cdo ines 


Write for Catalog 
of Complete Line 














This Ad Is Aimed at Those Dealers 


Handling Duplicating Supplies Who CASH REGISTER 
Need UNIFORM “Business-Holding” Lines. PARTS 


SPIRIT MASTER UNITS 


BRILLIANT DUPLICATING FLUID Sa =>. 
Write For Information / ») gh. 
’ f > > 4 t > i-~ 
| Jp) Vert j \ BL. = 
Carbon ] . ‘ 
\L DuPuicATING -.4/ Ribbons a E/ = 


Paper ‘ 
For Ree, SPECIALISTS ‘ an A ; HIGHEST QUALITY 
PO 2 ‘oy se Machines WRITE FOR OUR LATEST CATALOG 
ED heres — ee INTERNATIONAL CASH REGISTER PARTS COMPANY 


ADKINS & COMPANY INC. 
112 PROSPECT AVE CLEVELAND 15, OHIO 2810 W. ADDISON ST CHICAGO 18, ILI 


For 
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\4Sengbusch Handi-pen 


now equipped with 


(screw-in feed and point) 


ee. a new feature that satisfies a popular demand 
and makes extra sales for you 


and waste. The same pen holder, well-balanced, for effortless 
writing. The same tasteful styling that appeals to everyone. 

New circulars P-49 and N-30S are now obtainable to 
further aid your selling effort. New catalog pages PHP 1949 
and HPN 49 replace pages PHP 48 and HPN 48 now used 


Nibin screw-in feed and pen-point is an added feature in the 
Sengbusch Handi-pen line. 

ote! The popular wedge-feed is still available, because 
many large users like the economy of this feed when replac- 


ing pen points. f 
Nothing else has been changed. Nibin is a plus feature. You in catalog 47 and in your salesman’s price book. _ 
still have: Sengbusch’s famous Capillary Action inking prin- You're all set to cash in on popular demand — just place 
ciple that eliminates ink deterioration your Handi-pen order today. 


SELF-CLOSING INKSTAND CO., 310 Sengbusch Bldg., Milwaukee 3, Wis. 


BOOKKEEPER’S 
RULE 


Made of carefully selected Rock 
Maple. Two coats of vornish, gloss 
finish. 19\¢ inches wide, %4 
inches thick. One brass edge, 
scoled in 1é6ths on one edge both 
sides. Flexibility is the outstand- 
ing feature. It actually bends 
with the ledger. 


GENERAL 
OFFICE RULE 


Made of carefully selected Rock 
Maple finely varnished, natural 
color. 1¥\4 inches wide, '4 inch 
thick. Packed 1 dozen in a box, 
single brass edge, and scaled in 
léths on the bevel. 


TYPIST’S RULE 


Scaled pica type, 10 characters to 
the inch on one edge . . . elite 
type scole, 12 characters to the 
inch, on the opposite edge. 

Opposite side scaled 6 lines to 
the inch on one edge with oa six- 
teenths simplex scale on the op- 
posite edge. One brass slanting 
edge and a wide green celluloid 
opposite edge. 
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If any of these symptoms appear, see your doctor at once. 
Write for the booklet about cancer. Just address your request to “CANCER”. 


AMERICAN CANCER SOCIETY, INC. 
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PRESTIGE-DESIGNED 


f 
> aw WY - 
/ 3) l Z he 
7 fs TV VV ~ y 
AMG 





) DISPLAY 





MINATE 





looking for it Is going to become a habit 


WITH AMERICA’S QUALITY-MINDED BUSINESS AND 


PROFESSIONAL FURNITURE CUSTOMERS! 











New Koya SAMPLE DISPLAYS 


Use them "for show” AND for Sales! Each is 
designed as a selling unit which you can 
turn over to prospects, complete. 





mS 
a 
: Ss 
a - 
as et 
« . a » 
— rae ~ “A 
© 0 v c 
OFFICE FURNITURE DISPLAY 
(3 pieces) shown here 
No. 846—Executive Choir, Forest Green Royaion 
No. 843 —Jr. Executive Ch ye Green TufTex 
Ne. 1175—Secretarial Chair, Sea Green TufTex 


Now you can take additional advantage of 
Royal’s consistent National Advertising. Dis- 
play this smart new illuminated sign. Cus- 
tomers will be looking for it when they want 
to buy. It’s their sign of dependability . . . the 
emblem of their Authorized Royal Dealer. 


It’s FREE upon each purchase of any one of 
Royal’s three new Special Sample Displays. 
Samples that include the sensation-creating 
new Custom-Satin Finish line of square-tube 
designs . . . first really original idea in metal 


furniture in a decade! 


Write for full information 

















ROYAL METAL MANUFACTURING COMPANY 


175 J NORTH MICHIGAN AVENUE + CHICAGO 1 
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a, A DUPLICATOR Sate 





INFLATE 


YOUR SALES 














You’re Always in the Money 
with the Underwood Line 














WIN satisfied customers when you sell them an Underwood 


Portable. 


PLACE the Underwood Portable line in your windows and 


on your counters. 





SHOW .. . and you'll sell . . . because Underwood means 
real value. Underwood 
Corporation 


Portable Typewriter Division 


The CHAMPION. . . at $84.50 plus tax, the odds-on 


quality favorite with your customers... 
One Park Avenue 


The UNIVERSAL... at $75.00 plus tax, bound to New York 16, N.Y. 


give you the inside track among prospects . . . 





The New LEADER .. . bargain-priced at $59.50 plus _ ana —$—$$__—_ 


tax, a Winner in any competition a 
And all made by Underwood .. . Typewriter Leader 


of the World! It pays to promote 


Build up your Portable Typewriter Profits with these three 


winning performers. A// Underwoods . . . all great values! l} nl (| e f W 0) 0 (| 


You're always in the money . . . with the Underwood line! 


Place your order today. 





